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What Would You Do? 


Three top-flight salesmen analyze and criticize 
a fourth salesman’s selling methods. 
Here’s your chance to try 


your analytical powers on selling situations 


Manufacturers’ Literature A Headache To You: 


You don’t need an aspirin, you can correct 
your situation by studying a series of pictures 
showing how distributors all over the country 
keep promotional material orderly and usable 


Want To Streamline Your Warehouse? 


It just takes common sense to figure out 

the things that'll help you; that’s what 

a distributor says after two years of making 
emprovements in his operation 


for a complete listing of articles turn to contents page 





Unbelievable Time and Labor Savings-- 


a Profit \ to You!! 


NOTE THESE TREMENDOUS TIME SAVINGS! 
SIZE MATERIAL CUTTING TIME 


Stee! Pipe 5 Seconds 
Cast Iron Soil Pipe & Seconds 
Stee! Pipe 40 Seconds 
Cold Rolled Steel 20 Seconds 
Steel Angle 12 Seconds 
Steel Channel 10 Seconds 
Galvanized Pipe 5 Seconds 


CAPACITY 


No. 20 with 20” wheel . 6” pipe: 2'/,” solid stock 
a7 ¥ E. ' E bk hog sha ea mA sia 


ONE MAN CAN CUT MATERIAL FOR A LARGE CREW OF MEN! 


P I P OOL sy No. 20 Priced at $697.50 No. 14 Priced at $425.00 


216-300 DANA AVENUE © WARREN, OHIO, U. S. A. 
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An editoria! 


Distribution in Russia 
It's 25 years behind the times, says this report 


If Your Place Is Ever Flooded 
Two distributors, in Waterbury and Easton, tell about 
being on the receiving end of disaster 


How to Handle Manufacturers’ Literature. . 


Here's how 12 firms deal with this operation 


Three salesmen give their views — how about yours? 


Increase Within-the-Plant Sales. . 


Seattle distributor steps up sales-floor traffic 


To Sell More — Show More 


Connecticut firm visibly promotes products 


Chart Your Management Course 
Study charts and learn, says Georgia distributor 


How to Sell and Unsell Ideas 
Are your selling problems ‘‘different’’? 


More than Money's Involved 
A Mobile company moves into a new building 


One-Story Plant Built by Tulsa Distributor. . 


Efficiency was the motivating factor 


Don't Build — Renovate 
New Hampshire firm saved money and got results 


Storage, Handling Costs Ride Together... . 


Atlanta distributor revises system te odvantage 


Common Sense Is Your Best Engineer 
This method helps Newark firm keep costs in line 


DEMONSTRATION 
ROOM 





Glass-enclosed and sound 
proof, this tool demonstra 
tion arca increases within 
the-plant sales of a Seattk 
firm. Details of this fea 
ture, as well as other mod 
ern merchandising meth 
xis, are given on page 95 


KASY TO LOOK Al 





And these harts give a 
tw car picture of a 
(-corgia company's vital 
business statistics Page 98 
tells the story of just what 
clements are charted and 
vhat is learned from tl 


rall pictur 


COMMON SENSI 





It's the tied and truc ap 
proach on most problems 
\ Newark distributor found 
that it worked in setting 
ip improved warehousing 
operation He tells about 
his experience on page 105 
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REGULAR FEATURES 


You Said It 


gk Of OY ee eee 


Product Quiz 
Supply Sales Trends. 


Outlook for Business 


Manufacturers’ Activities 
News 

Price Index 

On the Market Today. . 

ABC .. . and the Reader 








CUSHMAN chucks 


owe Chuck -abil 


CHUCK-ABILITY: The ability to SPEED your work 
. .. ELIMINATE fatigue . . . IMPROVE your products 
... and REDUCE your costs . . .through design 
and selection of the right work-holding devices. 


ideal for precision bar work. 
Quick, simple, minute adjustment. 


Repeats within .0005” or better T.1.R. 


Because of extreme accuracy and 
jaw capacity, one Accra-Set* Chuck 
can replace even the most accurate 
collet chuck and its range of collets. 


* Potent applied ter. 


Available with 3 or 6 jaws in 6”, 72” and 9” sizes. 
Adapter plates required for mounting. 


THE CUSHMAN CHUCK COMPANY 
Hartford 2, Connecticut 


a wortd standard for precision 


CUSHMAN 


CWUCKMAN 
SS ons © Rete Aneta Qa, RENN SEE YOUR INDUSTRIAL DISTRIBUTOR 
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New DS Takeup 


Has Strength, 
Accessibility 


Ever since it was first an- 
nounced, the Link-Belt DS 
Takeup has won growing pref- 
erence. Now significant design 
advancements have been incor- 
porated which improve its per- 
formance even further. 

A new one-piece hinged top 
frame permits casy access to 
the bearing block and adjusting 
screw. The top swings upward 
after three bolts are removed 
from the base. 

A new arch-frame design adds 
strength to the end brackets. 
Welded to the top cover angle, 
the brackets form a rigid frame 
capable of withstanding heavy 
loads without twisting or alter- 
ing bearing alignment. 

This tokeup is interchangeable 
with previous designs and can 
be used on a wide variety of 
materials handling equipment 
such as apron, belt, chain, 
drag, flight and slat conveyors, 
providing a positive, yet easy 
means of adjustment. 

The improved DS takeup is 
available with babbitted, ball 
or roller bearings. The heavy 
bearing blocks have a longer 
base for added stability. Bab- 
bitted blocks are equipped with 
a pipe tap for grease cup or 
fitung. Ball and roller bearing 
blocks come with hydraulic 
type fittings 

Other features include a 
rigid channel base and sturdy 
adjusting screw. Full selection 
data in new Folder 2539 





LINK-BELT COMPANY 
Plants in: 

Indianapolis * Philadelphia 
Chicago « Atlanta * Colmar 
Pa. * Houston + Minneapo- 
lis * Sam Francisco + Los 
Angeles + Seattle 13.943 

Offices in Principal Cities 











Roller Chain Taper Lock Sprockets 
Mount with Tightness of Shrink Fit 


RAPID ASSEMBLY ond disas- 
sembly right on the job is pro- 
vided by taper lock bushing. 


POSITIVE GRIP with uniform 
compression on shaft assured 
by tapered construction. 


Flush mounting re- 
quires minimum shaft space. 
No projecting flanges or bolts. 


Precision-made and offering 
industry's tightest, safest grip, 
Link-Belt Roller Chain Taper 
Lock Sprockets 
*% Sales provide the ut- 
most in simplic- 
Meeting ity of installa- 
in Print tion. They are 
the logical selec- 
tion for many applications and 
are available from stock in 2, 
%, %, 1, 1%, 1%, 1%, and 
inch pitch. Bushings are 
stocked in ‘4g-in. bore incre 
ments to accommodate all 
standard shaft sizes from ‘2 to 
4-in. diameters. Reboring is 
unnecessary 
When installing, the bushing 
is placed in the sprocket and 
screws assembled so that they 


are in threaded engagement 
with the sprocket and free in 
the bushing holes. The com- 
plete assembly is slipped onto 
the shaft and screws are tight 
ened 

Disassembly is just as easy. 
Screws are removed. Then one 
or two of them (depending on 
sprocket size) are used as jack 
screws in holes provided and 
turned enough to loosen the 
bushing from the shaft 
Sprocket and bushing slip off 
as an assembly 

Action of the taper bushing 
provides a firm fit for its full 
length and accepts the full 
range of normal shafting toler 
ances. Uniform, positive grip 
on the shaft is assured, and the 
compact, flush design elimi- 
nates operating hazards. Disas- 
sembly is quickly and easily 
accomplished with great saving 
of time, labor and equipment 

Sprocket teeth are precision 
cut in conformance with ASA 
standards and accurately spaced 
for smooth chain and sprocket 
action. Uniform and true tooth 
surfaces provide full contact 
with chain rollers for maxi- 
mum operating life, and preci 
sion machining assures concen- 
tricity of bore with sprocket 
teeth. Combining them with 
Link-Belt Roller Chain, makes 
as efficient a drive as the mar- 
ket offers 





Car Spotters Handle Many Tasks 
That Involve Horizontal Haulage 


One man can easily spot six 
loaded railroad cars at one 
time, or handle scores of tasks 
involving horizontal hauling 
in either direction or around 
corners—with the aid of a 
Link-Belt Car Spotter. Larger 
loads can be handled by car 
pullers with rotary drums 

Spotters consist of a vertical 
capstan, helical and worm gear 
drive, heavy housing and inte- 
gral motor. By wrapping two 
or three turns of rope around 
the capstan, the operator has 
up to 10,000 Ib. starting re 
pull at his disposal with the 
10-hp model enue pull- 
ers are available with motors 
up to 30 hp. 

Selection data, rope pull cal- 
culations and typical layouts 
are contained in Book 2092. 
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Link-Belt No. 10 car spotter at 
feed mill is conveniently avail 
able to move tank and box cars 
to and from loading stations 











The Cover 


As you know, it’s our usual policy to fea- 
ture three or four articles on ID's cover. 
This month, we were about to go te press 
when we obtained a special report on 
“Marketing Behind the Iron Curtain” 
Naturally, we wanted to give it special 
cover attention. So that’s the reason for 
the clip-on notice. 

P.S. The red feather is just a reminder to 
lend a helping hand—suppoert your local 


Community Chest. 





Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 


Senior Associate Editor 
John \. Wertis 


Associate Editor D. A. C. McGill 


Associate Editor Robert Slater 
(Chicago) 


Assistant Editor George L. Bottari 
Assistant Editor J. Van Ness Philip 
Assistant Editor Leugel Foss 
Editorial Assistant Domenica Mortat 


McGraw-Hill Domestic News Bureaus: 
Atlanta, Cleveland, Detroit, Houston, San 
Francisco, Washington, D. ( 


McGraw-Hill World News Bureaus: in 
principal cities. 
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Arch M. Morri- 





District Managers: E. N. Grantvedt, Chi- 
eago; E. J. McOsker, Cleveland; John 
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Business Manager, ©. H. Holdsworth; 
Advertising Production, T. W. Lowe. 
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PRON 


Sell proto 
Heavy-Duty Industrial Wrenches, Too 


. } 


Give your customers the wide selection, the 
right wrench for almost every job, in PROTO’s 
line of extra-strong industrial wrenches. Forged 
from special alloy steels, all have the superior Le sure your stock is complete in stand- 
design that makes PROTO easier to sell! ards, midgets and giants. Send for catalog of 
entire line to 
PLOMB TOOL COMPANY 


Show your customers that PROTO Indus- 2215L Santa Fe Ave. 
trial Tools are built to withstand industry's LoS Angeles 54, Calif. 
roughest punishment — and they'll keep com- 
ing back for more! PROTO’s wide selection of 
professional-quality impact and power sockets 
is a typical example. You'll get many more sales 
when you demonstrate that special PROTO 
alloy steels and superior design give great 
strength with less weight, give toughness and 
snug fits, that these “tools with guts” fit both 
standard power equipment and regular socket | nna 
wrench handles and attachments. Eastern Warehouse and Factory, Jamestown W.Y. + Canadian Factory, Londen, Oat. 
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A special cover protects 
the inner sections of Dodge 


V-Belts, seals against abrasive 
dust and other destructive sub- 


ats 
. e eeeseeeeee** ° 
. oveeeeseeeee” 
eesseeooer*® 
« 9 oe0000eeee” 


stances. Each cover-ply of rubber- 
ized fabric is bias cut to give resil- 
ience when belt flexes over sheaves. 
High strength cords in tensile sec- 
tion take shock loads with minimum 
tretch. Available in Normal Duty 
type for regular service—and Spe- 
ial Duty type for special service. 


FRACTIONAL HP 
SEALED-LIFE 
fave same basic features found in 
egular Dodge Sealed-Life Belts— 
mmended for use in single belt 
rives within their rated HP capac- 
: ie a maximum of service. 


SEALED-LIFE DOUBLE-V 


Virtua two belts molded back-to- 
k as a single unit. Used in special 
ves where belt must transmit pow- 

to two or more sheaves. Embody all 
eatures of regular Sealed-Life Belts. 


DODGE CUT-TO-LENGTH 
V-BELTING 


Available in rolls, permitting its use 
in any desired length by using a 
fastener. Similar in construction to 
Sealed-Life Belts except load is car- 
ried by multiple plies of woven fabric. 


Sealed-Life 
“BELTS 


ax 
DODGE 


4 of Mishawaka, Ind. 


Distributors offer astomers the maximum in V-belt 

value in the Dodge Sealed-Life line 

All Dodge advertisments, appearing in leading indus 

trial publications, feature the Transmissioncer, and reter 

prospects to Dodge Distributors 

DODGE MANUFACTURING CORPORATION 
500 Union St., Mishawaka, Ind. 





-Arm 


Terqve 
Speed Reducers 


6a + 


Air Grip, ® Grip 


-T 
Dedge-Timken Bearings aa ond D Clutches 


Taper -Lock Sheaves 
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Fair Trade has backer; distributor’s views 


on selective distribution rouse comments: 


You Said It 


reader reports on news item readership 


WATERBURY, CONN 
Fair Trade Booster 


In the August issue, “You Said 
It page 7), “A Distributor, 
Rochester, N. Y.,” makes quite a 
presentation on the subject of Fait 
l'rade 

Your headline 
tacks Fair 
me a Ver\ Poor choice. 

I gather that “A Distributor” is 
favorable So am I, and I 


“Distributor At 


l'rade Issue,” seems to 


quite 


ire who knows it. 
M. I. Srray 
President 
s A. Templeton, Inc 


don't ‘ 


orce 


Newsurcu, N. ¥ 


Power Of The Press 
You would be 


number of 


iumazed at the 
etters we have received 
congratulating Mr 
\ugust issue (page 


Seaman on his 
picture in the 
118) of vou 


surprised and, needless to say, ver 


magazine. He was so 
ple ised. 

Some of the 
on the fact that the picture did not 
flatter Mr. Seaman. I'l take the 
blame for that as I took the picture 

I just thank vou 
ind tell you your magazine 
read, but 


letters commented 


wanted to sav 
that 
widel also 
MI. A. Whson 
W. L. Smith Co 
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Selective Distribution Discourages 
Product Selling, Midwesterner Says 


In commenting on distribution practices, a \lidwestern 


recently stressed “the weakness” of selective 


We 
presented them to a 
he editors 


distributor 
interesting Wwe 


distributors for 


distribution found his remarks so 
number ot ther 


comments 


The Midwesterner said: 


; 


: 
NN pa4rce exclusive (and it 


that the dis 
tributor’s sales function then sclling. It 
then isn’t a question of selling the PRODUCT, but of selling the consume: 
on the idea of buying from YOU. For it makes no difference 
to us whether or not a consumer buys $100,000 worth of our manufacturer s 
products if he doesn't buy from US. So 


basis or where there is multiple distribution 
rather than 


The weakness of selective distribution as 


certainly stands out most with broad line distribution) 1 


becomes one of institutional 


instance, 
if the product is on an open 
vou are going to do straight 


concentrate on the 


institutional selling for your own company 
products. It has to be that way 


HARLESTON, W. Va 


) 


PortTLAND, Ort ( 


Brands Not Stressed Salesmen Are Realists 


“Selective distribution” does not This is a point 
herish 


which manufa 


a‘tect us as much as it probably does turers who their brand 


some of the other houses who names would do well to ponder 


handle general line products The advertising and promotional 


We do find, however, that ther listributor 


potenti il of hundreds of 


is a distressing tendency to stop pushing a specific brand every day 


whereas distributor 
ibove ill 


aren't about to spend much 


selling the merits and advantages is tremendous 


of a brand name product and a_ salesmen being realists 


trend to stress competitive price, tin 


identical construction and specifica promoting lines that can be pu 
We that 
a vast difference in man\ 


appear to be similar V. B. Harris 
il Manager 


designed to do the ‘resident & (ener 
And, as Capital City Supph Co 


desirable 


tions honestly believe chased just as easilv from their com 


there is petitor 
items which 

ind which are 
same job ilwavs, the 
idvantages of ustomer 


relationship should be promoted 
\ILAN 


Exclusive Lines Pushed 


In spite of the upturn in busines 


conditions, we must continue to 


SELI 


which are 


and not just accept order 


Exclusive distribution by an in 


thrown our way 
4. H. ALLEN 
Sales Manager trict duty to sell 
& Asbestos ¢ 


ustrial distributor imposes a very 


that 


mianuta 
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TO THE FINE SELLING JOB 


LUNKENHEIMER DISTRIBUTORS eS S WN 


Fig. 2600 


LUNKENHEIMER 


a LUNKEN 
= THE ONE peat 


QUALITY 
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Valves and Fittings 


Are Successfully Creating 
A Profitable New Market 


Less than a year ago the market for Plastic Valves was a matter of specu- 
lation. Despite obvious uncertainties, Lunkenheimer, as they have done 
with so many new products traditionally, pioneered the development 
of an all-plastic PVC Valve, and Lunkenheimer Distributors backed the 
Valve with a hard-hitting introductory sales campaign. 

Today, a steady stream of new and repeat orders proves that Luncor 
Valves and Fittings are a success. There’s a big market for a well-designed 
PVC Valve. And the market is growing steadily as thousands of industrial 
buyers prove, by test installations in their own plants, that Luncor Valves 
have been responsible for reduced costs in handling corrosive fluids. 


Now, Lunkenheimer is expanding its Luncor line to include the complete 
range of sizes listed below. With your continued support, Luncor will 
soon be one of the most profitable items in your Lunkenheimer line. As 
a pioneer distributor in the Plastic Valve field, you've won first claim 
on this profitable market. It’s yours . . . cash in on it! 

Now available in 42", %”, 1", 142", and 2” 
sizes with adaptors for intermediate sizes. 


—— 
SS 
—S 
ip ip me 
: ¢ y- 
a ha as mii AHHH 








HEIMER (= 
IRON @ STEEL 


PVC VALVES 


NAME IN VALVES si 
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Buckeye ... another great 


who puts Supreme Chucks “up front” 


nner pe formance 


Rotary Air Tools are pro- 

vith the sincere intention of 

ng America’s tool buyers the 

finest performance qualities pos- 

sible. With this in mind, the man- 

agement has elected to equip many 

of their tools with Supreme Brand 
Chucks. 

Buckeye, like other power tool 

~makers, has found that they have 


a fine product to sell when there’s 
a Supreme Chuck up front 
buyers everywhere wil! do well to 
follow the leaders and specify Su- 
preme on new tools — insist on them 
for all replacement use. 

An industrial distributor near you 
can give you the full story on extra 
quality Supreme Brand Chucks 


Too! 





You Said It 


Starts on page 





turer's product and no other. If 
| there is a dual distribution, the dis- 
| tributor 


| 
j in all instances to 


certainly is not obligated 


sell this manu 


‘ } 


facturer’s line so exclusive to all 


others. 
R. L. Hus 
Vice President & Industrial Manager 
Cowan Supply Co 


Selling Becomes 
Institutional 


Lhe subject has many side 
both the 
facturer and the distributor 


rom 
the viewpoint of manu 


It seems to me there are three 
kinds of distributor arrangements 
Selective” and “Non 


Non-Selective Selec 


Exclusive”’ 
Exclusive, 
tive difters 


in that the number of distribu 


from the last-named 


in an area is reduced, and the 
type of distributor is selected more 
as the Nl dwes 


efully. However, 


terner points out, the problem of 
selling in the last two categ 


~ 


the same when compared 


exclusive arrangements 1 
heartily agree that it develops 
institutional selling 

Having exclusive lines is the 
natural desire of all distributors, but 


it means definite responsibilities 


must be assumed by the distributor 
He must prove to the manufacturer: 
1. that he can maintain and build 
volume for the 


that | 


up satisfactory sales 
territory involved, 
ving adequate inventory of the 
that he can handle 
technical details 
quent from a 
factory 1 4. that 


his salesmen follow up inquiries and 


produ mf 3 
lone, without fre 
need of assistance 


representative, im 


factory leads prompt); 
We naturally work harder on our 
the Th 


exclusive lines, and cherish 





Continued on page 14 


SUPREME PRODUCTS, INC. 2222 S. CALUMET AVE., CHICAGO 16, ILL. 
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Never Confuse the No.8 MARVEL @ ....csmw« 


No. 8 does the 
blade remein at 


with an ordinary Band Saw aright angie 


18” feed treverse. 


»»- only the MARVEL is Universal hg ho gpa 


‘s Only a No. 8 

MARVEL can 

doa!l of these 

things: Snip-off a Ys" 

rod or cut-off an 18” 
x 18” cross section 


cut off and shape 
Structural Beams. 


mains stationary. 


eo Only on a No. 8 MARVEL 


can the saw column be 
instantly indexed and 
locked at any angle from 
45° right to 45° left, and 
the sow then fed thru the 
work at the desired angle 
— without moving the 


rs) Only o No. 8 MARVEL has 


the large T-slotted work 
table, with removable quick action 
vise, that permits accurate set-ups 
of work of unrestricted sizes and 
shapes, special fixtures; Etc. 


“Rough Machine” to size and shape 
with minimun chip waste 


The No. 8 MARVEL is the “busiest tool in the shop’’ wherever 
installed because it is a universal tool—has both the capacity and 
the versatility to handle not only standard sawing jobs but 
innumerable ‘“‘trick’’ and convenience jobs as well. More than 
a metal saw, the No. 8 MARVEL is a fine machine tool with 
machine tool features like: Both power and hand feeds; Depth 
Stops; Automatic Blade Tension; Built-in Coolant Pump; Three 
operating speeds (or six with 2-speed motor). Moisture-proof 
electrical controls that conform to both “J.1.C.” and “MACH- 
INE TOOL” electrical standards; Dirt-proof ball bearings, etc. 


If you cut, machine or fabricate metal, this is a sawing 
machine you should know about. Write for catalog. 


DV 


; | 


ARMSTRONG-BLUM MFG. CO. - 5700 West Bloomingdale Avenue + Chicago 39, U.S.A 
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Pioneers— 
A CENTURY AGO.... 


FROM MILL SUPPLIES 
1923 


Before the Civil War .. . as far 
back as 1853... Watson-Stillman 
pioneered in the manufacture of 
equipment for services at high 
pressures. The extensive experi- 
ence of W-S engineers in the 
practical application of hydraulic 
engineering principles was sub- 
sequently applied to the manu- 
facture of Forged Steel Fittings. 
The above advertisement from a 
“Mill Supplies” issue of 32 years 
ago is proof of how even then 
we brought Watson-Stillman 
Forged Steel Fittings to the atten- 
tion of the industrial distributor. 

The steady growth of Watson- 
Stillman Fittings Division is a trib- 
ute to the quality of its products 
and the resourcefulness of its 
distributors. 





Va 





WATSON-STILLMAN 2) 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Tuo much care be taken m the selection of 
hydraulic httungs Vou ant to take dawn a line 
ol pyping te replace defective httings when thie necess 
tetes a full or partial shutdown of your plant. Watson 
Stillman fittings are tested far beyond thew rated strength 
hue lowe and annoyance . 


and insure you aegamet 
to the unstallation of hydraul« 


build everything ne 
systems from pipe to pres 
> J ; 
70 years = at your duposal 


Our expenence of nearly 


Write for catalogs. 


r: nid 


THE WATSON-STILLMAN CO. 


198 Fultum St.. New York 


> 


CHICAGO, McCormick Bidg. ae) 





Philadelphia: Widener Bidg 








continuous active product development, today’s line of W-S 
includes, in addition to the standard Screw-End and Socket- 


Forged Carbon Steel Fittings, a wide variety of Stainless and 

Steel for corrosion and heat resistant pressure piping. 
Recently, new 3,000# Forged Steel Unions and a new line of 150 |b. 
Stainless Stee! Fittings were added to our line to meet the needs of 


THE 
WATSON- 
STILLMAN 
LINE 


na con also supply special fittings for exceptional service 

- eonditions or for unusual fabrication techniques. 
WS engineers are alert to the growing trend to higher operating 
pressures and temperatures in process industries and power plants. You 
can be sure the Watson-Stillman Fittings line will always be up-to-date. 





and Still the 


TOP Distributor Line! 


Today the Watson-Stillman Fittings Division 
is a leader in distribution, and its products 
are a respected major line among distribu- 


tors in every way... 

.in design and manufacture 

. in extensive product end-use 

. in serviceability and dependability 

. in packaging 

.and in margin of profits 

Of equal importance to the distributor is 

the Watson-Stillman advertising and sales 
promotion program — designed to stimulate 
product acceptance and increase sales for 
W-S distributors. Promotional literature; reg- 
ular direct mail letters to fittings customers 


and prospects; slide presentations to aid 
distributor salesmen; informative technical 
bulletins and catalogs—and attractive, hard- 
hitting, 2-color advertisements in leading 
petroleum, chemical, power, general indus- 
trial, purchasing and distribution publications 
—these are the Watson-Stillman Fittings Divi- 
sion Sales Tools. 

Our distributors can look forward to a 
growing market for W-S Forged Steel Fittings 
and increased effort on the part of the Divi- 
sion to aid the distributor. Watson-Stillman 
Fittings Division's past record—and its present 
distributor policy — tell why the Watson- 
Stillman line ranks today as the top sales 
line among leading distributors. 
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WATSON-STILLMAN FITTINGS DIVISION 
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H. K. PORTER COMPANY, INC. 
Roselle, New Jersey 
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The Little Professor says: 


AD NO. 5 OF A SERIES 


DOR-TITE® and 
SPONGE RUBBER 
Improve These 





oe the money 
Wee ATWOOD | 
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DOR TITE St 
in fabric bane done ON Me 
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ing #PPuCOt® her applcetin® B* 
and pull loom moe of aponer Verne 

mony © 
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Ask us how the Little Professor and 

Durkee-Atwood “Super Service” can 

work for you... 

Find ovt today how the Little Professor con supply 

you with new and important ways to increase your 
ous with Durkee-Atwood products and “Super 

Service.” Write Dept. ID-5. 


INDUSTRIAL DISTRIBUTION 


Products 


Whether your customer's 
product requires sponge rub- 
ber in strips or sheets, you 
will be providing a service 
for him by investigating 
DOR.-TITE®. 

Because of its “Patented” 
built-in fabric base DOR- 
TITE® does not stretch dur- 
ing application . . . does not 
creep back and pull loose 
after applications. DOR- 
TITE® offers many money 
saving possibilities. Here are 
a few that might fit your 
market: 

WINDOW STRIPPINGS 

DOOR STRIPPINGS 

ROOM AIR CONDITIONER 
MOUNTINGS 

REFRIGERATOR MOUNTINGS 

AIR CONDITIONING UNITS 

TRUCKS 


See Durkee-Atwood for: 
V-BELTS + SPONGE RUBBER 
MOLDED RUBBER 
HOSE «+ TAPE 


DURKEE 
TWOOD 
V-BELTS 
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You Said It 


c a 
Starts on page 





more than lines which we have on 
1 “selective distribution” basis. We 
unconsciously feel that we are a part 
of the “family” and have a closer 
bond of understanding with the 
factory organization on our exclu 
sive lines. For example, we feel free 
to discuss confidentially many sub 
jects which are mutually beneficial 
vith representatives of our exclu 


selective line 


sive lines, but on 
this cannot always be done 
We still are of the opinion that 
if a manufacturer will put (or can 
put) his faith in one distributor in 
1 given area, in the long run his 
sales will benefit from this policy 
Watrer S. Enrenrecp 
President 


lhe W.S. Ehrenfeld Co., Inc 


Erie, Pa 


Emphasis On Service 


Ihe more I think about what 
the Midwestern distributor said, 
We quite 


definitely do sell ourselves and not 


the more I agree with it 


the product when we have dual dis 

tribution or mutual distribution. It 

s a good thought and one which we 

shall not fail to tell most of our 
uppliers 

Davin B. ScHuLER 

Manager 

Ene Industrial Supph Co 


Provipence, R. | 


The Manufacturer's Side 
I 


However, the point of view of the 


complainer must be taken into con 


70 along with the thought 


— 


sideration. When a company starts 
to make a name for itself after the 
pains of birth have gone by, it is 
very happy to acquire a line on a 
selective distribution basis. In these 


‘ont ed or fa - 
Continued on page ] 








DISTRIBUTOR POLICY 


me CHICAGO SCREW COMPANY believes in the essentiality of a sound 


and realistic distributor policy. For many years we have promoted the 
sale of our complete line of over 4000 cataloged Standard Fasteners 
through established reputable distributor operations. 


Here are some of the important features of our policy: 


Specialized sales personnel selling Independent effective missionary 
only to and through the Distributor work for the Distributor 


An aggressive advertising and 


Educational, stimulating group promotional program in trade An oe pr - order 
meetings conducted for Distribu- journals directed to over 3,000,- ee ene 
tor salesmen 000 customers, plus catalogs, 

direct dealer helps, etc. 





Adherence to the highest stand- 
ard of quality and service keyed 
to the Distributor’s needs 


Availability of Engineering and 
Metallurgical service 





Tze CHICAGO 
SCREW COMPANY 
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Irrefuta ble | f . 


Just once in a salesman's life does he have a sales tool so 
. dramatic, so unusual, and so powerful as the Rust-Oleum 
story of penetration presented on the next four pages 

The results of nearly three years of research by an in- 
ternationally known research organization utilizing the 
latest radioactive techniques, place this irrefutable proof 
in your haénds ... in a way that your customers can see 
with their own eyes. Read the following pages, study 
them see what this dynamic sates tool can mean to 
your sales and profits. % 

And remember: the following pages are appearing in 
the October issues of TIME MAGAZINE, NEWSWEEK, and 
BUSINESS WEEK plus twenty other important business 
publications, to bring this message to the widest pos- 
sible audience, and as a service to industry 


RUST-OLEUM CORPORATION 
2980 Oakton Street, Evanston, Ill. 


RUST-OLEUM 











The Results of this Important Research Project 


are basic to every man who faces 


a Rust Problem 





Now! For the first time, actually 
look under the surface of the coating! See 
Rust-Oleum penetrate rust to bare metal 
through the “eyes” of radioactivity! 


A RUST-OLEUM REPORT TO EVERY PERSON FACED WITH A RUST PROBLEM 


Nearly three years of research, utilizing radioactive 
tracing with C' radioisotope, enables you to fol- 
low Rust-Oleum penetration through the hereto- 
fore “unseen” rust area to bare metal. While 
Rust-Oleum users, for over thirty years, have 
known that Rust-Oleum penetrates rust to bare 
metal when applied over rusted surfaces— 
Rust-Oleum wanted to go even further in bringing 
irrefutable evidence of this penetration to you 


1 To trace Rust-Oleum penetration through 
rust, the Rust-Oleum fish oil vehicle was 
made radioactive with C'* radioisotope. The 
radioactive Rust-Oleum fish oil vehicle was 
then formulated into Rust-Oleum 769 Damp- 
Proof Red Primer without changing 
Rust-Oleum's exclusive formulation or per- 
formance of product 


loose rust, according 
standard directions for 


and allowed to dry 


ess of a coating is important, but, what goes on 
surface is vitally important, too, in the stopping 
eum Stops Rust, because it penetrates the rust 
he Rust-Oleum fish oil vehicle works around the 
id through che fissures and crevices in the rust 


he bare metal. It doesn't ‘‘bridge-over"™’ the tiny, 

pits in the metal—BUT, actually goes into these pits 

f air and moisture and coat the metal with a penetrat- 

ing v-surface-tension film that expands and contracts with 

al. Because of this unusual penetration, you can apply 

Rust-\ leum 769 Damp-Proof Red Primer directly over the 

rusted surface after scraping and wirebrushing to remove rust 

scale and loose rust. Thus—you save time, labor, and money as 
costly surface preparations are usually eliminated 


the n 


there 1s only one Rust-Oleum 


2 Rusted metal test panels were scraped 
and wirebrushed to remove rust scale and 
to Rust-Oleum's 
application. The 
radioactive Rust-Oleum 769 Damp-Proof Red 
Primer was then brushed on directly over the 
remaining rust on these rusted test panels 


The methods and results, on which the technical 
information on these pages is largely based, are 
presented in a complete thirty page report entitled, 
“The Development of a Method to Determine The 
Degree of Penetration of a Rust-Oleum Fish-Oil- 
Based Coating Into Rust Coatings on Steel Speci- 
mens,”’ prepared by Battelle Memorial Institute 
technologists. Request your copy on your business 
letterhead without cost or obligation 


3 Then—the surfaces of the-rusted panels 
were shaved at approximate half-mi! levels 
and Geiger Counter readings of Rust-Oleum 
penetration (radioactivity) were taken at each 
level down to bare metal. These measure- 
ments are shown as “‘Percentage of Surface 
Radioactivity"’ figures on the graph on the 
opposite page 


From tanks, girders, machinery, roofs, sash, stacks, pipes, 
wire fences, and building maintenance in industry marine, 
farm, or railroad applications to gutters, metal sash, lawn 
furniture, etc Rust-Oleum is the modern 
way to Stop Rust and beautify as you protect, in your choice of 
Red, White, Black, Aluminum, Gray, Green, Yellow, Blue, etc 
May be applied by 


coating that resists salt water, salt air, heat, fumes, sun, humidity, 


around the home 


brush or spray and dries to a firm, decorative 


and weathering. Industrial users see Sweets for complete catalog 
and nearest Rust-Oleum Distributor, or attach coupon on the 
Opposite page to your business letterhead for complete informa- 
tion, including your thirty-page report on Rust-Oleum pene- 
tration. Homeowners will find Rust-Oleum featured at leading 


Hardware, Paint, and Lumber dealers in most localities 


it is distinctive as your own fingerprint 


RUST-OLEUM 


Rust-Oleum is exciusive. it incor- 
porates a specially-processed fish 
oll vehicle that penetrates through 
rust to bare metal. it dries right 
and is free of objectionable odor 
Many attractive colors 


A new Rust-Oleum development 
is the Rust-Oleum Galvinocieum 
coating. it sticks to new or old 
galvanized surfaces without etch- 
ing, without weathering. Availabie 
in red, gray, green, metailic 
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Photomicrograph (entarged 
756 times) of « rosp- sec tion of rusted 
metal coated with Rust-Oleum 
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Distance from Coating Surface, mils 


GET THE COMPLETE STORY. ATTACH TO YOUR BU 
Rs NESS LETTERHEAD FOR YOUR COPY OF THIS THIRTY 
PAGE REPORT WITHOUT T OR OBLIGATION 
Rust-Oleum Corporation 
2980 Oakton Street, Evanston, tilinois 


Please 


ge 


fo Deter 
Fish-O 














... there is only one Rust-Oleum...it is distinctive as your own fingerprint 


ILEUM IS EXCLUSIVE. Most manufacturers 

ective materials specify that rusted metal surfaces 

free of rust before applying their product 

loes NOT! With Rust-Oleum you simply 

irebrush to remove rust scale and loose rust 

h Rust-Oleum 769 Damp-Proof Red Primer 

r the remaining rust. The specially-processed 

vicle penetrates rust to bare metal, merging 

particles into the coating. It dries to a firm, 

wative Coating that resists salt water, salt air, heat, 

es, humidity, sun, moisture, and weathering. This 

ul sual penetration Saves you time, labor, money, and 
mr al because sandblasting, chemical pre-cleaning, and 
ot! er costly surface preparations are usually eliminated. 


AVAILABLE IN MANY COLORS. You beautify as you 
protect because Rust-Oleum is available in many, many 
attractive colors including Aluminum, White, Black, 
Green, Red, Gray, Orange, Yellow, Blue, etc. In addi 
tion to industrial rust preventive coatings, Rust-Oleum 
frnish coatings, incorporating the same specially 
processed fish oil vehicle, are available (1) to match 
original equipment manufacturer's colors for farm and 
road and highway construction equipment, (2) Oil 
Field finishes to match original equipment colors for 
rigs, pumps, et« 3) Restful Colors for plant and 
institutional interiors, (4) Special Marine and Railroad 
finishes, (5) Heat Resistant and Chemical Resistant 
finishes, (6) Masonry and Floor Coatings 


RUST-OLEUM. 


Remember—Rust-Oleum's unusual rust 
resistant qualities enable you to apply 
Rust-Oleum 769 Damp-Proof Red Primer 
one season—and wait unt)! the following 
season to use your Rust-Oleum finish 
coating. Thus—you “stretch maintenance 
budgets season-to-season 


Write on your business letterhead for your 
copy of the special Rust-Oleum thirty-page 
report, entitled, “The Development of a 
Method to Determine The Degree of 
Penetration of a Rust-Oleum Fish-Oil 
Based Coating Into Rust Coatings on Steel 
Specimens.’ We'll be glad to send it to you 
promptly, and there is no cost or obligation 


Rust-Oleum Corporation - 2980 Oakton Street - Evanston, Illinois 








THE V-DRIVE LINE TO SELL 
IS THE COMPLETE MAUREY LINE 


For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 





SERVICE 
MULTIPLE 


When you or your customer require drive parts immediately, 
V-Drive Line includes 


Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 FUL-GRIP G-D sheoves . . . in complete 
stocks for A, B, C, and D sections 


STANDARD CAST IRON SHEAVES 
for A, B, C, and D and E sections 


SALES HELP 
MOR-GRIP Multi-V Belts in all standard 
lengths in A, B, C, D and E sections 


horsepower, are ready for immediate delivery. 


Maurey assists your selling effort in every way possible, 
providing you with attractive, informative catalogs of proven MOR-GRIP V-Link Belting 

selling power . . . folders, booklets and blotters imprinted in A, B and C sections 

with your name on request . . . live leads produced by Maurey Complete Multiple V-Drive Accessories 
trade paper and direct mail advertising . . . and the 

personal assistance of Maurey field engineers. 





Maurey V-Drive engineers are constantly available to assist 
you and your customers with V-Drive problems. 


COOPERATIVE PROTECTION 


Maurey guarantees ful! factory cooperation and protection 
to you as an authorized distributor of the complete 
Maurey V-Drive line. 


We shall be glad to give you all the details on the 
advantages you gain by handling the complete Maurey 
V-Drive Line. Write us today. Hi-Q bushed type and fixed bore type 
cast iron and pressed steel V-Pulleys . . . 
MOR-GRIP FHP V-belts, O, A and 8 sections 
° in all standard lengths . . . 
. fans and Fan V-pulleys . . 


2915 South Wabash Avenue, Chicago 16, Illinois Flexible Couplings . . . 
Complete V-Drive accessories 


The Complete Multiple and Fractional Horsepower V-Drive Line 
Serving Industry Since 1917 
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SMALL POINTS- 


but they mean 
Big Business 


Your Norton mounted wheels and points have many unique 


“TOUCH of GOLD” advantages for fast, steady selling 


Your prospects for Norton mounted 
wheels and points are everywhere. They 
include general machine shops, tool and 
die shops, foundry and factory tool 
rooms, welding shops and just about 
every kind of metal working shop. 

Because they bring the “Touch of 
Gold” grinding performance to small 
and hard-to-get-at places the customer 
gets better results for less money. And 
you can tell him these facts with com- 


pleie confidence: 


® Norton mounted wheels and 
mounted points are of uniform 
structure throughout each wheel 
and duplicated identically from lot 
to lot. 


@ They're trued on their own spin- 
dles, which assures: (1) perfect con- 
centricity; (2) sharpness and fast- 
cutting action; (3) accuracy of 
dimensions and shape. They’re 
ready to go to work immediately. 


@ Norton mounted wheels and 
points stay TIGHT on their spin- 
dies, under severest use. Norton- 
developed mounting techniques 
make sure of this. 

@ They’re a 100% complete line, 
made in nearly 200 standard shapes 
and sizes, for grinding all metals 
and many other materials. You can 
supply them in ALUNDUM", 
CRYSTOLON* or diamond abra- 


sives, in all required bonds — also in 
the laminated, semi-flexible BF 
construction. For ultra high-speed 
precision grinding you can furnish 
special spindles and cement. 


Those are your special selling points 
in a selling field as broad as industry 
itself. Besides the applications shown on 
the opposite page you'll find very many 
others 
with Norton “Touch of Gold” perform- 


right in your territory. And 


ance working for you, you can make 
these small items big repeat sellers and 
steady profit-builders. Norton Company, 
Worcester 6, Mass. Export: Norton 
Behr-Manning Overseas Incorporated, 
Worcester 6, Massachusetts. 


*Trode-Morks Reg. U. S. Pat. Off. and Foreign Countries 


@laking better products... 


fo make your products better 


re a oe ~ > ——s . 25 
NORTON COMPANY: Abrasives + Grinding Wheels + Grinding Mochines + Refractories 
BEHR-MANNING DIVISION, Cocted Abrasives » Sharpening Stones + Pressure Sensitive Tepes 
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High speed internal grinding Smoothing a forging die 


A few 


of the many 
applications for 


mounted wheels 
and points 


Jig grinding Snagging a casting 


P| 





Removing tool marks Finishing a blanking die 
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You're selling quality, uniformity, dependability, ease of application, long 
service life when you sell Republic Fasteners. And, to help you meet al! your 
customers’ requirements quickly and easily Republic makes and stocks over 
20,000 regular types and sizes of fasteners. Call Republic for complete cov- 
erage of your fastener needs. 


Stee) /-Pat 


tee 


Here's another profit builder— Republic Chain. Whether you sell to the indus- 
trial or hardwore trade, you con fill every requirement with this complete line 
of welded and weldies choin. Republic mokes chain slings, form chains, 
marine and railroad chains, log chains, building chains, tire chains-——chains for 
every use. Plants ond warehouses ore sf-ategically located to assure you of 
prompt delivery. 


} > FN EN? Ae On ae | 


Exclusive construction permits 


high stacking of tremendous loads. 


HERE'S THE SECRET: Republic can 
actually be a dual 
source of supply 
The heavier the load... for you. We make 
ten: available for re- 
sale such profit 
builders as cold finished bars and shafting, fast- 
eners, and chain. And we reduce your storage 
costs by helping you utilize valuable overhead 
storage space—space probably going to waste 
in your present system. 


‘ 


Wedge-Lock Long Parts Storage Units are 
perfect for storing Republic Cold Drawn Steel 
Bars, for example. They're specifically designed 
for high stacking of enormous weights—with 
no sagging, swaying, or buckling. The reason 
is the exclusive joint design developed by 
Republic's Berger Division. As weightincreases, 


REPUBLIC 
Worle Wiles Range of, Stiwelard, 
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joints actually get tighter, increasing the stabil- 
ity and rigidity of the entire assembly. Result: 


Stee deer sy a 


you get maximum loading in a minimum of 


floor area—plus efficient use of overhead space. 

Amazing Wedge-Lock increases the efficiency 
of your entire handling system by providing 
wide unobstructed aisles, easy access. It is com- 
pletely flexible, can be assembled quickly and 
easily to accommodate your own specific needs. 

Specify Wedge-Lock for a smooth, flast flow 
of materials from receiving to shipping. A stor- 
age engineering expert in your nearby Berger 
Division sales office is always available to help 
you determine your needs and plan an efficient 
installation. Call him soon or send the coupon 
for more information on Wedge-Lock—plus 
additional data on the Republic money-makers 
described on the pages. 


STEEL 
Sits anid Stool Procletls 


it pays to stock ond sell Republic Cold Finished Stee! Bars and Shofting. Your 
customers get oll the qualities they want in steel ports production-—occuracy 
of section, close tolerance, a bright smooth finish thet rarely requires further 
machining. Republic, the leading producer of cold drawn steels, supplies 
rounds, squares, hexes, flots and precision shofting in all standard and speciol 
carbon, alloy and stainless analyses 


PP OR OS OS OO Oe a 


REPUBLIC STEEL CORPORATION 
3156 East 45th Street 
Cleveland 27, Ohie | 


Send literature on how Wedge-Lock can cut my storage costs (1) 
| am interested in adding to my present line. Please send more 
specific information on 


02 Cold Finished Bars and Shafting 

DCD Bolts and Nuts C2 Chain 
Name — 
Compaay ——__. — 


Address. 


City Zone State... — 
i arms 





ns 


Lessee saaeeaseseee 
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Here’s the help 


you'll get in selling 


PLIOBOND is the adhesive that “bonds anything to 
anything.” 





PLIOBOND is easy to sell, because it is well adver- 
tised and well accepted. National television plus 
national home, business and trade magazines have 
been used for years to tell the PLIOBOND story to 
users in all industries. And plans call for even 
more advertising. Moreover, there is plenty of pro- 
motional and technical literature available with 
which you and your salesmen can follow through 
in a strong, direct selling effort. 

PLIOBOND also is easy to sell, because it is easy to 
use for virtually any bonding job in any industry. 
It comes ready to use—requires no mixing or prim- 
ing. It can be applied, hot or cold, by brush, roller, 
knife or spraying or dipping. And it gives a strong, 
flexible, water- and chemical-resistant, permanent 
bond, as proved in over ten years’ successful 
industrial use. 

Contact us today, for full information on how you 
can sel] PLIOBOND, in half-pint to 50-gallon contain- 
ers, to virtually every account you have. Address: 

Goodyear, Chemical Division, Dept. D-9444, 
Akron 16, Ohio 


CHEMICAL 


GOOD; YEAR 


DIVISION 


Piiebone-T. M. The Goodyear Tire & Rubber Company, Aaron, Obie 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1955 





with SKIL’S 
DRILL SALES 
PROGRAM! 


SKIL offers its distributors a win- 
ning combination of the best tools 
on the market—plus the solid, de- 
pendable sales support they need 
to close the tough sales! 

With a complete “break-down” 
demonstration kit for SKIL Model 
75 drill, the distributor salesman 
can dramatically demonstrate de- 
sign and construction of each part. 
Every outstanding feature can be 
shown and sold first-hand. For max- 
imum sales results, SKIL trains 
distributor salesmen in effective 
sales techniques. 


me, 


- 


Here Are More Aids That Make SKIL Selling Easier! 


Local Factory Branches! Handy service facilities, as well 

as sales assistance from branch managers and salesmen 

are always available 
Powerful National Advertising! SKIL reaches a// of your 
prospects frequently with big ads in color in leading trade 


publications! 


Catalogs and Promotional Materials! Hig, well-illustrated 
catalogs, envelope stuffers, store displays and many more 
sales and advertising pieces sell SKIL for you constantly’ 


Selective Distribution! Each distributor is assigned care 
fully to assure each a satisfactory and profitable volume 


with SKIL 


Sales Meetings! Branch salesmen help educate distributors 
on sales technique to increase their SKIL sales 


CONTACT YOUR 
SKIL SKIL 


MODEL 75 DRILL FACTORY BRANCH PORTABLE WM IOOLS 


Out-performs all other drills of its type. Handles t h KI 
all types of heavy duty drilling jobs. Built to Leern oe ly how $ be 
helps distributors sell their 


give exceptional output on toughest work 
Weight, only 4'¢ pounds toughest prospects. Write 


“When You SELL A Drill, Be Sure It’s A SKIL’’ 
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Customers rely on Morse 


downtime, give them 


Ajax Electric Salt Bath Furnace, interior view 
from end. Main roller chain drives lie parallel 
along furnace bed. Nine separate transfer chain 


drives attached to isibie sprockets 
fixture carriers from bath to bath, « 


act 
fixed speed ‘which 


varies with each step. 


Left) Workman inspex 
system of Ajax Electric Salt 
roller chain dri 


processing baths beneat 
Bath Furnace. Near 
Keeps nm aterials moving wit! 
var l tep 


the mr 
' f the proce 


cision throug! 


“Morse gives us excellent results” 
“We've worked w 
and have 
product 
insta 


Morse Chain for 14 
experienced a breakdown ol 

nat period And, in our com piex 
tions of electric salt bath furnaces, Morse 
is giving us excellent results.” 


CSF ALpN lihstoed, 
Field Engineer 
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Rolier Chains to cut 


flexible, dependable power 


“No breakdown in 14 years with Morse Chain” 


—says Ajax Electric Company Engineer 


The Ajax Electric Co., Philadelphia, manu- for 14 years, drives like these have performed 
factures custom electric salt bath furnaces, efficiently and dependably, with not a single 
used to temper metals used by the automotive breakdown! (Read statement on left page 
and metalworking industries. These furnaces, 

which automatically transfer materials Morse Roller Chain instantly adaptable 
through as many as nine separate processes, : 


use roller chain for power transmission. Ajax furnaces involve timed clips of the 


metal parts to be hardened. These periods 
Alkali cleaner, molten salt, steam—all are will vary. By simply changing the number of 
used in the process. Each is a potentia! threat links in a chain drive, or the diameter of the 
to the more than 2000 feet of roller chain sprockets, each step in the process can be 
used in one of these Ajax furnace lines. Yet, speeded up or slowed 


You customers, too, can get this superior 
power transmission with Morse Roller Chains 
Precision-made in all standard sizes and 
pitches, there is a wide variety of standard 
and special-purpose attachments available 
to meet specialized requirement 


These quality Morse Roller Chains are only 
one product in a complete line of power 
transmission equipment that is handled by 
Morse distributors, including: Morse Silent 
Chain, HY-VO Chain, Sprockets, Clutches; 
and Couplings. For more information on the 
complete line of Morse products, get in touch 


with us, today 


Check the Advantages of 
Dealing with Morse: 


Complete line of products 
Wide range of stock sizes 
Quick delivery 


Extensive advertising support 
Operator hangs metal parts to be “martempered” in : ; 
Ajax f irnace line on fixture holder. Chain and sprocket Expert engineering services 
foreground point out ease of adjustment. By chang 
ng sprocket diameter, or addition or removal of lin} 


y drive can be altered at any tims 


MORSE CHAIN COMPANY « INDUSTRIAL SALES DIVISION « ITHACA, NEW YORK 


MORSE CHAINS, CLUTCHES, 


AND COUPLINGS 
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You've heard of bird-dogging, of course... 


. But as the man said, “You ain't seen 
nothing yet,” not until you take a close look at 
Worthington’s new pump and air compressor 
Planned Direct Mail Program. 

Here is a “hard-hitting” package that really 
goes all out to help develop more sales for you 

Some of the sales ammunition you'll find are 
service tips or “trouble-shooters” that your pro- 
spective customers will keep and use — attention 
getting self-mailers — informative articles with 
personalized sales messages — plus prestige- 
building mailers tied in with Worthington national 


ads. The whole wrap-up is designed so that you 
can make 6 service calls and 21 sales calls on 
each of your prospects — without even leaving 
your desk! 

And most important, each of these sales-build- 
ing pieces has a strong distributor story developed 
specifically to do a personal “profit-building” sell- 
ing job for you 

Sound good? Why not drop us a line now and 
find out! 

Worthington Corporation, Merchandising Divi- 
sion, Section PC.5.9, Harrison, N.J PC5.9 


WORTHINGTON 


= 
i 


~ 
MOSS 


THE FRANCHISE THAT WORKS FOR YOU 
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G-E LAMPS GIVE YOUR CUSTOMERS MORE FOR ALL THEIR LIGHTING DOLLARS 


How General Electric built a 7.00 bonus into 
the $3.50 slimline lamp 


MORE LIGHT The picture above was taken by the glow of the gone down Less thar a vear a 
chemical piled on the tray. It’s the phosphor used inside the ase-quantity buvers a net sa 
General Electric slimline fluorescent lamp to produce light. It's To add it 

199, briehter than it was five vears ago Holds its brightness 


Result: over the original 6000-hour life period, 
= | ne lamp qive 1%, more light than the 1 
slimliz 
LONGER LIFE. Silhouctted against the glow is a tir 
vire. It’s the cathode that carries electricity to operate the lamy 


es. It holds more 


Progress ‘s Our Most /mportant Product 


000 hours ‘ 
COSTS LESS. With the value going up like this, the price of G E N E R A L E LE CT e | C 
xd al Electric slimlis 


e fluorescent lamp has actually 


(-,ener 
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HERES HOW HOLO-KROME' 
SAME AY SERVICE WORKS 


Betere the office staff arrives in the marning, a.m. Fire job of the day: oii every order, epost 
incoming mail is sorted, opened and stamped with the time received. —_—ing standard items from “specials”. Same-Day Service is on Standard 
Orders are separated and sent to the Sales Department for editing. items... but H-K now ships “specials” in 4 weeks—or sooner! 
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Hour by hour . . . department by department . . . here's how a distributor's order 
is routed through Holo-Krome. Same-Day Service isn't just a phrase with us... 
it’s a way of doing business. Our plant and our people are geared to this one pledge— 


ONE SHIPMENT, ONE INVOICE THE SAME DAY WE GET THE CRDER ! 


Moving between “super market” sliding With Holo-Kreme’s new order handling sye- 
shelves, an order filler picks up the new Pre-Pak Boxes and slaps alabsl — tem, standard orders can be filled easily in a minute or less! When the 
_ pre-printed with the distributor's name and address—on every box. — order is assembled, It is carried on a pallet to the loading platform. 


For the finest in 
Socket Screws and Dowel Pins, 
for the fastest service, 
the name to remember is 


ate] Sen ¢ fe). | 


first and only 
socket screw manufacturer 
to guarantee 


SAME DAY SERVICE! 


In the afternoon, trucks pick up completed 
orders. Meanwhile, the Accounting Dept. completes and mails the in- 
volee to the Getthuter. Order and lpysiee—neme Gay meget theenéer! files. oo iain. aig ies 


= . » ‘ - 
THE HOLO-KROME SCREW CORP. © HARTFORD 10, CONN 
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MR. INDUSTRIAL DISTRIBUTOR... 


4 
a“ 





The next two pages C) 
are helping you buald 
an asset beyond price ( 


le 








The good will of your customers —for you, and for the products you sell—is vital 
to your business. The advertisement on the following two pages builds good will 
by reminding your customers that Nicholson services, as well as fine Nicholson 


files, are available through Industrial Distributors. 


This big. dominant ad is reaching the men you want to reach —the men who make 


purchasing decisions —in the following carefully read magazines: 





BACKING YOU AND THE 


Purchasing News INDUSTRIAL DISTRIBUTION 


Tooling and Production WAY OF MARKETING 
Mill and Factory 


American Machinist. . .. NICHOLSON 


FILE COMPANY 


PROVIDENCE 1, ®.!. 


te Canada Wichotson frie Company of Canada Ltd Port Hope Ontario 
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The right file for the job som 27 = rmee' smo 
on ee ee files and filing. One file often did many jobs. Time, 
labor, types of material, character of operations, re- 


Tile Tor 
Plus the right Service vous sinrroiscion om vow nen 


. 

to make it commt — our or ov monte! se wows ner 
tance of these cost factors in modern shop practices. 
Into the metallurgical laboratories, machine and too! 
shops, and assembly plants, went Nicholson research 
and design engineers —to study filing techniques 
and problems. 
Special files were designed to accomplish specific 
results with maximum speed and utmost efficiency. 
Studies continved, and still do so — endlessly. 
Nicholson has become a consulting as well as «a manu- 
facturing organization whose entire attention is de- 
voted to files and filing. 


Made of Nicholson-specified steels under Ni:holson- 
perfected processes, the distinctive files showri on the 
following page are sample expressions of Nicholson 
leadership in industrial helpfulness. 


It is helpfulness thot is transmitted through 
scores of technically trained fieli repre- 
sentatives and more than 875 well-s:hooled, 
near-at-hand Industrial Distributors — the 
world’s greatest aggregation for service 
through A FILE FOR EVERY PURPOSE. 


ores celts, 
3><% NICHOLSON FILE CO. “aS 


SEG NEXT PAGE 


a 


Re 
oY 
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‘JEFFREY CHAIN... 
A QUALITY PRODUCT 


“Don’t let the work-horse appearance of chain fool 
you”, said an important buyer of power transmission 
equipment. “Chain is a precision product. And Jeffrey 
gives us that precision.” 


In the manufacture of Jeffrey Chain and Sprockets 
metals get prime consideration; steel, bronze, malle 
able iron and stainless are carefully selected for each 
chain and sprocket requirement. Machining, heat 
treatment, assembly and inspection are accurately con- 
trolled to insure that these products meet Jeffrey's 
high quality standards. 

Jeffrey Chain is designed for maximum strength 
with minimum weight. Jeffrey Sprockets and Chain 
make an excellent combination, giving full bearing 


contact without play or binding. They assure most 
efficient use of power and long life for power trans- 
mission and conveying equipment. 


Chain engineers in Jeffrey district offices are on 
call to help you specify this quality chain which is 
normally available from distributor or factory stocks 
For further information, write to The Jeffrey Manu 
facturing Co., Columbus 16, Ohio. 
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WRIGHT BEARING W. J. McCoy, Jr., Dayton Regional 


S U p PLY re Sales Manager, discusses sales-prod 


I uC 
Dayton'’s Preventive 
nance and Plant §$ 


with L. A. Wrig 


1 Bearing Sup; 


oe 


Wright Bearing Supply Company, Detroit, Michigan, is able 
to quickly provide the right V-Belts and other top line 
industrial products to some of the n companies in the 
ountry from this ultra-modern building, strategically located 


mpt customer pick-up 


> 


How to reduce downtime by the right belt application is one 
of the important purposes of Dayton's Preventive Maintenance 
meetings. Here Dayton’s “Mac” McCoy and john Sly give 


a plant maintenance group tips on V-Belt usage 
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“‘Our V-drive sales increased 
125% in a year with Dayton!” 


Says L. A. Wright, Pres., Wright Bearing Supply Co., Detroit, Michigan 


We cracked the big Detroit market ‘wide open’ beginning 
the day we switched to the Dayton line. Sales increased 
with the Dayton line of V-Belts, Cog-Belts 


125% im a year 
and Variable Speed drives. 

The completeness of line, finest product quality, expert 
technical assistance — supported by rapid, accurate de- 
liveries — are advantages we can give every V-Belt 
user. Not only have these features paid off to our customers 
with more efficient and economical V-drive performance, 
but they have given us faster and bigger V-Belt sales. 

What's more, even greater gains are forecast because we 
can count on Dayton for consistent sales promotion and 


advertising, coordinated sales calls, and other sales-building 


Maintaining an adequate inventory for rapid customer service plus 
| 

a well balanced stock for satisfactory turnover is a duty of the 

Dayton representative. Here Dayton's John Sly and Bob Spalding, 


Wright's General Manager, check their inventory standards 





D.R. 1955 


GOLDEN JUBILEE 


ayton 


support that helps us crack-the-ice with new prospects and 
customers alike. 

One thing that has worked particularly well for us is 
the Dayton Preventive Maintenance Program. With manu 
facturing costs as high as they are, we find our customers 
really appreciate the way Dayton V-Belts and the Dayton 
PM Program combine to slash power transmission mainte 
. add to V-Bele service life. 


As we see it, with Dayton’s hard-hitting promotion and 


nance COSTS .. 


sales support and the selective franchise which protects 
us from over-distribution, there's no limit to our sales 
potential. Whichever way you look at it the Dayton V-Belt 


line covers the field completely and effectively 


¢ 
Bob Spalding and John Sly recheck Dayton V-Belts 
and Cog-Belts* for absolute accurate matching before 
istomer shipment on this matching machine designed 


and built for Dayton Rubber 





YEARS OF PROGRESS 


World’s Largest Manufacturer of V-Belts 
Dayton Rubber Company, Industrial Division, Dept. 778, Dayton 1, Ohio 
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Republic Flexible Plastic 
Starts with 100% Virgin 


344 STD Wr. R 
EPUBLIC Fe @ SFT 


75 PS! REP . 
VBLIC *e @ SET 


RE P + 


o-(_aaAsocnsssaanasws “EWA LIT V 


REPUBLIC STEEL CORPORATION SS 
3156 East 45th Street > 
Cleveland 27, Ohio 


Please send me literature covering details on: 


(_) Republic Flexible [_] Berger Steel Shelving 
Plastic Pipe 


Republic Steel Pipe Republic Bolts and Nuts 
P 


a ————— ESO 


Com pany—— 
QUALITY OF PRODUCT mokes Republic Stee! Pipe a favorite in the plumbing, 
heating and air conditioning industries. Made by the Continuous Butt Weld 
process, Republic Stee! Pipe is corefully guarded by rigid controls every step 
of the way. As a result, pipe is uniform in size, weld strength and length. It's 
easily threaded, readily bent—and has a tight odherence of the golvonized 
cocting. Here's o good turnover item. Send coupon for literature. 


Address sericea ease 


a 
& ome A 


_- F F&F © Ff F&F Ff Ff Ff. f. S. g. U. U. S S... _— 
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Pipe Quality 
Polyethylene 


Right off the bat you know that every inch of 
wall in every foot of Republic FE Plastic Pipe is 
homogeneous in structure—that you and your cus- 
tomers are protected from weak spots. 


Supplied by nationally known prime manufacturers, 
this top-grade polyethylene is typical of Republic's 
high standards of quality. Also typical are the 
modern machines, the latest manufacturing tech- 
niques, the rigid controls employed. These com- 
bine with more than 50 years of pipe-making ex- 
perience to make Republic one of the world’s 
foremost manufacturers of tubular products. 

We're proud of the plastic pipe we're produc- 
ing and the acceptance of Republic Flexible by 
customers everywhere. It’s a natural on the farm 
for jet pempe, watering livestock, brooder houses, 
and other cold-water applications. It’s ideal for 
residential and municipal sprinkling systems— 
for pumping drainage water on construction jobs. 

Highly resistant to acids, alkalies and many 
chemicals, it’s also immune to electrolytic action. 
It’s lightweight—installs quickly. And joining is 
so easy the most inexperienced person can do it. 
Only tools needed area knife or saw, plus ordinary 
screwdriver for tightening stainless steel clamps. 

Nationally advertised Republic Flexible Plastic 


Pipe comes in 9 sizes from %" to 6” diameters. 


LIGHTNESS of Republic Flexible Plastic Pipe is demonstrated by the ease with which 
men handle this 90-foot loop. It's o small section of the extensive sprinkler system 
recently installed in the fairways of the Manakiki Country Club, Willoughby, Ohio. 


it’s available in coils—sizes “s" through 3°; in 25- 
foot straight lengths—sizes 4" and 6". Booklet 
603 will give you all the facts. Send for your free 
copy. Imprinted literature and display material 
are also available. For immediate information 
contact your local Republic District Sales Office. 
Also ask about Republic's Semi-Rigid Butyrate 
and new Kralastic. 


STEEL 


REPUBLIC 
World Wier Rrnge of Studdard, Sols and, Sle, (edi 


PART OF EVERY REPUBLIC PRODUCT 





QUALITY OF CONSTRUCTION 
mokes this pipe rock strong 
and long-lasting. Units 35” 
and 70” long can be joined 
to produce rocks of any 
desired length for han- 
dling your storage require 
ments. Seven arms on each 
side ore easily odjustable, 
will support one ton each 
Base is 28” wide and strong 
enough to keep rack in o 
vertical position even when 


i /ifefie 


eccentrically looded. This 
is just one of many quolity 
products produced by Re- 
public's Berger Division. 


QUALITY Of PERFORMANCE is the true test of ony product. And 
Republic's wide range of high-quolity fasteners enjoys an out- 
standing reputation for top performance in all types of indus- 
try, whotever the requirements. Republic mokes and stocks 
more than 20,000 regulor types and sizes of headed and 
threaded products—including machine bolts, hot and cold 
punched nuts, cop screws ond sheet metal screws. Wt will poy 
you to stock this big line, 
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how’s your maintenance /. Q). ¢ 





what costs $1.00 to buy... 


feo m- 1 eo) °c) h are 


Most Lubricants . . . believe it or not! 


In the average plant it costs about $3.00 to apply each dollar’s worth of 
grease and oil. 


How can you crack down on this high maintenance cost? Adopt Keystone 

Specialized Lubricants. 

Then—and only then—look for these results: 

¢ Many fewer $3.00 “bites’”’ for application labor. Keystone will out-last 
other lubricants many times over. 
Big power savings. Keystone keeps ‘old debbil’ friction in his place. 
Lowest possible repair or replacement costs. Keystone keeps equipment 
running smoother, longer, better. 
Maintenance man’s (and production department's) best friend. Keystone 
doesn’t drip ...or creep...or foul...or soak ...or spoil product 

.. or collect where it shouldn’t be to cause fires and slipping accidents. al 


Memo To Distributors: Logical facts like these add up to strong persuasion SPECIALIZED 
for any maintenance man to make Keystone Lubricants star performers on LUBRICANTS 
his team. Tell the same story and you'll increase your share of solid, profit- 
able business. Keystone LUBRICATING ComPANY, 21st & Lippincott Streets, 
Philadelphia 32, Pa. Est. 1884. 


Keystone’s “first team"... to cover the majority of your plant needs ! 


No. 44 Ball & Roller Bearing Grease « Condensed Oil No. 50 « No. 29 Cartridged 
Open Gear Grease « SR Speed Reducer Lubricant « Nos. 1 & 2 Penetrating Oil « 
Lubricants to resist corrosion and prevent leakage loss. 
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TOO HOT 
NOT TO HANDLE! 


See eee ee @ = 


THE 


Lame 


@ Industrial Distributors are 
missing something if they aren't 
handling the Lamson Lock Nut. 
How do we know? Well, we 
make it and we know that the use 
of lock nuts is increasing by leaps 
and bounds. The sales curve goes 
up every year. 

So—for a new source of profits— 
for another fast-selling product 
in your fastener line and a conven- 


ient service tO your Customers — 


get the facts on Lamson Lock Nuts. 


They're priced below most popu- 
lar locking devices, have no 
troublesome inserts and the 
demand has already been estab- 
lished in your territory. 


Write us for samples and prices 
—or ask your Lamson salesman. 


anion 
Secscond 


RUSH SAMPLES AND 
FULL INFORMATION 
ON SIZES, PACKAGES, 
AND PRICES... 


WHY YOU SHOULD STOCK LAMSON LOCK NUTS 


They're competitively priced 

Not affected by radical temperature changes, steam, oil or 
water as are some “insert” lock nuts 

. Lamson Lock Nuts are packaged for you and your customers’ 
convenience in small quantity cases specially adjusted to 
accommodate the average lock nut sales expectancy 


STANDARD SIZES CONVENIENTLY PACKAGED 


Lamson Lock Nuts come in standard sizes 
berween 10.452 and 2° in both heavy and 
light standards. Available in black pen 
trate finish or cadmium plated for rust 
resistance and attractive appearance 


A i a a 


THE LAMSON 4&4 SESSIONS CO. 
General Offices: 1971 West 85th Street + Cleveland 2, Ohic 


NAME 








COMPANY 
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New NORSE 
““‘Vectormatic” Taps 


are Electronically gaged and inspected 





..-While they’re being ground! 


“HANDS OFF” is right! In the whole operation, the work is never touched by the opera 
tor or the gaging mechanism. 
The tap is sized by the exclusive Magic-Mike control. Size control mechanism and the 


adjusting segment of the circuit are completely locked in, to insure uniformity. 


TOEETETETTTIT EE SHOW F 


The gaging mechanism is controlled by an invisible wall of electrons activating a series 





of relays. And the control mechanism is unaffected by voltage fluctuations and vibrations. 
These and other features of Morse ‘“‘Vectormatic”’ Tap Grinding - 

give you far smoother finish, keener cutting edges, and longer y 

tap-life than you have ever known before. And this means higher 

production at lower cost, on every tapping job. Which, in 

turn, means higher sales for every Morse-Franchised 


Distributor. 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 
(Division of VAN NORMAN CO.) 
Weorehouses in New York, Chicago, Detroit, Dallas, San Francisco 
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Cutting 
.. . including the complete 
i NEW LINE of MOXKSE CARBIDE TOOLS 
oOo Ss . . . tipped and solid 


= 


"i 
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BRONZE 
GAS STOPS 


all items in the HAYS line of— 
\STOPS ° VALVES ° FITTINGS 


LEVER HANDLE 
BRONZE Your HAYS line includes hundreds of items— 
SHUT-OFF STOPS 
Ate a, Se many styles of stops, valves, and fittings, each 
in a full range of sizes, for every need in your 
customer's plant, for steam, air, water, gas, and 


chemical lines. 


SQUARE HEAD 
Check your HAYS Catalog . . . note the com- senna nor 


plete line that is available from one source. 
Don't be satisfied with an order for two or three 


items—sell the HAYS line—sell him on the 


el 

idea of standardizing on HAYS. 

ood onan You will never make a mistake in backing the 
Bronze Steam Meto! * : : j 

HAYS line for highest quality and low mainte- 

nance cost. Every product is individually ground 

and fitted, and tested for pressure with generous 4 
BRONZE 3-WAY 


allowance for overload. PLUG STOPS 
It pays to buy—and sell HAYS 


HAYS MANUFACTURING COMPANY => 
General Offices and Factory 
HAYS 
SS . 





ALL IRON STOPS 823 West 12th Street, ERIE, PA. 
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intividually podkaga 


For protection ... fast identification ... saves time and waste 


AND ONLY ALEMITE HAS iT! 


Alemite has done it! Originator of the lubricating fitting — acknowledged 
leader in the field— Alemite now brings you fittings individually 
packaged. You sell ’em in handy strips—clean—protected—every one 
positively identified. No more fumbling, no more misfilled orders 
because bulk fittings get mixed when weighed out like scrap metal! 

And you'll sell ’em! Your customers like the way they stay clean 

in their stock, too, right up to the time they are installed. No chance 

for dust or grit to be carried into bearings on a new fitting 

No time lost in finding the right fitting for the job! 
And only Alemite has this packaging. Your customers 
know they are getting the original, the genuine 
Alemite lubrication fittings! So order the display 
(Model 2180) right now —and let it sei for you! 





No more 
mixed-up fittings — 
keeps fittings 
separate —in 
handy strips. 


You con 
identify fittings 
ata glance! Saves 
time yet costs no 

<— 

Hermetically 

sealed against 

moisture, dirt — 

keeps fittings 


clean! 


Compact 
counter display 
holds fittings in strips 
of 100 for easy 


dispensing 


#86. U. 6 Pal. OFF 
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HELLER TOOL CO. 


i 


ICAN- “swiss” and Rotary! Files; 
Quality Tools 


‘ 


) VANCOUVER 


TOOL 


'®@ 


PORTLAN 


A Subsidiary ¢ 


SIMONDS SAW AN 


Home Office: Fitchburg, Mass. 


The addition of this well-known and highly regarded company to the Simotit 
milestone in the history and growth of the Simonds organization . . . further & 


ily”’ marks another 
the Simonds line 


of products for industry SOLD THROUGH LEADING INDUSTRIAL SUPPLY DISTRIB 


Simonds Divisions and principal products include: 


SIMONDS SAW AND STEEL COMPANY 
Main Office and Factory: Fitchburg, Mass. 
Branch Offices and Warehouses in 
Boston, Chicago, San Francisco, Portland, Ore. 
Circular Saws * Band Saws * Hack Sows « Gong Sows 
Red Tang Files . Machine Knives 
Sheor Blades . Circular Cutters 


SIMONDS ABRASIVE COMPANY 
Main Office and Factory: Philadelphia, Pa. 
Branch Offices and Warehouses in Boston, Detroit, 
Chicago, San Francisco and Portland, Ore. 
Grinding Wheels + Cut-Off Wheels + Mounted Points 
Abrasive Grain «+ Bricks, Sticks and Shorpening Stones 


SIMONDS CANADA SAW CO. LTD. 
Main Office and Factory: Montreal, Quebec 
Branch Offices and Warehouses in Toronto, 
St. John and Vancouver 
Cirevler Sows * Band Sows « Hock Sows + Gang Sows 
Red Tong Files . Machine Knives 
Shear Blades . Circular Cutters 





SIMONDS STEEL MILL 
Lockport, N. Y. , ' 
Tool and Special Alloy Steels *« Permanent Magnet Ali 
Thermostatic Bi-Metal Steels 
Stainless and Heat Resistant Steels 


LION GRINDING WHEELS 
Division Simonds Canada Saw Co. Ltd. 
Brockville, Ont., Canada 
Grinding Wheels + Cut-Off Wheels © Mounted Points 
Abrasive Grain «+ Bricks, Sticks and Sharpening Stones 


SIMONDS CANADA ABRASIVE CO. LTD. 
Arvida, Quebec 


Crude Abrasive Grain 


HELLER TOOL CO. 
Newcomerstown, Ohio 
Branch Offices and Warehouses in 
New York, Detroit, Chicago and Los Angeles 
“Nucut”, “Vixen”, “American-Swiss” and Rotary Files and Rasps 
Hommers, Tongs, Wrenches, Trowels and Other Tools 
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LION GRINDING WHEELS aie 4 
Division Simonds Canada Samm . at’ 


& 
Tint 
T 


: | 
Pa “LiDET of 


SIMONDS CANADA SAW CO. LTD. 


; ' oY 





MERIDIAN 


SIMONDS ABRASIVE COMPANY 


SIMONDS 


SAW AND STEEL CO. 


Fitchburg, Mass. 


J, Past 


%* PLANTS 


@ BRANCHES 


The Mark of Quality Products for Industry 
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FALLACIES AND FACTS FOR CARBIDE BUYERS 


“Equivalent Grade” Charts 
can mislead Carbide users 





Another blunt ~ but necessary — clarification by the 


Carboloy cemented carbides shows 


s fail to disclose important facts. 


Charts Purporting to be “Equivalent Grade” or “tp Placed under the 
dustry Standard” carbide comparison tables are now 


being liberally distributed in the metalworking industry, 
Both titles are 


we 


designations “C-5" and “C_g” Yet 
will give fa; 


know from experience that Grade 370 
longe: tool life than our Grade 78B which 
classification numbers Obviously the 

Those Who advocate their use ‘aim or imply that not in the same 

l. These charts prove that 


t has the same 
misnomers 


two grades ar, 
Production ability 
j 


lead Purchasers to believe that 


ategory in te rms of 
@ purchaser can safely Yet the charts would 

interchange grades made by a number of manufac - they are equivaler 

turers and Bet equal resy)t< on a given job 

2. These chart were compiled as a Joint effort by 

all carbide Manutfacturer« 


Neither Statement 


THE FACTS ABOUT CLaim NO. 2 


Despite anything to the 


these charts were r 

f compiled as a joins effort by ; arbide 
Obviously. ev, Y carbids 
mend the types of ittir 
z > > Tried + 
are an attempt — re <aton 4 
to convince carh de p irchasers that any of the grades SIDUIty to the cus ome 
listed for a Particular job wil] Perforn equally wel] 
This is not ™ accord with the to; ts 


entirely manufacturers 


‘ 


THE FACTs ABOUT CLAIM NO 1 
The 80-called Equi 


“rer should recor 
ications ©facn of } 


: hand This is Dar Jj 
vaient Grads charts ona 


um Pils re Spor 

However 48 far as the ( organization js con- 
cerned, ou; recon PD with Ziving data 
mpiled test 4nd case- 
em. We know ;« xactly how they 


are im the 


mendatio 
No two carbides “re €xactly alike In over all per- about our own Brades We na 
formance Thei: Production abilities vary tremendously : 

eCaUSe of differences in COM position metallurgical will perform Sut — 
tructure, mar Hacturing te: hniques and quality control similar data on omnes 
b example Carboloy Grades 883 and 44A have 


tical chemi al COMposition 


history information on th 


Position to give 


AT@T 4 ades nor 

iden anyone else be tter WUaiinied t} give data 
Yet because they 

Y different «+, icturally, the 


On our grade« 
are com. 


cannot be used as But several othe, carbide 

apparently, to assume this 

ides are exe, tly alike in per- pilations under the title of 

attempts to fore them into arbitrary cubby. dustry Standard” charts are now beir 

the charts lead inevitably to poor machining lated in the trade The ae Gs z ut 

The weebe. ss of using the charts to select carbide Suyer to believe that th 
ades is easily demonstrated by two to by all manufac turers. TI “oe 


ve decided 
Vaients 


Their com - 


alent Grade or “In. 


en vO cart 


% widely cir, 


*€S May lead the 


l€ irt has been agreed 
alent 


pnaically is not the ¢ ase 


AND, THE GREATEST FALLACY 
Unlike Steel, which can be char Sed somewhat by heat- 
treating or other operations alter it is de] 
grades Properties of carbides , 


Dies 


] ‘arboloy Manufactures four different cast 


“iron cut- 
£rades to handle y 


arious conditions Several other 
Hacturers have one or two grades to cover the Same 

Now it is quite possible that competitive 
it work out Mm general 


vered. the 


annot be altered 


but in the Specific 


grades they would not 
fimum Performance Yet 


areas This means the Purchase, 
ered by Our four Provide he is buying 
all the Srades are in the 
charts with no att *mpt 

ade to distinguish their particula: advantages 
2. Carboloy's new Steelcutting Grades 350 and 370 do 
not fall unde: any of the Beneral chart 
If included at all, Grade 370 for 


should “NOW exactly what 

and that he shou 1 insist on a carbide 

with Consistent Produc tion al 

me classific ation on the The important facto; r ration is not 
covered in any wa, by 


4 
And this, we feel, j 
classifications not brought to the 
example i« usually relies on the o} 


vaient charts 
mMportant fact 


carbide use, 10 


the Woademork for Products of the Carboley Department of Genero! 


CARBOLoy 


NT OF GENcRa, ELECTRIC Company 
TIIST Eg Mile Ave, Detroit 32, Michigan 


Carboloy Created-Metais for 


Blectric Compaen 


Industria! Progress 


rt to ; 
; is give real sales en —e be distrib- 
olay bed ae Carboloy Distributor This message will also 
eve 


L ted n book et torr oc customers 
i ] f nt 
i 


se Industries, 

‘ ars in: Automotive ws, Oct.; 

Oct. 1; Business Week, Sept, 24; DAC. News, Oct; 
Oct. 1; 


& Maintenance, l, Sept. 26 
Management Oct.: Steel, 
Factory , hasing News, 
29; Pure . 
Age, Sept 


ized 
d prospects of Authorize 
Carbaloy Distributors 
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Whatever the job... 


PERMACEL 30 HEAVY DUTY PLASTIC TAPE 





PERMACEL 97 ACETATE FIBRE TAPE 


PERMACEL TAPES 


In our complete line, there's a sélf-sticking tope for every job . . . write Permocel Tope Corporation, New Brunswick, N. J. 


2 Gohmron.fohmon company 
( 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1955 





Again ay Big News... 


NEW BOND TYPE 


\onGeR 


wHEEL ig : \. 7 
LIFE “ns f 


wheel B 


~~ 


with equal 
quolity of finish 


~ BEFORE CUT-OFF 
OPERATION 


\\. after same number of cuts, B7 ovtlasts Wheels 


B7 BOND WHEEL “A” and "B” by 10-25%. 


B7 CUT-OFF REGULAR CUT-OFF 


“ 


fs ine . : , i 
Slight Burn — rae Excessive 
Burn oe 


Light Burr + . Heavier 


COLD ROLLED BAR STOCK, 


with equal wheel life 1%" DIAMETER 


... puts more SENSE in your customer's abrasive DOLLAR 
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for CARBORUNDUM DISTRIBUTORS 


SETS NEW STANDARDS OF PERFORMANCE 


FOR ABRASIVE CUT-OFF 


WHAT ARE YOU LOOKING FOR in your cutting-off operations 


freedom from burn and burr ?...close tolerance accuracy ?... high production ? 


Here’s a revolutionary new bond type—B7—which is the finest 
combination yet developed to give you Maximum work finish, maximum cut-off 
speed, and maximum wheel life. 
Thousands of these new wheels have been job-proven on work just like 
yours. The B7 Bond Cut-Off Wheel is another CARBORUNDUM development 


It’s a wheel you'll use with profit ! 


Pes esas eee xg 8 = 


PLUS NEW FEATURES § 


distinctive wheel marking 
NEW for instant recognition 
simplified gradings 
EW R, 1, V grades only 
rough sides ore stondord — 
EW no need to specify RS on order 


EASY T0 SELL! 


Powerful Carborun m vert 
in leading cetieaiinn | magazine 
is telling your customers all about 
these outstanding new cut-off wheels 
—urging them to call you for 
demonstration Make sure 
completely stocked, sO you can tur 
t demonstrations into sales! 


ee 


CARBORUNDUM 


REGISTERED TRADE MAR 
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Provides The Means For You 
To Give Your Customers 


IMMEDIATE SERVICE 
ON ANY SWAGED HOSE ASSEMBLY 


FULLY EQUIPPED—Complete hose assemblies of 
any length and in diameters from 14” L.D. to 2” L.D. 
can be precision-made by use of the special man- 
drels, dies and adapters supplied with each machine. 


EASY TO OPERATE—Hose end parts are easily 
hand-assembled on hose. No skiving of hose is 
needed. Simply position assembly in press, move 
one lever and hydraulic pressure per- 

manently swages hose and hose end. 


ENGINEERING SERVICE — Experi- 
enced field sales engineers will assist in 
the installation and operator training. 
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_ 
ee 
= A”’ 


make any swaged hose assembly 


- 7 
oo mainmuwtes con 
Place collar on and insert 


right in your own shop! 


hose assembly 


1 

e 

, ‘nom 
| Lie | 
= ; 

4 


— Ee 4 


Place assembly in die and guide 


No Waiting! mandrel into hose end 


No Skiving! Dy 
No Delay! 3 = 


<a | 
§ 


A SIMPLE ONE-MAN OPERATION! Actuate press to complete the 


swoaging job 


6 | 


Repeat ibove operations for 
other end of hose and assembly 


is ready for the customer 


ee. 
P ’ 4 


OW) WEATHERHEAD ++»0% 1ne war | "2% MORE PETANS 
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SERVICE THAT GETS THE BUSINESS—Ne waiting for shipments of 
finished assemblies. With this new press and a stock of Weatherhead’s 
complete line of hose and hose ends, you can make permanently attached 
hose assemblies in 3 minutes or Jess right in your own shop, ready for 
delivery. 

Think what this means to you from the standpoint of quick service and what 
it means to your customers in reducing downtime to a matter of minutes. 


$20,000,000 MARKET—lIndustrial DEMAND IS GROWING—There is an ever-increas- 
users spend 20 million dollars annu- ing demand for hydraulic hose assemblies. Mechani- 
ally in hose assembly purchases zation and automation are substantial contributors 
alone. Coal, oil, mining, petro- to the growing need for such equipment. As the de- 
chemical and construction fields mand grows, the need for immediate hose swaging 
are tremendous users of hydraulic service becomes a more important and a more 
equipment. Manufacturing com- profitable business for you. 

panies of all types, many of them 
already your customers for other 
products, are extremely heavy pur- 
chasers. A great lucrative market 
with a vital need for right-now 

e assembly service. 


Weatherhead is currently bringing the story of this 
new distributor service to your customers by means 
of a broad trade papers advertising campaign. 
Weatherhead is opening the way for you to capital- 
ize on this business-building service right now. 


SEND FOR DETAILS — Contact 
\V eatherhead now for full details of 
this great new program. Be the 
first in your territory to offer im- 
mediate service on swaged hose 
assemblies. Fill out and mail this 
coupon today. 


aaa ——— ene Du eee ere em Wherever power equipment is used 
) there's o market for Weatherheod 
swoged hose assemblies 


The WEATHERHEAD CO., FORT WAYNE DIVISION 
128 W. WASHINGTON, FORT WAYNE, INDIANA 


Send details on your swaged hose assembly 











| ~aue 
| ee es 
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with Weatherhead 


boosted = swaged hose assembly 
service 


A DOUBLE-BARRELED SURE-FIRE 
BUSINESS BUILDER FOR YOU 


a a - 
| e Plus In-Your-Shop Swaging Service 
Yes, sir, this new, on-the-spot swaging service really pays divi- 


dends once your customers know they can get dependable 
Weatherhead hose assemblies in a matter of minutes. You'll be 
in a position to handle a greater volume of business than ever 





before. 

You benefit every way; you'll build prestige for your company, 
your product and your service. You'll open new sales opportunities 
to your salesmen; you'll realize additional profits for yourself. 





ec 


TYPES OF SWIVEL ADAPTERS 
HOSE ENDS These swivel edepters perms @ wide 


renge of hese end combinetions 


TYPES OF HOSE 
H-17 TWO FIBRE BRAID © MEDIUM PRESSURE 
sizes: Ve" te seamen meee aye ae #2 Ty FEMALE TO FEMALE MALE TO FEMALE 
“Lo re ll t=] | 
working 


pressures Lace STeTMETHC CORR 
$50 to 1250 psi Riged mole pipe 








| 
} 





H-104 ONE WIRE BRAID @ MEDIUM PRESSURE 
sizes: V4" to =e ee 
LD 
working 

+ 


- 
pressures overeet Cole §=«snarbee ent sverwere” wae 


1250 to 2500 p-s.i 





H-425 ‘WO WIRE BRAID © HIGH PRESSURE 
weet seen wet eee 


sizes: Va" to 
2” 1.0 
working 7 7 




















pressures srereen” twee 
1250 te 4500 pst CreTeEre COwEe =6TeTEETN feecteoe Loree 


= 





Write For Full Details Today! 
WEATHERHEAD LEADS THE WAY 
| ~ w. Se ae 
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WHICH TYPE IS BEST? 


Since different fire hazards require different types of fire protection engineering service to help you serve 
fire extinguishers, PYRENE—C-O-TWO manufac- your customers better. To be specific, you become 
tures all types ...the finest and most complete an actual part of the foremost, nation-wide field 
line on the market today. organization selling fire fighting equipment. 

When handling the well-rounded PYRENE— Remember .. . handling the top quality, fully 
C-O-TWO line, you're in a position to give unbiased approved PYRENE—C-O-TWO line is now more 
advice on what is best for the particular fire hazard profitable than ever before. Get complete facts 
concerned. Also, there's the backing of an expert and see for yourself. 


PYRENE-- C-O-TWO 
NEWARK 1 + NEW JERSEY 
Sales and Service in the Principal Cities of United States and Canada 


COMPLETE FIRE PROTECTION 
portable fire extinguishers . . . built-in fire detecting and fire extinguishing systems 


CARBON DIOKIDE - ORY CHEMICAL * VAPORIZING LIQUID + SODA-ACID + WATER + CHEMICAL FOAM + AIR FOAM 
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nother reason why you sell the best 
when you sell the RBaW brand 


If you want to be sure you're supply 
ing your customers with the best in 


This is a wire drawing operation 

right in a RB&W plant. It goes on 
every day, on whole batteries of such 
machines. When wire comes from this 
equipment, it’s stronger, more pre 
cisely sized, has a better finish, and is 
fit and ready for the modern RB&W 
cold forming bolt and nut makers 


Not every manufacturer goes to these 
lengths. Wire can be bought with 
standard dimensions. But we're par 
ticular about quality control. We want 
to be sure the material will furnist 
the best fasteners you can sell 


Facilities like these and the know-how 
to use them have earned for RB&W 
products a reputation for top notch 
quality at competitive prices. You'll 
never go wrong to go along with that 
combination 


fasteners, contact our nearest sales 
office. Or write Russell, Burdsall & 
Ward Bolt and Nut Company, Port 
Chester, N. Y 


710th year 


Plants oat: Port Chester, N. ¥; Corcopolis, Po 
Rock Foils, Ill, los Angeles, Colif. Additional 
sales offices at: Ardmore (Phila.), Po., Pittsburgh 
Detroit; Chicago; Dallas; Son Francisco. Seles 
egents at: Milwovkee, New Orleans, Denver 
Seottie. Distributors from coast to coost 
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SIX GOOD REASONS WHY 
IT PAYS TO STOCK 
RBAW FASTENERS 


1. The mest complete line 
in the field 


2. Uniform quality through 
out the line 


3. Complete reliability of 
supply from full stecks of 
all plants 


4. Fast, accurate and friend 
ly service 


5. Best advertising support 
in ot! leading publications 
including Fortune, iron Age, 
Siee!, Mill & Factory, etc 


6. The original ‘‘upside- 
down pockoge — extre 
strong fer no-spill, quick 
and easy hendling 








SHOWMANSHIP backed by SOLID 


: 


“5 oP 
* opr « 


Showmanship: This prominent “Up Front” display of Delta In 

dustrial Tools pays off for Charles A. lempleton, 
Inc. They also get a big share of consumer trade with an eye-catching 
window display of the Delta Homecraft line. 


Dependable Service: A recent addition to their already large 
building enables Charles A. Templeton, 
inc. to give even greater, more efficient customer service. 





SELLING builds growing DELTA SALES 


for Charlies A. Templeton, Inc., Waterbury, Conn. 


The Delta Power Tool line has been a steadily growing profit line for Charles A. Templeton, 
Inc., throughout the entire time they have handled it. According to Mr. Miles Stray, presi- 
dent, there are two basic reasons for constantly growing Delta sales, as well as for the firm’s 
over-all growth during its 50 years in business. One is Templeton’s insistence on handling 
only quality products, and the other is a sales policy which Mr. Stray sums up as “Show- 
manship backed by solid selling.” 





“SHOWMANSHIP keeps customers 
aware of us, and Delta.”’ 


The Templeton organization is always on the alert for ways to put 
showmanship into its selling. One outstanding recent example: 
A full-fledged Industrial Show and Open House was organized to 
dramatize new products and new, more efficient accommodations. 
More than 1,800 customers and prospects attended during the three- 
day show, which produced not only good will, but direct sales. For 
instance, during four hours of demonstration, eight new Delta 11’ 
Metal Lathes were sold. 

Templeton also puts showmanship into its selling by dramatizing 
fast customer service. ““Trouble,”’ says Mr. Stray, “is opportunity in 
working clothes. When our customers find themselves in some type 
of production trouble—they need help within hours. We give them 
delivery and service even faster than they expected, and they re- 
member us for it.” 

And, of course, Templeton’s big display of Delta Industrial and 
Homecraft tools is a permanent form of showmanship that pays 
off steadily. 


“SOLID SELLING brings in the orders..." 


“By solid selling,”” Mr. Stray says, “we mean concentrating solidly 

with every sound sales technique—in a well-defined market area, 
instead of spreading ourselves too thin over too large a territory.” 

Continuous direct mail, followed by pre-planned, scheduled per- 
sonal calls is the backbone of Templeton’s day to day selling effort. 
In addition to scheduled calls, all leads—phone calls hinting at 
production bottlenecks, for instance—are immediately followed up. , ; . 

And personal selling is kept at maximum effectiveness by a con- Solid Selling: Mr Miles Stray, president es 

A well-defined market area, an 

tinuing program of sales training so that every Templeton salesman aggressive selling program, plus Delta Quality 
is thoroughly familiar with Delta quality performance in terms of add up to bigger, more profitable sales.’ 
customers’ needs. 


It is not surprising that Charles A. Templeton, Inc., enjoys constantly rising 
Delta sales and profits. Many Delta Industrial Distributors are proving every day 
that when Delta Quality is backed by dealer service of equally high quality, the 
result is bound to be ever larger and more profitable sales. Delta Power Tool Division, 
Rockwell Manufacturing Company, 634 K North Lexington Avenue, Pittsburgh 8, Pa. 


DELTA oquatity power too.s 
Another Product by Rockwell 
DELTA QUALITY MAKES THE DIFFERENCE 








P&H ZIP-LIFT PUSHBUTTON CONTROL 





P&H HEVI-LIFT 














HEVI-LIFT 
SPECIAL 











P&H JIB CRANES 








The most complete line in the industry 
is the most advanced line, too! 


... with features such as the new PcH rectifier brake 


Fess "o's 


HARNISCHFEFEGER 
CORPORATION 
4683 W. National Ave. * Milwaukee 46, Wis. 





Lhe you handle the P&H Hoist 

franchise, you're selling not only the 
most complete line in the business — but 
a line of hoists that’s as up-to-date as com- 


petent engineering can make it. 


The new P&H rectifier brake is a sample 
of what that kind of engineering can do. 
Three basic engineering improvements 
give you a stronger sales story based on 
quick, easy adjustment and lower mainte- 


nance Costs. 


For instance: There is no linkage in the 
new rectifier brake — less parts to suffer 
wear. Adjustment is made by simply turn- 


ing up a collar on a threaded hub. The 
armature stroke is a maximum of .035". 
The brake contact is made on the outer rim 
of the brake pot instead of the magnetic 
core. This eliminates peening and flared 


laminations. 


All in all — the new P&H rectifier brake 
makes a good line of hoists that much 
better. And it gives you a competitive sales 
point that can mean extra profits for you. 


Use the handy coupon below to get a 
P&H sales engineer in your office. He'll 
have the full story on the revolutionary 
new P&H rectifier brake. 


w-- Tear oat Covgon anal readl Talay fon 


P&H Hoists 
HARNISCHFEGER CORPORATION 
4683 West National Avenve, Milwovkee 46, Wi 





Gentlemen: Get a man on the job. We'd like to see him. 








In 1955 and for years to come... 


The @ De Warr Franchive will help 
you. Aek the pace in selling power toola! 


Here’s why the AMF De Walt® 
Franchise will help you to raise 
your power tool sales to a new high: 


e AMF DeWalt market is unlimited 
e Consumer acceptance is established 
e Turnover factor is very good 

e Gross profit is high 

e Big ticket sales in dollars 


e Selective distribution protects 
your franchise 


e Expert field help produces sales 

e Inventory depreciation is nil 

e Handling and storage factor is excellent 
e Competitive position is unbeatable 


e Prestige is high among users 





e Plus Business in tools and accessories 


e Built-in De Walt quality practically 
eliminates service 


e Sales Policy protects your profits 
e De Walt merchandising pre-sells for you 


Are you selling AMF De Walt today? 


If not—now is the time to act! There are still some 

Select Franchises available. Write (De Walt Inc., Dept. ) L VAT Beh 
1D-55-10, Lancaster, Pa.) or phone (LAncaster 3-3931) POWER TOOLS 
for full details. 


AMF DE WALT, DEPT ip-ss-10, LANCASTER, PA 


) Please send me full details on an AMF De Walt Dealership 
L) Please send me your ideo book for industry 


<4 EXTRA! FREE! 


Send for new idea book 
on industry. Outlines dozens 
of ways to cut costs 


on cutting jobs. (a 


ADDRESS 





epeesntntens 
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WHAT’S NEW WITH HALLOWELL 


News that helps you sell 


INDUSTRIAL DISTRIBUTION 





OCTOBER, 


HELP YOUR CUSTOMERS CUT DOWNTIME with 
Hallowell Storage Walls. Shutting down a 
machine while hunting parts and lost tools or 
walking around the shop to pick up replace 
ments from a remote stockroom or tool crib 
costs your customers many dollars annually 
You can help them cut such waste. Just show 
them how they can keep replacement parts and 
tools adjacent to their machines in Hallowell 
Storage Walls. They'll appreciate it, and you'll 
earn yourself a nice profit 


NEW 8-PAGE FOLDER TELLS THE STORY of 
Hallowell Storage Walls. How they put life 
into dead walls. How they can be used to fit 
up a wall or build one. You can use it effec 
tively in going after new business. Quantities 
for handout or mailing are available upon 
request. Send your order with imprint instruc 
tions to Hallowell Shop Equipment Division, 
STANDARD Pressep Sree. Co., Jenkin- 


town 13. Pa 


HALLOWELL SHOP EQUIPMENT DIVISION 


STANDARD PRESSED STEEL CO. 


JEaKinTOWws PEMMSYLVAMIA 


6! 





SPS Keeps Plugging New 
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High-Torque Unbrakos 


Adding kindling to the fires that were sparked by announcement of 
the new High-Torque UNBRAKO self-locking socket set screw are 
these single page advertisements. They stress individual features 
of the new UNBRAKO. While SPS is using them in all of the trade 
publications ordinarily carrying its advertising message to your 
customers, it offers them to you for campaigns in your local trade 
or purchasing publications. All you have to do is place your order, 
we'll send you the necessary electros. Each is 7” x 10” and suit- 
able for printing in most publications. 


Have you ordered this sales ammunition? ‘wis 16-page mailer or handout also makes 


from—gives story in picture-caption form. 


The sooner you determine the quantities you need 
on these sales promotion pieces—and the sooner 
you get your order into us—the quicker you can 
put these sales-builders to work for you. You'll 
get double the impact if you time them to go out 
on the heels of the announcement advertisement. 
Send your order to Unbrako Socket Screw 
Division, STANDARD PRrRessep Steet Co., 
Jenkintown 13, Pa. 


This 8-page bulletin gives down-to-earth information about the 
new UNBRAKO. To back up your own campaign, SPS will mail it to a 
broad list which includes your customers and prospects 


This 12-page standard booklet gives you complete information— 


sizes, listing of keys, torque tables, how-to-order information, etc 


STANDARD PRESSED STEEL CO 


Your purchasing agent customers can be hit steadily _—_—_—_—_—_. 
through these self-mailers, which give the facts about UNBRAKO SOCKET SCREW DIVISION 
the new High-Torque UNsrako both in capsule form “— er 
and with full details, JENKINTOWN PEMNSYLVANIA 
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“WE FEATURE WISS SNIPS 
BECAUSE THEY SELL BEST 
WITH FEWER RETURNS” 


Mr. William Sutherland, Geo. C. Wetherbee Co., Detroit, 

Mich., states one big reason why his firm likes to reeommend 

Wiss metal cutting snips. There are several reasons why they 

are the choice of professional workers everywhere—why they 

sell better, with fewer returns. Wiss snips are produced largely 

by the handwork of skilled workers. Each pair is rigidly tested and guaranteed perfect. Bolts are 
set precisely to reduce wear and to increase cutting power with the least effort. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing cutting Wiss inlaid blades are made of high 


power. These 10” snips cut with about one-half the effort required for standard carbon crucible steel welded to a hot 


1244” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-2 (cuts drop-forged frame to provide the ex 
right) are designed to cut the most intricate scrolls and circles. M-S is for shallow 
ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for notching 
nibbling and cutting shallow ares in sheet metal as heavy as 16 gauge 

Now available with comfortable vinyl grips in identifying colors. 


WISS INLAID SNIPS 

High carbon crucible steel weld 
ed to a hot drop-forged fram 
provides that extra service ce 


tra service demanded by professional 
worke rs 


manded by professional users 
every where. Six Straight Cutting 
sizes from 1144” to 17”, includ 
ing Bulldog Snips for notching 
Three Combination*® Cutting 
sizes, 1244", 134%” and 14” 


WISS SOLID STEEL SNIPS W iss snips are hot drop-forged of the 
: finest steels available. 
For those whose requirements are 


less specialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications 
Four straight cutting sizes, 8” to 
1244”. Four Combination* Cut 
ting sizes, 7”, 10”, 13” and 16” 
Bulldog Snips for notching 


Made with straight blades, but 
y sround and shaped so they reactily 
y cut curves and irregular shapes as 
well as straight 


Highly skilled craftsmen make final 
NEWARK 7, NEW JERSEY a ; ~ yeah 
adjustments to assure that Wiss snips 
Manufacturers of Shears, Scissors, Pmking Shears, Metal Cutting Snips and Garden Shears will cut perfect ly for a long time. 
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CYLINDRICAL AND THREAD GAGES 





STANDARD TOOL ... sowing /nilusliy since 1881 


presents its new complete line of 
cylindrical and thread gages — plugs and rings 


The same quality and accuracy that is built 
into Standard’s complete line of metal cutting tools 


Now available through Standard Tool Co.’s Distributors 






"STANDARD TOOL. 


FACTORY BRANCHES IN NEW YORK « DETROIT «© CHICAGO «© DALLAG © SAN FRANCISCO 


THE STANDARD LINE: [wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide-Tipped Tools - Gages 





9 words 


can do this) 


for you 


CORNING INDUSTRIAL GLASSWARE 
FOR EVERY JOB 


Application 


Recommended Product 





Normal Conditions 
(Up te 100 p.s.i.) 


CORNING brand stondard 
gouge glosses 





Migher temperotures 


PYREX brand high-pressure 
gavee 9 





Higher pressures 


PYREX brond heovy-wall 
govge glosses 





Extro visibility 


PYREX brand red-line 
gouge glasses 





Viewing inside 
furnaces, reactors 
pressure vessels, etc. 


PYREX brond sight glosses 





Lubrication 
inspection 


PYREX brand lubricator 
glosses 





Visible discharge 
devices 





PYREX brand of! cup 
gicsses 


- peceme a customer tipping his hat to you for telling him something 


that triples your gauge glass sales! 


Maybe your customers don’t wear hats, and maybe you've never 
gotten any Valentines from them, but here’s one way to find a warm 
spot in their hearts. 

Show them how to prevent costly down time on boilers, vats, kettles, 
and other steam heating equipment 

And at the same time triple your sales of CORNING®, PyrEx®, and 


MACBETH® gauge glasses! 


How? . With these nine 


“ONE FOR THE GAUGE AND TWO FOR THE SHELF.” 


Convince your customer to buy three gauge glasses for every gauge. 


Here’s your 25-second sales talk 


1. You want gauge glass No. | to replacement from the distributor. 


put in your gauge right now There's your simple sales story. 


rhe market is huge. The products 


2, Gauge glass No. 2 is your 
are the finest—CORNING, PyREX 
spare, for regular replacement 
and MACBETH brand gauge glasses 
during routine boiler cleaning 
and your customers need your 

3. Gauge glass No. 3 is your help 
“spare spare”—your protection What are you waiting for? Start 
against sudden emergencies, when the bali rolling with a few phone 


it would be costly to wait for a calls today! 


CORNING GLASS WORKS Corning, N. Y. y 
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DISTRIBUTORS GET STRONG 
SELLING SUPPORT gee ACME? 
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Best Delivery 


in the industry . . 


Wider range of 
treatments and 
bonds covering 
special jobs. 


America’s most popular 


MOUNTED WHEELS 


No one can beat the deal a Chicago Wheel 
franchised dealer gets. When you sell Chi- 
cago mounted wheels, you're selling an 
exclusive line with the largest profit margin 
in the field. Many Chicago Wheel distrib- 
utors report a yearly turnover as high as 26 
times on mounted wheels. Moreover, your 
profit margin is fully protected. Write today 
for all the details on our mounted wheel 


franchise plan. 


Chicago mounted wheels cre well known 
to industry. There are over 200 differ- 
ent shapes and sizes in the line to fit 
every known industrial application. 


apblibhbbnalld CHICAGO WHEEL o ure. cc. 


Dept. ID, 1101 W. Monroe St., Chicago 7, Ill. 


MANUFACTURERS OF ABRASIVE PRODUCTS, “HANDEE” PORTABLE GRINDERS, 


GRINDING WHEELS, AND MOUNTED WHEELS AND POINTS FOR INDUSTRY. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1955 





ook aver 
is broad jine and 
see WHY 


DANLY 


is your es! source 
for diemakers 
supplies 


Danly’s origin complete line of diemakers supplies 


has now been expanded to include the new iters being called 
for by the * n d die making industry All items the 
to close tolerances and exacting per- 
formance standards i <izes to meet your needs all are 
quickly available from stock at your Danly branch, OF through 
jeading industrial distributors everywhere For complete fast 

parts sure ng wee a c P 

f service, for dependable parts, call Danly 


mount 


1 serve YOU NEW 


- For your convenience. new 
GRAND RAPIDS mitw AUKEE 2 . } ‘ ‘ 
113 Michige® Street, NW 111 E. Wiseonst® Avenue " ; reintorced containers °° . 


PHILADELPHIA 40 
INDIANAPOLIS 4 si Courtland Street ~ or bulk storage Color key® 4 


5 west 10th Street MOCHESTER 
6 7 asy t 4 iabels hel 0 
G ISLAND erry 4 33 Rutter Street a > “ pane sheip yO" 
7 ' prvi 
DAYTON 7 47-28 37% Sweet st. Lours * ’ 
3196 Delphos Avenue Los ANGELES 54 3740 Wash ngton Bivd : 


pETROIT 416 Ducommun Metals & Supply CO syracuse 4 
1549 Temple Avenue 4890 South Alameda 2005 west Genesee Sueet 


tate stor King No more 10088 


DANLY --- the complete line for tool, 9°9*: ond diemokers supplies - 
stocked by leading industrial distributors everywhere 


ae ee _— »® 


2100 South t 
Avenue, Chicago 
‘ 50, Iinois 


DI oe Sere ee 
EMAKERS’ SUPP HOLLOW 
LIES SET SCREWS 





NOTE: This folder is available 
for mailing to your list. 


BUILD 
phokit Mi ae) ¥ 4 - 
BAR SALES 
This 

WZ 


cat on NEW customers 
.«» SUGGEST NEW USES TO 
OLD cusTOMERS 


a is a great untapped 


potential for UNIVERSAL BRONZE in 
your territory ... everywhere. Many 
industrial parts can be made from 
these bars very economically. The 
highly finished surfaces often need 
not be touched, a saving in set-up 
and machining time. Hundreds of 
inside-outside diameter combinations 
are available from stock. This bronze 
has properties often needed... it 
machines freely, it is spark-proof, is 
corrosion resistant, will not taint 
food products. The folder illus- 
trated shows many uses by enter- 
prising manufacturers. Mail it to 
your customer prospect list. 


JOHNSON BRONZE COMPANY 
535 South Mill St., New Castle, Pa. 


BRONZE JOHNSONW§ 2 BEARINGS 


OTHER BEARING TYPES: 
Standard Stock Size GP Bearings - Electric Motor 
Bearings * Graphited Bearings - Self-Lubri 
cating Powder Metallurgy Bearings - Babbi*t Metal 
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PREPARED BY LINCOLN ENGINEERING ( 


LUBRICANT 


Linco/n APPLICATION New. 





Modern Controlled Lubricant Application Systems For Modern Machines 





FAST ACCEPTANCE OF CENTRALIZED SYSTEMS 
FOR MATERIALS HANDLING EQUIPMENT OFFERS 
VAST SALES OPPORTUNITIES FOR DISTRIBUTORS 


FIVE STROKES of central pump lubricates OUTPUT UPPED 1,440 units per shift with 
37 bearings on overhead crane in 10 seconds Linceia Centralized System installed on dairy 
with Lincoln System. conveyors. 


Whe a re 





60 SECOND grease job on fork-lift trucks with 
Lincoln Centralized System slashes mainte- 
nance and downtime. 


“Rapidly increasing developments in the mechanization of materials handling 
have made obsolete the methods which rely on the human element for th« 
lubrication-maintenance of machines” so states FLOW Magazine, the Bibk 
of the Materials Handling Equipment field. And to support this statement 
Lincoln Distributors are finding a rapidly accelerating market for Centralized 
Lubrication Systems on the vast range of machines and equipment employed 
in this plant operating category The illustrated case histories above ire only 
1 few typical examples of everyday applications. Only a few weeks ago, Lincoln 
Distributor, LeValley-McLeod equipped 85 Overhead Cranes at one of the bi 


Government Arsenals with Lincoln Centralized Systems 


Lincoln Distributors enjoy a unique advantage in that they can offer their cu 
tomers the widest and most complete line of Centralized POWER LUBRICA 
TION SYSTEMS on the market from which to make their selection 











LINCOLN ENGINEERING COMPANY . 


NEW SUPER VOLUME 
GIANT CAPACITY 
LEVER GUNS ANNOUNCED 


These terrific new Lever Guns have 
been especially designed and engincered 
to fulfill a definite market need for a 
heavy duty Hand Gun with big lube 
capacity and high output to service 
bearings requiring applications of large 
quantities of lubricant ind here 
they are 


MODEL 1155 


—_—_—_—__ 
foe 


MODEL 1154 


Guns deliver .17 ozs. per stroke, or 
6 strokes per oz. using No. 1 cup 
grease at 70° F large st output of any 
Hand Gun on the market. Models are 
available with Hydraulic Coupler Ex 
tension for contacting hydraulic fit 
tings, or with flexible whip hose and 
Coupler for contacting standard button 
head fittings. Both modela may be 
spring or force primed, hold 21 ozs 
of lubricant, include filler nipple for 
fast, clean reloading from a Lincoln 
Filler Pump and are of steel construc 
tion, rust-proofed and finished in metal 
lic, gun-metal blue. Here are some real 
door-openers” in any plant maint 
nance department 


NEW ADVERTISING 
SAMPLING CAMPAIGN 
ON GREASE FITTINGS 


; K Over a thousand direct 
a ¥ inquiries from an Adver 
_ go 2 tising Campaign that’s 
be 2 only been running 60 
Lee | days constitutes impres 
“ | sive results in any lan 
j ve fa guage. And that's juat 
Vises) *.\ what's happened since 
ae 86T incoln’s new ad can 
paign hit the leading trade papers 
offering FREE heat-seal, polyethylen 
bags of assorted Lincoln Bullneck Hy 
draulic Surface Check Fittings to Engi 
neers and Plant Operating Executives 


he ads tell and sell the fact that thes 
fittings, with the Ball-Check in the 
head, seal dirt out —grease in, and offer 
10 exclusive advantages at NO EXTRA 
COST. Inquiries are being forwarded 
to Distributors 24 hours after receipt 


St. Louis 20, Missouri 


Write for complete details on how you can become an authorized Lincoln Distributor. 
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No other sling offers you so much profit opportunity... 
gives your customers so much for their money... 


New Ferruled Eye Splice And Free Sling 
Handbook Send You More Tuffy. Sales! 


National Advertising Brings Tuffy Distributors Hundreds of Leads 


Here's why you'll do more sling business when you're a Tuffy 
Sling Distributor: 
Our new Tuffy Sling Handbook, offered in all our na- 


tional advertising to consumers, brings leads we turn 
over to you for follow-up, sale and profit. 





This New Tuffy Ferrule Gives 
Tuffy Sling Eyes 
100% Strength of Fabric 


Tuffy’s new smooth-edged, pressed-on eye splice ferrule 
—for more safety, faster and easier handling—makes 
Tuffy Slings even more appealing to sling users. No 
other sling has it! 

No other sling is as flexible, long lasting, and versatile 


as Tuffy Slings because only Tuffy is made of the 
patented, 9-part machine braided wire fabric. 


Smooth edges can’t catch 
hends or hang up sling 
on loads. 


Tucked-in splice is 
completely gripped by 
pressed-on ferrule. 


Smooth, Round and Strong 
Eye Splice 


Terrific pressure on precision dies forms 
a streamlined ferrule over the eye splice 
and cold flows the ferrule metal into the 
voids of the wire fabric. Result—a non- 
snagging splice as strong as Tuffy ma- 
chine braided fabric. 


Nearby Branch Mill Depots Back 
You Up On Complete Service 


Every Tuffy advertisement tells the read- 
er his distributor has an adequate inven- 
tory of Tuffy Slings. To make sure you 
do not miss sales of Tuffy Hoist lines to 
team up with Tuffy Slings, Union Wire 
Rope branch mill depots are strategically 
located in more than a dozen cities across 
the country. They can give you fast, 
short-notice delivery on hoist lines 





—— 





Write us for complete information about the 





Reprint of Tuffy odvertisement appearing in National Safety News, Plant Engi- 
neer, Factory Monogement and Maintenance, Mill & Factory, Steel, Modern Mate- 
riols Hondling, Purchesing, Petroleum Refiner, Pipe Line industry, and Occupo- 
tional Hozords magazines. Nearly o million readers will see this Tuffy odvertis- 
ing. Thousonds more will buy Tuffy Slings as a result of it. 


money-making Tuffy distributor plan and for 
your FREE copy of the new 60-poge Tuffy 
Sling Handbook. It telis all about the new 
Tuffy factory-fitted slings, Tuffy 
9-port machine braided wire fabric and ovr 
new pressed-on eye splice ferrule are moking 
Tuffy Slings sell faster thon ever before 
Write to 


shows why 











corporation 


"Za 7/ Speciolists in high corbon wire, wire rope, braided wire fobric, stress relieved wire ond strand 


2236 Manchester Ave. 
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Sylvan Geismar, Executive Vice-President of the Manhattan Shirt Company, tells y 


‘“‘How to lose your shirt on the road!’’ 


“On October 4th, our salesmen take to the road in the annual 
race for Spring orders And it's a tough race. If every 
sample isn't up-to-the-minute in style, we can lose our shirt! 


“But we keep our Manhattan and Lady Manhattan sales- 
men out in front — with Air Express! 


“As trends unfold, we deliver the newest shirt-styles to 


our men in a f hours. When hor items sell out, we fill 


buyers’ re-orders just as fast! Air Express is indispensable in 


maintaining our leade rship with our retail accounts 


flip’ 


Yet we save money on most of our Air Express ship- 
ments! A 15-lb. shipment from New York to Milwaukee, 
Wisc., for instance, costs $5.15. That's the lowest-priced 
complete service by $1.85! 


—___ @ AirExpress. 


CALL. AIF EXPRESS 


Gers THERE FIRST vial 


. division of RAILWAY EXPRESS AGENCY 
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costs no more 


lasts longer-cuts faster 


Heller NUCUT files combine coarse, fine and extra fine teeth in a 


planned irregularity, creating the ‘‘wavy-teeth"’ design. The coarse teeth 


cut deep, clean; the fine teeth leave a smooth, scratch-free finish 


This ““Wavy-Teeth” design makes the file clear itself, adds longer 
life. NUCUT “‘wavy-teeth"’ files cut faster without scraping or 
7 chattering. Ask your distributor for Heller NUCUT files 


with patented ‘wavy-teeth.”’ 


HELLER TOOL CO. 
Subsidiary of Simonds Sow and Steel Company 
NEWCOMERSTOWN, OHIO 
BRANCH OFFICES: New York, Chicage, Detroit, Los Angeles 


HELLER DISTRIBUTOR FRANCHISE 
INVESTIGATE FOR ALL YOUR FILE WEEDS 
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about this 
amazing new steam trap 
that practically eliminates 

maintenance! 


Big market 
a wonderful story 
a good profit! 


ost exciting steam trap news in years is this revo- 

lutionary new Sarco Thermodynamic Type TD. 

It’s news yourcustomersand prospects are reading 

about in 35 publications—total monthly circulation 
almust 1,000,000. 

This unique and versatile new trap has taken indus- 
try by storm. Demand for it has been great. The mar- 
ket...as wide as industry itself. A wonderful door 
opener ...can be sold on almost every call. 


Write for Special Introductory Offer for Distribu- 
tors. Sarco Company, Inc., Empire State Bidg., New 
York 1, N. Y. 


SARCO 
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Talk of the Trade 


THE RIGHT PATH? Now that I can qualify as a 
baseball expert (last Spring I picked the Giants to 
repeat), I'll not even hesitate in picking the National 
League to take the World Series . . . Naturally I won't 
go so far as to say the Dodgers will carry the National 
League banner to the same heights the Giants did. 


THE GOLF TRAIL: Wonder if there is any mean 
ing behind the boss presenting me with a “Standard 
Rate Card for Sympathetic Listening to Description 
of Your Golf Game?” . . . The card states: 
General Rates. Listening Time 
Listening To Limit 5 Minutes 
Long Drives 25 cents 
Flubbed Drives 50 cents 
Beautiful Approaches 50 cents 
Flubbed Approaches 75 cents 
Long Putts Sunk 35 cents 
Short Putts Missed 50 cents 
Getting Out of Rough 15 cents 
Getting Out of Bunkers 45 cents 
Birdies ’ 85 cents 
Eagles 1.35 


Almost a “hole-in-one” 2.00 


Wonder what Jack Madsen (Madsen & Howell, 
Perth Amboy, N. J.) would have to pay if he wanted 


listeners for his experiences at the New York Hard 
ware Trade Association outings this year Jack 
recently walked off with a silver cup by shooting a net 
67 ... That should be worth a couple of bucks 

But an earlier experience should be a bit more costly 
Jack drove the green on a short hole and then four 
putted . When he did that, | expected to get a 
nice set of clubs cheap but 


MORE SPORTS: Chuck Litchfield (Northern Indus 
trial Supply, Chicago) took a maiden voyage last 
summer .. . Went on a canoeing trip with a cus 
tomer . . . As Chuck reports on it now, he’s an 
expert on how to talk business while swimming for 


shore. 


RIGHT CHURCH, WRONG PEW: A colleague 
spotted an item in the New York Times business 
section about a Miss Ruth Lupton Mills winning a 
promotion and, thinking there must be a connection 
with Mills & Lupton, Chattanooga, sent the clipping 
off to John Crimmins . . . John reported back: “You 
certainly have an eagle cye to pick out in the fine 
print of the New York Times, the clipping you sent 
to me concerning ‘Ruth Lupton Mills.’ Don't know 
the young lady, but from the two names she must 


be pretty good.” R. W. B. 
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BAY STATE MOUNTED 





These WHEELS of PROGRESS. 


are establishing outstanding records 
of achievement and dependability. 


Distributors know that such records in performance mean similar 
records in sales volume, plus excellent and growing opportunities 
for new business. 


Present BAY STATE DISTRIBUTORS enjoy the benefits of 
this healthy situation . . . and are a powerful influence in its con- 
tinuing expansion and success. 


New BAY STATE DISTRIBUTORS will find the same out- 
standing opportunities for progress . . . with a complete line of 
performance-proven abrasive products ... in a receptive, rapidly 
growing market. 


Get the whole BAY STATE DISTRIBUTOR STORY, and 
judge for yourself. It has been condensed for presentation to you 
in special, illustrated book form. We invite you to see one of 
these books and hear the details of the story from a BAY STATE 
REPRESENTATIVE. 


Phone or write 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Mass., U.S.A. 


or any of our Branch Offices: 
Bristol, Conn., Cleveland, Chicago, 
Detroit, Pittsburgh. 
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1. Special heat-resistant cover compound. 


firmly b 


ded to 





2. Non-charring asbestos cords inter 
braided with wire: 
which dissipate static electricity. 7 


3. High adhesion between plies provided by special insulative compound. 


4. Steel wires of high-tensile 
sures and make hose erg braided to resist high steam pres- 


5. - 
Heat and oil-+esisting inner tube retains resiliency under high-pressure 


steam. 





THEIR SAFETY IS YOUR CONCERN! 








REPUBLIC’S 5-POINT SALES POLICY 


@ A LINE of rubber items sufficiently complete 
to permit effectively supplying the require- 
ments of the trade solicited. 


@ A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected. 


@ A PRICE basis inducing and making pos 
sible aggressive competition with reason 
able profit return. 


@ FREEDOM from competition from his source 
of supply. either direct or indirect, among 
the trade covered by his day-to-day so 
licitations. 

@ SELLING helps of bl ts 


that his sales force may be given the 
vantage of specialized training and 
knowledge of the product sold. 














Your customers have the right to expect that the products you 
furnish them are the safest products available. 

You are doing that when you introduce them to Republic's new 
WIRETEX Steam Hose. WIRETEX Steam Hose will not burst... . 
cannot suddenly spray out super-heated steam, blinding steam, 
maiming steam, yes, ever killing steam. 

WIRETEX Steam Hose is another reason you can be glad you 
are selling Republic Products. It means more and easier sales 
for you . . . greater safety and increased satisfaction for your 


customers. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, Ono 


INDUSTRIAL RUBBER PRODUCTS 
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Do You Have What It ‘Takes? 


HAT MAKES 4 GOOD BUSINESS EXECUTIVE? That 
ay ooetes ranks close to the top among the 
problems facing the business world today. 
Despite a lot of research on the problem, no 
one has come up with a simple one-two-three 
answer that would make it possible to pinpoint 
the qualities that make the good executive. 


Guides to Promotion and Profit 


Ihe problem has two aspects or two levels 
as we find it in most concerns. There is the 
problem of appraising, evaluating, promoting 
salaried executives by some person or persons 
at higher levels of management. And there is 
the problem of evaluating top management itself 
This is particularly relevant to our industry, in 
which the owner is frequently the manager and 
performs several executive functions. Further, he 
is accountable only to himself. 

The answer to the quality of the owner-man 
ager may be judged superficially by whether th 
concern does or does not make a profit. Cer 
tainly, a continued string of losses could result 
in failure of the concern. That would be prima 
facie evidence that management had not donc 
a good job of managing. But before the final 
curtain can be rung down by bankruptcy, there 
is a wide range of success, from the firm that is 
just managing to keep the receiver from the door 
to those well-managed, successful firms at the 
top of the heap. This only means that some 
managers are better endowed with (for have 
developed) those qualities that make an execu 
tive good. 

What are the qualities that make one execu 
tive a better performer than another? There is 
1 tendency to think in terms of evaluating the 
salaried executive who is “coming up”. But 
the same tests could be applied to the owner 
manager executive. The degree to which these 
executive qualities are present (or absent) is a 
good clue to the speed with which promotion 
ind advancement comes to the salaried manager 
It also portends the relatively good or bad net 


profit showing which may be made by the cwne 
manage! 

I'he Stevens Institute of Technology's Labora 
tory of Psychological Studies has approached the 
problem of executive evaluation by supplying 
answers to the question: What makes a manager 
fail? Case histories of unsuccessful executives 
in more than 200 companies have been analyzed 
in an attempt to isolate the “lacks” in execu 
tives that resulted in their failure. The data so 
far collected strongly points to “personality lacks’ 
as a much more prevalent cause of failure than 
“knowledge lacks”. The lacks most commonly 
cited in order of appearance are 


* Inability to delegate responsibility 

¢ Lack of breadth of knowledge 

¢ Inability to analyze and evaluate 

* Inability to judge people 

* Inability to cooperate with others 

¢ Inability to make decisions 

¢ Lack of knowledge of personnel organization 
and administration 


What Are You Doing? 


Although stated negatively, here are some 
clues to the reasons good executives are success 
ful. Among other things, the successful execu 
tive is not handicapped by a lack of these quali 
ties. While the answers are far from complete 
it this date, the list does supply a check against 
which the owner-manager of distributor firm 
can do a little self-appraisal. It also supplies 
yardstick for evaluating the growth and prom 
tion prospects of junior executives. Above all 
it represents warning or signal flags in problem 
areas. What are you doing to discover “lack 
of this nature that may be handicapping your 
progress? And what are you doing to overcome 


the possible deficiencies? 


Nott, X heii 
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Distribution In Russia: 
25 Years Behind The Times 


Neglect of consumer plus Red dogma against middlemen has stymied progress: 


but recent observers see a changed attitude toward marketing in the Kremlin 


NCE IN A GREAT WHILE an article appears which should be read and 
0 studied by every student and practitioner in the field of distribution 
lhe article appearing here falls in this category 

Here you get an opportunity to look at marketing and distribution in 
Russia through the eyes of one of America’s foremost analysts in the field 
Wroe Alderson was responsible for the pioneering distribution cost analysis 


work of the Department of Commerce in the late 20’s 
president of the American Marketing Association 


He is a past 


And he is senior partner 


of the highly successful firm of Alderson & Sessions, marketing consultants, 
Philadelphia.—Wanrer F. Crowver, Eprror 


BEING ESTAB 


UPERMARKETS ARI 
S LisHED in London and Lenin 
grad this summer, the first to be 
built in Great Britain and the Soviet 
lhis intriguing coincidence 
was observed by Wroe Alderson on 
a recent six weeks’ tour which in 


Union. 


cluded a month in Russia. The 
British are backward in retailing by 
American standards. The Russians 
have neglected the entire area of 
marketing for so long that their 
problems of modernization in retail 
ing and wholesaling are monu 
mental 

This opportunity to observe trade 
developments in Russia was inciden 
tal to what was primarily a religious 
mission. Six American Quakers car 
ried greetings and encouragement to 
church groups in the Soviet Union 
and in all their contacts tried to 
interpret the desire of the American 
people for an enduring peace. The 
journey covered smaller places and 
rural areas as well as the major cities. 
Direct observation of marketing 
activities was supplemented by in 





By Wroe Alderson 


Senior Partner 
Alderson & Sessions 
Philadelphia, Pa 





terviews with a number of people 
including experts from the Ministry 
of Trade. Some insight into related 
matters such as housing was ob 
tained both by visits to Russian 
homes and by talking to architects 
and city planning officials 

[he party reached some broad 
conclusions as to the way the Rus 
sians live and the outlook for a bet 
ter standard of living. Several of 
these conclusions will be stated be 
fore returning to the more special 
ized subject of marketing problems 
in the Soviet Union. 

First of all it appears that the gov 
ernment is making an active effort 
to supply a greater volume of con 
sumer goods and to raise the gen 
eral standard of living. It will be 
remembered that Malenkov an 
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nounced such a policy in 1953 but 
that the government officially re 
pudiated this program when Malen 
kov resigned as Premier. Observing 
the substantial stocks of goods in 
stores and the eager interest dis 
played by Russian shoppers one 
must conclude that policy state 
ments and the facts of life are not 
always consistent. It may be sur 
that when the consumer 
program was announced it 
stirred up so much excitement that 
the government found it impossible 
to meet consumer expectations The 
remedy was to back away from the 
public pronouncement but still go 
ahead with the program as rapidl\ 
as possible and to some extent on a 
city by city basis. 

A second conclusion is that the 
Russian authorities are aware that 
they are confronted with new and 
difficult problems in developing th« 
consumer goods phase of their econ 
omy. It is not enough to step up 
production orders in their factories. 
They need a drastic overhauling of 


mised 
goods 





their retailing and wholesaling fa 
cilities. They need something similar 
to American techniques of merchan- 
dising and research for matching the 
right product with the right cus- 
tomer in the market. They will be 
obliged to go much further in rec- 
ognizing the desires of the individ 
ual consumer as the starting point 
for economic planning which is di- 
rected toward an advancing stand 
ard of living. 

Russian officials who are faced 
with these problems are keenly 
aware that they could learn much 
from the United States if they had 
free access to marketing know-how 
in this country. One could feel 
nothing but sympathy for a planner 
who was trying to design a super- 
market without ever having seen 
one, meanwhile exhibiting a touch- 
ing faith that it would work for 
them because it had been successful 
in the United States. Despite all the 
propaganda to the contrary Russians 
uf every degree are quite generally 
aware that American consumers are 
better off than themselves. What is 
more significant at this juncture is 
that those in authority are begin- 
ning to realize that American pros- 
perity is built on our marketing 
methods as much as on our tech 
niques of production. 


Samovars and Grills 
Instead of Guns 


Finally, it seems clear that the suc 
cess of the Soviet Union in solving 
its marketing problems can make a 
substantial contribution to enduring 
peace. It is better for their plants to 
be turning out samovars and electric 
grills rather than ordnance. Any 
people is less ready for war as its ex 
pectations are increasingly oriented 
toward the purchase and use of con 
sumer products. The hunger for 
goods is an appetite which is fur- 
ther stimulated by attempts to sat 
isfy it. Even more fundamentally, 
an expansion in the direction of con- 
sumer goods is a move toward true 
economic democracy with increas- 
ing attention to the individual needs 
and desires of millions of people as 


compared to the fixed goals of a few 
at the top. Democracy in the mar 
ket place will open the way for 
democracy in other aspects of life. 


Variations in 
Shopping Facilities 

The central shopping district in 
most Russian cities bears little re- 
semblance to the major retail dis 
tricts of American cities. Instead of 
clustering in a compact and con- 
venient area, department stores and 
apparel stores are usually scattered 
over a number of blocks. In between 
are to be found numerous food 
stores, new and second hand book- 
shops, and other specialty stores 
carrying such lines as housewares. 
There is no discernible logic in the 
retail location patern. For example, 
what ought to be the best block on 
Gorki Street, the main thoroughfare 
in downtown Moscow, is not oc- 
cupied by a department store. In 
stead there is an apothecary’s shop, 
a perfume store and several food 
stores. The big sign over the store 
entrance on the most prominent 
corner in a city nearly as big as 
New York says, “Morozhenoe”’ ( Ice 
Cream ). 

Shopping facilities vary from city 
to city but hardly anywhere measure 
up to what can be found in the 
United States or in many European 
cities. A shining exception is the 
southern city of Rostov, near the 
mouth of the Don River. The busi 
ness of this city was once dominated 
by Armenian traders and something 
of their merchandising instincts ap- 
pears to linger on. The stores are 
rationally located foi 
shopping; window displays and mer 
chandise assortments reflect genuine 
style and taste; goods of foreign 
origin are plentiful in this estab 
lished seaport. Leningrad, with three 
million people, or four times as 
many as Rostov, has a far less attrac 
tive shopping district. Penza a prov 
incial capital of 150,000 has shop 
ping facilities no better than a sec 
ond rate county seat in the United 
States. 

The variation from city to city, 
the lack of logic in location patterns 


convement 
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or in the combination of merchan 
dise lines in individual stores sug 
gests that retail facilities have not 
been allowed to develop naturally 
and adjust to changing consumer 
needs. In most cases there is no sign 
of improvement or cven essential! 
renovation in individual stores. The 
last time there was any direct in 
centive for improvements was in the 
decade of the Twenties. When dis 
tribution broke down completely 
after the revolution, independent 
enterprisers known as Nepinen were 
called back to provide retail outlets 
When these stores were taken over 
by the government the bureaucrats 
merely went on from where the 
Nepmen left off. Until the very re 
cent past there has not been a new 
merchandising idea or operating pro 
cedure in all these twenty-five years 
rhe wholesale function has been 
managed in an equally negligent 
fashion. The lack of normal progress 
in trade is one of the penalties which 
naturally attaches to the Marxian 
doctrine that all middlemen are 
crooks and robbers 


Organic Planning 
for Retail Trade 


This dismal picture may change 
radically in the next two or three 
vears. There are men of ability in 
the Ministry of Trade motivated by 
a strong sense of professional re 
sponsibility. At long last they may 
be given their head by the top brass 
'heir efforts would be far more ef 
fective if they had a chance to ob 
serve retail and wholesale practices 
in the United States. If this country 
should prove inhospitable they could 
learn much from such shrewd mer 
chants as the West Germans. Even 
their small neighbor, Finland, ha: 
1 great deal to teach them about 
product and package design pro 
vided the time has come to throw 
off the dead hand of Stalin and to 
escape the stagnation which has be 
et the applied arts. 

It is too late to avoid some costl, 
mistakes of postwar reconstruction. 
City planning has taken little ac 
count of the future needs of trade 

(Continued on page 174 





Twelve feet of water poured into Waterbury’s streets and inundated Chas. 


2 


A. Templeton’s premises. 


lf Your Place Is Ever Flooded . . . 


Two distributors tell what it’s like to 


be on the receiving end of disaster 


HAT CAN A _ DISTRIBUTOR 

when flood waters swirl in on 
him, ruining stock, depositing mud, 
obliterating records, 
equipment? 

During the disastrous floods 
which ravaged six eastern states in 
mid-August, this and other ques- 
tions faced distributors who shared 
the losses of homeowners, store 
keepers and factories running into 
the hundreds of millions. 

The eastern United States will 
long remember a hurricane named 
Diane. Sneaking stealthily inland 
after a wild rush up the Atlantic 
Coast, the huge storm suddenly 
slowed down in eastern Pennsyl- 
vania, its sodden, sultry winds 


DO 


wrecking 


84 


circling in a vast, lazy counter 
clockwise movement. Then al 
ruptly the black burst 
dumping cataracts of pent-up rain 
that sluiced off hills, searching 
frantically for the old 
courses. 


clouds 


water 


And The Rains Came 


They overswept the banks of 
small streams and rivers long since 
tamed, and cascades of dirty water 
roared through the towns, crushing 
and dislodging and inundating 
homes and factories and bridges 
and roads. In a matter of hours 
some of the country’s leading 
industrial centers lay awash in 10, 
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Withi 


udde I 


14, 20 feet of flood water 
virtually too, the 
flood had receded, leaving ruin ar 
wake 


hours, 


iestruchion 1n its 

Among the 

hit by the disaster were Chas. A 

Inc. of Waterbury, 
Conn., and W. A. Tydeman & 
Son, Inc. of Pa. The 
Templeton firm is a block or so 
rom the Naugatuck River, while 
['ydeman is practically at the con 
fluence of the Lehigh and Delaware 
Rivers. 

Decades of filling and building 
had left the Naugatuck with no 
“safety valve” in the way of marshes 
or flats to blot up the flood waters, 
so the torrents from a 14-inch rain- 


many distnbutor 
l'empleton, 


Easton, 








Based on steps taken by Chas. A. Templeton, 
Waterbury, and W. A. Tydeman & Son, Easton, 
here is a positive course of action to follow: 


Send letter to suppliers advising 
* them to stop shipments on outstand- 
ing orders 


? Request from suppliers new copies 
* of catalogs and price sheets 


3 Send letter to customers explaining 
* mistakes or delays 


4 Advertise reopening for business in 
* local paper 


5 Arrange for shipment to be made 
* direct from supplier to customer 


6 Keep salesmen at work inside ex- 
* cept for contact with customers re- 
quiring special attention 








CLEANING OUT after the waters had receded 





You Clean Up and . . . Take Other Action 


fall washed over its banks. The 
Templeton firm had 12 feet of 
vater which wiped out about a 
third of its inventory. Fortunately 
nost of its stock was on the second 
floor, so escaped serious damage. 
But the flood buckled the main 
floor so that it must be replaced, 
ind filled the basement with pol 
luted mud that buried barrel stock. 
Che building generally was undam- 
ged, its foundation still secure. 
“We were able to hang on to 
most of our records,” reports Miles 
[. Stray, Templeton’s president, 
‘but we had no insurance to cover 
any of the damage.” He is hoping 
to make up most of the loss in 
time without borrowing. “Our 
suppliers have been magnificent,” 
he says, “their extending the cash 
discount period will be a Godsend.” 
The situation was much the same 
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with the Tydeman firm. Fourteen 
feet of flood water moved in on the 
two-story building, destroying elec 
trical stock and completely ruining 
office furniture. 

“Saturday and Sunday, while the 
flood was at its peak,” says Kenneth 
Sandt, vice-president “we couldn't 
do anything. But we were able to 
open our doors by the following 
Wednesday.” 


To The Rescue 


Both firms have found suppliers 
most cooperative in taking back 
damaged stock for reconditioning 
and repackaging—gratis. Mr. Stray 
remarked on the durability of many 
of the new packages—“practically 
waterproof.” With both firms 
there was the odd bad experience 
with suppliers who refused them 
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ny constructive help Firms like 
that are going to be looking for 
new distributors after this mess is 
cleaned up,” said Mr, Sandt. 

Like many another service busi 
ness in the flooded areas, Tydeman 
and Templeton had to carry on 
business while trying to get them 
selves straightened around. Flood- 
ravaged factories and public utilities 
kept up a steady demand for clean 
ing and maintenance items, tools, 
and replacement parts. Mr. Stray 
had his employees digging around 
in mud, searching for wrenches 
required by the local gas company 
for re-opening and blowing out its 
lines. As an electrical distributor, 
Tydeman’s first call from customers 
was for fuses—“but our fuse stock 
was all under water.” 

Fortunately neither firm lost 

(Next page, please) 





FLOOD spared the front windows at Chas. A. Templeton but spread ruination 


Third of firm’s inventory was lost 


ymong stoc k 


: 


i 


INCREDIBLE FORCE of wild waters tumbled drums like they wer 


ase goods, and made a tangle of bundled rakes and shovels 


ye 


DRYING OUT a whole miscellany of mill supplies 
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their delivery trucks, so they were 
able to accommodate needy cus- 
tomers and others without too much 
delay. But it’s going to be some 
months before they have their 
respective facilities back in shape. 
Mr. Stray hopes to carry through 
some long-postponed remodelling 
on his warehouse and office. 

The experience of both firms 
under disaster conditions serves as 
1 guide to other distributors. 

Concerning insurance coverage, 
Mr. Sandt believes much of the 
out-of-pocket losses suffered by 
business could have been avoided 
through “re-insurance,” where the 
stock companies would write the 
policies but would be backed up 
by the federal government. “It'd 
be the same set-up as the crop in 
surance farmers carry,” he states 
With the eastern part of the coun 
try now squarely in the path of 
hurricanes, such protection is im 
perative, Mr. Sandt believes 


Reputation A Factor 


In Mr. Stray’s opinion, a dastri 
butor's good reputation comes in 
ery handy after disaster has struck 
His relations with suppliers and 
ustomers suddenly pay off—for 
good or ill, depending on the com 
ylexion of his dealings with both 
In an emergency the distributor 
may need credit and other help, 
o his past record will still be a 
major influence 

In the sphere of public rela 
tions during a disaster, a distributor 
must expect to pull his weight with 
the rest of the community—con 
tributing to the Red Cross, provid 
ng transport, and so on 

There are so many much worse 
fF than you,” savs Mr. Stray, “vou 
just can’t crv the blues or feel sorry 
for yourself.” 

And is there any other advice 
these distributors can give to the 
ndustry? “Yes,” says Mr. Sandt 
Tell them not to use ballpoint 
pens on their records if they expect 
to be flooded: We did and can't 
make head or tail out of them 








¥ ec 


11 A.M., AUGUST 19: The Delaware's first flooding waters 
wash into Easton, inundating office and warehouse of W. A 
I'yvdeman (visible beyond truck) on Ferry Street 


2 P.M., THE SAME DAY: The river is still climbing 


rydeman premises are in left background 


6:30 P.M., THAT EVENING: Trucks and cars have given 
vay to rowboat. Five hours later flood crest bore down on 
Delaware rose 43 feet from normal level 


AFTER DELUGE came cleanup. Tydeman employees are 


scrapping wooden office furniture, which will be replaced 
by steel. Waters reached sign on canopy 








TYDEMAN’S 


ARE NOW 


BACK IN BUSINESS 


Through The Untiring Efforts 
Of Our Entire Organization! 


MATERIALS ARE ON HAND 
OR IN TRANSIT 


Delivery Service Will Be 
Limited For The Present 
CALL US 


AT EASTON 128 ] 


if We Can Be Of Assistance 
W. A. TYDEMAN & SON, INC. 


INDUSTRIAL SUPPLIES 
Rounded 1903 
ALLENTOWN, PA. 




















EASTON, PA 


i] newspaper on August 25 gave notice ‘Tydeman 
ISITE Three letters were prepared, two 
p im shipments and for new cataiog 

Aer w to thx 
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STURDY CARTONS protect catalogs from dust and abuse at H. N Crowder, ADJUSTABLE SHELVING gives flex- 
Jr., Co., Allentown, Pa Pred Taverna, advertising manager, uses wooden shel, bility to literature storage at Oliver H 
a height designed for easy and quick removal of cartons Van Horn, Fort Worth. The book 





If storing manufacturers’ literature is a problem, you'll want to 
study these pictures from all parts of the country showing . . . 


How To Keep Literature Accessible 








PARTITIONED STEEL SHELVES are used by The Mize GLASS WINDOWED DOORS on upper half of wood 
Co., Charlotte, N. C. L. B. Cook, office manager, says open cabinets help keep literature clean and relatively free of dust 
shelving requires careful placement to right pile, and insures at Transmission Supplies, Inc., Greensboro, N. C. Mack 
orderly appearance. Pass through door behind phone enables Smith, pres points out that windows in lower doors 
inside men to pass literature through to warehouse for dis- would be i actical because of danger of breakage. He 
tribution with shipments wants most literature in sight 
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LABELLED BOXES stored vertically in indexed shelves is the arrangement at J. Rus- 
sell & Co., Holyoke, Mass. Leland Adams checks master looseleaf containing index 
key. Quantities are maintained to meet mail schedules prepared six months ahead 


behind Clifford Votaw lists manufac- 
turers alphabetically, giving shelf loca- 
tions by numbers. 















and Usable 


reece ame u ue ® 
j 
iy iin iy 





4 Aj t 





NDUSTRIAL DusrRiBUTION’S report 4 
| on manufacturer-distributor rela ’ 
tions (Sept. 1955) disclosed a num- w 
ber of manufacture’ complaints EABELLED SHIRT BOXES dvd by Robt I. Balad, Onoda Supp Co 
about distributors’ handling of handles other phase of system—inventory cards for we which enables Gr 
literature to replace supply when on-hand quantity shown rd is bel 
Citing the high cost of provid 
ing imprinted catalogs and mailing 
pieces, manufacturers said some dis 
tributors still order large, unrealistic 
quantities and allow the material to 
gather dust while becoming obso- 
lete. Cases were cited where dis- 
tributors paid lip service to efficient 
storage of manufacturers’ literature 
without doing anything about it. 
Here is a picture round-up show- 
ing how conscientious some dis- 
tributors are about the care of 


ow tminimum | 


suppliers’ literature 


Fix Co. 


assigned a number for his literature; adjustable 


COLORFUL DRAPERY conceals literature storage shelves at Geo. J 


Dallas, Texas. Each supplier is 
shelves are numbered to correspond with manufacturers’ numbers 


MORE IDEAS ON GOOD HOUSEKEEPING ————> 





How to Keep Literature Accessible and Usable (Cont'd) 


SLIDING DOOR CABINETS below window 
Peaslee-W el I West Springfield. Vi a! 


; y 
ig ? 





HELP-YOURSELF RACK, located close to sales counter 
it Mine & Smelter Supply Co., Denver, enables firm to gage 
ustomer interest in vatious promotion pieces. Unit holds 
ample quantities of 25 different folders and pamphlets 
including mailer-size and 9 x 12 catalog 


ENVELOPE STUFFERS are kept in boxes shown in for 
r] board boxe be ng illed by ¢ } 


Ce Raleigh, N. ¢ 


id, catalogs in card 


F. Smit t D Supt 


HALF CENTURY OF PRODUCT DATA is contained in 
steel cabinet literature files at Louis Hanssen’s Sons, Daven 
port, lowa. In addition to some catalogs over 50 years old METAI 


all current manufacturers’ literature is filed alphabetically Neal Ci 
in labelled steel cabinets sstons 2 PE 


CABINETS are used at Syracuse branch of R. C 
Inc. for small quantities; large quantities are kept 
ed to them by Buffalo office 


9 INDUSTRIAL DISTRIBUTION * OCTOBER, 1955 





How Would You Have Sold This Guy? 


“Successful industrial salesmen cannot be made to con- 
form to a preconceived pattern. One cannot set rules or 
positive specifications for the ideal industrial salesman.” 


Must Industrial Supply Salesmen Fit A Patten 
w B. J. Seifried, Gierston Tool & Supply, Elmira, N. Y 
Industrial Distribution, Feb. 1954 


The Case Of The Wayward Grinder 


Pee Jones, a quiet and diligent worker could get at part of the 
worker, has been selling for Here's The Idea: welds but not in the deeper sink: 
more than 10 years. His main Study this case for 10 minutes. Mills kept asking him to try again 
accounts are lumber and veneer Concentrate on how Jones han- and again 
mills, furniture and metalworking died the situation, not on prod- Jones said nothing more about 
plants. Most also are solicited by ucts or applications. Confine your the job but said something about 
competitors. One of these, Joc comments to only what details having to go. When Jones and 
Young, is a flashy worker, glib talker are given in the case. No “yes, Mills returned to the office, Mills 
and is on familiar terms with most but’s” or “if’s” please! Answer remarked, “Why didn't I think of 
buyers he calls on. the following: those sinks before | bought that? 
Both Jones and Young called 1. What did Jones do that you Jones asked if it was important 
regularly on a sheet metal plant run would not have done and to have, the welds ground in the 
by Asa Mills. Young obtained why? inks and contours. Mills said it 
most of the business—welding . What did Jones do that you vas as he didn't want reject: 
equipment and supplies, portable would have done and why? Well,” Jones said, “you bought a 
electric tools. Jones got a little in . ls there anything you would good machine. It will give you 
the way of cutting tools, hand tools have done that Jones didn’t = jot of good service, but not on thi 
After calling every two weeks for do and why would you have iob. What you should have bought 
six months, Jones labeled the done it? was a flexible shaft machine. With 
account “third class” and then . Any other criticism and give one of these, you could do the jol 
called only once every three weeks your reasons? faster and better.” He then hande 
One day Jones called but, before Mills a folder on flexible shaft 
entering the office, noticed some jobs in stainless erinders, Mills studied the folder and then said 
steel stored outside. He mentioned them to Mills You're right. With this thing you could do it swell 
who told him it was a big order and would keep th« Jones suggested that Mills try out a flexible shaft 
plant busy for several months. Jones then asked machine for a couple of days. Mills said he had just 
what was being used to grind the welds. Mills paid what he considered a lot of money for the grinde: 
replied that he had just purchased a portable electri ind didn’t feel he could afford to spend any mor 
grinder and thought it was the “nuts”. Jones su Jones said he didn’t see why the cost of the machin 
mised that his competitor, Young, had sold Mills the should bother Mills since he had a job which 
grinder but didn’t say anything, figuring it would require fast production for several month 
do no good to ask. He asked Mills to see some of ew machine would pay for itself quickh 
the work being done and Mills said, “‘certainls hev continued in this vein until Mills agreed t 
They went to the rear where a worker was using try out the new machine. Jones arranged a trial date 
the new grinder on some flat work. Jones asked the of three days and had the machine delivered 
man how he liked the machine. The worker sai At the end of three days, Jones called again a 
Fine, it’s a beauty.” Jones agreed. He then notice found Mills pleased with the machine's performance 
there were some welds in sinks and contours. ‘Turn liowever, he was still dubious about the cost. Jone 
ing to Mills, Jones asked how the welds in the sinks then asked to use the phone and called his cred 
and contours would be ground. Mills replied, “With cr who agreed to payment in three month 
the grinder, of course!” Jones asked Mills would he then explained to Mills he wouldn't have to 
mind having the worker try grinding in one of the right away, to let the machine pay for itself 
deeper sinks. Mills did so and the worker tried. The increased production 


GET IT? NOW TURN THE PAGE AND... 





How Would You Sell This Guy? (Cont’d.) 


Match Your Criticisms With These 


" 

The Case of the Wayward Grinder” was presented to three high volume 
salesmen of the Richmond Supply Co., Augusta, Ga., with the coopera- 
tion of J. C. Florie, vice president, for their analysis as a test of their 
powers of observation and thinking. Each had only 10 minutes to digest the 
facts and form his own judgment. None had the benefit of his colleagues’ 
ideas. The marginal comments are ours.—The editors. 


By Robert Anthony: 
“Obviously 
Jones didn’t 
have the inside 
track on this ac- 
count, having 
left that to his 
competition. I 
would have 
worked on it harder than Jones did, 
regardless of Young getting most of 
the business. The potential was 
there all the time and experience 
proves that if you work an account 
hard enough, you'll get results. I 
credit Jones with foresight in spot- 
ting Young’s error in selling a good 
customer the wrong item for the 
job. It emphasizes the importance 
of being sure you're selling the cus- 
tomer just the right product to do 
the job he wants to do. Otherwise 
you're leaving yourself wide open to 
smart competition. 
“I would have brought up the 
subject of the flexible shaft grinder 





By Duke W. Satcher: 


“I wouldn't 
have classified 
this customer as 
“third grade’ 
like Jones did 
even if Young 
was getting the 
business and was 
chummy with Mills. Probably it is 


right in the shop. I wouldn’t have 





waited like Jones did until I got the 
customer back in the office alone. I 
would have tried to convince Mills 
and his employee that a flexible 
shaft tool was what they needed. 
After all, the man who is going to 
use the tool is the best man to sell. 





His enthusiasm for the grinder they 
did buy should be no barrier to you 
because he’d be just as enthusiastic 
over the flexible shaft machine, too. 
After all, he merely got the tool 
from the boss. 

“T would also have worked Mills 
stronger on the close, harp more on 





the benefits he'd get from using the 
right tool. The size of the job indi 
cated he could recapture the new 
cost by avoiding only one or two 
rejects. Jones could have mentioned 
how the new tool would speed up 
the work. Yes, I'd push the close 
a little harder as everything was in 
my favor.” 


the type of account you could easily 


underestimate, but I would have 





tried to get around at least once a 
week primarily to sell myself and my 
company as a source of supply. This 
friendship business is all right, but 





sooner or later competition like 
Young gets careless, which is one 
good reason why you can’t afford to 
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let up. Anyway, by calling more 





frequently, I'd have heard about 
Mills’ contract in time to have had 
a chance to sell the flexible shaft 
grinder on equal terms with Young 

“One good thing that Jones did 
do was to leave out personalities 


sented it. So why take a foolish 
chance? 

“Another thing I wouldn’t have 
done that Jones did was to leave the 
shop without talking about the flexi 
ble shaft grinder. I would have 


jumped the gun right in the shop 





after he had convinced Mills that 
he had been sold the wrong type of 
tool for the job. There’s nothing 
to be gained by openly blaming 
Young. Although you cannot tell 
exactly how Mills would have re 
acted to your rapping Young, the 
chances ave that he would have re 


By Manley Matthews: 


“In the main, 
I think Jones did 
a beautiful sell 
ing job. How- 
ever, I certainly 
wouldn’t let 
Young’s friendli 
ness with Mills j 
shade my thinking about what busi- 
ness I could get the way it did Jones. 
Maybe Jones had a lot of other bet 
ter accounts that could stand more 
attention; you can’t tell, but let's 
stick to what we know. The evidence 
here is that Jones was playing the 


game of “What's mine is mine, 





what’s yours is yours’ with Young. 





That doesn't get you anywhere 
Time and again I've kept calling on 
accounts just like this one and, by 
showing them you're in the business 
of helping them, they came around 
and I’ve gotten a fair share of the 
business. In fact, with one account 
like this one, I've worked it up to 
almost the entire business by plug 
ging. The potential business was 
there and, if it paid Young, it would 
eventually would pay you to keep 
pitching. 

“But let’s get to the fine points. 
I would have done just what Jones 
did when he didn’t say anything 
about the flexible shaft grinder in 
the shop. Why? Well, in the first 





so that the man who was using the 
tool would be in on the deal. He 
wasn't before. I think the psycho 
logical moment to bring up the sub 
ject is when you proved the tool 
he had couldn’t do the whole job. 
You get the double impact of your 
story 


place, it was Mills who bought the 
portable grinder and I don’t see 
where the man in the shop had any 
thing to say about it. He didn’t 
know too much about it and the 
difficulties of the job hadn’t been 
checked. So, I wouldn't have said 
anything in front of him but, like 
Jones, I would have waited until I 
had Mills alone. If I said anything 
about the machine in the shop I 
would have run the risk of embar 





rassing Mills in front of his em- 
ployee. You could imagine what 
that would have done to your 
chances. Jones waited until Mills 
had a chance to let the idea that he 
had made the wrong buy sink in and 
that is just what I would have done 

“And, by the way, there’s another 
thing that Jones did that I would 
have done. You know, he asked 
Mills what he was using to grind 
the welds with, and Mills told him 
he had just bought a new grinder 


This was a crucial point. Jones 





didn't let the fact that Mills had just 
made a purchase of what he had in 
mind to sell him, stop him from 
continuing his investigation of what 
was going on. He went on and it 
paid off. I assume he made the 
sale. He couldn’t miss. But, right 
down to checking with the credit 
department, Jones did all right.” 





LEARN ON THE NEXT PAGE... 








How Would You Have Sold This Guy? (Cont’d.) 


What's The Point Of All This? 


"& pleats these three salesmen, each considered ver 
superiors, do not think or act alike in a similar situation 
superficial points of similarity in the reactions of Robert Anthony and 
Duke Satcher but, not in the matter of emphasis each lays on various points 
of similarity. This was not an open discussion but you can imagine the 
sparks that would have flown if a whole staff had studied and then discussed 


the case similarly in open forum 


Just Consider This 


If you've taken the trouble to criticize Jones’ per 
formance and then match your comments with those 
of the three salesmen on the two preceding pages, 
you may have learned something. This is not an 
attempt to prove that there is a right way or a wrong 
way to sell. In the final analysis, all three salesmen 
vhose comments appear in the preceding pages, ar« 
right despite the difference in their approach. Aside 
from a basic factual knowledge of products, applica 
tion and service, salesmen “cannot be made to con 
form to a preconceived pattern”; they don’t have to 

What Anthony, Sacher and Matthews did prove is 
that successful salesmen “think” and “analyze” 
relevant facts in a given situation. The ability to do 
this is worth more than a whole set of rules, or solu 
tions to given sales situations. The moment you step 
into a sales situation, you change it automatically be 
ause you are an individual and your reactions count 
is much as the other fellows: Moral: Develop your 
ability to think independently and act responsibly. 

For years, this magazine has emphasized in stories 
the prerequisites of effective selling. The stories were 
the experiences of salesmen selling all types of 
products to all types of customers. 

Although criticized by a small minority as “puffs” 
for the personalities and firms involved, these casc 
histories, judging from readership surveys, are well 
read. They are read for the value of the lessons 
implicit in another's experience. ‘They have served 
ilert readers as object lessons, as material for much 
constructive criticism of selling methods and as topics 
for sales meetings. They have given salesmen in 
isolated markets a means of communication with fel 
low salesmen in more concentrated industrial areas 
To salesmen in the concentrated industrial areas, the 
stories give a greater appreciation of the extent and 
importance of the industry 

So far, the emphasis in these case histories has been 
on the indispensibility of factual knowledge—about 
products, about applications, about customers, about 
potentials, etc. It has not been a misplaced emphasis 
as the need for this factual information is as import 
ant as ever. 

Little stress, however, has been placed on the “art” 


ompetent by 
There are 


Even the veterans could learn something 


of selling—the ability to get customers to buy trom 
you. Many rules have been promulgated and many 
words have been written on the subject. In addition, 
much has been written on solutions to given sales 
situations, as if sales situations were ever constant 
Yet, aside from a few basic prescriptions, such as neat 
appearance, articulate speech, etc., very little of this 
profuse store of salesmanship theory has found many 
practitioners in the industrial supply and equipment 
field. An industrial supply salesman who sees a cus 
tomer once or twice a week, week in and week out, 
may occasionally walk in with a gimmick to “attract 
attention” but he'd have a tough time working 
the device each time he called on the same eus 
tomer. By the same token, the salesman has to be 
judicious about how much and how often he can 
seek to stimulate a “need for a product” in a stead) 
customer. Such techniques can wear pretty thin 

his is not to say that such techniques—arousing 
interest, creating a need, closing a sale—cannot be 
applied in selling industrial customers. They may, 
but certainly not to the extent advocated by most 
authors of books on salesmanship. The fact of the 
matter is “order-taking” is an important function of 
all industrial supply and equipment salesmen—good 
bad and indifferent. A substantial volume of every 
salesman’s sales comes from routine order-taking 
because some one, at some time, had convinced the 
buyer that he should buy certain products from a 
certain source of supply 

But, to be a good salesman, the industrial suppl 
salesman, as the case study and other salesmen’s 
analyses show, must be a highly individualistic per 
former. He cannot be poured out of a mold con 
structed of consumer goods salesmanship concepts 
His sales derive largely from “service”—on products 
on applications, on cost-saving ideas, on deliveries, on 
handling emergencies—it is repeat business 

He may have to “arouse interest”, or “create a 
need”, at times but 
product knowledge and knowledge of applications 
his salesmanship will be determined by his ability 
to size up a sales situation and the personalities in 
volved, determine the essential and relevant factors. 
think independently and then act responsibly.— 
Jack Werrts, Sentor Associate Eprror 


ill things being equal as to 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1955 














GLASS ENCLOSED, SOUND-PROOF tool demonstration room has 


proved effective in “assisting prospects to make definite 


Increase Within-The-Plant Sales 


decisions to buy.’ 


Innovations in demonstration and display facilities is part of 


Seattle distributor’s program to increase sales-floor traffic 


LWAYS A FIRM BELIEVER in 
A modern merchandising methods, 
Wallace Campbell, president of 
Campbell Industrial Supply Co., 
Seattle, has launched a store ren 
ovation program designed to 
increase floor trafic and thus build 
within-the-plant sales 

Although the previous layout of 
the store devoted considerable space 
to the display of products and ma 
chinery, Mr. Campbell felt innova 
tions could be made to utilize the 
space more effectively. The idea was 
to expos the prospective buver or 
customer to as many products as 
possible but under the most favor 
able conditions conducive to buy 

ing. The innovations worked 
ot - . he Ihe feature of the display area 
= eo 3 , . J now is a glass-enclosed, sound-proof 
xe i tool demonstration room virtually 
ij ae , in the center. The room measures 
10 ft., 7 in. by 15 ft.. 7 in. The 


Continued on page 169 


EYE-CATCHING punch-board display panel, 47 ft., 7 in. long is changed four 


ar to attract potential buvers for key line product 
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HAND TOOL DISPLAY at F. Hallock Co. illuminates throughout the store. President W. P. Chatfield conducts a 
variety of products and is evidence of good housekeeping customer on tour of new displays. 


_" 


To Sell More — Show More 


ELECTRIC TOOLS are bolted to counter and mounted on WALL DISPLAY of wrench and socket sets parades avail 
wall shelves. Clerk Ed Prendergast finds it’s easier to sell ability of broad lines and stimulates customer desire to pur- 
tools by demonstrating salient features chase more sizes and styles than usual 
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: "Re... 
TIERED COUNTERS are eye-catching and exhibit mer- Local plant pick-up men often advise buyers of availability 


handise ordinarily out of sight in stock rooms and basement f items displayed 


How a display-minded distributor in Derby, Conn. kills the age-old cus- 


tomer complaint, “But I didn’t know you carried that in stock 


4“) ‘Now & 8 
SL 


o“- 
~ €.MALLOCK CO 
MDUSTRIAL SUPPLIES 

















ra | ¢ 
|| Tar el A. 


CUSTOMERS SELL THEMSELVES when they can handle tools right from home SIGN AND CLOCK, visible from 
made racks like those above which display shovels, brooms, rakes, etc. Store Clerk highway and many points in town 
John Bon Tempo assists interested customer guides tomers to firm site 
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Situation normal, C. C. Corbin, president, Corbin Supply Co., finds after checking inventory with sales on office charts. 


Stop scrambling to get vital statistics about your business and. . . 


Chart Your Management Course 


Macon, Ga. distributor knows relationships of vital elements (sales, 


profit, accounts receivables, inventory) by merely looking at charts 





It Doesn't Cost Anything 


The next time you have to make a quick decision 
which requires a fairly accurate factual under- 
standing of the state of your business, don’t go 
through a mess of assorted reports containing a 
mass of figures, nor disturb your whole office force. 
You just don’t have to. Do what C. C. Corbin does. 
He merely looks at some easily maintained charts 
which extract the essential statistics from those 
reports each month and mirror them in their re- 
lationship to the past as well as report them as 
current. For that matter, they may also help you 
in some of your more important phases of crystal- 
gazing. 





hy USE OF CHARTS FOR MANAGEMENT guidance is 
generally associated with big business, but C. C 
Corbin, president, Corbin Supply Co., Macon, Ga., 
doesn’t see why a small businessman shouldn't benefit 
by their use also. He uses charts of significant business 
statistics of his own company, having started to do 
so more than a year ago. He finds them a big help 
in directing sales efforts and managing inventor 
and finances 

“Charts,” Mr. Corbin explained, “when organized 
to show significant movements of the vital elements 
of your business are as valuable to the business execu 
tive, particularly of a small business, as the barometer 
is to a weather forecaster. They are graphic and give 
a quick and enlightening picture, not only of th 
current situation, but also its relationship to the 
past They cost practically nothing to draft an 
maintain and are easier to analyze than a whole sheaf 
of papers full of vital business statistics.” 

For his own purposes, Mr. Corbin uses six bar 


} 
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harts, scaled in dollars. ‘These are drawn on twi 
heets of graph paper (18 by 24 in.) which ar 
btainable from any well-stocked stationery stor 
engineering supply firm and some art supph 
tores. These sheets are mounted on two pin-w 
wards hanging on the wall of his office where h« 
in glance at them readily. Colored crayon pencils 
re used to distinguish various data on the charts 
naking them easy to read 

In preparing the chart, Mr. Corbin assigns a bloch 
f five squares for each month of the vear. The nam« 
f the month is placed above each block and 

possible to get a two-vear listing horizontally acro 
the top of each sheet 

Che value of charts for management use, Mr. Corbi 
uid, depend on the type of statistics about the bus 
The selection of net monthh 


; 


vess that one selects 
les, gross profit on sales for each month, and net 
rofit on monthly sales combined with accumulated 
ct profit is an obvious one, and most businessme 

keep an eye on these figures. The charts, however 
nake it possible to analyze the relationships of thes« 
figures to cach other and to general conditions much 


more readily than a myriad group of figures on paper 


Color Shows Sales Trend 


For example, Mr. Corbin plots the previous year’s 
sales by months with a line in black ink. This gives 
in annual pattern of sales by months. ‘Then, for the 
urrent year, he shows increases or decreases in 
monthly sales over or under the same month last 
vear with colored crayons (blue for the amount of 
increase this January over January last vear, or red 
for the amount of decrease this January from January 
last vear Gross profit on sales for each month i 
plotted the same way 

Mr. Corbin plots net profit on monthly sales with 
iccumulated net profit for the year and thus know 
what each month’s net profit contributed to th 
ccumulated net profit. The charts, he explained 
are a constant, up-to-date picture of fundamenta 


facts about his business’ activity. He doesn’t like t 


it 


rely on memory of what is contained in filed paper 


Charts 
nlv a general, but sound, understanding of his bi 


save time in making many decisions for which 
position is necessan 

Mr. Corbin goes bevond the basic data of sal 

prohts in the use of charts, and uses them for 

n financial and inventory management 

1ir of charts he relies on is one which show 

ind accounts receivable plotted agains 

pense and accounts pavable, and another 

usable surplus Usable urplu 

rbin defined as the difference between the 


ash-on-hand and accounts receivable and the 


; 


operating expense and accounts pavable 
mother chart shows the state of inventory 


USABLE SURPLUS CHART indicates to Mr. Corbin posi 


tion with regard to the prospects of taking on a new lin 


Mr. Corbin takes the actual physical inventory for 
the year and uses this as an average line on hi 
chart. Current (monthly) inventory is plotted above 
or below this line as the case may be 
Commenting on the use of his charts, Mr. Corbin 
stated, “From these charts we can control account 
receivable quite accurately by matching them with 
sales. If our accounts receivable rise when sales ar 


dropping, and the charts show such situations clearly 
emphatically and quickly, we get busy and do som 
thing. Or, take the chart on usable surplu Wi 
may be thinking about taking in a new line which 


has good profit possibilities, but the chart on usabh 


surplus will indicate whether we are in a position te 
do so or merely doing some wishful thinking. W<« 
ilways know the relationship of our inventory to 
ales and we have found that we can control inve 
tory pretty closely with the aid of these chart You 
ould elaborate a lot on other relationships, but that 
uught to give vou an idea of how these graphi ture 
help management 

Corbin Supph 

maintaining a purchase r 


Turnover of each 


ontrol oOVvcT 


ndex ard 
ye to four times a month, depending on the import 

of the line to the firm At the time this tun 
er is checked, a count of stock is taken. When n 


movement of an item takes place during a month 


Mr. Corbin considers the a litv of closing it out 
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How 


To Sell 


and 
Unsell 


Ideas 


| T Is T¥PicaAL of most industrial 
supply salesmen to dismiss a book 
about general selling with the com- 
ment, “Maybe it’s all right, but our 
business is different, we've got 
different problems.” 

Granted that selling industrial 
supplies may present different 
problems than those encountered in 
selling intangibles like insurance 
there are many important, basic 
tenets common to both. For ex 
ample: all salesmen, no matter what 
product or service they sell, soon 
realize the need to sell themselves. 

Based on the obvious premise that 
it is only the hermit or zero 
personality that never has to argue, 
a new book, “How To Sell and 
Unsell Ideas” by Fred DeArmond’*, 
is slanted toward those who have 
difficulty arguing convincingly, those 
who don’t know what to say, or how 
to say it, when confronted by a 
forceful opponent. It should require 
no great stretch of the imagination 
to visualize how such a book might 
help industrial supply salesmen 


answer the objections of an argumen- 


tative purchasing agent, how sales 
presentations might be improved by 
observing the techniques of noted 
controversialists. 


Win and Yet Lose? 


Although it seems at times as 
though the book is too much con 
cerned with how to win arguments 
rather than how to sell ideas, the 
author has this to say in the 
final chapter, The Art of Persuasion 
“There is an aphorism among sales 
men that says, “Win the argument 
lose the sale.’ It is often a very true 
one, but it can be untrue. Since 
his prospect is also his audience, 
a salesman has no business argu- 
ing just for victory. But, in the 
same sense that winning the argu 
ment is persuading the prospect to 
come around to the salesman’s 
point of view, the aphorism is false 
And there is a sense in which an 
argument is strictly an effort to 


* Published by Lloyd R. Wolfe, 
Glencoe, Illinois. $7.50 per copy, plus 
postage. 
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convince and persuade; in which to 
win the argument is to make the 
sale, not to lose it.” 

While “How To Sell and Unsell 
Ideas”, like all self-help books, does 
not contain anything we don’t 
ilready know, it does bring together 
a wealth of material concerned with 
the manner of conducting a con- 
troversy, and a number of entertain- 
ing and educational accounts of the 
triumphs of renowned debaters, 
lawyers and politicians of history 
\s all these ancedotes are analyzed 
for style, strategy and techniques 
with the lessons to be learned 
clearly outlined, the book adds up 
to a worthwhile experience for the 
salesman interested in furthering 
himself. 


Entertainment Plus 


The book is easy reading, almost 
too easy. The reader may find him 
self so entertained by the accounts 
of famous people exercising their 
powers of persuasion that he may 
miss the point of each story. For- 
tunately, each chapter is outlined 
and concluded with a capsule 
summary. An appendix lists all 
source material for further research, 
if desired. 

Any book worth reading should 
stimulate the reader's thinking. 
Mr. DeArmond, a former associate 
editor of Nation’s Business, accom 
plishes this aim. Consider these 
remarks from the opening chapter 
entitled Controversy and Life 

“The newer modes for winning 
friends, the current straining for 
sweetness at the expense of light 
in human relations, have tended to 
obscure the fact that one has to 
do battle continually for his ideas 
if they are to make any mark on 
his world. Controversy and life are 
inseparable. . . . In short, to be 
wholly objective about anything is 
possible only if you are wholly 
ignorant about it.” 

Or again, ponder these provoca- 
tive statements: “Too many of us 
lack resistence to warped thinking. 
. . . Two current trends make it 

(Continued on page 168) 





If, like most distributors, you recognize the grow- 
ing need to improve and gear your operations to 
the accelerated pace of modern industry, read . . . 


eight pages of ideas on... 


How To: 


Build New Plants 

Renovate Old Buildings 

Revise Old Routines 

Improve Warehouse Operations 


¥ MOST TERRITORIES, postwar activities have pointed up the necessity for 


new, improved distributor operations to keep abreast of customer growth 
And today, as never before, distributors throughout the country are im 
proving their facilities to better serve the expanding needs of their trading 
areas. 

INDUSTRIAL DistRipuTION’s editors are always on the alert for cases where 
steps have been taken to improve distributor operations. And in the fol 
lowing eight pages we present the recent experiences of such distributors 

If you are among those firms who need larger quarters, or if you plan 
on moving to the outskirts for better customer parking facilities, or if 
you are forced to make way for a superhighway, you will be interested in the 
planning, moving and opening of new plants by The Turner Supply Co 
of Mobile and Marshall Supply & Equipment Co. of Tulsa. 

Perhaps, like some distributors astonished by present-day building costs, 
you are contemplating the purchase of an old, larger building that could 
be renovated to your needs. Cohen Machinery Co. in Manchester, N. H 
did just that and claim costs run one third less than erecting a nev 
building. 

Even if you do not plan to erect a new plant or renovate an old building 
like Fulton Supply Co. of Atlanta, you undoubtedly are confronted with 
the constant need to improve efficiency They decided to call a halt 
to just “spreading out”, and in the following pages you will learn how 
they are now fully utilizing existing space by improving stock arrange 
ments and service routines 

If, like Abrasive Machine & Supply Co. of Newark, you are concerne: 
about the need for faster materials handling, read how they utilize a for} 
lift truck and conveyor systems throughout their plant 

We hope some of these ideas will prove adaptable to your particular 
operations. If you have recently revised or improved your facilities, how 
about sharing your experiences with our readers? 
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New home of Turner Co., Mobile, Ala., represents vears of planning, coordinating ‘ 


More Than Money's Involved In Getting 


the building, and for salesmen at the side. ‘The bs 


ne ‘Turner Suppty Co., Mobile, Ala., turned 50 
| this year and marked the event by moving 
ito its new plant at 250 North Royal Street. The 
new structure, comprising large modern offices and 
expansive warehouse space, occupies the major portion 
of a city block and was erected at a cost of more than 
$300,000. 

he floor layout was designed to promote the most 
cefcient processing of orders and handling of mer 
chandise. It has a total floor area of 74,350 sq. ft; 
41,011 of which are devoted to the general warehouse 
area, 12,432 to a steel products warchouse section and 
8,378 to a specially-designed mezzanine deck area for 
storage of electrical products. ‘The deck serves as a 
10-ft. ceiling over the offices, city sales, superintend 


ent's office, rest rooms and vault 


Move Starts Early 


The structure, of brick, steel and concrete con 
struction, was started in June 1954 and completed in 
March 1955. As soon as it was completed, the firm 
began moving inventory and equipment from its old 
location at St. Louis and Commerce Streets, a 
congested warchouse district. Altogether, 4,982 man 
hours were consumed in the transfer. The new 
building is on the block bounded by Roval, State, 
Congress and Water Streets, in a section where new 
commercial structures have been going up for the past 
several years. 

The warehouse has a loading and truck dock area 
4,332 sq. ft.) capable of accommodating any type or 
size of vehicle. There is spacious parking for customers 
at the main entrance, for employees at the rear of 
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ing is served by a railroad siding. 

Ihe well-lighted, air-conditioned offices are direct 
onnected with the warehouse. The main entranc« 
is into a lobby divided into two parts, one f 
visitors to the office and one for callers at the cit 
sales counter, although there is a separate entran 
for the city sales counter. All small and fast moving 
items are shelved behind the city sales counter 

\ll office personnel, from the president down, havc 
desks where they can maintain constant customer and 
interoffice contact. There are also private offices for 
use of salesmen or officers as the occasion demands 

For material handling, ‘Turner Supply uses a 2,000 
lb. electric fork lift truck, a five-ton overhead bridge 
type crane in the steel warehouse, four hydraulic hand 
25 four-wheel platform type tracks and 


, 


lift trucks, 
six 14-ton delivery trucks. 

\ three-day open house and industrial exhibit 
marked the opening of the building. Considerab! 
sect aside in the center portion of the ware 
the exhibition of materials, supplies and 


pace Was 


house for 


machinery by the manufacturers represented by th ° 
company. During Thursday and Friday, open hous 
was held from 3 to 9 p.m., and on Saturday from 1!) 

> 


a.m. to 5 p.m. There were special guided tours fo 
visitors 

It was the third move for the company in its 5 
years of existence. The company was located origi 
ally at 21 South Commerce Street and, after four 
years, moved to the multiple story building at St 
Louis and Commerce Streets from which it just moved 
to its new quarters. The two previous locations were 
occupied under lease arrangements 


































resources for future expansion. 








a New Building 


What Was Involved 


Planning Stage 


Prior to 1948, 
Engineering firm employed to study and recommend 
Main portion of new property 


need of new quarters foreseen 
general layout 
purchased in 1948 


wea of 98,000 bought two vears later 


additional piece making total 
New 
engineering firm employed in 1953 due to deaths and 

Bids for 
Construction 


change in policy of original engineers 
1954 

began June 1954 but immediate delay of 45 days duc 
strike 


layout discussed during designing stage 


new building taken in May 
to building trade Space allocation and 
Layout 
»f all office furniture made out to scale to determine 
space for offices Bin areas located on layout, 
ifter 
distributors 


selection of design and type of bins (other 


visited for ideas 


Moving Stage 

Moving of stock to new building began March 
1955 and completed, except for steel, pipe and wire 
rope, by April | 
crews of tour 
building removed stock from bins and placed separate 
item in individual boxes and then placed in the box 


Own employees divided into 
I'wo men from each team at old 
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the duplicate tag which corresponded to tag already 
located in bin space in new building Boxes loaded 
trucks new 
blocks away 


they were placed in bin area assigned to them and 


and moved to building four 


As boxes arrived at new building 


on own 


material then put in its assigned and tagged location 
Moving accomplished in evenings from 6 to 9 
Saturdays and 


three nights a week and on 


his meant overtime payments but the 


p.m., 
Sundays 
whole move was accomplished by own crews which 
them extra and saved 


No effort made to place permanently all 


afforded income 


company 
money 
goods in general warehouse except to store products 
received in carloads as near as possible to two ware 
house doors and extra case goods (such as bolts 
near shelving area Where possible, goods wer 
palleted and this revealed many goods lent themselves 
to this type of handling which company had not 
riginally 
floor and deck area in three old buildings on 10 
100,000 sq. ft., but larger 


contemplated, saving much floor space 
contained about 
stock is carried in present 74,340 sq. ft. despite more 
dock area, et 


fic OTS 


irea assigned to office. rest room 


Opening Stage 
Plans for November 54 


through letters to selected group of manufacturer 


opening started in 
nquiring about past experience with exhibits and 
date for 
exhibit set in February when completion date of 
building was established Notification 
manufacturers of hours of exhibit, willingness to mak« 


soliciting participation opening and 


sent to 


hotel accomodations, request for amount of current 


vceded for running exhibit, that firm would furnish 


table, two chairs, overhead lighting, space and buffet 


upper for all, closing night x committe 


formed to: |. plan and handle food arrangements 


manufacturers’ exhibits and set 


facilities for booth 


handle them up 


3. assigning and arranging pace 


t+. reception . contests and distribution 

6. publicity and advertising and invitations (7,50 
Employees and families invited Hours set 

Thursday and Friday; 10 a.m. to 5 p.m 


— 
over 250) 


prize 


3 to9 p.m 
Saturday Total attenndance 
Saturday morning attendance large but dropped ft 


sharply after 12:30 p.m Total exhibits, 59 


Conclusion 
Highly successful operation, well done 
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OFF STREET PARKING is feature of new, modern one-story building com 


pleted by Marshall Supply & Equipment Co 


One-Story Plant 


Built 
By Tulsa Distributor 


four and one half acre tract 


WENTY YEARS AGO, the entire facilities of Marshall 
Supply & Equipment Co., Tulsa, comprised 9,600 
sq. ft. of office and warehouse. In 1940 the com 
pany moved to new quarters providing 26,000 sq. ft 
and in 1950 a branch was opened in Oklahoma City 

Last year the firm acquired a four-and-a-half acre 
tract for further expansion. ‘Today, meeting the 
demand for off-street customer parking, the company 
has opened a new, modern one-story building that 
boasts 6,000 sq. ft. of air-conditioned product display 
area and a main warehouse of 20,000 sq. ft 

According to W. P. Marshall, Jr., president and 
founder, “Efficiency was the motivating factor in 
laying out the new operation.” 

Receiving and shipping docks are completely sep 
arate to eliminate confusion and insure independent, 
efficient operation of these departments. The city 
sales counter is located close to the shipping dock for 
easy pick-up of bulky and heavy items 


< 


PRESIDENT W. P. Marshall, Jr., PERPETUAL INVENTORY SYSTEM is nerve center of present operation 


recalls original facilities 20 years ago Inventory files along right wall are kept 
telephone men and all inside personnel. 


comprised » total of 9,601 sq ft 


104 


up-to-date by girls and are convement to 
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DISPLAY AREA consists of 6,000 sq. ft. It is air SHIPPING DOCK has compact counter set-up and ample 


iditioned and located for maximum viewing by visitors floor space is provided for outgoing shipments 





MAIN WAREHOUSE contains 20,000 sq. ft. of floor RECEIVING DOCK is well-lighted and features overhead 
space and is divided into two fully accessible areas by a wide doors, adjustable ramps and adequate space for unloading 
aisle which runs full length of building and checking incoming shipments 
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AFTER RENOVATING into store area, first bay features 
40-ft. counter, convenient steel shelving tor popular items 
good lighting, space for customer traffic and floor area to be 


utilized for product display 


BUY AN OLD BUILDING, says Benjamin S. Cohen, presi 

dent of Cohen Machinery Co., Inc., Manchester, N. H 

Acquisition of 60 x 400 ft. knitting mill offered four bay 
proximately 50 x 100 ft., plus parking area 


Don't Build — 


Renovate 


Cost runs one third less, accord- 


ing to New Hampshire distributor V-BELT RACKS and steel shelving afford efficient stocking 
arrang t ar ter facilities, reduce foot traffic for 


*) 


OFFICE SPACE PARTITIONING is important part of STEEL SHELVING adjacent to counter keeps popular 


novation supervised by Mr. Cohen product " display 


I 
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Storage, Handling Costs 
Ride Together 


More efficient stock arrangement pro- 







motes efficient handling and Atlanta dis- 










tributor gets results by tackling both 





. PLANNED STOCK LAYOUTS are discussed by George 
Winship, Jr., and W. G. Archer, sales manager, at Fulton 
Supply Ce 







Now There's Room For Parts 











~ 






MACHINERY PARTS and accessories are now stored in DRAWERS in cabinets, all plainly identified, make it easy 


eparate room on neatly arranged shelves kly and accurateh 







snout 18 mMontrus Aco, the Fulton another firm, lines and volume replace large, bulky fixed shelve 
Supply Co., Atlanta, Ga., decided kept increasing and new stoc k was The fixed shelving, spread stock 
to put a stop to “just spreading out” added where there was room. Al- over a large area, often as much as 





and to rearrange its stocks according though his position cnabled him SO°. of the storage space being 

























to not only the normal flow of mer to observe and note stock move unused. With metal shelving, space 
chandise but also, as far as possible, ments and employee activities in for a product could be narrowed 
iccording to probable future move filling orders, Mr. Winship did or enlarged depending on the 
nent. The results have borne fruit onsiderable figuring and testing amount ordinarily carried in stock 
Under a new, systematic arrange before anv .results were achieved This concentration of stocks made 
nent of stock and revised order And, at first, many ideas were u onsiderable space available for 
filling and delivery routines, space tro ed piecemeal. But, as test mproving shipping and receiving 

being utilized more efficiently and after test proved successful, a routine 

rvice is improved werall objective was determined Cutting tools, which had been 

Under the direction of R. H. for conserving space by making keptin the general stock room, wer 
Trammell, purchasing agent and better use of the space availabl moved forward to facilitate counter 
tore manager, George Winship rearranging locations to facilitat ind pick-up service. In the ware 
stant, was assigned to the movement in and out house, Mr. Winship began moving 
task of analyzing and revising stock One of the first imnovation va tock forward and bringing related 
flow and arrangement to conserv the nstallment of a considerabl ten together in echon For 

ind manpower. As in mam ymount of file stecl shelving to Continued on page 166 
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LATEST MECHANIZED AID at Abrasive Machine & 
Supply Co., a small fork lift, does work of two men. Adijust- 
able steel strip shelving in rear was assembled like toy Erector 
set for bulk goods 





SOMETHING NEW is always being added to save steps 
Harold Callahan, warehouse foreman, explains how he plans 
short conveyor siding so packages can be turned out of way 
without lifting to let others past 


\ <<: 
« 
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| & a &.3 
ORDERLY ARRANGEMENT and labels aids quick identi- 
fication on shelves, W. D. Callahan points out. Shelf labels 
orrespond, in same order, with perpetual inventory cards 
n the office 


To streamline your warehouse . . . 


Common Sense Is 


WagOU CAN GET PLENTY OF OUTSIDE ADVICE on how 

to set up your warehouse more efficiently,” 
says James Lindsay, Newark, N. J., distributor, “but 
none of it can take the place of your own common 
sense.” 

His company, Abrasive Machine & Supply, has 
undergone almost a complete face-lifting in the past 
five years, with different and more modern methods 
installed at all steps in the handling operation. But 
Mr. Lindsay is quick to point out that these changes 
took place over an extended period; they were under 
taken one step at a time, and they were improved 
upon methodically and by trial-and-error 

Furthermore, he adds, the system is now far from 
perfect, and will probably never approach perfection 
Alert management and warehouse operators, he feels, 
should never run out of ideas to make the opera 
tion easier and more efficient, if they give free rein 
to inventiveness. 

One principle guides the modernization project 
Mr. Lindsay feels that distributors, to survive against 
today’s costs, must use every feasible mechanical aid 
that can reduce the expense of physical handling 


Go Slow at First 


Experience with engineers, Mr. Lindsay says, has 
taught him the need of tempering enthusiasm for a 


108 INDUSTRIAL DISTRIBUTION * OCTOBER, 1955 





SIDE CONVEYOR handles goods into shipping depart- 
ment, near outer end of main conveyor. Next project will 
be to move order office next to this room, to coordinate 
office, warehouse functions better 


BULK MATERIAL SHELF alongside conveyor is a simple 
device to eliminate unnecessary handling. These packages 
will not be broken but will go out agam as they are, in 
orders to firm's large accounts 


Your Best Engineer 


new system with common sense and caution. He doc 
not depreciate the value of outside advice but points 
out that the first experiment with his latest innova 
tion, a fork lift and pallet system for handling bulk 
materials, took two years to iron out because an engi 
neer had recommended the wrong-size lift truck 
After a considerable struggle to maneuver this vehicle 
in space altogether too small for its operation, it wa: 
traded for a lighter hand-propelled lift that has per 
formed satisfactorily. 
lhe company’s packaging problem is yet to be 
lved, Mr. Lindsay points out, though he has exper: 
nted with a number of recommended designs for 
niversal carton and fillings to eliminate the need 
awdust or shredded paper in packing abrasives 
On the other hand, the firm's main conveyor sys 
m, engineered and installed with the help of Dodge 
Newark Supply Co., a Newark distributor who sup 
plied its equipment, proved satisfactory from the 
tart. Several improvements have since increased 
ts efficiency. 
You can lead a horse to water; you can’t make 
im drink,” says Mr. Lindsay of the need for a 
ommon-sense, human relations approach on the part 
of management in effecting physical improvements - 
‘The most successful changes are generally those that y bend POWER pa ~y ~ — of — 
the people in the warehouse think of themselves, a pete ca qiumans te eudiinen, Gaeeiad 
he poimts out. goods in the afternoons 
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SALES QUIZ: Test your knowledge of... . 


Products and Markets 





1. VALVES 


Van, the valve salesman, advises his customers that d. —_—- —— from manufacturer's catalog 
valves, like many other industrial products, should e. Presence of or 
be ordered carefully. B. Can you name three types of power-operated 
A. If you fill in the blanks below, you'll refresh valves? 
your memory on some of the data required in C. In addition to power-operated valves name two 
ordering a valve. other general types of operation. 
a. Nominal size. D. It is considered good practice to use gate valves 
b. Nature of ——. for throttling service. 
c. Maximum and ' True False Why? 





2. TOOL STEELS 


Stan, the tool steel man, says, “While it is not neces 
sary to be a metallurgist to sell tool steels, the in- 
dustrial supply salesman should be familiar with basic 
data regarding the selection, heat treatment, and 
use of tool steels.” 

A. Stan claims, “Though there are numerous grades 
of tool steels, there are only six basic types you 
should be familiar with.” Do you know what 
Stan has in mind? 

B. High speed steels are the most highly —— of 
all the tool steel types. The most important 
feature is their ability to resist at elevated 
temperatures. It is general practice to refer 
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to a high speed steel as either a tungsten or 
molybdenum types. Those which contain —% 
or more of molybdenum are classed as molyb- 
denum types. The tungsten types usually con- 
tain more than —% of that element. 

. Stan says, “If you get in the middle of some 
shop men and engineers discussing the heat 
treatment of tool steels you'd better keep quiet 
unless you understand the concept of “hard- 
ening’ followed by “tempering.” Can you de- 
scribe these processes? 


that can be handled by flexible shaft machines? 
C. A whipping motion of the core when the ma- 
chine is in operation would indicate 
| the driving end and the core are out of 
alignment 
the machine is being run at o faster rate 
than its capacity 
the machine is being used on work to 
which it is not suited 








3. SCALES 


Advances in industrial production have been made 
possible by the standardization of measurements and 
the introduction of tools to make such measurements 
understandable by all mechanics. 

The simplest and most common type of measuring 
tool is the scale. 

To climb the scale of rising sales, every order 
helps, whether for an expensive conveyor belt or a 
6-in scale. Why rule yourself out? Scale the heights 
by checking your knowledge of this important tool. 

A. What is the difference between ao scale and a 

rule? 

B. Can you name four types of scales used by 

machinists? 

C. Scales are made in different lengths ranging 

from: 

a. 6-in to 36-in 
b. 1-in to 36-in 
c. 6-in to 48-in 
d. 1-in to 48-in 

D. The hooked scale is particularly useful for tak- 

ing what kind of measurements? 





4. FLEXIBLE SHAFT MACHINES 


Flexible shaft machines, with various mountings and 
tool attachments, are used for a number of light in- 
dustrial applications. Test your knowledge of these 
machines with the following questions. 
A. Flexible shaft machines may be used for which 
of the following operations: 
sanding 
boring 
| grinding 
planing 
B. Can you name at least eight more operations 





ae 


v = 


5. WIRE ROPE 


A. Willy, the wire rope salesman, is always looking 
for markets for wire rope. Willy says the fol 
lowing are good fields for wire rope use: fish 
ing boats, logging camps, ore and coal mines, 
oil fields, roadbuilding and construction con 
tractors, railroads, stone quarries, sand and 
gravel pits, foundries, machinery manufactur 
ers, steel mills, aircraft industry. 

Do you agree that these are all good poten 
tial for wire rope? 

B. A soft iron sheave that wears rapidly causes 
less wear on a wire rope and is preferable to o 
hard sheave. True False Why? 

C. What is Lang Lay rope? 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





1. Valves 
A. Blanks should read: a. pipe; b. fluid—water, oil, 


gas, other; c. temperature (if sub-zero advise 
minimum also) and pressure; d. figure number; 
e. abrasives or corrosives. 


B. Three types of power-operated valves are: cylin- 


der-operated, electric motor-operated and fluid 
motor-operated. 


. Manually-operated and instrument-operated. 
. False. Gate valves are designed only to operate 


wide open or tightly closed. 





3. Scales 


A. No difference. 


Although they are actually 
rules, or rulers, most machinists call them 
scales. 


B. Four types of scales in common use are: spring 


tempered, flexible, narrow, and hooked. 


C. Lengths range from 1-in to 48-in. 
D. Hooked scales make possible accurate meas- 


urements against shallow shoulders. Also, they 
are convenient for measuring flanges or circu- 
lar pieces or through hubs of pulleys; also for 
setting calipers and dividers and taking meas- 
urements from points where the user cannot 
see if the rule is even with the measuring edge. 


2. Tool Steels 


A. 


Cc. 


Six basic types Stan had in mind are: water 
hardening carbon, oil hardening, shock resist- 
ing, hot work, air hardening, and high speed 
tool steels. 

You go to the head of the class if you filled in 
the blanks as follows: alloyed, softening, 3%, 
12%. 

Stan describes these processes as follows: 
“Hardening consists of heating to a prescribed 
temperature to condition the steel for quench- 
ing, then cooling at a predetermined rate— 
usually to just above or near room temperature. 
Tempering is reheating after hardening to an 
intermediate temperature below the range for 
hardening and then cooling to room tempero- 
ture. By relieving the stresses set up in hard- 
ening, as well as conditioning the changed 
structure which has developed, the steel is 
toughened. 








5. Wire Rope 


A. Willy is right. 


All the fields mentioned are 
good markets for wire rope. 

False. It may sound contradictory, until you 
realize that a hard sheave does not score deeply 
and thus damage the rope. Also, the smooth 
wearing surface of the hard sheave gives the 
rope a smooth bearing surface that lengthens 
the life of both sheave and wire rope. 


C. Lang Lay rope is wire rope in which the wires 


in the strands and the strands in the rope are 
laid in the same direction. 


4. Flexible Shaft Machines 


A. 


Sanding and grinding operations should have 
been your selections. 

Other operations handled by flexible shaft mo- 
chines are: brushing, filing, drilling, polishing, 
buffing, carving, routing, etching, engraving. 


. Misalignment of the driving end and the core 


would cause trouble described. 








Correction 


The drawing of Chuck B in question | 
of the August Sales Quiz on Page 102 does 
not correspond to Answer B on Page 104. 

The six-jaw type illustrated (also avail- 
able in three-jaw) permits accuracy within 
.0005-in by micro-adjustment of four 
screws near the back plate. 
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CAP SCREWS 


STANDARDIZE ON “NATIONAL”’ 
... for highest fastener quality arpa 


National maintains rigid quality control throughout the production Machine Screws 


of its most complete line of fasteners. In this way, you are Nuts 


assured of selling fasteners that are uniform in performance and Con Sarees 


in quality. And, National fasteners come in bright packages... 
‘ Tapping Screws 
with easy-to-read labels for quick and easy identification. For 
; Stove Bolts 
over 60 years, National has maintained a reputation for the best 
Corriage Bolts 


in headed and threaded fasteners. 
Lag Bolts 
THE NATIONAL SCREW & MFG. COMPANY ecine Gates 
Cleveland 4, Ohio Cotter Pins 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. + Los Angeles 22, Cal. 


y ed 
— Valiona / 


aco” Fasteners J /. Hodett Chains ; Chester Hoists 
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July 1955 July 1955 First 7 Mos. 1955 


U.S. TOTALS Compared with Compared with Compared with 
June 1955 July 1954 First 7 Mos. 1954 








Compiceo. sy InpusTaiat DistaisuTIoNn 











Supply Sales Trend 


Final Figures For July 1955 





July 1955 July 1955 First 7 Mos. 1955 
Compared with Compared with Compared with 
June 1955 July 1954 First 7 Mos. 1954 








NEW ENGLAND 


Connecticut 


in -17% | +12% 


New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


ae Seer -18% | +11% 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 


we -14% | +17% 


WEST NORTH CENTRAL 
lowa 
Kansas 


meg -15% | +12% 


Nebraska 
North Dakota 
South Dakota 
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A Machine for Every Purpose 
... PRICED FOR EVERY PURSE 


Here's the threading machine that 


Here's real sales horsepower . . . for 
just never wears out. You can offer 


one-man portability, you can't beat 
this 80 Ib. Oster No. 142 “Feather- your customers the rugged, Oster 
weight Champ.” But don’t let its No. 432 “Lightweight Champ” with 
light weight fool you it’s built to full confidence that it will save him 
take plenty of rough, tough work money—literally the standard for 
anywhere there is threading to be all types of users. It's easy to move 
done easy to use 





For more continuous use, recom 
mend the new Oster No. 552 “Pipe 
Master Here's a complete portable 
pipe and bolt iS oolien machine 
with “Auto-Grip” front chuck 
quick-opening, adjustable, floating 
type Die Head revolving, rear 
centering chuck 





THE ONLY 


COMPLETE 
LINE 
ON THE 
MARKET! 


For the ultimate in pipe and bolt 
threading performance, it's the 
revolutionary Oster No. 582 “Tom 
Thumb” Portable Pipe Machine. 
Has built-in Thread Length Gauge, 


Here's a real time-saver for every 
maintenance crew a proved cost 
cutter for your industrial customers 
It's the rugged, handy Oster No. 420 
“Sewer Master’, the machine that 
makes short work of clogged drains 


Cut-Off Device and Length Gauge 
equipped with two acr= 
ing, fully adjustable die-heads. 


and sewers 


from sewer entrance 





The Oster complete line of threading machines—both 
portable and floor type are backed with continuous national! 
advertising ...informative literature and direct mail... 
displays and exhibits at leading industrial and plumbing 
equipment shows and conventions. And right there, you 
have the reasons why Oster is the preferred line—the most 


profitable line—a line you will like to sell. 


THREADING 


Easily and quickly re- 
moves obstructions 100 feet or more 


MANUFACTURING CO. 
Main Office and Factory : 
2064 East 61st St., Cleveland 3, Ohio 


New York Factory Branch Sales and Service 


25-36 Jackson Ave., Long Island City 1, N.Y 


THREADED PIPE j 


vs Tent 17's Geet coers Lens 








EQUIPMENT SINCE 1893 


BUILDERS OF COST-REDUCING 
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SALES TRENDS (Cont'd.) 





First 7 Mos. 1955 
Compared with 
First 7 Mos. 1954 


July 1955 
Compared with 
June 1955 


July 1955 
Compared with 
July 1954 | 








SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAI 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 


Wyoming 


PACIFIC 
California 


Oregon 
Washington 





-11% 


- €% 





+11% 


+ 14% 


+19% 


+ T% 


+20% 





+16% 


+15% 


+ 9% 


+ 1% 


+20% 
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this modern packaging 
streamlines your 
steam trap sales 


YARWAY's modern packaging, creatively 
designed for quick identification, convenient 
shelf storage and positive product protec- 
tion—contributes to faster, easier handling 
of the YaRrway Impulse Trap by indus- 
trial distributors. 

Wide customer acceptance of the YARWAY 
Impulse Trap (over 1,000,000 already sold) 
is due to its outstanding features: small 
size, simplicity (only one moving part), good 
for all pressures without change of valve 
or seat, stainless steel construction. 

All this is backed by a strong, consistent 
advertising and promotion program to help 
create increased YARWAY Trap sales for you. 

Write us for full details or our selective 
distributorship plan for the YARWAY 
Impulse Steam Trap and its fast- 
moving companion, the YARWAY Fine 
Screen Strainer. 


YARWAY IMPULSE 
STEAM TRAP 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRAINERS 


YARWAY 
FINE SCREEN 
STRAINER 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1955 





The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


f SEEMS APPROPRIATE this month to take a careful 
| lock at Washington as a center of developments 
bearing on the business outlook. After a half-year of 
singular inactivity in the business field, the federal 
government is again moving strongly into the picture 
\nd what Washington does may very well determine 
the shape of things to come in 1956, for the private 
economy 18 now booming about as fast as it can go 
under its own steam. 

In this report, we shall consider three separate fields 
of government operations, all affecting business—but 
not in the same way, or even in any coordinated way 
Ihese are: 1. credit policy, 2. taxes and 3. govern 
ment spending. In the frst area, federal authorities 
ire doing their best to keep a lid on the boom. And 
there are some private observers who fear that credit 
restrictions may even cause business to slow down 
But in the tax and spending fields, Congress will 
shortly be considering measures that could give the 


boom a new impetus 


Credit Policy 


In our last outlook, we were able to note the action 
of the federal housing agencies—tightening up credit 
tor new homebuilding—and the steps taken by the 
l’ederal Reserve Board to dissuade banks from grant 
ing easy loans 

Ihe Federal Reserve District Banks have now raised 
their rediscount rates—essentially the rates at which 
nember banks can borrow from the Fed to lend 
to other people. And in step with this action, the 
ites on private bank loans, commercial paper and 
ither forms of business borrowing have gone up too 

\n even more important effect is the increased 
clectivity that banks are showing in their willingness 
Since most bankers do not like 


to be in debt to the Federal Reserve for large amounts 


to make new loans 


and since the Fed is discouraging large borrowings 
by its higher rates—it seems clear that the banks are 
going to be turning away more borrowers 

Meanwhile, it is becoming increasingly difficult to 
float new issues of bonds to finance public constru 


tion or private capital expenditures. ‘The rising interest 


ates on short term loa ind the general shortage 
of bank funds, have removed the incentive for com 
mercial banks to enter the bond market. although 
they were substantial buyers early this vear The 
banks are also less able to purchase mortgages on new 
houses. And a general shortage of mortgage mone. 
seems to be developing 

All this does not mean that credit restrictions are 


throttling the boom at present. Both business and 


onsumers appear to be so well stocked with cas 
that tighter credit may take some months to show 
its full effects 
other retail goods and many types of machinery arc 
But tighter credit will make it difficult 
to keep on showing big gains over recent sales levels 


Record amounts of steel, automobiles 


being sold 


Taxes and the Budget 


Probably the most important piece of business new 
in the last month was the announcement by Secretar 
if the Treasury George Humphrey that he expects t 
balance the budget by next June 30. The official 
ompleted indicates a small deficit 
$1.7 billion) for th 


But this estimate is based on such conservative assump 


budget review just 


12 months ending in June 


tions about tax revenues that even the normally stern 
Mr. Humphrey could not hold back a more optimist: 
forecast \s he pointed out, any combination of 
slightly lower spending and higher revenues will lea’ 
the budget balanced 


Nii Humphrey keen 
ias been the rock on which all hopes of substantia! 


interest in budget balancins 


tax cuts so far have foundered. With a balance in 
sight, both the Administration and Democratic leaders 
in Congress may be expected to propose tax cutti:.g 
n 1956. In cooperation with the credit authorities 
the Treasury mav trv to hold off the stimulating effect 
f such cuts by asking that they be made effective 
later in the vear. But Congress may be in no mood to 


temporize Th possible that tax cuts will be 


ly enough and substantial enough to remov 


much of the sting 


both Cal 
from the tight credit policy. It 
has been suggested that personal taxes might be cut 


is much as $3 billion, corporate tax rate cut to 50 


Congress and Spending 


One of the more notable features of the budget 
review was the revelation that civilian expenditures of 
the federal government are again on the rise. Thi 
results partly from the action of the last session of 


Congress which raised pav for federal emplovees—civil 


and military—by about $1.3 billion per vear. The 
government is also spending more than before on price 
supports for farm products 
interest on the public debt 
Although no large 


than federal salaries—were enacted by the recent 


veterans benefits and 
ner nding oT ther 
cw spending prog ims 1¢ 


session, Congress did set things up for some realh 

big spending bills in the session to come—look for 

ction on Social Securitv, Highwavs. Public Works 
d Agriculture 
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A COMPLETE LINE OF QUALITY caning 


tools is now available from your Butterfield distributor. Taps are made 
to the same exacting standards as Butterfield Milling Cutters, Dies, Drills, 


. ‘ e 
Reamers, Counterbores and End mills. 


UNION TWIST DRILL COMPANY 


BUTTERFIELD DIVISION 


DERBY LINE, VERMONT, U.S.A. 
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Manufacturers’ 
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Training Programs « Displays 





SALES CAMPAIGN MATERIAL embracing Battelle Institute’s technical report 


on Rust-Oleum product’s penetrating power is presented by firm’s factory 
on left 


sentatives James Boren and Lee Hill 


repre 
Johnson, executive vice 


to R. W 


president, John J. Pike, president, and R. M. Chewning, vice-president, all of Los 


Angeles’ Republic Supply Co 


Rust-Oleum Promotion 


Gives Salesmen 


Radioactive Data 


Rust-Oleum Corp., Evanston, IIL, 
has bolstered a new sales program 
with a 30-page technical report de 
scribing in scientific detail the de 
gree to which the firm’s protective 
coating penetrates rust-covered steel 
surfaces. 

The report, the result of three 
years of research conducted for Rust 
Oleum by the Battelle Memorial 
Institute, Columbus, O., tells how 
radioactive tracers were used to de 
termine the depth to which the 
company’s fish oil-based coating 
penetrated a surface layer of rust 

An endowed, privately-owned, 


120 


Battelle 
nation’s 


non-profit organization, 
Memorial Institute is the 
largest independent research labora 
tory. Founded in 1929 by the steel 
man, Gordon Battelle, the Institute 
is one of the pioneers in atomic re 
search and is currently putting up a 
$1.5 million research center. How 
ever, the Institute also conducts re 
search in many other fields, such as 
chemistry, industrial physics, cera 
mics, metallurgy 

A by-product of the A-bomb, 
radioisotopes have found wide us¢ 
fulness in industry, especially in 


‘diffusion” and “penetration 
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studies. In testing the Rust-Oleum 
product, Battelle’s scientists added 
radioactive C*) to the 
coating, applied the mixture on the 


carbon 


rusted surface, then began lapping 
or shaving the surface. At each 
lapping stage, the radioactivity of 
the new surface was measured. This 
procedure was carried out until 
lapping had exposed clean metal 
It was therefore possible to deter 
Rust 


Oleum coating had penetrated the 


mine to what depth the 
rust 


Here’s The Proof 


lables and photographs in Bat 
telle’s published report reveal that 
the Rust-Oleum protective coating 
does penetrate the rust layer to the 
metal surface in measurable quan 
tities.” 

Believing the test results are ef- 
fective sales ammunition, Rust 
Oleum is making the Battelle report 
ivailable to distributor salesmen. 
Che firm will also center a national 
idvertising program on the report. 

lo assist salesmen and distribu 
tors to tell the complex story to 
their customers and prospects, the 
firm’s backing Battelle’s report with 
brochures and mailing pieces 

There is, first of all, a 16-page 
outlining the complete 
story of the tests. To help the sales 
man in his presentation Rust 
Oleum has prepared an eight-page 
outlining the test pro 
cedures and results, which may be 
left with the Another 
publication abstracting Battelle's re 


brochure 


brochure 
customer 


port is available for leaving with the 
ustomer. 

Finally, there are four direct-mail 
pieces which, imprinted with the 
distributor's name, carry the Rust- 
Oleum message direct to customers 
ind prospects. ‘These pieces feature 
up to six different product lines 
each 





Packages « Films « Literature 





Uniform Packaging for Hartford Machine Screw 


In line with the program spon- 
“ored by the Industrial Fasteners 
nstitute, Hartford Machine Screw 
Co., Hartford, Conn., has adopted 
uniform packaging for its products. 
Under the Institute’s plan, manu 
facturers would standardize on 
three sizes of shipping cases and 
13 box sizes 
shipping cases 
worked out 
that a 
size 


Dimensions of 
ind boxes have been 
basis, so 


on a “modular” 


uniform number of one box 
will fit a particular case size. For 
example, the smallest box size packs 
6 to the largest shipping case, 48 to 
the next largest, and 24 to the 
smallest. Other box sizes pack to 
a similar pattern. 

Hartford Machine Screw is using 
the two smaller shipping case sizes 
so that it can use only nine box 
S$1Zes 

Rounding out its repackaging, the 
firm is employing product photo 
graphs on labels to facilitate identi 
fication, and has made a start on 


ONE OF NEW SET OF BOXES adopted by Hartford Machine Se 


opened by ¢ 


“decimal” packaging by packing hex 
nuts and hex cap screws in multiples 
of 10 to the box 
for other fastener products haven't 
Boxes are dark 


Industry standards 


vet been established 
green with vellow lettering 


4. Peterson, pi sident of Laurel Supply Corp West Hartfor 


niform 


Says the 
packaging will mean better use of 


company { 


distributor shelf space, casier invel 


checking 
mistakes in working out price 


elimination of 


based 


tors and 


on quantity 


Ohio Injector Wraps Up Sales Message in Portfolio 


Ohio Injector Co., Wadsworth, 
O., has issued a portfolio titled “The 
Modern Long Line” containing cata 
logs on its bronze, iron, forged and 
cast steel, and lubricated plug valves 

Each catalog contains cutaway 
drawings of the particular valve, 
showing construction features and 
design, together with text describ- 
ing the valve’s function. Presented 
in tabular form are pressure-tempera 
ture data, general dimensions, and 
in most cases photos depicting tvpi- 

al applications for the valves 

Included in the portfolio, also, is 
1 valve comparison chart showing 
which OIC valves correspond to 
other makes. And there is a “catalog 
digest” summarizing pictorially and 
in tabular form the data given in the 
descriptive catalogs. 


FOR MORE MANUFACTURERS’ ACTIVITIES, SEE PAGE 182 
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@ SILVER STEEL, 20%! 


Chamfer tooth 


ok smoother cut—less milling operation. 


saa straight cut—no off-line crooked cutting. 


om longer life— more cuts per blade. 
SER reduced chatter and vibration. 


@ SILVER STEEL ™ 
Chamfer tooth 





ATKINS Chamfer tooth 


...a hacksaw blade 
that mills as it cuts 





unretouched photograph of o cut 
mode by Atkins Chomfer Tooth Blade. 


ATKINS SAW DIVISION ATKINS 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 
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Manufacturers See 
Continued P 
Throughout 1955 


Business in the 
1955 will be just as good as it was 
during the record first half, if not 
consenses 


remainder of 


better, according to a 
of the 131 manufacturing 
panies participating m a 
recently completed by the National 
Industrial Conference Board. 

the general feeling of 
note of 


com 
survey 


Despite 
prosperity, however, a 
caution was sounded by a limited 
number of cooperators who did 
not believe that the current high 
level of business activity could be 
maintained throughout the year. 

Half of the companies expected 
their profits before taxes in the 
last the 
previous half-year over 
three-fourths predicted pretax 
earnings for the calendar vear would 
top those realized in 1954. 

Capital expenditures for the rest 
of the year are expected to rise 
above the first half of 1955 in 
more than half the firms 


Starrett Officers 
Honored at Jubilee 


fe 


six months to surpass 


results; 


Arthur H. Starrett, president of The 
L. S. Starrett Co., and William J 
Greene, vice president and director of 
sales, were honored with gifts at close of 
company’s Diamond Jubilee Sales Con- 
vention. Here Ernest Lauber, Seattle 
representative, makes presentation. 
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Pidgeon-Thomas Iron Co. Promotes Muth 


John H. Allen 


Distributor Manager 

Named by Weatherhead 
Ihe Weatherhead Co. has ap 

pointed John H. Allen as 


distributor sales manager 


industrial 


Recently assistant manager of dis 
sales for Blackhawk Mfg 


CXPCTICTICe 


tributor 
Co. he has had 10 vears 
in industrial marketing and 
He 


sales promotion manager for 


sales 
has also been advertising an 
The 
Dumore Co 

Mr. Allen’s headquarters 
at Weatherhead’s estab 
lished Fort Wayne Division. He 
will be in charge of all the com 
panys sales and service functions 
relating to distributors. 


will be 


newly 
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Robert Bolding 


\. J 
director of Industrial Sales, Pidgeon 


Muth has been appointed 


lhomas Iron Co., Memphis, Tenn., 
Frank Pidgeon, president, an 
nounced recently. Mr. Muth was 
formerly manager of Industrial 
Sales 

Robert Bolding, 
the Sheet 

the 
Muth as Industrial Sales man 


formerly man 
Metal Depart 
succeeds 


ager of 
ment of 


Mr 


ager 


company, 


Joined Firm in 1918 


Mr. Muth Pidgeon 
Thomas Iron Co., in November 
1918, during World War I, hand 
and expediting ma 


joined 


ling priority 
terials 

\fter advancing through several 
clerical Mr. Muth 
assigned to city sales and held this 
He was pr 


positions, was 
post for many years 


moted to manager of Industrial 
Sales of the Memphis company in 
March 1945 

Mr. Bolding joined the firm as 
in order clerk in March 193] 
held Various other positions before 
becoming manager of the Sheet 
Metal Department. Mr. Muth and 
Mr. Bolding together have a total 


of 62 years service with the com- 


and 


pany 





Hardware Convention 
To Be Held This Month 
in Atlantic City 


The American Hardware Manu 
facturers Association will hold its 
annual convention in Atlantic City 
October 23-26. | 

Registration starts October 22 in 
the Marlborough-Blenheim Hotel. 
he convention is held jointly with 
the National Wholesale Hardware 
Association 

[he sessions will open with a 
reception October 23 
in the Claridge Hotel 
Booth 
operated October 24 
vention Hall 

The Central States 
Club will sponsor a special train to 
Atlantic City 
service is being arranged 

Franz T. Stone, of Columbus 
McKinnon Chain Corp., is presi 
dent of the Hardware Manufac 
Association 


Piesident’s 


at 5 p. m 
Plan will be 
25 in Con 


\ Conference 


Hardware 


and through air 


turers 


Belting Manufacturers 
Association 
Woven Belting 
Manufacturers Association has been 
organized in New York State 

Its objectives includes promotion 


Form 


\ new babric 


of standardization and simplification 
in the industry, dissemination of in 
formation, and cooperation with the 
Government 

Directors are John F. Beecher, 
Globe Woven Belting Co.; H. E. 
Burns, Buffalo Weaving & Belting 
Co.; I. L. Rush, Victor Balata & 
Textile Belting Co.; Homer §$ 
Franklin Cotton 
Walters, 


Toms, ‘The 
Co., and Julius D 
Russell Mfg. Co. 


The 


Offers to Buy Olsen 


Westinghouse Electric Corp. has 
offered to purchase the assets of 
C. A. Olsen Mfg. Co., Elyria, Ohio, 
furnace manufacturer. The deal is 
subject to approval of Olsen stock 
holders. Directors of both firms have 
agreed on the purchase 


Wells Mfg. Holds Sales Conference 


New programs were mapped out at Three Riv 


pants were E. H. Van Loo, service 


general manager; Newman Neighbours 


Gherna, factory representatives; E. A. Ir 


buch, sales manager 


Borg-Warner Buys 
Byron Jackson 
Borg-W amet Coip has 
Byron Jackson, West Coast manu 
oil tools 


wcquired 


and 


facturer of pumps 


electronic equipment 

managerment and 
policies will be continued E. S$ 
Dulin, Byron Jackson president, has 


been appointed president of the 


The present 


new Borg-Warner division and all 


Byron Jackson officers have been 


named division officers 


industrial Order Index Off 13 


Among partici 


manager; R Owe vice president and 
Charl VW B. Her nd LD 


h hief engines md Flovd 


Lowell Mills Supply 
Formed in Massachusetts 
Lowell Mills Supply Co., 
firm, has been organized in Lowell 
Mass., by 


manager of 


a new 


formerl, 


Mills 


Herscat, 
Central 


Lowell 


Harry 
general 
Supply, Inc., of 
will Carry al 


he new company 


complete line of industrial equip 
clectrical and 
Mr. Herscat 
with Cres 


Mas 


ment, including 
handling equipment 
said. He was recently 


cent Corp. of Fall River 


Per Cent 
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i ie id be, Terr" TT ee pap al ll ‘to 


1953 1954 1955 





The new order index 


decline compared with June. Thi 


the American Supply & Machinery Manufacturer 
sbout 64% 


trial distributors. The index : 


of industrial supplies 
index measures the volum« 


for July shows a 13% 
f orders received by 
Association members from indus 
month of July 1945 


and =machincry 


abov the bas 
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Louis Allis Co. Names President 


Eli Ogulnick 


Parker-Kalon 
Names General Manager 


Parker Kalon Division of General 
American Transportation Co. has 
promoted Eli Ogulnick from assist 
ant general manager to general 
manager 

Mr. Ogulnick joined Parker 
Kalon in 1928 as an office boy. He 
completed his education concur- 
rently, graduating from New York 
University and later obtaining a law 
degree. He was admitted to the 
bar in 1936 

Glynn H. Toops, who has been 
with General American Transport 
tation since 1945, will 
assistant general manager of Parker 
Kalon. He was recently assistant 
manager of the parent company’s 
Plant No. 3 in Chicago 


become 


126 


E. P. Allis 


Ihe Louis Allis Co 
John W 
ing E. P 
of the board 

I P Allis 
mended this action to the board in 


1957 


has elected 
Allis president succeed 
Allis, 


' 
named hai mal 


said he had recom 
advance of his retirement in 
to enable him to continue to work 
closely with the new president 
John W. Allis had been vice 
president since 1954. He started 
with the 1939 aft 
Unive 


busi ( 


company in 
graduation from Harvard 
ity Active in community 
and civic affairs, he is a director « 
the Marine National Exch 
Bank of Milwaukee, the Milwauke: 
Blood Center, Milwaukee Down« 
Seminary and The Electrical Mam 
facturers Club. He 
the United 
Foundation and a trustee for 
Village of River Hills, Wis., a 
the Council for 


; 


1S presidet or 


Independent S 


Technologica 
Advancement. 

FE. P. Allis joined the firm as its 
secretary in 1915 after graduation 
Harvard. He 
president in 1922 and succeeded his 
father, Louis Allis, Sr., as president 
in 1945. Mr. Allis, Sr. 
man of the board 
in 1950 

The 
1901 
persons. Company officers said its 
investment in plant and equip 
ment has been quadrupled in the 
last four vears 


from became vict 


was chair 


until his death 


founded 
> 10 


company was 


and now employs 
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Knight & Wall Names 
Chairman, General Manager 


Knight & Wall Co., 
Fla. has named F. M 
hairman of the board su 
the late Edgar Wall 

F. M. Cooper, III, was promoted 


Tampa, 
Cooper 


ceeding 


to general manager, succeeding C 
E. Patillo who resigned for health 
reasons 

J. E. Wall, Jr., 
president; M. E. Boone, secretary 
Patillo, 
president in charge of purchases and 
2 


sales manager. 


was re-elected 


treasurer; C. E. VICE 


Flisch, vice-president and 


Other directors are R. J. Binni 
ker, W. H. Stovall, Jr; A. | 
Hendry; T. N. Henderson, Jr.; 
W. O. Stovall, Charles Lvkes and 
Chester Ferguson 

Annie 

Mrs 
nt cashier, and Mrs 


Mallard was named cash 
Florida Varnadore, assist 
Anna Francis 


stant secretary 


7 
) 


Cc. E. Hartsing 


Field Sales Manager 
Named by Toledo Pipe 
The Toledo Pipe Threading Ma 


hine Co. has appointed C. | 
Hartsing manager of field sales 

\ member of the company’s sales 
staff for a number of years, he was 
recently Western sales manager. He 
will spend a considerable part of his 
time in the field directing the com 
pany’s enlarged sales force of 2] 
Toledo 


salesmen but will live in 





Black & Decker Forms Two Sales Divisions 


Arthur L. Boehm 


The Black & Decker Mfg. Co 
has organized its sales activities into 
two new divisions, Industrial-Auto 
motive and Wholesale. 

Ihe Industrial-Automotive Divi 
sion, Arthur L. Bochm, will 
industrial 


midcl 


handle sales through 


supply, specialty and automotive 
houses. The Wholesale Division will 
work through wholesale distributors 
to hardware, building supply and 
kindred Albert S 
Fehsenfeld 


Mir 


oOmpany in 


outlets, under 


Boehm, who joined the 
1934, has been service 
engineer, Albany 
Pittsburgh and manager of the San 
Francisco branch. Since 1952 he has 

Pacific Coast 
Fehsenfeld also joined the com 


Atlanta 


salesman 


salesman in and 


been sales manager 
Nir 
pany in 1934, later became 
branch service manager, 
it New York City and at Chicago 
ind manager of the Indianapolis and 
Dallas bran hes 
John P Spain 
Boehm as Pacif 
Baltimore branch 
1948, he has been with the company 
26 vears, working during most of 


the period before 1948 as Chicago 


1d salesman 


Mi 


manager 


succeeds 
Coast 


manager since 


service manager al 


Yost Mfg. Moves Plant 


Yost Mfg. Co 
Meadville, Pa., to a new plant at 
Pa Both 
offices and manufacturing 
facilities are at the address, 
124 Grant St., Cambridge Springs, 
Pa 


has moved from 
Cambridge Springs, 
general 


new 


Albert S. Fehsenfeld 


Garrett Supply 
Names Executive 

Bob Damiels has been promoted 
assistant 
manager of Garrett Supply Co., Los 
The Garrett 


from sales manager to 
Angeles, a division of 
Corp 

Jack Hardy 


manager 


taken 
the 


he has been sales manager of Gar 


has Over! iS 


sales lor past year 
branch 
the 
and sales hal 
ugcr for the past four. Mr. Hard 
by Garrett Suppl 
to manage 
it the Phoenix branch, f 
McConkey-Docker Co 
Edwin Castle succeeds Mr 


manager 


rett Supply's Phoenix, Ariz., 
Mr 


ompany 16 


Daniels has been with 


yvCars 


was transferred 
ist vCcar sales activitic 


; 
rrecriy 


Hare 

iS Phoenix Sd ICS Ile ha 

been with McConkev-Docker cight 
vears before it 

Garrett 


was acquired 


Bob Daniels 


| 


States Gasket Co 


| United States Gasket will 


John P. Spain 


Hewitt-Robins 
Takes Over Jones 

l he the W \ 
l‘oundry & Machine Co. to Hewitt 
Robins, lac. 


months, 


sale of Jones 
under negotation for 


several has been mad 
final and the business and assets of 
the 65-year old Chicago firm have 
been transferred to Hewitt-Robins 

The Jones Co. produces heavy 
duty speed reducers, pulleys, geat 


allied 


equipment 


transmission 
mak« 


Mma 


md powel 


Hewitt-Robins 
belting, 


onvcyor convceyol 


hinery, industrial hose, foam rub 


ber, floor tile and other rubber and 
machinery products 


he 


yperated as 


Jones organization will be 
the Machines 


Division of the parent compan 


Jone 


Garlock Packing 
Buys U. S. Gasket 
Co. of 


Ihe Garlock Packing 
Palmyra, 'N. Y., has acquired Unite: 
and its subsidi 
ary, Flurorcarbon Co., of Camden 
N. J 

George L. Abbott, chairman of 
the Garlock board of directors, said 
continue 
to operate in Camden and m 
change in policy or management } 


\. J. McMullen 
Gasket 


contemplated 
president of United States 
will retain his office 

Garlock will give 6 shares of it 
stock for each one of United State: 
Gasket outstanding 


FOR ADDITIONAL NEWS, SEE NEXT PAGE en 








Field Sales Manager Named by Atkins 


James E. Butler 


James Kk. Butler has been 
pointed industrial field sales 
Atkins Saw 
Borg-Warner Corp 
Recently manager of Atkins’ 
Eastern Sales Division, he will travel 


throughout the company supervising 


man 


ager of Division of 


Atkins industrial sales, from head 
quarters in Indianapolis 


Hardware Manager Named 


Atkins 


Martinson hardware sales manager 


has appointed A. L 


with headquarters in Indianapolis 
Recenths Northwest 


manager, he has been with 


Div sion 
Atkins 


16 year 





A. L. Martinson 


- | Welding Society 


Plans Fall Meeting 


[he American Welding Societs 
hold National Fall Meet 
ing October 17-21 at the Bellevue 
Stratford Hotel in Philadelphia 
More 60 
all phases of welding activity will 


will its 


than papers covering 
be presented at 21 scheduled 

LaMotte 
Reduction Sales Co. will give 


the 


s10ns Grover of 


Lecture on 


tructural welding. 


Adams top ot 
dinner and 


\ reception, 
the 


tours are other events on 


gram 


Shortage of Workers 
Forecast By 1975; 
Patterns Will Shift 


Even with automation there 

| probably will be a labor shortage 

by 1975, says Factory Management 

| and \laintenance, a McGraw-Hill 
publication. 

People fear unemployment fiom 
automation because they are not 
the 
services, 


looking at whole picture 


personal transportation, 
retailing, etc., as well as manufac 
turing 

By 1975 the United States will 
need at least 20 
workers on a 40-hour week just to 


million more 
maintain the present rate of increase 
in living standards. This exceeds 
by two million the expected labor 
rorce 

The 
shift in employment patterns. Few 
of the 20 
be in manufacturing. The retail 
trade will need three million more 


people to sell, service and deliver 


magazine forecasts a major 


million new jobs will 


To Sell Stock Issue 
[he Yale & ‘Towne Mfg. Co. has 


innounced plans to offer rights for 
107,000 additional shares of captial 





‘tock to provide increased working 





ipital for expanded business 


Salesmen, Buyers Show Less Smugness 


still blocks 


smooth relations between salesmen 


Misunderstanding 


and purchasing agents in many 


areas. But both parties are aware 
of this and both want to clean their 
difficulties that 
breed mutual suspicion 

hat’s the conclusion of Manage 
ment Development Associates, New 
York City firm, after 
surveying members of the New 
York Sales Executive Club and the 
Purchasing Agents Association of 
New York. “Both partics showed 
a healthy awareness of their own 
contribution to difficulties which 
existed,” the 


own houses of 


consulting 


have said surveyors 


ADDITIONAL NEWS 


Also, thev found, both sides seemed 
to know what was wrong; purchas 
ing agents recognized the need to 
develop better policies and to create 


| better procedures, sales executives 


admitted that 
should be placed on customers’ 
requirements, and that 
should recognize the 

agent as a useful and effective par 


greater emphasis 

salesmen 
purchasing 
ticipant in a company’s manage 
ment 

The survevors found that some 
murky areas of misunderstanding 
still remain. 

One, thev said. is “the tendency 
on the part of both sales and pur 


chasing to be more self-satished 
than is justified by the reaction of 
the other party.” All purchasing 
| agents questioned for example, 
made the claim that their policies 
in receiving and granting interviews 
to salesmen were beyond criticism 
But a high percentage of salesmen 
| disagreed with this claim 
Sales personnel also minimized 
and 


their shortcomings 


revealed that they accepted with 


own 


eut much critical examination most 
opportunities to by-pass the pur 
chasing agent when thev could 
\ minor percentage in both 
Continued on page 228 
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Yale hoist 
aircraft parts in 1,550 F heat 


YALE Electric Cable King—the world’s hardest- 
working hoist—takes on another difficult assignment. 
This time, it’s for Metallurgical, Inc., metal treating 
specialists of Minneapolis, Minn. Cable King lowers 
a 2600-lb. load of steel aircraft parts into a radiant 
tube pit-type furnace, holds it in the intense heat, 
quickly lifts it free. Especially important to Metal- 
lurgical are Cable King’s (1) smooth push button 
operation, (2) manual release feature, easily oper- 


handles vital 


ated by an “O” ring, that prevents air-cooling of 
vital parts during quench if electric power should fail. 

Offer your customers this rugged, precision-built 
hoist. Can be used in mills, foundries, forges, machine 
shops—wherever continuous heavy-duty work cycles 
are required. And the Cable King needs no time out 
tor cooling, since exclusive YALE air cooling and 
load brake lubrication dissipate heat speedily and 
% to 15 tons 


thoroughly. Capacities range from 


YALE 


INDUSTRIAL LIFT TRUCKS AND HOISTS 


*Reg. U.S. Pet. Of. 
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Gas, Electric, Diese! & LP-Gas Industrial Trucks * Worksavers * Warehousers * Hand Trucks * Hand & Electric Hoists 
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Price Index for 19 Product Classes 
(1947-49—100) 


% Change 
July June July From 


-—- 


NAME OF PRODUCT CLASS 95 D9 04 Year Ago 
0.2 





Abrasive Products 117.1 117. 116.9 


Cutting Tools 1216 +13.8 


143.7 0.1 


Fans and Blowers 


153.9 +H. 


Fasteners 


136.9 + Tos 


Incandescent Lamps 


Industrial Rubber Products 135.7 35. 127.6 -6.3 


Lubricants 71.7 ‘ 69.7 +-2.9 


Materials Handling Equipment 139.0 38.: 133.8 +3.9 


Mechanics Hand Tools 147.7 ; 139.4 


(Files, saw blades) 
Metalworking Accessories 137.6 137.6 127.8 


Motors 109.6 109.6 111.4 
Paint 114.8 114.8 112.8 
Portable Power Tools 123.0 121.9 118.2 
Power Transmission Equipment 140.1 137.7 133.1 
Precision Measuring Tools 128.9 128.9 118.3 
Pumps and Compressors 134.9 134.9 131.9 
Steel Products 153.8 144.8 144.5 


(Pipes, bars, nails, wire rope, etc.) 
Valves and Fittings 136.3 136.2 130.3 
Welding Machines 129.2 129.2 124.3 


(Equipment, rods) 


Total Index 135.0 134.9 128.4 


Source: Bureau of Labor Statistics and Industrial Distribution 
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@ That's how key men in companies throughout 
the country have voted. They've given Lyon five 
times more first choice votes than any other manu- 
facturer! And more than the next thirteen manu- 
facturers combined! 


Those are the findings of a nationally known research 
organization that asked executives in 5,000 companies 
this question: 

“If your company were in the market for steel 
equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers 


would you consider?”’ 


Your nearest Lyon Dealer offers the world’s most diver- 
sified and most preferred line of quality steel equipment 
(A few are shown below.) Equally important, he can 
show you how to get the most out of steel equipment 
in terms of time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 1053 Monroe Ave., Aurora, Ill 
Factories in Aurora, Ill. and York, Po 


STEEL EQUIPMENT 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





aa 


Wrenches 


Two Giants Replace 
42 Fixed Sizes 


['wo Slim-Twin giant adjustable 
wrenches with jaw settings in § and 
v-in graduations have been intro 
duced to handle an adjustment 
range from 1% to 43-in 

Drop forged from alloy steel, the 
24-in length wrench is rated to with 
stand 3500 ft. Ibs of torque; the 36 
in length 10,000 ft. Ibs 

Owatonna Tool Co., Owatonna, 


Minnesota 


Radial Saw 


Portable, 
A.C. and D.C. 


['wo men can easily move Skil’s 
new portable electric handsaw to job 
site, according to the manufacturer, 
who announces the tool’s weight as 
169 pounds. 

Operable on direct as well as al 
ternating current, Model 649 is also 
reported to be a powerful heavy 


duty contractor's tool designed to 
make every type cut through all 
sizes of lumber used in light con 
struction. With proper blades the 
saw will also cut stone, tile, other 
masonry, metal, asbestos, and com 
position material, it is claimed 

Rated conservatively at 14 hp, the 
saw has a free speed of 5,700 rpm 
Its depth of cut is 31%; straight cut 
off capacity 1$-in.; mp capacity to 
the center of a 48-in. panel; cutoffs 
to 12-in. can be made up to 45 de 
PTECS 

Skil Corp., Chicago 


Takeups 


One-Piece 
Hinged Top 


DS takeups have been redesigned 
with a one-piece hinged top frame 
that permits easy access to the bear 
ing block and adjusting screw 

\ new arch-frame design is said to 
add strength to the end brackets 
Che takeup is interchangeable with 
previous designs for use on such 
materials handling equipment as 
apron, belt, chain, drag, flight and 
slat convevors 
features 
with 


Some of the other 


claimed include: available 
babbitted, ball or 
ngid channel base; 
that never projects 
frame. 


Link-Belt Co., Chicago 


roller bearings; 
adjusting screw 
beyond end of 
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Lubricant Gun 


Air-Operated 
Self-Priming 


Described as a positive self-prim 
ing plug valve lubricant gun, “Hy 
pregun” weighs 39 lbs and operates 
on air pressures up to 150 psi. 

Recommended by the manufac 
turer for large-scale valve lubricating 
in refineries, stations, 


gasoline plants, cycling plants, pipe 


¢ OMPpressor 


lines, the new gun uses five-quart 
lubricant cans which are loaded di 
rectly into gun 

\ specially designed air motor and 
double piston construction is said 
to provide the self-primirg action 

Meter & Valve Div.. Rockwell 
\itg. Co., Pittsburgh 


Conveyor Belt 


Odorless, 
Non-Toxic 


\lexander-Flex neoprene belting 
in widths up to and including 4-in.. 
has been added to the company’s 
line of belting 

\vailable with friction surface, top 


and bottom, made from neoprene, 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





the new belt is fabricated from 
special 10 oz. duck with skim coats 
It is made in 3, 5, 7, 9, 11 plies and 
can be made endless to exact 
lengths 

For food and similar industries a 
special belt is available in 2, 3, and 
4 ply of 15 oz. fabric wth a smooth, 
non-porpous 4% 4-in top coat of white 
neoprene 

Alexander Brothers Belting Co., 


Camden, N. ] 


Vise 
Controlled By 
Two Foot Pedals 
No. 1004. a new hydraulic vise, 1s 
ontrolled by two foot pedals—one 


for power, one for release, freeing 


operator's hands for handling and 


positioning 


\ new hydraulic power pump 


recently-developed re 


ing a 


rtridge containing thi 


main check valve, release valve and 
by-pass relief valve—is said to elimi 
nate the most bothersome hydraulic 
vise maintenance problem 

Jaw width is 4in, depth (top of 


jaws to beam) 34-in, jaw 


net weight, including pump, 


opening 
6-in 
SO Ibs 
The Co'umbian Vise & Mfg. Ce 
} 


Cleveland 


Sprockets 


Finished Bore, 
No Reworking 


Finished bore roller chain sprok 
ets that can be instailed without re 
working have been introduced 

Offered in ‘Type B singe widths, 
they are made of high carbon steel, 
ready for hardening 

Bores range from #-in. to 2¥4-in; 
number of teeth per sprocket from 
10 to 24 in 4-in pitch. 


Morse Chain Co., Ithaca, N. Y. 


Tool Holder 


For Pneumatic 
Die Grinders 


cadmium rolled 


Made of ,*,-in 
steel, a new tool post holder ha 
been designed for use with the com 
pany’s PG-K-1030B and PG-K-1030! 
midget pneumatic die grinder: 


holder 1$ | 


The new said to | 


designed to guarantee the precision 


needed for the varied jobs using 


grinder on lathe 


Mall Tool Co 


Chicago 


. ee 
em 


Casters 


Four-Position 
Swivel Locks 


Availabl 
locks in 4, 5, ¢ 
Lockweld tecl 


h ive 


with 4-position swivel 
and 8-in sizes, “23” 


double ball 


been an 


scTics 
race swivel caster 
nounced 

l'o lock the fork of the 


light te 


ster it} 
necessary to ay ply ion on 


the finger ri turn it 90 deg. and 
release it; the spring loaded pin i 
aid to find the 


Continued 


hole in the caster 


of page ] , 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGE 139 














Every tap that carries the Winter name— 
TWO LITTLE WORDS performs with Balanced Action. To your 


customers, this is assurance of accuracy 


WITH BIG and long life. 
CUSTOMER-APPEAL: And now 


Gages by WINTER 


Plug and Ring, Threaded and Plain, with 
accuracy and long-wear built in by 
Balanced Action manufacturing methods. 


All Winter advertisements say 


- “CALL 


YOUR WINTER 
We DISTRIBUTOR” 





WINTER BROTHERS COMPANY 


Rochester, Michigan, U.S.A. Distributors in principal 
cities. Branches in New York * Detroit « Cleveland * Chicago 
Dallas * San Francisco * Los Angeles 
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that Cut Costs 
Customers 


Cutting Edges 


for your 


Value-conscious customers want precisely designed and carefully made cutting 
tools. Give them NATIONALS with their famous cutting edges, and you can 
promise long life and trouble-free operation. 


End Mills and other National tools are 
now available with Carbide Tips 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S.A. Distributors in principal cities. Branches in New 


York * Detroit ¢ Cleveland * Chicago * Dalles * Son Francisco * Los Angeles 














| NATIONAL = 


TWIST DRILI 


All National 


advertisements say 
‘ % 


“CALL YOUR 
NATIONAL 
DISTRIBUTOR” 


. 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 
BACKS YOU UP. 


You can best satisfy your customers’ needs with Madesco 
blocks because they embody performance-features de- 
veloped through 30 years of specialized experience. Your 
basic inventory, plus our fast factory-to-you service 
means maximum sales, fast turnover, top profit. Your 
customers get blocks that assure utmost safety, top 
operating efficiency, longer block-life under the most 
exacting conditions, at competitive prices. Madesco 
Blocks in stock assure you constant repeat sales 
from satisfied customers and new sales created by 
recommendation and aggressive advertising. Write for 
illustrated catalog, today. 


MANES 


LOCK 


MADESCO TACKLE BLOCK CO. 
EASTON, PA. 
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A MESSAGE TO AMERICAN INDUSTRY @ FIFTH OF A SPECIAL SERIES 


FINANCIAL AID TO HIGHER EDUCATION 


Business Help for Our Colleges 
A Job for All Business Firms 


IN recent months, individual business firms 
have announced the adoption of a variety of 
plans, both imposing and ingenious, for finan- 
cial aid to higher education in the United States. 
In doing so, they have taken a lead in dealing 
with a problem of transcendent importance both 
to the business community and to our nation as 
a whole. 

Previous editorials in this special series have 
shown that: 

1. Our colleges and universities, and par- 
ticularly the independent, privately endowed 
institutions, are in grave financial difficulties. 

2. These difficulties promise to become 
much more acute in the years immediately 
ahead unless extraordinary steps are taken 
to relieve them. 

3. A financially crippled system of higher 
education is a major national menace. 

If, however, the business community is 
to play an adequate part in helping our 
colleges and universities financially, the 
plans adopted by business firms thus far 
constitute merely a beginning and a set of 
guide posts. What is required is a general 
movement on the part of business firms 
to go to the financial aid of higher educa- 
tion. Such a movement would involve a myriad 
of individual company plans which, in the na- 
ture of the case, cannot be expected to bring 
great renown or publicity to their sponsors. 


Rescue Operation Is Feasible 


For the business community as a whole it is 
feasible to make a major and possibly a decisive 
contribution to putting our colleges and univer- 
sities back on their feet financially. One percent 
of business profits before taxes would do it. In 
1954 business profits before taxes were about 
$35 billion. If one percent of these profits, or 
$350 million, were contributed to our independ- 
ent, privately endowed colleges and universities 
it would enable these institutions (1) to increase 
the salaries they pay by $200 million a year, 
and (2) to provide $150 million more for mod- 
ernization and maintenance of their establish- 
ments. In the opinion of competent authorities, 
this would put these institutions in relatively 
good working order financially, a process to 
which a matching grant of $50 million by the 
Ford Foundation for the improvement of faculty 
salaries will make a large contribution. It would 
add about one-fourth to their present annual out- 
lay of about $1.4 billion. 

Such a contribution from business would not 
meet the needs of the independent institutions 
for new buildings and equipment required to ae- 
commodate the great increase in college enroll- 
ment anticipated in the years immediately 
ahead. Neither would it relieve the financial 
problems of our tax-supported colleges and uni- 
versities. As a group these institutions have 
fared better financially in recent years than the 
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independent institutions. But they also face 
grave financial problems, particularly in the 
provision of adequate faculty salaries. It would 
be far simpler, however, to solve the financial 
problems of the tax-supported institutions if 
the independent colleges and universities were 
back on their feet financially. 


One Dollar Does Work of Two 


The federal government exempts 5 percent 
of business profits from the tax imposed upon 
them if the 5 percent is devoted to religious, 
charitable or educational purposes. ( Most prof- 
its are taxed 52 percent.) A contribution of one 
percent of business profits to higher educational 
institutions would exhaust only one-fifth of this 
allowance. It would bring to about two percent 
the total share of business profits going to both 
educational and charitable purposes. 

In 1953, business firms contributed about 
$400 million, or slightly more than one percent 
of profits before taxes to educational and char- 
itable purposes of all kinds. Of this total about 
$75 million went to educational institutions, 
mostly colleges and universities. 

For some companies it is feasible to contrib- 
ute more than the average contributed by 
business generally. Indeed, some companies not 
only utilize their full 5 percent of tax-deducti- 
ble funds for charitable and educational pur- 
poses but go beyond it. For other companies in 
financial difficulties no contribution at all is 
possible. 

If, however, those business firms for which 
it is financially feasible contributed one percent 
of their profits before taxes to our colleges and 
universities, the problem of adequate support 
for the crucially important business of higher 
education would be far along the way to suc- 
cessful solution. In 1954 a contribution of 
one percent of their profits before taxes, 
or about $350 million, would have re- 
duced business profits after taxes by only 
about half that amount. This would have 
meant a reduction of about $175 million, 
out of a total of about $17.8 billion of 
profits after taxes. 

Attractive plans to channel financial aid from 
business to higher education have been abun- 
dantly demonstrated recently. These plans, for 
the most part the creation of large corporations, 
have included not only a broad array of schol- 


arship grants, but such ingenious arrangements 
as that by which a company matches with its 
funds the gifts its employees make to the col- 


leges of which they are alumni. 

A full array of these plans, some of which 
were discussed in an earlier editorial in this 
series, has been prepared by The Council for 
Financia! Aid to Education (6 East 45th Street, 
New York City 17) and is available for the 
asking. Also, colleges and universities have 
established in most states and regions coopera- 
tive associations to help business help them. The 
Commision on Colleges and Industry (912 Kahn 
Building, Indianapolis 4, Indiana) distributes 
a directory of these associations. And, of course, 
the colleges themselves are always eager to dis- 
cuss their financial problems with business peo- 


ple and suggest constructive solutions. 


Only Small Start Made 


The plans for business aid to education which 
have recently attracted national attention con- 
stitute the conspicuous sort of leadership which 
it is the privilege and opportunity of our great 
corporations to provide. But the job is too large 
to be handled by a small number of business 
firms, no matter how bold or ingenious their 
programs. 

To put our colleges and universities 
back on a firm footing financially the help 
of the great rank and file of business cor- 
porations is required. All of them, large 
and small, have a crucial stake in seeing 
that this job is done. The future of Amer- 
ica will be decisively shaped by what hap- 
pens in and to our college classrooms. 





This message is one of a series prepared by the 
UcGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to neu spapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


Starts on page 132) 





fork and positively hold it in posi 
hon. 

The new casters are available with 
vulcanized rubber tired, semi-steel or 
molded plastic wheels in all sizes 
and solid rubber wheels 
through the 6-in sizes. 

The Fairbanks Co., 


with 


New York 


Compressors 


Deliver | 


Oil-Free Air 


\ new high capacity piston type 
air Compressor, with all units con 


structed for continuous 


operation 


Continued on next page) 





ADDITION AGENTS 
Federated Metals Div., Ameri 
an Smelting & Refining Co 


BELT, CONVEYOR 


Alexander Brothers Belti 


BLADES, BAND SAW 


W. O. Barnes Co., In 


CASTERS 


Fairbanks ( 


CLAMPS 


Detroit St imping Co 


COMPOUND, MASONRY 
New England Carbidk 
oF In 


COMPRESSORS 
Bell & Gossett Cx 
I Roi Din > Westinghouse 
Brak ( 


Au 


DRESSER 


] & S Tool ¢ In 


LUBRICANT 
Va Di Rockwel 


GUN, 
Met 
Mfg. ¢ 


GUN, SPRAY 
Binks Mfe. Cx 
HOLDER, TOO! 
Mall I Ce 


KNIFE 


Mathias Klein & 


LEVELS 
Columbian Vise & Mfg. Co 
MOTORS 


Century Electric Co 152 


NUTS 


Pittsburgh Screw & Bolt Corp. 152 





Index of This Month’s New Products 


PIPE. FITTINGS 


lube Turns Plastics, Inc 


PULLEY 
Mercun 


Industries, Inc 


PUMP 


Worthington Corp 


REGULATORS 
Aro 


Equipment Corp 


SAW, BAND 


Wells Mfe Corp 


SAW & FILE 
R and G Engineering Co. 


SAW, HACK 
Sales Service Machine Tool 


SAW, RADIAI 


Skil Corp 


SHEARS 
Mall Too! ¢ 
SPROCKETS 
Morse Chain Co 


SWITCH 
Micro Switch Div 
Hone' Reg 


lator Ce 


PAKEUPS 
Link-Belt C 
1APE 
Laurel Hill Cor 


rRUCKS, HAND 


American Pulley Co 


VISE 
Columbian Vise & Mfg. Co 
Heinrich Tools, In ; 


WHEELS 


Gleason Corp 


WRENCHES 


Owatonna Tool Co 


Minneapol 


( 


1S 
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IN THE $ 


PROFIT ; 
; COLUMN ; 


du MONT 
QUALITY TOOLS 


— the kind of tools that make money for you 
because they sove time and money for your 
customers 


$ 
$ 
$ 


Winute Wan 
KEYWAY BROACH KITS 


—a “must” in every machine shop and every 
maintenonce department, for cutting any 
size keyway from js" to 1” in any bore 
from 4%" to 3” — by hand in one minute. 


SQUARE BROACHES 


to meet the demond for stock breaches thet 
will finish cost or drilled holes in one pass 
aveillable for 3/16" to 3%" square 


Winute Wlan 
MAGNETIC BASES 


for dial indicator gages, with new 
universal joint for 360° horizontal, 
180° vertical swing. Sove set-up 
time, increase work occurocy. 
One sells another. 


du Mont H.S. Ground _- 
TOOL BITS, f 


squore and rectangular, with the 
balanced combination of weor re- 
sistonce, toughness and red hard- 
ness that outperforms ordinary bits 
ond keeps users coming back for 
more. 


For complete information on these fost 
selling, high profit tools, get in touch with 


The du MONT 
CORPORATION 


REEWE 





NOW 
UF KIN 


BIG BARREL 


Micrometers 
have 


an exclusive 


while delivering up to 175 psi pres 
sure, has been announced 

Because of the oil-free air feature, 
the new compressors are said to be 
particularly adaptable to all types of 
pneumatic tools and control systems. 

Rated for continuous operation at 
35. 75 and 175 lbs and from } to 
} hp, the motor and compressor are 
direct-coupled and cach cylinder is 
equipped with a safety overload 

ilve 

Bell & Gossett Co., Morton 
Grove, Ill 


Wheels 


Complete Line For 
Industrial Applications 


'wo types of industrial wheels— 
steel disc, semi-pneumatic type and 
solid rubber type—have been added 
to the company line 


In the steel disc, semipnuematic 
Here's a new plus feature to help your 

micrometer sales! All of the features and op- 

tional choices of the complete new Lufkin BIG different wheel types and four dif 

BARREL Micrometer line . . . plus a brand new, ferent sizes: 6. 8. 10 and 12-in di 

exclusive CAM LOCK. A flick of the thumb pro- 

vides a secure and positive lock. Time-consuming 

“two handed” locking and the danger of errors Solid rubber wheels are available 

through movement while locking are eliminated with soft or hard tread. in sizes from 

, j j Is that | 5 

It's an optional choice on all models that will 2 to &in diameters 

interest your customers. 


BUY LLEKIN TAPES @ RULES © PRECISION TOOLS 
THE LUFKIN RULE CO., Saginaw, Mich. 
132-138 Lafayette St., New York City 

Barrie, Ont 


wheel line, the company offers seven 


ameters 


Gleason Corp., Milwaukee 





Te help you sell your services, Lufkin trade odvertise- 
ments will be corrying messeges similar te that below 


SAVE TIME... 


Consult Your, Industrial, Distributor 

@ He con supply most items immediately from his stock. 

@ His knowledge of new tools and methods will help you 
operate at peak efficiency. 
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Addition Agents 


For Cyanide 
Zinc Plating 


Marketed as Zimax Series, new ad 
dition agents for cyanide zinc plat 
ing have been introduced. 

According to the manufacturer 
they are characterized by their abil 
ity to produce clear, bright deposits 
directly from the bath and increase 
the covering and throwing power of 
zinc baths. 

Zimax brighteners are said to offer 
an ideal base for post-plate conver 
sion coatings as well as giving a 
bright finish direct from the bath 

Federated Metals Div., American 
Smelting & Refining Co., New York 


Levels 
Made of Magnesium, 


Available in 4 Lengths 
Said to be one-third lighter than 
aluminum levels, four new magnes 
ium levels have been announced 
Available in 24, 48, 72 and 96in 
lengths, they are made of extruded 
magnesium I-beams; edges and sides 
smooth and accurate 
Some of the features claimed 
include: unaffected by heat, cold 
and moisture; adjustable, replaceable 
vials; packed individually in “Level 
pack” shipping cartons 
Another new product introduced 
Continued on page 144) 


AFFILIATE OF 
GENERAL CERAMICS 
CORPORATION 


agnetic¢ 
mplifiers -1nc 


—announces ifs new 


VARIABLE 
SPEED DRIVE 


SIZE ll — 
3/4, land 1-1/2 HP 


SIZE |— 
, 1/3 and 1/2 HP 


— 
Stepless, instant 
starting, compact, 
50:1 speed range, 
good regulation with- 


Ke: 


out tachometer, long 

life, virtually mainte- ; Pi 8 
nance free service, low cost, Bes. iit 
fast response, reversibility, dynamic brake, local 
or remote control. Write for Bulletin SS580-5-55. 





WANTED By 
REPRESENTATIVES AND 


DISTRIBUTORS FOR OUR 
MAGNE-SPEED LINE 


Liberal commission and discount — write for copy of 


our sales policy and state your other lines carried 


Aue, 

Vd e 

Magnetic Amplitiers «inc My? 
eS. 


Tel. CY¥press 2-6610 * 632 TINTON AVE., NEW YORK 55, N. Y. 
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aAcK IN 1914— forty-one years ago—a group of 
B advertisers, advertising agencies and pub- 

lishers joined in a project that has come to 
mean a great deal to the millions who, like you, 
read business magazines. The project, initiated at 
a time when circulation claims were rarely veri- 
fied, was intended to achieve and maintain higher 
standards of integrity in publishing and advertis 
ing practice by providing means to audit paid 
circulation. Out of that effort came an organiza- 
tion known as the Audit Bureau of Circulations 
a voluntary, non profit, cooperative association 
known for short as ABC. Its symbol appears at 
the head of this page 


We are proud that McGraw-Hill publications 
were among the founders and charter members of 
the Audit Bureau of Circulations. 


Today the Bureau numbers 3,670 members 
These include advertisers, agencies, and pub- 
lishers of newspapers, farm papers, general mag- 
azines and business journals such as this one. 
These publisher members hold their memberships 
and their right to display the ABC symbol in 
their publications only so long as they live up to 
the circulation standards that are established 
through the Bureau 


It is one thing to set up high standards; it is 
another to see that those standards are main- 
tained. This latter and all-important function is 
performed by a staff of auditors maintained by 
ABC to check periodically on the circulation 
practices of the publisher members. When a busi- 
ness magazine, such as this one, joins the Bureau 
it agrees that the ABC auditors shall have “the 
right of access to all books and records.” Their 
inspection may dig into the files of original sub- 
scription orders, payments from subscribers, 
paper purchases, postal receipts, arrears of pay- 
ments, editorial expenses and many other signi- 
ficant items. Sometimes the auditors go behind 
the records and seek verification of purchase and 
payment from subscribers themselves 


The information thus obtained and certified by 
the Bureau then becomés available to the public 


and constitutes an authoritative report on the 


public ation’s circulation practices. 


The advertisers and agencies benefit directly 
from the ABC because it provides a generally 
recognized factual yardstick by which. the cir- 
culations of member publications can be meas- 
ured and appraised. Every paragraph in an ABC 
report on a business publication gives the adver- 
tisers data that help them make intelligent use of 
the publication as an advertising medium. 


But the ABC renders a service of vital concern 
to the reader as well. The Bureau audits paid 
circulation only, and it is through this payment, 
whether by subscription or newsstand purchase, 
that the reader keeps the editorial policy of a 
publication responsive to his needs. His decision 
to buy or not to buy records his judgment on each 
publication, and the ABC-audited and certified 
circulation reports make the sum of these judg- 


ments known to all concerned 


So the editors of ABC publications must con- 
stantly keep their editorial services up to the 
mark if they are to survive a competition in which 
the reader's right to buy or not to buy is para- 
mount. Each paid magazine or newspaper will 
prosper or fail as it wins or loses the voluntary 
patronage of thousands or millions of readers. 
And—the ABC is scorekeeper in this vital contest. 


Thus the publisher who submits his publication 
to the supervision and discipline of ABC affirms 
in the strongest possible manner his recognition 
that his primary obligation is to his readers and 
that he owes the standing of his publication to a 
voluntary demand by those readers 


All this is what makes the ABC brand on a 
publication so important to its readers. That re- 
spected symbol, testifying to the advertising value 
of the publication, serves also as a constant re- 
minder to all concerned that the reader's willing- 
ness to pay for an ABC publication is the basic 
reason why it stays in business. 


McGraw-Hill Publishing Company, Inc. 


ed 
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Were putting our “KNOWS” in your business 


A Problem a Day Solved By 
Allen Engineers...For YOUR Customers 


Allen has always been headquarters 
for socket screw know-how. Last 
year, Allen’s metallurgists, designers 
and engineers teamed up to handle 
over 360 technical problems for 
precision fastener users — your 
customers. 


Most of these problems were 
quickly answered over the phone or 
by letter . .. many required a trouble 
shooting team of engineers to con- 
sult with the manufacturer, analyze 


his problems and design special 
products for his use . . . some were 
even concerned with our competi- 
tor's products. But each problem, no 
matter how simple or complex, was 
solved to the manufacturer's 
satisfaction. 

Competent, imaginative engineering 
is one of the major advantages that 
go with the Allen franchise. We can 
put our “knows” in your business — 
or in your customers’ problems. 


2 


FOR 
INFORMATION 
write Tro 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 


@ 


Wttigayy 


* 
Ph hbeas,, . 
‘> 
~~ 


fay pt et 








ANOTHER FAIRBANKS PRODUCT! 


FAIRBANKS 


BRONZE AND IRON BODY VALVES 


Standard of dependability with sound engineering and 
rugged construction that insures trouble-free flow control 
of water, steam, gas, or oil. Designed for every require- 
ment, a complete line of bronze and iron body valves. 


Tie-in to Cash-in with Fairbanks high-impact direct mail 
program that's pre-selling your customers to create sales 
for youl 

This month your customers will be receiving Fairbanks 
hard-selling letters and promotional literature on 
Fairbanks Bronze and Iron Body Valves. This meons 
extra business, extra profits for you if you tie your own 
promotion and selling in with our “Product of the Month”. 
You chalk up extra sales! Extra profits! 


by the company is a hydraulic power 
pump, Model No. 1004-50B, said 
to be suitable for operating and pre- 
cision controlling all types of hyd 
raulic equipment. 

The Columbian Vise & Mfg. Co., 
Cleveland 


7 


Pulley 
Sanitized, 
For Food Field 


Developed for conditions where 
initation and cleaniness are import 
tant, a new Sanitized pulley is said 
be to clean with steam o1 


to easy 
} 
i 


ot water 

\ steel pulley completely enclosed 
16-in thick 
c, it is claimed the pulley can 
to 


ls, oils, alkalis and greases, and is 


1 molded cover of 5 


; 


orrode, is highly resistant 
iterproof, odorless and non-toxic. 
\nother new product introduced 

Pre-Fab all 
ror 
ished and finished goods 
Merc In 

N. | 


the company 1s a 
] 
handling 


ninum conveyor 


; 


H 


Industries, 


Tape 


ait 
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1i¢ lude 


1ep sit 


Stain, Solvent, 

. Water Resistent 

rial Tape No. 4, available 

n 60-yd. rolls of } to 3-in widths on 
holding 
wen added to the maker's line 

Some of the 

stands up under tempera 

No 


overnight or after baking 


| rict 
i t 


ree ores tor wrist 


features claimed 


es to 300 deg. F.; residue 


edge curl from solvents or water 
ft roll easily without breaking 


I'he Laurel Hill Corp., Chicag: 











60 years a leader! For more than 60 years, KAM “Featherweight 
85% Magnesia has been widely accepted and used for insulating 
heated surfaces where temperatures rise to 600° F tandard sections 
cover the piping in the illustration above. Flanges are covered with 

thick “Featherweight” 85 Magnesia B ks ‘which are wired on 


and f hed with asbest emer : ket 


Keeps steam losses down-—brings profits up for you! 


KxM INSULATION 





Whenever K&M _ Insulations are used, heat gets where it’s 

wanted—when it’s wanted. Within their particular ranges, these Ka2M LOW-PRESSURE INSULATIONS 

high- and low-pressure insulations are all highly efficient. And 

the complete line meets every heat insulation need. These insu- K&M Air Cell Pipe, Sheet and Block Insulation 

lations are always readily available; K&M'"s modern manufac- K&M Fine Corrugated Air Cell Pipe, Sheet ane Block Insulation 

turing facilities assure plentiful supplies K&M Special Fine Corrugated Air Cell Pipe, Sheet and Block Insulation 
. K&M Simplex “Super Shrunk” Pipe Insulatior 


K&M “Featherweight” 85% Magnesia insulation is one of K&M Bestfelt Lamino Sponge Pipe and Block Insulatior 
K&M Duplex Pipe Insulation 


the outstanding products in this line. It’s effective on any job : 

. . 7 na fb we ing %) n 
where temperatures rise to 600°F. It won't burn; withstands K&M Nu-Wrap Non-Sweat Se pO INES 
vibration and frequent temperature changes. It’s not subject to K&M Amblerex No. 2 Insulating Cement 

atic é ) es 
q pe . ge ye K&M No. 152 Asbestos Finishing Cement 
deterioration, so time will not decrease its efficiency. You can 
sell it in either sectional or block form. Once you sell it to a KaM HIGH-PRESSURE INSULATIONS 
prospect, you know L.<"ll be satisfied, and that means repeat ‘ 
rd f 7 K&M “Featherweight” 85° Magnesia Pipe and Block Insulatior 
order wr you. 
orders tor you ‘ K&M Hy-Temp Pipe and Block Insulatior 
K&M “Featherweight” 85% Magnesia Cement 
K&M Hy-Temp Cement 
KAM KavtherM Block Insulat 


Opportunity’s here! It will pay you to handle the K&M line 
of insulations. It’s solidly advertised, well-known to industry, 
and enables you to meet all requirements. Write us today for 











further information 


KEASBEY & MATTISON 


COMPANY + AMBLER © PENNSYLVANIA 
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WHOOT MON! 


You really get your 
money's worth when 
you buy precision 
screw machine prod- 
ucts made by ‘‘you 
know W.H.O.*”"’ 


: CAP SCREWS « COUPLING BOLTS 
< #6 = ** we ae **' CET SCREWS «© MILLED STUDS Hand Trucks 


, in , »/ ; Redesigned 
th ... our specialty. Welded Units 
Seventeen sizes and models of the 


manufacturer's hand trucks hereto 
fore of bolted construction are nov 
manufactured as complete welded 
nits 

Wheel sizes and axle locations 
have been changed in some models 
f the maker's all-stee] two-wheel 


hand truck line 
A SHORT, SHORT STORY Peo Sao iretioade oe vasa 
of VIKING PLU aa Ps Z greater strength and less weight 


and the handling of Petroleum Products The American Pulley Co., Phila 


lI} 
Pum ke Pressure cm | Service 





Spray Gun 


Aviation | | Fuelin | Transporting 
iia Gonseal 4 are For Shading, 


p Lubricating 
urpese Field Gathering Touch-Up Work 
Cooling | Refining 

sasion Pi Ceatin - 

Spraying on Model 15 spray gun features the 
, Filtering Heating 

vel | ty aan Power ir line connection at back of the 
130 Nydraulic | — Diese! Engines : 

Cotaleged | on Pu Loading & Dry Cleaning in instead of side This feature 
models | Bunker ¢ rar Unloading Road Distributors is said to put weight of hose on 
Thousands Lube 01 : Hydraulic . 

of Special Grease = Machinery 
Models | Asphalt | Barge & Tanker 


More Viking Pumps are used for these services 
than any other rotary pump. For latest in- 
formation, ask for catalog 55Smm today. 


Smooth 
Self 
Priming 
VIKING | Gasoline 700 PS 
Rotary Fuel 0 
Pumps Diese 


Positive | LP-Ges 100 PSI | Transferring | Bulk Station 
| 


Napnrha 














Coder Falls, lowa, U.S. A. 


HE ORIGINAL "“‘GEAR~§§WITHIN.~-A-~GEAR ROTARY PUMP 
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There’s a speedy dependable 


PRODUCTION 
AIR HOIST 
fo fit your job! 


2,000 
1,500 
1,000 

500 
300 
100 


VARIABLE SPEED... 1000 lbs., 0 to 38” per minute . . . 2000 Ibs., 
0 to 20’ per minute . . . load can be inched or zipped. 


AM-POWERED FOR SAFETY... m0 spark hazard .. . explosion- 
proof motor ... can't burn out... can't overheat... unaffected by 
dust or fumes. 

LIGHTWEIGHT... only 28% Ibs. for 1000 Ib. hoist . 2000 Ib. 
hoist weighs only 47 lbs. Overall length all models, 104%” to 


11%”. 








TRY THIS WITH 
ANY OTHER HOIST! 


Yew can inch so slowly thet yeu con 
touch en egg without breaking it! 


ARO AIR HOIST 


Also . Ale Tools . . . Lubricating Equipment. . . 
Aircraft Products . . . Grease Fittings 





») 











SEE YOUR ARO DISTRIBUTOR 
THE ARO EQUIPMENT CORPORATION 
Bryan and Cleveland, Ohie 


Aro Equipment of California, Los Angeles, Calif 
Aro Equipment of Canoda, Ltd., Toronto 15, Ontario 


Offices in All Principal Cities 


LEVER PENDENT CONTROL 
(illus.) 
Also Push-Button or Cable Control 
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the arm where it can be easily sup- 
ported, and enable operator to 


| a“ , kw ) 
DO YOU PASS UP THE [Eaters 
\ new 40z. glass siphon cup 


ag L 53 hs 9 4 o - g t e makes it economical to apply small 


quantities; 8 and 16 oz aluminum 


OF MASONRY ANCHORS? |BRV A ees 


Your nearest RAWLPLUG branch can present to your men 
Band Saw 


ffecti 
an effective Constant-Load 
Blade Tensioning 


‘ANCHORING TRAINING PROGRAM” Model 600, a new horizontal band 


that will show them how and where to get this profitable — replacing the company's No. 

‘ : 5, has been introduced 

“extra” business. Some of the features claimed 
include: safety switch, with thermal 

The program is a brief full-color slide presentation...de- overload protection and automatic 

signed by experts in the field...using the latest techniques stop after each cut; adjustable, uni 

form gravity feed of counterbalanced 


av : frame; adjustable ball bearing guides 
taining to your men...to equip them to give sound, intelligent for stabilizing the 3-in wide blade 


to make solid “how-to” information interesting and enter- 


advice and increase your sales. Wells Mfg. Corp., Three Rivers, 
Mich 


ANCHORING DEVICES ARE AMONG YOUR MOST PROFITABLE ITEMS. 


Call your nearest Rawlplug branch Switch 
today...there are 31 in leading cities Low-Besce 
they will put on the program for Pee, 
your men. Double-Pole 
Designated the 6AS13, a new 


. single-actuated dual switch has been 
, RAWLDRILLS 
Cn : SS designed for a range of industrial 
. : ontrol and electronic applications. 


ren According to the maker it consists 
of two basic switching units 


RAWLPLUGS operated by a single roller-lever 

THE actuator. Operating point of one 

RAWL HAMMER-SETS RAWL switching unit is field adjustable to 
TOGGLE BOLTS RAWLPLUG Co. Inc. provide either simultaneous actua 


tion or a definite sequence of 


r< > 
271 Church St., New York 13, N. Y. oper imi0n 
pens pace ale are Micro Switch Dis Minneapolis 
LAG SCREW CARBIDE Honeywell Regulator Co., Freeport, 


RAWL-DRIVES RAWL- ANCHORS SHIELDS DRILLS Ill 
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these magazines... 








* AMERICAN MACHINIST 
* MILL & FACTORY 
* MACHINERY 
* CANADIAN MACHINERY 
* TOOL ENGINEER 
TOOLING & PRODUCTION 
PURCHASING 
















THIS SHOWS 
A TWO-FISTED 
GRIP! 
















ex Itholds fast at both ends 


The threaded collar on this Jacobs Chuck provides a positive lock 






This message to your custom- 










ers tells the product story of between chuck and drill press spindle. Here’s a chuck that won't 

the Jacobs Plain Bearing let go on either end, however you use it. 

Chuck with threaded locking The locking grip on the spindle end is more than matched by 
a holding grip of tremendous 

collar. It tells a 2-ended story power on the business end. And, 

that holds his interest like like all Jacobs Plain Bearing 






Chucks, this one is capable of 
greater accuracy and longer pre- 
cutting tool — fast. cision service than any compara- 
ble chuck made today. 

Jacobs Chucks for every tool 
and work holding need are as 
near as your industrial distribu- 
tor. Call him for prompt, 
experienced service, or write 
The Jacobs Manufacturing Co., 
1310 Jacobs Road, West Hart- 
ford, Conn. Ask for Catalog 100. 





this Jacobs Chuck holds his 



















AND THIS 
TELLS HOW 
TO GET IT! 






















JACOBS AND YOUR 
LOCAL DISTRIBUTOR 


are ready to deliver the chucks you 
need and the service you deserve. 


first in chucks . . . first in service 


















) 






This statement of confidence 
in our distributors is display- 
ed on every Jacobs ad to your 
customers. 









CHUC XK s| 


if it's a Jacobs -it hoids 








W | 1 F S EVERYTHING 


TUNGSTEN CARBIDE SOUP TO NUTS 
in Tungsten Carbide 


@ From the simplest standard tip te the Regulators 
most complicated tool built to your Three Products 
specifications or prints, Willey's service For Aircraft 
insures your complete satisfaction. An absolute pressure regulator, a 
We specialize in “Specials” —so send pressure regulator and a pressure 
your prints for prompt quotes and de- relief valve have been added to the 

livery dates. ompany’s line 


Catalog on Request Model 12275 absolute pressure 


. gulator is recommended for con 


lling the absolute pressure in 


WILLEY’S CARBIDE TOOL CO. lctronic equipment container 


ieee ap amines Model 13200 air pressure regulator 


said to provide regulated com 


wx bleed air external tanks 


1342 W. Vernor Highway Detroit 1, Michigan 
Model 13300 pressure relief valve 


is used for maintaining external fuel 
4 A R R | s we U R G tank pressure within required limits 
Aro Equipment Corp., Aircraft 

FLANGES D Bryan, Ohio 


and COUPLINGS Pump 


Rotary Line Now 
the kind that Available as Monobloc 


[he ompanys GA rotary pump 


hold your customers ine is now available as a mono 
blo 
|G (pertewns customers by recom According to the manufacturer 


mending quality products that s] nt ie : 
i} new SLY ; ; 
ll .66 ¢ Giemaaiaben peiee e new design permits 28 possible 
Harrisburg Drop-Forged Steel piping arrangements by means of 
Pipe Flanges and Seamless Steel two suction and two discharge 
Couplings—backed by more than 
mutlets 
a century of know-how, and made 
to conform to a standard, not to Unlike the monobloc centrifugal, 
sell for a price. Save your cus- the motor in the new design is 
tomers costly hours of mainte- nnected'ts the sat it} 
nance and down-time on all-im- nnected to the rotary pump with 
portant pipe lines. 1 coupling said to provide easy 
pump replacement; and eliminate 


WRITE FOR LITERATURE AND PRICES shaft ilignment problems 





_— The new lines is rated in capaci 


More than a century in Harrisburg / s up to 25 gpm and pressures 


® 7 
del 150 psi 
arrisburg Steel Worthington Corp. Standard 


CORPORATION HARGISSURG is ' ; 
Pamusvivania Pump Div., Harrison, N. ]. 
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‘Standardize’ on 


LIVE CENTERS 


Custom-Engineered Performance 
without ‘Specials 


When you recommend IDEAL Live Centers your selling 
job is far easier. The IDEAL Line includes four separate 
models and a complete range of tapers. You can supply 
exactly the live center your customer needs for just about 
any turning job — from the biggest to the smallest. 


For him this means easier ordering, easier stocking — no 
delay waiting for special engineering and manufacture. 


For you, the ability to give him the live center he needs, 
when he needs it, helps make you the chosen source. And 
that means steady sales and business. 


IDEAL backs you up with prompt delivery whenever you 
need it. A steady promotion program by mail and maga- 
zines helps bring live center business to you. And IDEAL 
Live Center performance keeps customers satisfied! In 
hundreds and hundreds of plants, they are first choice for 
quantity and quality of output. 


*IDEAL Live Centers are also available in 
Brown & Sharpe and Jarno tapers 


Sold Through Leading Distributors 


IDEAL INDUSTRIES, inc. 
UDEAL 1000 Park Avenue, Sycamore, Iilinois 
In Canada: Irving Smith, Lid., Montreal 





MULTI-DUTY 


For your BIG jobs! For close 
tolerance turning on werk 
vp to 22,000 ibs. at 50 
HEAVY DUTY RPM. Eccentricity of less 
thon .0002”. Morse tapers 


Accurote to plus or minus 
0001". Unusually high 
leed capacity up te 5200 
ibs. at 50 RPM means bet- 

UNIVERSAL ter work on a wider range 
of jobs. Morse tapers 2, 3, 
4 and 5.* 


For heavy turning work on 

pipes and other large, hol- 

low cylinders. Sizes range 

NEW from 3” diam. te 7%" 

PIPE POINT diam. Load capacities up 

LIVE CENTER to 22,000 Ibs. Morse ta- 
pers 3, 4, 5, 6 and 7.* 


The Complete Line of Live Centers 








How are your stocks of IDEAL 
Live Centers? 


Distributors who sell the most—and 
moke the most—know that ample 
stocks bring more business, Be sure you 
have the IDEAL Live Centers your 
customers want. Check your stock 
now — and regularly! 
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A NEW 7” | STAN LEY ] HEAVY DUTY 
BUILDERS SAW 


Here’s a new Stanley builders saw that 
cuts 2 x 4’s at 45”, and only weighs 12 lbs. 
Its 7” blade takes a deep 2%” bite at 90° 
and bevels at any angle up to 45°. Furnished 
with metal carrying case. 





Nuts 

Hot Formed, 
Geometrically Perfect 
Semi-finished hot formed nuts, 
precision made by the upsetting 

process, have been announced 
Available in ten sizes from 4 to 14 
in, they may be galvanized, plated or 


CHECK THESE OUTSTANDING STANLEY FEATURES: peintnd: Ansubling tothe manuie 


1 Patented Stanley “Motor-Saver” protects the motor turer tool marks, rough edges and 
from impact loads. If you hit a nail or other obstruc- yitted cold work areas are elimin 
tion, the blade stops but the motor turns over until ited; the method also does awa‘ 
cap off. There’s never any kickback or motor with cold working strains. 
ae out. Pittsburgh Screw & Bolt Corp 
Cutaway window lets you see what you're doing as you Pittsburgh 
do it... keep your eye on the line of cut, whether 
left- or right-handed. 

- Motors 
An automatic telescoping safety guard with con- 

, = ol Fan Cooled, 
venient finger knob control. Positive safety at all 
times — your hands are never near the cutting edge 
even when pulling back the guard. 


Totally Enclosed 
Rerated in the | to 5 hp series, the 
ympany's totally enclosed fan 


OTHER STANLEY SAW ADVANTAGES ooled motor line is now in produc 


on 
Housing Fully polished die cast aluminum . 
) Recommended for use in dirt 

Gears Alloy steel 
Ag i Pee istv, fume and mist-laden atmos 
Bearings Full anti-friction ball and needle 
Switch Double pole, momentary contact 


Handle Pebbled, non-slip surface, all-position 


heres, some of the features claimed 
nclude: aluminum rotor, six laver 


nsulation for stator windings, avail 


Accessories Saw track, carrying case, ripping guide, blades, 
ee PINE € ibility of brackets for bolting 


abrasive wheels, and extension cords g motor 

Service There is a Stanley Electric Tool Service Sta- 
tion near you. See list packed with every saw 
or consult classified telephone directory. 


to machine or vice versa 
Century Electric Co., St. Louis 


Add this new saw to your Stanley line. ers. For further information write 
It satisfies a real need for light weight, Stanley Electric Tools, 480 Myrtle 
maximum capacity portable saws. It Street, New Britain, Conn. 

will more than satisfy your custom- 


| STANLEY,] électe oot 


ELECTRIC TOOLS © HARDWARE © TOOLS © STEEL © STEEL STRAPPING 
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STEAM TRAP 




















Quality that says Nicholson Industrial Traps. Qualit 
that means extra efficiency and dependability for your 
customers ... extra sales and profits for you. You sell 
Just 3 quolity ports : | 

thermostatic bellows P-. i — best, when you sell the best . Nicholson 
body, cop. Simple, pos- _ 
iti Won'tleak! . , 
a @ Built strong—for severest plont service. 
@ Built simple—nothing to go wrong. 


@ Rigidly tested—on actual steam lines. 


@ User preferred—Nicholson known for quality. 


Sell quality, too. Sell Nicholson 


When less than best won't do, specify Nicholson. 


Send for Catalog 953 


OM NICHOLSON and Cnpary 


TRAPS + VALVES + FLOATS + METAL PARTITIONS 








14 OREGON STREET, WILKES-BARRE, PA. - SALES AND ENGINEERING OFFICES IN 58 PRINCIPAL CITIES 
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This handy storage rack holds four cartons 
of 6 x 100” brass or steel shim stock 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack ... then enjoy 
the pleasure of your repeat sales. No- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 25 or more racks, 


SIMPLE TO USE 
Customer simply snips stock 
off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 





4110 Union Street, Glenbrook, Conn. 








GET MORE BUSINESS 
™ FROM THE BILLION DOLLAR 


NO 


INDUSTRIAL MAINTENANCE MARKET 


@ INSTO-GAS offers Industrial Distributors a line of 
equipment that is a sure-fire account opener with 
Industrial Maintenance Departments. 


@ INSTO-GAS creates a repeat business for Distributors 
that brings each customer back to their places of 
business repeatedly for many years. 


@ Distributor Sales of INSTO-GAS products continued 

to show a steady increase in 1954. 
Insto-Gas manufactures a full line of portable heating equipment 
consisting of torches and furnaces, hose and cylinders. This is the only 
complete line of portable heating equipment listed by both Under- 
writers’ Laberatories and Factory Mutuals Laboratories, making them 
the ideal line for Industrial Maintenance Work. 
Insto-Gas equipment is sold through authorized distributors, who re- 
ceive full advertising, sales promotion and sales training cooperation— 


Get the complete Insto-Gas Distribution 
story TODAY. Phone, wire or write — 


INSTO-GAS CORPORATION 


1979 EAST WOODBRIDGE DETROIT 7, MICHIGAN 
Phone: LOrain 7-3181 
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Knife 
For Skinning 
Insulation 

Cat. No. 1570-3. a new skinning 
knife with a plastic insulated handle, 
has been introduced. 

Features claimed include: 3-in 
long blade of tempered cutlery steel, 
total length 8-in, red plastic handle, 
back of blade ground flat for scrap 
ing, bevel of blade overcomes build 
up of insulation when skinning 
weatherproof insulation. 

According to another announce 
ment from the company, dipped 
plastic handles are now available on 
iny of their pliers. ‘The new handles 
ire said to provide a heavy plastic 
coating, resilient to the hand, that 
will not come off in use, vet can be 
removed easily. Handles are avail 
ible in standard colors—red, blue, 
black, yellow or green; other colors 
on special order 


Mathias Klein & Sons, Chicago 


Saw and File 


Reduces Assembly 
And Mating Time 


Fully portable, the new Speed 
Nu-Matic saw and file is recom 
mended by the maker for such uses 
is close work on-the-job filing and 
sawing of iron, steel, aluminum and 
wood 

Adjustment is said to permit a 
stroke of 3 to 14-in for dead-end 
sawing and filing; front barrel ro 
tates through 360 deg. for scroll and 
circle cutting. 

Regular hack saw blades can be 
used, and the tool has }-in hole in 
chuck for bench filing 

R and G Engineering Co.. Los 
Angeles 





hy is 
NATIONAL PIP 
better? 


a oer 


IMPLY BECAUSE it gives you the greatest than NaTIoNAL. Ask today’s architect, the 
S service per dollar of cost for all-around practical plumbing and heating contractor, 
use in all types of building and industrial or the builder. They know the best buys; 
applications. Where strength, durability, they must, since they are responsible for 
and ease of installation are concerned, you NATIONAL being the largest-selling pipe in 
just can’t buy a better, more dependable pipe the world. 


Here are just six of the many characteristics that make 
NATIONAL Steel Pipe the best you can possibly buy 


JJ aS 


it's Uniform Threugheut—NATIONAL meets and Gee bet ~ Geene Makes Sound joints —for permanent 


soundness and tightness, the uni 


Pipe is uniform in metallic struc 
ture, ductility, strength, corrosion 
resistance, surface finish, wall 
thickness ond diameter—a uni 
formity that is rigidly mainta'ned 
ot ol! times 


Coils and Bends Well — NATIONAL 
Pipe hes that full measure of 
strength ond ductility needed to 
meet the demonds of smooth 
uniform coils ond bends. With 
NATIONAL yow con estimote 
closely without worrying about 
excessive loss of material, time 
and labor. 


easily mode threads ore possibile 
becouse of the unvarying quality 
of the metal and the absence of 
slag inclusions, laminations ond 
blisters. The stee! cuts clean ond 
retains its chorocteristic strength 
even in the lightest port of the 
smallest threod 


From the row 
meoterial to the finished product, 
one organization has rigid contro! 
over the monvufacturing steps thot 
produce NATIONAL Stee! Pipe 


formity and accuracy in manufac 
turing heve mode vunequolied 
pipe jointing records for NA 
TIONAL Pipe whether welded 


or coupled 


Thoroughly Tested Tests and in 
spections, the most poinstoking 
most thorough ond most conciv 
sive thet con be applied care 
maintained throughout National 
Tube Division plants. The result is 
@ product on which the user moy 
safely rely 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Sfeel PIPE 
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YOUR 


NO. 1 SELLING TOOL 


t Donnelley’s we keep our sights set on what ) 
eed and want, and on the features that get your catalog 
used in buying offices. We aim at a tool for good times 
or bad—a catalog that will do its job with the profitabl 
ethciency ind re al economy tha the i t man on your 
sales force does his 
Our merchandise men are your special representatives 
on the Donnelley compiling staff. They plan your cat- 
alog with knowledge of hundreds of Do’s (that pay) and 
Do Not’s (that might miss sales and profits Call us 
in when planning begins. No obligation. Just drop us 


a line today 


THE LAKRESIDE PRESS 


R.R. Donnelley & Sons Company 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 16, CAlumet 5-2121 


Four new Donnelley-bu 
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Band Saw Blades 
Permit Greater 
Chip Removal 
Called “Hook Tooth”, a new 
series of band saw blades are said 
to have teeth that incorporate a 
positive rake angle and a smooth 
blending of radii in the tooth gullet. 
Said to permit greater chip 
removal without increasing frictional 
heat, the positive rake angle inclines 
teeth toward work to result in more 
bite with lower feed pressure 
\vailable in standard sizes, 2 to 
teeth per in., } to 1-in width, they 
ire packaged in 100, 250 to 500 ft 
oils or cut to length and welded. 
W. O. Barnes Co., Inc., Detroit 


Clamps 

Feature Completely 
Replaceable Parts 
lwo new heavy-duty De-Sta-Co 
l'itan ‘Toggle Clamps, said to hold 
pressures up to 4000 Ibs. and weigh 

+4 Ibs., have been announced 
Said to be designed to meet the 
need for a toggle holding device 
on production jobs requiring posi 
tive vise-like holding pressures, the 


a fat | Fo of bi 





THIS NEW 


WALKER-TURNER 
AIR FEED 


is a sure-fire “door opener” ! 


SELL IT for Walker-Turner Drill Presses 


‘ Whenever you're selling a fine, sturdy 
dependable Walker-Turner Drill Press for 
repetitive production work—demonstrate 

cE: ) this Air Feed. Your customer can see it 
. saving time and money in his own plant 








Result an extra sale for you 


” 


Available with 4” and 6” spindle travel, 
in 15” and 20” models . . . prices, includ 
ing motor, start at $353.00 





This new Walker-Turner Air Feed Attachment converts SELL_IT_ for any “wT type” Drill Press 


any Walker-Turner, or W-T type drill press, up to 1” Every drill press that’s used for repetitive 
production work is a likely sale for this 


new Walker-Turner Air Feed! Demon 
4 , , strate the time and money saving — and 
wide variety of production operations in metal or wooc you're right on top of a sale! 


100% PNEUMATIC! EASY TO INSTALL! No machin Air Feed Attachment alone — 4” and @” 
ing, no electrical connections. Installs in about 10 spindle travel; for 15” and 20” drill 
minutes. Maintenance is practically nil. presses prices start at $185.00 


capacity, to automatic cycling for production drilling and 


mortising. Gives sensitive automatic feed control for a 


For any installation where normal air-checking is not 
sufficient, this special hydraulic valve is available. Can 
be quickly attached to any model W-T Air Feed. Valve 


is self-contained, requires a minimum of maintenance 





One easy adjustment permits press to be used without 


hydraulic check valve 


Write today for catalog and complete specifications 


Some Walker-Turner Distributorships are still available. Check with us on your own locality 


WALKER-TURNER 


* DIVISION « 
KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J. 


DRILL PRESSES — Hand ond Power Feed ° AIR FEED DRILL PRESS ATTACHMENT . RADIAL DRILLS 
Wood and Metal Cutting BAND SAWS ° TUTING ARBOR SAWS ° RADIAL SAWS ° JIG SAWS . LATHES 
bad SPINDLE SHAPERS ° JOINTERS ° BELT AND DISC SURFACERS ° FLEXIBLE SHAFT MACHINES 
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new clamps feature parts that can 
be replaced with a screwdriver 
Models 557 and 558 are essenti 


Pi] | ally the same, but the former 
recommended whenever overhead 
clearance is limited; the 558 is for 

jobs where clearance allows for | 


3000+ and 6000+ RANaeairese 
FORGED STEEL 


COUPLINGS 


Detroit Stampimg Co., Detroit 


i 
l) 


Wipyy 
Y 


Compressors 
Minimum Operator 


Attention Required 
for applicatio 
tht 


Recommended 
ind light weig 


AC 
vhere compactness 
ire required, a new line of two-stag« 
ooled electric motor dr 
sors has keen mnounced 
75 and 100 


Ompre 
The new 50, 
OM pressors lave 


tronary 
#15 and 55 


for all S 


placemet ts of 260 
| 


’ 
high pressure , etre dition 
installations ’ : — 1 Debden on 


Both 3000# and 6000# vclinder 5082 and 6 evlit 
couplings are manufactured nd 100S2 compressors 


to ASTM Specification A-105. Le Roi Div.. Westinghor 
rake Co., Mihwauk 


Available in full and half - 
couplings for immediate 


5 ps 
ind noise are said 


» +] 


Pipe Fittings 
3-in and 4-in joyce Jacks are weil known and have 
been well accepted since 1873. You will 
find this wide-spread acceptance and 
fi npl isticized polyvil knowledge of Joyce Jack quality a great 
: selling asset. And remember, Joyce 
line of ratchet, screw 


3 res | 
im and 41n sis S builds a complete |! 
air operated jocks, trench 


Unplasticized PVC 


] ittings oO 





in} 


| to the company’s lit vydraulic, 
braces and material lifting equipment 


H] a been addex 
i at Included are 90 and 45 deg 
bows, tees, couplings and flanges every factory @ geod prospect 
r ... write for complete 
information today ! 


lhe larger size fittings are 


( hloride 


MFG. & SUPPLY co. make possibe CCOnOTHIIC i] eTectiol 
| COLUMBUS, OHIO a the larger PVC piping svstem Pee Lh ae 
& Machine Ce.. Ltd... Midiend. Ontario 


planned in the chemical, petrolew ‘he 
tHe JOYCE-CRIDLAND co. 


ind other fields 
lube Turns Plastics, Inc.. Louis 
DAYTON ' 3 OHIO 


ville, Ky 
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universal acceptance of ARMSTRONG TOOLS 
means extra sales for ARMSTRONG Distributors 


Wherever metal is machined the Arm-and-Hammer Trade Mark on a 
tool is recognized as assurance of highest quality. This Armstrong repu 
tation for quality has been built on a sound knowledge of tool uses and 
requirements, correct design, careful selection of materials and skillful 
manufacturing by the most modern methods. 

Always sold through the Industrial Distributor, ARMSTRONG TOOLS 
are of one quality. There are no second-quality (or private label) ARM 
STRONG TOOLS. ARMSTRONG Lines are complete—require no “fill-in” 
items. They are packaged for easy economical handling. They are widely 
and continuously advertised with effective dealer helps provided where 
they will be aggressively used. They are priced to permit a profitable 
margin 





A logical first step toward making your tool depart chien 
ment “pay” is to make it ARMSTRONG “across-the Re * 7 ae 
boord”—to catalog, stock and sell all ARMSTRONG 
TOOL HOLDERS and TOOLS 


Write for new S-48 catalog. \t offers many opportunities 
to conserve profits 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE «+ CHICAGO 30, ILL. 
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NEW 


METAL CUTTING 
BAND SAW 


plus 


Wet cutting system 
shown i# an option- 
al extra. Casters 
nilable for easy 
portability 


SELECT FEATURES 


Exclusive Wells constont-load,” fool- 
proof blode tensioning 

Safety Switch with thermol overload 
protection and automatic stop features 
Uses Blode %” wide for more accurate 
cutting 

Sealed type ball bearing motor for Full 
Power at Low Cost 

Efficient V-belt drive—4 selective speeds 
Easily adjusted ball bearing guides for 
stabilizing the blade 

Extra rigid, heavy-duty cast iron frame 
and |-beam 
Adjustable, 
counterbolonced frame 


wniform gravity feed of 


SPECIFICATIONS 

CAPACITY 

Rectangulor 6" x 13 

Rounds 6%" dia. or 6” pipe 

45° angle 5" «5 
SPEEDS, ft. per min 50, 90, 160, 250 
BLADE SIZE % x 032 x 8 2% 
MOTOR % HP 
WIPTH OF BED 8\2 
FLOOR TO TOP OF BED 25% 
FLOOR SPACE 21" « 530 
SHIPPING WEIGHT, opproximote...375 Ibs 

with coolant 425 Ibs 


MODEL 6O0O 


Larger Capacity 


Aime lreliis 7 
for Greater 


VALUE and PERFORMANCE 


Now you can get the larger capaci- 
ty you’ve been looking for in a 
Quality Built, Moderately Priced 
horizontal metal cutting band saw. 
Designed and built by Wells Manu- 
facturing Corporation to give you 
BIG Value and OUTSTANDING 
Performance, the New Model 600 
is the answer to metal cutting for 
medium and small production jobs, 
general utility, or tool and stock 
room work. 

Big capacity—-6” pipe—is only 
part of the story. The Model 600 
offers Wells Quality throughout. A 
few of these features are listed at 
the left. The combination of these 
features makes it possible to do a 
better job of cutting at a lower 
unit cost. 

Set up a Model 600 in your shop. 
Put it to the test—You'll see metal 
cutting at its best. 

Call your Wells Distributor for all 
the details, or write for descriptive 
information. 


“The Pioneers of Horizontal 


Shears 
Cutting Capacity 
To 16 Gage Steel 


Powered by a_ universal-type 
motor, newly designed electric metal 
hears featuring die cast aluminum 
housing have been introduced 
Some of the 
stroke length of %.-in, 
with 2500 strokes per minute; ample 


features claimed 


nclude 


clearance to cut up to .06in thick 
ness; switch is operated by squeezing 
tool and depressing paddle; knives 
ire expandable and can be replaced 
with carbide tipped parts 


Mall Tool Co.. Chicago 


Hack Saw 


Automatic Stop 
Electric Switch 

\n improved 601 power hack saw 
vith 4in x 4in capacity has been 
innounced. 

According to the manufacturer it 
vill handle pipes or rounds up to 
+-in O. D., either on a straight or 45 
deg. angle cut. Either 10-in or 12-in 
blades may be used 

Oilite bearings, adjustable bronze 
gibs in saw frame, gage bar, and 
latch bar for holding saw frame 
when not in use are some of the fea 

res claimed 

Sales Service Machine Tool Co 
St. Paul 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 Adoms Street Three Rivers, Michigon 
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“VYANKEE” VISES 


Low cost fixtures for quick and accurate machine 
set-up. 


“ YANKEE No.1993 





No. 1993 — Equipped with swivel base. No. 993 is same 
vise without swivel bose. Four sizes of each model 
available, 12" to 4” jaw widths. 


No. 4993 — Angle vise with swivel bese. No. 3993 is 
same angle vise without swivel bose. Two sizes of each 
model available, 2” and 2%" jaw widths. 


DRIV 


Available in standard, thin and cabinet blades and tips 
To drive slotted and Phillips Head screws. In all popu- 


lar sizes. 


Neo. 1006 — 
Amber and 
block plastic 
handle. Shock- 
proof. “100 
Plus.” 


Ne. 70 —A 
sturdy driver 
in medium 
price range. 


Ne. 2006 — 
Amber plastic 
handle. Alloy 
steel bar. 
Shock proof 


| 


Ne. 177 — 
Radio driver 
for light work 


Ne. 25 — Bol- 
ster construc- 
tion to absorb 
shock. 


Ne. 2702 — 
Alloy steel bor 
for general use 
with Phillips 
Head screws. 


. 


No. 20 — One 
piece blade 
and sheak 
fer added 
strength 


Ne. 2752 — 
Plastic handle 
heavy duty 
with Phillips 
Heed screws. 








Handles specially selected straight grain hickory with a 
natural finish. Heads forged and polished alloy steel! 


“Evertite” process of shrinking handles and 


triple 


wedging assures permanent union of head and handle 


Ne. 11% — 
The oristocrat 
of nail ham- 
mers. ‘100 
PLUS.” 


Ne. 452 — 
Tinner’s set- 
ting or pane- 
ing hammer. 


i 


RA 


Ne. 51% — 
A faverite of 
woodworkers 
for yeors 


Ne. 592 — 
Soft faced 
hommer with 
renewable 
plestic tips. 


No. 312 — 
Machinist's 
ball pein ham- 
mer 


Ne. 402 — 
Blackemith’s 
hand h 


Ne. 392 — 
Double face 
engineer's 
hammer 


Ne. 602 — 
Upholisterer's 
etic ham- 





Hammers for every use, in all sizes, styles ond weights 








THE TOOL BOX OF THE WORLD 
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GREATER PROFITS 
CLIPPER 


v Constant Consumer Demand 
WNo Factory Sales to Users 
W Nationally Advertised 


Firm Resale Price Policy 
Highest Uniform Quality - Sait 


For Close Work 


Sold ONLY , = signed for precision work, a 


Through Authorized Distributors Porm Master” Gresser has 


been introduced. 
lhe new model can take up to 
in §-in convex radii and up to 12-in 
cave radii on an 8-wheel 
: : Some of the features claimed 
§ ’ ye iclude: dresses with diamond point 


te. it Ea (a : Bites. fae horizontal to center of grinder 


LACING ‘ EQUIPMEN : <a spindle; parts, except base, hardened 


PROFITS RUBBLE 
GO UP AS GOES DOWN 
Masonry Compound 


SPROUT-WALDRON i ‘ Eliminates Precision 
Drilling of Holes 
BELT-SAVER ft Philplug, a new compound in 
PULLEYS loose fibre form which can _ be 

a" 


ind ground: sealed ball bearings 
| & S Tool Co., Inc., Livingston, 





rammed into any size hole when 


Both you and your customers moistened with water, is said to 
can profit from Belt-Saver Pulleys. 

The exclusive cone and wing design prevents 
materials from lodging between pulley and belt. 
Sharp lumps and abrasives cannot damage the hole drilling 
belt. Belt life is increased from 50% to 400% in 5" 
installations conveying abrasive materials. 

Such savings produce greater profits for proof, vibration and vermin proof 
quarries, foundries, mines, sand and gravel piants, by ¢] factur it is stated 
contracting companies, and others, and can pay off ' — eas, tatec 
for you in steady sales and good will. screws inserted in 

In addition to Belt-Savers, Sprout-Waldron never rust and can be easily 
offers a full line of sturdy, cast-iron pulleys for 
transmission and conveyor use in a wide selection 
of sizes and types. Write for free bulletins contain- 4 Ph ilplug anchoring inserts, pre 
ing full information about Sprout-Waldron pulleys. , 

formed from the compaund, have 


provide screw anchorage in wood 


OT masonry and eliminate precision 





Guaranteed waterproof, fire 


Philplug will 





removed and inserted again 





3 LOGAN STREET, MUNCY, PA. 6 to 16 screws 
New England Carbide Tool Co., 
I Cambridge, Mass 


s also been introduced in two sizes 
W SPROUT-WALDRON cf } and 5./16-in to handle from No 
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WANTED! 


by plant operators 
everywhere 


JUST NAME THE 
CLEANING PROBLEM 


motors 
machinery 
equipment 
lathes 
upholstery 
stock bins 
storage racks 
boilers 
bakery ovens 


GE 
PORTABLE 


BLOWER-SUCTION CLEANERS 


They're the most useful tool 
the plant. They offer the 
lastest. easiest, most economt- 
il method of removing dam 
aging dirt, grindings, filings. 
etc. from motors, machinery, 
equipment hard-to-get-at 
places f very where. 
Available with numerous 


attachments, these powerful 
blowers are used to handle a 
broad variety of work, 
including suction cleaning, 
spraying, annealing, solder- 
ing; also for preheating for 
bending. Conversion from 
blower to suction unit takes 


only a moment. 


MADE IN 5 MODELS 


Model HP illustrated) 


Model HP 
2 speeds 
Model G 
Model F 
Model AY 


Model i 
Het or cold air blower 


Velocity (high speed) 


27 006 lineal ft. per min. 
20,000 lineal ft. per min, 
17,000 lineal ft. per min. 
12,000 lineal ft. per min. 


11,000 lineal ft. per min. 


Cash in on the built-up demand created by our 
advertising in leading industrial publications. 
Catalog and demonstrate these versatile cleaners. 
They re easy to sell because they actually pay for 
themselves by saving time, labor, and equipment. 


Write today for full information, advertising literature 
and samples of colorful, informative catalog pages. 


CLEMENTS MFG. CO 
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woodworking machinery 
air conditioning systems 
carpets — bare floors 
lighting fixtures 
overhead pipes 

sawmill machinery 
hatchery equipment 
automobile interiors 


 chesteietententententententeestentententent 


Pee eee Se eee meee eee eee ee mee 


Available 
with cleaning 
attachments 
and optional 
equipment for 
scores of ap- 


pli ations 


Special set of i 
attachments 


oO 
illustrated: 


vn 
standard set 

“—- | 

™~™ 








and optional 
equipment not 


shown 


For nearly half a century, manvfecturers 
of vacuum cleaners for the home, blewer- 
suction equipment for business and indus- 
try, and universal fractional horsepower 


motors for oll uses 


BLOWER DIVISION 


hard-to-get-at places anywhere 


cee | 


a | 


@ Dept. F, 6650 S. Narragansett Ave., Chicago 38, Ill, 


163 





-U ON THE 


TOOL REPLACEMENT TREND 
and the 


SHELDON Distribution Sales Plan 


... take advantage of the widespread enthusiasm 
brought back from the 3 Chicago machine tool shows. Never 
before have so many of your prospects been so receptive . .. 


Sheldon-Built 
Sebastien 13° and 15" Geored Head 
Precision Lathes 


SHELOON SALES FEATURES 


Leadership in design that gives extra 
capacity for size and doubled power 
at the spindle. Quality features 
thruout (like Zero Precision tapered 
roller spindle bearings) that give 
closer accuracy, longer life and 
greater performance; improved 
underneath drives fully enclosed in 
the latest cabinets and pedestals; 
and a full range of tool room and pro- 
duction accessories including hard- 
ened bed ways. 


SHELDON SALES TOOLS 


Sheldon Lathes are assembled ready 
to uncrate and operate. Sheldon 
Catalogs are written to make selec- 
tion of the proper lathe for each 
situation easy — to make it possible 
for even inexperienced sales peo- 
ple to quickly and intelligently 


close sales. 
we 
os A _-_ ; 


- 


ge 


How to select your 
SHELDON LATHE 


Builders of Fine Machine ‘“ 
Tools Since 1917 


Sheiden Territory Men ore evoilable to 
assist Distribwtoers of ol! times 


SHELDON 


SHELDON MACHINE 


es 


THE SHELDON LINE 


... And never before has 
there been such a lathe line 
for Industrial Distributors 
to catalog, stock, display and 
sell. Up-to-the-minute mod- 
erate priced 10”,11”,and 13” 
swing SHELDON Precision 
Lathes; new Sheldon-built 
SEBASTIAN 13” and 15” 
geared-head lathes; the 
SHELDON 12” Back-Geared 
Shaper and No. “O” hori- 
zontal Milling Machines — 
the machine tools and the 
sizes universally used thru- 
out industry. 


UM-56 P 
13° Swing 
Precision Lathe 


SHELDON ADVERTISING & 
DISTRIBUTOR COOPERATION 


Sheldon Machine Tools are widely 
and continuously advertised and 
are displayed and demonstrated in 
both national and regional trade 


shows. 
42 32 KNOX AVE., 


Co. IN 4+ CHICAGO, ILL. 
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Vise 
Locks, Unlocks 
With One Hand 
Model 4CL, a new Camlock vise, 
has been added to the company’s 
line 
Recommended for 
quantity of duplicate parts must be 
held, it is stated the operator can 
lock and unlock the vise with one 
hand while inserting and removing 


use when a 


pieces with the other. 
Model 4CL can be converted into 


jig or fixture with attachment of 


special jaws, bushing plates, etc. It 
has +in wide vise jaws, is infinitely 
idjustable to 4-1/8-in epening, and 
maximum travel after setting is 
5/16-in 
Heinrich Racine, 


Tools Inc 


a 





PAMPERED PIGS 


Noting that Russia wants to learn 
the American way of corn-hog farm- 
ing, 
publication, 


Food Engineering, McGraw-Hill 
suggests that the Reds 
will have to learn to treat their pigs 
better than they do their peasants 











Just a minute, Mollie, | want to see 
t anything is burning besides Melvin.” 





We’re beating the drums about sheaves 


Worthington QD’s, that is. We think they're the 
best, easiest-to-use sheaves around— and we're 
making sure your customers get the word, too. 

We're telling the world with the biggest adver- 
tising and sales promotional program ever put out 
on the QD’s. It’s got everything — full-color 
spreads in the right publications, brand-new 100- 
page manual (makes sheave and belt selection a 


WORTHI 


=_——_ = ry a A 
a CLL 
LLL 


matter of seconds), complete line of hard-selling 
mailing pieces ready for your imprint, attractive 
window displays, eye-catching point-of-sale items 

all designed to make this year your biggest ever. 

Important thing to remember is this: you've got 
to use this material to make the whole program 
pay off for you. Worthington Corporation Section 
MV.5.13, Oil City, Pennsylvania. Mv.5.13 


NGTON 


9. — 


RANA = 
SS 


aan 


i | ..THE ORIGINAL TWO-PIECE SHEAVE 
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For Arbor Spacers 
and Shims, 
Feeler Stock 


or Shim Stock... 
quality 


ARBOR SPACERS AND SHIMS * 
20 arbor sizes %" to 4” . . . 19 thicknesses 
001" to .125". Specify with or without 
keyways. Also available—-hardened and 
ground spacing collars (with standard 
keyway) 4” to # long in all popular sizes 
For use in milling, slitting and gang-saw 
setups, shimming gears and bearings 


FEELER STOCK ® Made from tempered 
stock, rolled to close tolerances. 44" x 25 
coils packaged in transparent plastic boxes, 
except above .020". Strips 44" x 12", in 
cellophane. 27 thicknesses. Al! thicknesses 
from .001" to .032°. (For 
fitting. checking 
and production work 


ise In precision 


clearances, inspection 





SHIM STOCK ®* Selected from material 
rolied to precision limits, free from burrs. 
and protected by oil coating. Coils packed 
in carton for easy dispensing and protec- 
tion. 15 thicknesses .00!" to .032". Sheets 
6” x 12°; coils 6” x 120”. Available also in 
assortment package of |2 thicknesses 
Ot" to 015" 





Storage, Handling Costs 
Ride Together 


(Starts on page 107 





example, pipe cutters, 


wrenches, compounds and equip 


viscs 


ment for working pipe were con 
This facilitated 
stock distribution, order-filling and 


tained in a section 


inventory taking considerably 
The 


vielded 


systematic grouping 


Thus 


reserved _ for 


more room 


room was 
machine parts and accessories, 
other room for special items 
mills, another 


by textile room 


power transmission items 


Within a Winship 


ide refinements such as locati 


section, M1 


tandard nuts in bins on one of an 
ind SAE orrespond 
size on the opposite side. The 
gement of stock had a 

it facilitated the trair 
stockroom heh 


isl nuts of 


ing 
TCatta 
other result 
ng ot new 
Recently, a 
productively 
after 


onentation 


new man was work 
at the job of nicki 
two. dat 


orders only 


Solving a Problem 


Hose 
presented a problem. Short lengt 
filled 


were 


and rope had previous! 


orders were from full ree 


; 


since all reels grouped 


gether and it was easiest 
quickest to fill an order from 
first Now. full 


ot rope 1 


reel on hand 
storec 11 ] 


Short 


and hose ir¢ 


relatively inaccessible space 


must be fill 


located in 


length orders now 

remnant stock 
area. All 
tagged as to length and price. Wh« 


from 
convenient remnants ar 
a piece is cut from a remnant t 
hill an order, a new tag is made out 
giving remaining length and price 

With the space 
proper arrangement of stock, Mr: 
Winship was able to tackle the 


conserved by 


problem of shipping. Previously 
outgoing shipments were grouped 


together, whether local or out-of 


Now being advertised in EIGHT 
leading metalworking magazines 
to help develop more sales for you! 


= NoMa 


aggressive, hard-selling 
ments are now appearing regularly in 
eight of the leading publications reach- 
ng your customers in the metalworking 
market. And that’s just one of the 
reasons why Ace Drills are ring- 
ing up sales for distributors 
coast-to-coast More important ot 
course, is the quality inherent 
Ace Drill. They're the finest that moncy 
can buy, yet they're competitively priced 
And that means more and vol- 
ume repeat business for you. Add to 
this the fact that the Ace Digstributor 
Franchise Agreement is one of the best 
in the industry, and you've got a win- 
ner! Send coupon today for full details 


advertise- 


many 


record 


im every 


sales 


' 


r 
| ACE DRILL CORPORATION 
| Adrian, Michigan 

| Gentlemen Please send me your 


52 ond ful 


Fronchise Agreement 


complete line catalog 
‘ 


information on yo Distribut 





ADRIAN. MICHIGAN 


town. As additional space became 


332 MIDLAND AVE. ©¢ DETROIT 3 MICH, 





available, it was decided to separate eihneminns an “elnee cannon eer canes, 
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a package 


PLAN that makes PROFITS 


for distributors of 
INDUSTRIAL RUBBER PRODUCTS 





©.: selective distribution 


plan can put you in line for steady sales, good profits 








Every one of your customers is a buyer of something 
NOUSTRia: in the complete Quaker and Quaker Pioneer linc 
RUGBER 
PRODUCTS of industrial rubber products. Quaker and Quaker 


Pioneer unexcelled quality is backed by conveniently 


located warehouse stocks, help from factory 





representatives, a national advertising campaign, direct 
mail campaign, a complete assortment of product 
literature and other selling aids. Write today and we 


will arrange to give you the whole story quickly 


BACK IN 1911, THE FIRST YEAR OF THIS PUBLICATION, 
QUAKER WAS ADVERTISING TO AND FOR THE 
INDUSTRIAL DISTRIBUTORS. 











PHILADELPHIA 24, PENNSYLVANIA 


QUAKER PIONEER RUBBER MILLS 


© on SAN FRANCISCO 7, CALIFORNIA 





HK QUAKER RUBBER CORPORATION 
t 
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These /wo... 
RECORD BREAKERS 


mean extra profits 
for you... 


HIGH-SPEED POWER BLADE 


No wonder this spectacular performer is considered by 
many production men to be the greotest all-purpose 
hack saw blade ever developed! It can save 20% to 
50% on sawing costs! 


“JET-EDGE’" HIGH-SPEED 
WELDED-EDGE POWER BLADE 
The famous “‘Jet-Edge” high-speed cutting edge, elec 
trically welded to a tough alloy back, provides tre 
mendous cutting power in a blode that is practically 
unbreakable even under toughest usage 


Outstanding Performers... 


These famous Millers Falls power blades offer distributors out- 
standing opportunities for selling new accounts and keeping 
old ones sold. 

World's most complete and highly developed line of metal- 
cutting saws— including hand and power hack saw blades, hole 
saws and metalcutting band saws — Millers Falls guarantees 
customer satisfaction. 

Write today for full details on the outstanding line of blades 
and service that makes Millers Falls your best bet for plus 


profits in the hacksaw blade field. 


She Suik of iy U0UG 


MILLERS FALLS COMPANY SINCE 
Dept. ID-12, Greenfield, Mass. 1866 
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out-of-town from local shipments. 
I'he idea worked and deliveries have 
been improved considerably. 

Previously, there was only one 
delivery a day for five trucks 
maintained by the company. Today, 
these five trucks make two deliver 
ies a day, pile up less mileage and 
give faster service. The answer was 
that grouping all shipments to 
gether hampered scheduling and 
each truck went all over the local 
map in making its one trip. Today 
it is posible to schedule deliveries 
more efficiently, due to separated 
accumulations of shipments accord 
ing to destination 





How to Sell 
And Unsell Ideas 


Starts on page 100 





difficult to penetrate this fog of 
errors. One is the average Amer 
ican’s mortal fear of thinking a 
thought or wearing a garment or 
performing an action in any way 
different from the thoughts, gar 
ments and actions of every other 
man. We conform to siandard like a 
herd of sheep. The surest way to get 
Americ ins to embrace any opmion, 
however absurd, is to create the 
impression so well put in the old 
popular song hit, ‘Everybody's 
Doing It!’ . . . There’s a saying that 
You can’t argue with success.’ We 
hear it when any method pursued 
by a successful man is questioned 
But that’s a specious error. The 
greatest genius does some things 
wrongly, and succeeds in spite of 
his mistakes, not because of them.” 


Ideas Lead to Sales 


Such ideas, if given some thought, 
might well lead to sales presenta 
tions that are different, approaches 
that deviate from the canned 
solutions handed down by the ‘suc- 
esses you can’t argue with.’ 

In Chapter III, Forming the 
Lines of Battle, Mr. DeArmond 
points out, “A common experience 
is for two persons to engage in a 














Oo” CAMPBELL CHAIN Exclusive / 
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Marked every 5 feet... quick, exact measurement 


Color-Coded... instant identification of chain grade 





Green "Measure-Mark" fo 
Campbell Proof Coil Chain 
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y Red "‘Measure-Mark 
for Campbell BBB Chain 
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Blue “"Measure-Mark'' for 
Campbell High Test Stee! Chain 
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4 Orange ‘‘Measure-Mark"™ for 
> Cam-Alloy Steel Chain 


is 
AR Eee oe a 6k ON Be A _— ——- By a wen 








Now —for the first time— you can enjoy the ease, speed and Get all the details on this 


profit of this revolutionary new method of selling chain. completely new time-and- 


Just count the colored five-foot markings! Think of the labor-saving method of 
time and trouble you'll save . . . think of the assured handling chain—avoilable 
accuracy. Your customer will be sure, too, that he’s getting only from Campbell. Write 
just the right length of chain—and the identifying color- today, or ask your Comp- 


mark will assure him of the right grade. bell representative. 


vom. CAMPBELL CHAIN Cone 


YORK, PA.—WEST BURLINGTON, |OWA—PORTLAND, OREGON—SACRAMENTO, CALIF 


Raw 





No. 10 
$7 89 LIST 


STAR HACKSAW FRA 
Colorful Functional Design 


REEN Tenite handle. Long-wearing rustproof crackle finish 

similar to that found on most expensive office machines. Every 
frame complete with 12-inch genuine Star Unbreakable Spe- 
cial Flexible 18-tooth blade. 
RED Tenite handle. Smooth, easy-to-clean, high gloss, rustproof 
finish for lifetime protection. Comes complete with 12-inch 
Star “Moly” High Speed 18-tooth blade, that outlasts standard 
blades 10-to-1. 


No. 15 


549 UST 


Look At These Exclusive Features 
of BOTH New Star Frames 


One-Piece Solid Heat-Treated Steel Ba 
the most rigid construction known. No ex- 
ternal lever or other side projection. Cuts 
closer to work. 


Instant Blade Change — cam-action lever- 
lock automatically tensions blade correctly. 
Flip it open, blade’s released. Snap it shut, 
blade’s locked in tension. To change from 
10-inch to 12-inch blades, release the lever, 
lift it out of tension bar, slide bar forward, 
snap lever into second hole—and you're all 


set for shorter blade. 
Tenite Handle — molded right around the 


steel back for greatest strength. Comfort- 
able, attractive, easily wiped clean. 


a | = 
) 


——ny'- 
No. 20 
Completes the Star Frame Line 
ith mechanics, thi - 
sonth “aalch ediunebie eistet- ani ‘home $322 ust 


with lever for lock blade feature extra . — 
easy blade change. . 


@ ia 


m CLEMSON 


CLEMSON BROS., Inc. 


MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hacksaw Blades, Frames, Metal and 
Wood Cutting Band Saw Bledes and Clemson Lown Machines. 


warm argument only to discover, 
after many words have been spilled, 
that they have not been talking 
about quite the same thing.” Most 
industrial salesmen, reviewing lost 
orders, can recall getting entangled 
in such arguments with a P. A. or 
master mechanic. Usually it’s too 
late when you realize there was no 
need for a quarrel, that essentiall; 
you were in agreement, that the 
only difference was a matter of 
emphasis 

In this same chapter the author 
Good 


found that, when a buyer raises an 


cautions salesman have 
objection, it is sound strategy to 
restate the objection in the sales 
man’s own words and then proceed 
to answer it.” And in a later chapter, 
“In discussion, the question tech 
nique often makes argument 
unnecessary because it shows there 
is no difference of opinion, after 
all.” 

How To Sell and Unsell Ideas’ 
also discusses loaded questions, 
rank objections, and cliches often 
thrown at salesmen and provides 


some effective comebacks for them 


A Case in Point 


lo emphasize the point, “Make 
1 retraction in a waggish way that 
re-emphasizes your charge,” the 
author cites the following case 
Thad Stevens didn’t like Simon 
Cameron and had made his 
ittitude clear in a conversation with 
President Lincoln 
don’t think Cameron would steal? 
the President asked 
I don’t think he’d steal a red 


ve!” Stevens answered. 


‘Surely you 


Somehow the remark reached 
ind he demanded a re 

In response to Lincoln's 
ng, Stevens said: ‘Glad to oblige 
Mr. President. I said I didn't 
nk Cameron would steal a red 
t stove. I now take that back.’” 
anecdotes, 


book. 


foster a renewed appreciation of the 


Such entertaining 
sprinkled throughout the 
value of words, and an admiration of 
the historic masters of repartee 

\ chapter entitled War of Words 


includes a brief description of the 
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science of semantics and shows how 
the use of “good” words for defense 
and “bad” words for attack will help 
persuade other people to your way 
of thinking 

In a chapter entitled The Way 
of the Dissembler, Mr. DeArmond 
says, “The sham argument is well 


known to salesmen. A man who 
doesn’t want to admit the cost of 
something is too much for him to 


pay may allege other objections, or 
he may argue about price when his 
real objection is a personal feeling 
igainst the 

Other interesting chapters arc 
When and lo Avoid Argu 
The the Evi 
dence, Some Tools of Logic, The 
Clash of Personalities, Plaving on 


the 


salesman or his firm.” 
How 


ment, Proof Is in 


Emotions 
For hight 
Unsell Ideas 


of idmission 


reading, for thought 
How To Sell and 


seems well worth the 


pro 


CCEORGI 


Assistant Eprror 





Increase 
Within-the-Plant Sales 


Starts « 1 


pav 5 
page 





acoustically tiled and, Mi: 
“We arc 


surprised how sound-proof the room 


ciling is 
Campbell commented, 
is. “The 
the 
or metal and listen to the salesman’s 


prospect or customer can 


sec machine or tool cut wood 
story without disturbing anyone in 
the display area or at the counters 
It has already proved most effective 
in assisting prospects to make 
definite decisions to buy. It hastens 
making sales.” 

Mr. Campbell feels that the room 
| the effort on the part of 
the company to floor 
trafhe. Although there are plenty 


of attractions in the stand machin 


justific 
increase 


ery, counters and display 
racks otten 
drawn to the demonstrations which 


display 
itors ittention 15S 


influences their buying moods 
Counter 


fast-moving 


space with shelve ot 


items located right 


1 them has been almost 


behin 


q 


“sure-grip” pulleys 


from stock... 
immediate delivery 


Solid cast iron, single arm flat belt pulleys with crown or 


straight face, full range of bores made possible by the 
Sure-Grip” bushing which is interchangeable with “Sure 
Grip” Pulleys, Sheaves and Flexible couplings. For better 
balance, greater strength, fly wheel effect and resistance 
to corrosion, specify Wood's “Sure-Grip” Flat Belt Pulleys 
Four hubs take care of bore range from to 4% 
Sure-Grip” Pulleys are available in sizes from 4” to 36 


O. D., in face widths from 2%” to 12” 


For Specific information ask for Bulletin #297 rev 


T. B. WOOD’S SONS CO. 
CHAMBERSBURG, PA. 


CAMBRIDGE, MASS. - NEWARK, NJ. + DALLAS, TEXAS + CLEVELAND, O 
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Mr. NUTS’ N BOLTS says... 


“"s-" 10 to | Multi-Duty PLIERS 


Amazing new 3-piece design multiplies 
hand power 10 times. 4 position parallel 
jaws give non-slip grip on nuts, bolts, 
anything—in hard to reach places. Won't 
chew corners off nuts. Maximum parallel 
jaw opening is more than 1% inches. 


Triggermatic VISE PLIERS 


Sheer mechanical magic. Locks on with 
one ton grip, releases instantly, gently with 
a touch of the finger. Five tools in one— 
Hand Vise, Nut Wrench, Pipe Wrench, 
Clamp, Pliers. Designed to do more work 
easier—faster for shop or home use. 


Gripso-Matic PIPE WRENCH 


A flick of the wrist, a tap of the hand and 
pipe turns instantly, perfectly. Streamlined, 
ightweight, works twice as fast as other 
pipe wrenches. Works easily in tight places 
—a brute for strength— 


All tools guaranteed 


See your jobber or write HW. R. BASFORD CO. 235 152 St 
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., San Francisco 3 
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Dept. ID8 


nent 


Chemis 
as the 


doubled to accommodate the in 
creased traffic. 

Another imnovation was the use 
of new punch-board fluorescent 
illuminated panel over the service 
counter. This board measures 4 ft., 
3 in. high by 47 ft., 7 in. long. “It 
is our plan to change the display 
three or four times annually,” Mr 
Campbell] remarked. “We intend 
to alternate the type of displays 
using blown-up photographs featur 
ing certain lines and using the actual 
merchandise in other cases.” 

he featured in the 
illustrations shows the various loca 
tions of the company 
founding in 1890 (the 
celebrating its 65th anniversary this 
year). It is tied in with the histori 
cal series of articles which ran in 
the company’s monthly magazine 
Mr. Campbell followed this display 
with a showing of the complete line 
brushes 


display 


since its 
firm is 


maintenance 
handles 


of wire and 


which the company and 
considers to be the most effective 
so far 

This being the company’s an 
niversary year,” Mr. Campbell said, 
“we gave ourselves a birthday gift 
by entirely redecorating the sales 
floor, changing the floor plan and 
adding the demonstration room and 
If we can think of 


to make our inside 


display panel 
anvthing new 
sales effort more effective, we'll tr 
it.” 





“A raise? Wilson, you have one good 
attribute cf a salesman @ sense of 
humor.” 





?* 


IN THE AUTOMOTIVE 
INDUSTRY, IT’S 


| UNION DISTRIBUTORS 
( \ SERVE THE NATION 


FOR e SPEED 
e ECONOMY 
© RELIABILITY 
e PERSONAL CONTACT 





CALL YOUR UNION DISTRIBUTOR 


. 
ay, 
6 
be 
“Ss 
. 4 * 
4. a A ~ * . 4 
N 


UNION TWIST DRILL COMPANY * ATHOL, MASSACHUSETTS 
OWNERS AND OPERATORS OF: 5. W. CARD MANUFACTURING CO. DIVISION, Mencheld, Mess. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock isiend. Quebec 





A variety of patterns for 125- 
150-200-300 and 350 Ib. serv- 
ice, including Underwriters’ 
Approved valves, also Solder 
End, Socket End, and Quick- 
opening Gotes. 


SPLIT WEDGE 


Union bonnet, traveling spin- 
dle patterns for 125 and 150 
Ib. service. Also the populor 
SWINGTITE fest-action Lever 
Gate. 


MONEL SEATING 


for long-range economy in 
destructive services, the 
Jenkins line includes the 200 
ond 390 Ib. valves illustrated 
(right). Available with MONEL 
rings and bronze wedge, or 
MONEL rings and nickel alloy 
wedge for exceptionally 
severe conditions. 


reasons why JENKINS DISTRIBUTORS 





have the RIGHT answer to any need for 
BRONZE GATE VALVES 


JENKINS BRONZE GATES 
WITH MONEL SEAT RINGS 


BRONZE WEDGE 
200 Ib. 300 Ib. 


Fig. 270-U Fig. 280-U 


Fig. 270-UL 
U.L. approved for 
L.P.G. service) 


NICKEL ALLOY WEDGE 
200 Ib. 300 Ib. 
Fig. 270-UN 


JENKINS BRONZE GATE FOLDER 


Form 181-C is eveilable to oll 
Jenkins Distributors, with Distribu 


tor wmprint on cover 


Fig. 280-UN 


Look over the list of 40 patterns in 
Jenkins’ complete line of Bronze Gates. 
You'll find the right pattern for any need, 
built to provide the extra value that 
makes Jenkins the best buy for any service. 

This folder includes a handy chart for 
quick reference, and describes many 
features of the most popular patterns that 
assure easy maintenance and long wear. 
Featured are the popular Jenkins 200 and 
300 Ib. MONEL seat gates that are setting 
new records for endurance and economy 
on industry's toughest services, and the 
SWINGTITE fast action lever gate. 

This wide variety, plus Jenkins qual- 
ity, is an ideal setup for steady sales, as 
any Jenkins Distributor will agree. It’s 
another of the many reasons why it 
pays, and pays well, to sell Jenkins 
Valves. Jenkins Bros., 100 Park Ave., 
New York 17 


JENKINS 


LCOK FOR THE JENKINS DIAMOND 


VALVES => 


SOLD THROUGH LEADING DISTRIBUTORS 
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BUFFALO 
etter-buil 


DRY CHEMICAL 
EXTINGUISHERS 


SAFETY PIN 
/ 
it [BUFFALE “POSITIVE PIERCE PIN 
“SAFEGUARD CARTRIDGE SEAL 
A 


re “CONVENIENT CARRYING HANDLE 
2 | “TAMPER-PROOF FILLER CAP 
“ LARGE RADIUS DISCHARGE TUBE CURVE 
“= NON-KINK FLEXIBLE HOSE 
“CARBON DIOXIDE CARTRIDGE 
“STAINLESS STEEL CONSTRUCTION, stronger, 
lighter weight, sofer and durable. 
*MOISTURE-PROOF SQUEEZE-GRIP 
DISCHARGE NOZZLE 
STAINLESS STEEL PIN AND SLEEVE 
_-—~ CO, PRESSURE INLET 
_— POWDER OUTLET 
Location of tube and construction of 
bottom assures 98% powder discharge. 
—— CONVEX BASE 


a 





Available in 5, 10, 20 and 30 Pound Models 


UNDERWRITERS’ LABORATORIES APPROVED! 


W.... you handle the Buffalo Fire Extinguisher 
line you can be sure you sell the finest because there's 
more fire protection built-in. Highest engineering 
standards, exacting monufacture and precision in- 
spection produce the finest extinguishers possible 
Buffalo's exclusive Distributor Sales Policy and con- 
sistent advertising program to your customers direct 
ing sales to industrial distributors makes the Buffalo 
line very desirable. If you are not already a Buffalo 
Distributor, write today for complete information! 


WRITE TODAY FOR THIS COMPLETE 
POCKET GUIDE TO FIRE PROTECTION! 


BUFFALO FIRE ee oe 
tee? eee ae 
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Distribution in Russia: 
25 Years Behind Times 


Starts on page 82 





Stalingrad, for example, is being rc 
built as a national monument rather 
than as the physical expression of 
the organic functions of a great city 
lhere was no excuse for rebuilding 
the central department store on its 
old foundations except that the Ger 
man Marshal von Paulus was cap 
tured in its smoldering ruins 
Determination of the retail pat 
tern, including the kind and type 
of stores required, is the responsibil 
itv of the local city soviets through 
their trade divisiens. Executives of 
the Ministry of Trade undertake to 
stock and operate the stores after 
these fateful decisions have been 
made. This situation has been tol 
erated largely because trade has been 
so generally stagnant. The issue 
irises chiefly in the rebuilding of 
devastated cities or in the creation 
of new residential suburbs around a 
city like Moscow. A longtime pro 
gram for any of these cities prepared 
by American city planners and mat 
keting experts would have the ob 
jective of providing favorable condi 
ticns for growth. This more organic 
onception of planning is badly 
needed in the Soviet Union 


Food Distribution 
in a Deficit Economy 


Ihe most critical problems of 
Soviet marketing arise in supplying 
the urban demand for food. Theoret 
ically the bulk of all food should 
flow through state stores at fixed 
prices. Actually the state food 
stores or gastronomes are dependable 
sources chicfly for packaged foods 
hey are not mecting the demand 
for dairy products, fresh produce 
or meat. A rather pathetic touch is 
the application of Soviet realism to 
window display. Stores which have 
no meat or cheese on hand, will still 
have in the windows painted wooden 
replicas of hams, sausages, and ched 
dars. ‘The practiced eve can scarcely 


tell that thev are fakes more than a 


block away 





reasons why 
b U y ers ¢€ h oose Warren-Teed picks give the buyer what 


he wants most in a pick . . . 13% longer life and 


increased “dig-ability.” The secret’s in 
WARREN superior forging and accurate machining from 
tough, high carbon, open hearth steel. 


Buyers spot the outstanding workmanship in 


i OOL Warren-Teed picks instantly. That's why 
you can stock them with confidence and sell them 


with ease. 


S | i KS Write for New Catalog 


WARPE EED 


trade 


mark 


WARREN TOOL CORPORATION Check your inventory today 


Manufacturers of Warren eed and Devil retlwey track tools Order in € aty-to-Stox k, 
Easy-to-Displey 


General Offices Warren, Okie “ 
Colored Cartons 


division 10 Charch St New Yort 7, N.Y 
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be EVERY APPLICATION 


‘ « AC 
> ¢ 


End mill users everywhere rely on Putnam's 
large selection—over 1000 standard sizes and types 
—to meet their exact requirements . . . most eco- 
nomically . . . most efficiently. 


For end mills with superior cutting—customer 
satistaction—good distributor profits—check with 
Putnam, the end mill specialists. 


TOOL COMPANY 


2981 CHARLEVOIX AVE © DETROIT 7, MICH. 
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(he main channel of distribution 
for perishable foods is prov ided by 
the collective farm markets. Peasants 
come to town and sell their produce 
under conditions similar to our farm 
markets here. If they live nearby 
they are often brought by the trucks 
belonging to their collective farm 
If they live at a greater distance they 
ind their produce may arrive by 
train, boat, or plane. The result is 
the most inefficient distribution and 
the most expensive food supply that 
ould well be devised for a major 
city. The visitor to 4 collective farm 
market in Moscow can sample the 
wares and the dialects of dairy farm 
ers from the Carpathian mountains, 
fishermen form the lake district near 
Leningrad, strawberry growers from 
Kiev, and orange growers from the 
Caucasus. A Georgian can fly to 
Moscow with four crates of oranges 
and pay for his round trip plane fare 
from the proceeds 


Factors In 
High Cost of Food 


Prices in the open market rang 
from two to five times the fixed 
prices in the gastronomes. Unfortu 
nately the gastronomes often have 
little or nothing to offer at the listed 
yrices. ‘The continuing shift of vol 
me to the collective markets results 
in a steady increase in the average 
price of food. ‘The government 
meanwhile avoids the odium of rais 
ing food prices. They can point to 
gouging by peasants, if the occasion 
requires, as the principal factor in 
the high cost of food 

It is not suggested that intelligent 
men responsible for food distribu 
tion want this situation to continue 
Adequate corrective measures will 
tax their ingenuity and project issues 
if the highest policy as to modifica 
tions in the economic system. The 
projected supermarkets cannot op 
erate except as the last step in an 
orderly flow of food products from 
the farm to the consumer. Agricul 
tural marketing needs to be thor 
oughly reorganized to reduce the 
real costs of the prior functions such 
is assembly and wholesaling. It 
should be possible to provide a chan 


f food distribution efficient 





enough that the man with the four 


crates of oranges could no longer 


ould 


back 


compete with it. Tlis labor 


then be used more effectively 
home in the orange grove 

It happens that the Soviet plan 
ners have a place to start in the re 
organization of agricultural market 
ing. The marketing 


cooperatiy es exists at 


Structure of 
least in rudi 
Consumer 


form coopera 


mentary 
been authorized to buy 


it on 


tives have 


farm produce and to handle 


basis. In the open 


the 


a COTM SSIoOn 


the some of 


markets in itics 


stands represent collective farms 
than 
dividual peasants 
ward lower cost marketing at least 
the man 


to attendance at mar 


being manned by in 
his is a step to 


rather 


in reducing number of 


hours devoted 
ket stands 


relatively 


but it still involves such 


inefheient and expensivc 


techniques as imspection and grad 
ing in the market rather than at th« 
point of production. Producers co 
operatives would gain greater con 
fidence from the farmers than con 
sumer cooperatives and be better 
designed to deal with these technical 


problems 


All Prices Subject 
To Government Regulation 


»f the cooperatives, like 


the prices of the state stores, are sub 


I he prices 


ject to government regulation. At 
present they lic somewhere between 


the fixed prices in the gastronomes 
collective 


they 


and the open prices at the 
farm Just 
would approximate prices that would 


stands possibly 
vield a fair return as compared to a 
the 


which accounts 


subsidized price on one hand 


and an open price 
for an undue share of the peasants’ 
If the tood marketing 


and 


total income 
consoli 


le 


system were unified 
dated the cooperatives might provic 
a more efhcient channel with bene 
fits to both producer and consumer 
Whether 
full effect will 


whether corresponding changes can 


this can be dene with 


depend in part on 


ed out in the organization of 
oduction Lhe 

the ollective 
farm system is a hot political issuc 


4 move toward cooperat market 


De Cart 
ignicuitural pr iIncip 


ient breakdown of 


NEW HEINRICH MODEL 44 


oe 
o - tae 
aa if 


vise 


“GRIP-MASTER" 
FIXTURE LOCK 


Complete with foot treadle 

valve, hoses and fittings. 
Users like the new Heinrich Mod- 
el 44 Air Vise becouse of its 
lorger 4” jaw width, 4,” open- 
ing and %” travel, The name 
Heinrich, recognized for high 
quality machine tools, boosts 
sales for the complete line ot 


"“GRIP-MASTER"’ 


SCREWLESS VISE HANDNIB 


heinrich 


QUALITY TOOLS 


FREE 
CATALOG 


HEINRICH TOOLS INC., DEPT. 225-K, 1536 CLARK ST., RACINE, WIS. 
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COLYMBIAN Hydraulic Vises 
speed up production 


Ss free both of 
/ « operator's hands 


ae 


la 


ERE is a modern vise .. . designed for today’s high speed 
operations. 

Its uze enables operators to employ both hands to handle and 
position work. 

Vise is controlled by two simple foot pedals —one for power, 
the other for release. Stop control is adjustable so that the vise 
grips and holds production work with a single power siroke. 

Vise closing speed is %" per pump stroke. Jaws close without 
damaging the “held” object. Full vise opening can be accomplished 
in 3 seconds. 

Maximum hydraulic pressure is 7,000 P.S.1. Maximum jaw 
pressure is 4,000 lbs. Safety valve protects against overloading. 


COLYMBIAN 


YUE0 we columbian Vise & Mfg. Co. 
ee. CLEVELAND 4, OHEOD 


SLEDGE-TESTED 


SOLD BY LEADING DISTRIBUTORS EVERYWHERE 
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| for choice 





ing might turn out to be an un 


| portant factor in its solution 


Problems in 
General Merchandising 


General merchandise lines are 
sold through various types of retail 
stores including department stores 
While there is not the complication 
of three separate types of marketing 
ganization found in food there is 
the same need for drastic and con 
tinuous improvement Some of the 
special problems of Soviet retailing 
are revealed by signs displayed in de 
partment stores. The government 1s 
idministering a form of grade label 
ing and it is trying to make the sys 


| tem effective through consumer edu 


cation. Posters portray the symbols 
for three grades or qualities with ex 


planations of what they represent 


| and where to look for them. Shoes 


ire still a serious problem from a 


| quality viewpoint. Signs in the stores 


list the types of shoes which can be 
brought back to the store for re 
building if necessary within periods 
of 30, 45, or 60 davs 

\ vestige of wartime rationing 
ind control of assortment remains 
One placard set limits on the 
imount of goods to be bought at 
one time, such as five square meters 
of cotton goods, three meters of 


| woolen goods, one dress or one pait 


of shoes. Another placard informs 


| the shopper as to the range of as 


sortment which should be available 
On some lines there is 


| both a maximum and minimum 
number of items the store is ex 


pected to stock and on others a 
minimum only 

Strangely enough, there seems to 
be an excessive depth of assortment 
in some lines. The number of differ- 
ent patterns on cotton prints is so 
great as to slow up selection in sell 
ing space that is already overbur 
dened. More lines and a more limited 
range within the lines might serve 
the consumer better. The most 
fundamental need in general met 
chandise is some new first class 
stores which can handle the kind of 
shopping traffic that is being gener 


| ated by the great availability of 


gt ods. 





Which is the 


«..the one you can get pronto! 


A much-used fastener style these days—socket screws. But it’s surprising 
how scarce they can be in the size you want RIGHT NOW! CleCap have made 
it a point to make and stock a// the popular sizes in this popular style. What's 
more, you can get extra large sizes when you need them. 


We can’t resist a rave about the product—CleCap’s double extruded Socket 
Screws ... Real sockets you'll admire—they're true hex, sharp cornered to 
give the key good “purchase”, and clean, clear to the bottom. 


“Sockets” are just one of the fastener styles CleCap makes. On any of the 
items cataloged below, let CleCap show you how they can make your idea of 
delivery a reality. If you haven't tasted CleCap service you've missed a thrill. 


NAAR 


~ 


The Cleveland Cap Screw Company 
2931 East 79th Street « Cleveland 4, Ohio « VUican 3-3700 TWX CV42 
Warehouses: Chicage + Philadelphia + New York + Providence + Los Angeles 


CLEVELAND op Qual FASTENERS 


Ferrous and Non-Ferrous: Bright, High Carbon and Alloy Steel Heat Treated, 
Brass, Silicon Bronze, Stainless Steel 
Hex Head Cop Screws: 4" to 24" dia. Set Screws—Square Head: 4" wo 1%" dia. 


Socket Head Cap and Set Screws — Plain Milled Studs: 4" to 114" dia. 
and Knurled: %" to 1%" dia. Also Flat Place Bolts: 4" to 114” dia. 
and Button Head Styles. Structural Bolts to ASTM Specification A325 


Fiat Head Cap Screws: 4" to 1° dia. Trector Bolts 
Fillister Head: 4" to 1” dia. Special Hot and Cold Headed Parts 


Facilities to make larger diameters than listed. 


Dover am 
: O 
Originators of the Kaufman EXTRUSS Process 
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ideas on: 
How You Can... 


increase tie-in sales through inserts 


HIGHWAYS 
and BYWAYS 


\ecnsanastieteammnsinst? 


DIETZ TUBULAR 
LANTERNS 


RED says DANGER 

DIETZ LANTERNS say 

STOP. A complete line of 

economical, long burning, 

ruggedly made kerosene The que stio of ] 
lanterns available with 
Ruby, Clear, Blue, Green : 
or Amber globes, backed it Couch 
by che world's largest and 
oldest makers of portable 
light material in the shipping 1 


it the dispatch point of th t ording to Couch & Hevle’s 








t ne r not to be 
’ 


& Heyle, Peoria, | ding to su matter, in a 


maintaining orderly stacks of 


; 


sales counter nt, this practice not onl 
Prior to final packaging of b s tie-in sales by getting promo 


shipment, the clerk inserts literature tio1 rial di ly to the men 


dealing with items pertinent to t vho us supplies; it also ensures 
A miniature beacon — | = yrder. Selection of kindt turnover of manufacturer literature 
with “Pencil Beam” 
visible from any direc- 
tion, mear and far. 
Longest burning — well 
Se ... have your trucks attract customers 


of kerosene. 


DIETZ-EMBURY ' ey <i 
“TRAFFIC-GARD” 3 ; 
SAFETY LANTERN \ eu ty, 


““Magaified-Beam 
seen for great dis- Lue 
tances. Wide, non-tip \ 

base. Long burning, 

economical. Stands MUS TIAL 


rough usage wy 


si 


DIETZ HIGHWAY TORCHES 


Complete line of 
bomb and flat base, 
Dietz Blue threaded 
collar burner mod- 
cls, and Dietz- 
Embury Red 
poe renege \ No Parking Problem » driver's prayer, this motto 
els. Tops ia & : : , 

rugged quality. ittention 





message painted in big letters 
both ends of the 15 delivery tr the management The firm 
of Industrial Supply Co., Tampa loes a lively ness with customers 

showroom and 


R.E. DIETZ COMPANY 
SYRACUSE 1, N. Y. 


Ihe answer to a trafhc-plagued 
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but | want O-B valves! 


you can expect that answer when another brand is offered to a customer 


who has tried O-B bronze valves. Once a valve user becomes accustomed 


to O-B quality, he keeps right on buying. That’s why distributors who 


handle O-B valves find that much of their business comes from repeat orders 


If you like supplying products that keep your customers well satisfied 
to the extent that re-orders are practically automatic, you may want to 
consider handling O-B Valves. Just write to the Valve Department, Ohio 


3rass Company, Mansfield, Ohio, and we'll be glad to give you all the facts 


on O-B products and policies. 
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Manufacturers 
Activities 


Starts on page 120 





CONDENSATION UNIT—Dem 
ing Co., Salem, O., has issued a 
bulletin (no. 4958A) describing and 
illustrating its “Hotshot” condensa 
tion return unit for use in steam 
heating and cleaning systems. Engi 
neering drawings supplement tabu 


lar size and capacity data 








ETAL HOSE ComPAnY 
eet + §=6—EMEOSS FT) HHO 


ve 
Biehee 1 1008 
——— 


p Saieetat, 





Universal Metal Hose 
Has Reference Manual 


Universal Metal Hose Co., Chi 
igo, has issued a reference manual 
no, U-333) covering the use and 
ipplications of its bronze, carbon 
steel, monel, nickel, and stainless 
steel flexible hose Use of the 
product under pressure and tempera 


ture conditions is also discussed 


Goodrich Increases Prices 
On Industrial Products 
B. F. Goodrich Co., Industrial 
Products Div., has announced price 
TOLEDO PIPE THREADING MACHINE COMPANY | increases ranging from 6 to 10°%% on 
TOLEDO 4, OHIO various types of belting; 5.5 to 10! 


on industrial rubber hose: 8°, on 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS shoe products; 5 to 10% on molded 


R ndustrial rubber items: 11° on 

rubber bands, and as much as 25%, 

: on certain miscellaneous rubber 
items made entirely from crude 


rubber. 
PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES an 


These increases are necessary,’ 
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HY-PRO SPECIALIZES 
IN TAP SERVICE 


...f0 meet the needs 
of your customers 


Hy-Pro has specialized in the tap 
business. It has concentrated its op 





eration on one line to better serve 
tap users. Every step a tap must go 
through—from design to production 
AUTOMATIC TABULATION in Hy-Pro’s “production con and shipment to you—is carefully 


trol unit” insures prompt handling of your order—and : wig 
guarantees accurate records for your billing supervised by Hy-Pro specialists. 


Whether your customers needs are 
for a special or standard order, it 


will pay you to recommend Hy-Pro. 


Get in touch with Hy-Pro today 
They offer a full line of top-quality 
taps, backed by the advantage of 


specialized service. 


YOUR TAP ORDERS are speeded on their way by special 
ists who know the quickest and safest routes to y 


HY-PRO TOOL CO., NEW BEDFORD, MASS., 
DISTRIBUTORS IN ALL LEADING CITIES 


I N ort} 


10428 W. MeNict R 
ADDITIONAL WAREHOUSES: DETROIT 21, MICH 


r y4 
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states R. V. Yohe, vice-president m 
charge of sales of the division, “to 
recover the added costs of crude 


rubber, the price of which has ap 
HERC-ALloy proximately doubled in eight 


SLING CHAINS ™ 


@ Herc-Alloy is the only exact-size alloy chain 
on the market. This uniformity gives you a lighter 
and easier-to-handle chain without any sacrifice 
in working load limit. 


@ Herc-Alloy, the original alloy steel chain, is 
available in running lengths as well as in all types 
and sizes of slings made to customer specifications. 


@ Write for Bulletin 
100 covering Herc 
Alloy Sling Chains, 
including helpful 
information on = Procunier Brochure 


od tae Tells Tapping Story 
Procunier Safety Chuck Co., Cli 
ig has issued a brochure on its 
lead screw tapper. The publi 
ition discusses features of the 
duct, and describes how it can be 


nploved for tapping accuracy 


WELDING — All-State Welding 
Alloys Co., White Plains, N. Y.. has 
sued a 32-page pocket-size book 
ntaining information on its line of 
elding allovs and fluxes 

@ CM also produces a complete line of chain 


attachments and welded chain of all types in- 
cluding stainless steel and bronze. 
folder on its line of hydraulic die 


handling trucks. Photographs show 
trucks in operation, and engineering 
rawings cover design and other 
SPROCKETS—Morse Cha Co 
Ithaca, N. Y., has issued a bulletin 


CS 54-55) covering its finished 


HANDLING—Elwell-Parker Ele 


tric Co., Cleveiand, 


} 
ldS I8SuCa a 





ler cham sprockets km 


sizing “immediate delivery,” the 
COLUMBUS MCKINNON <n 
bles, recommendations on chain 

CHAIN CORP. 
Tonawanda, New York INSTRUMENTS — Minneapolis 
Regional Offices: NEW YORK » CHICAGO + CLEVELAND Honevwell Regulator Co., Boston 


in Caneda: McKINNON COLUMBUS CHAIN LTO 
Herc Alloy * ST. CATHARINES, ONT 





HOISTS AND CHAIN 
ued 1 two-page bulletin 
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descnbing its “Magnetic Null Indi 
cator, a portable temperature 
measuring instrument. | ngimecring 
data and technical description of the 
product are given 


COMPRESSORS-~— Bell & Gossett 
Co., Morton Grove, IIl., has issued 
1 catalog illustrating and deseribing 
its “OIL-less” air compressors and 
spray guns. Construction and oper 
ating features of both products arc 
discussed, specification tables ar 
included, and a price sheet is 


attached 


FASTENERS~— Pittsburgh Screw 
ind Bolt Corp., Pittsburgh, has 
issued a f r-page bulletin on its 
new semi-finished hot-formed nuts 
[he publication charts mechanical 
properties, gives a comparison table 
of physical properties, and illustrates 


advantages of the prod 


BELTING~— Alexa 
Belting Co 


de Ist d 


ver 
sides ro 
( ird its 
tion, feat 


Distributors Get Unique Plug 
In Johnson Wax Advertising 
Johnso1 iy Racine. W 
na cn ( l Unio 
Operator 25” service in behalf of 
the ndustria listributor In a 
future Johnson advertising will be 
included the phrase: “For the name 
of your nearest industrial distributor 
call Western Union and ask for 

Operat yw 25 
Purpose of tl ’ impaign 


se the 


ributor 
ording to Johnson, this is the 
first time the Western Union service 


has been used in the industrial field 


STRAPPING-—Gerrard Steel Strap 
ping 1D U.S. Steel Corp., Ch 


Hammerlok 


COUPLING LINK 
Greatest Chain Development of the Day! 


A typical Herc-Alloy 
chain assembly mode 
up with Hommerlok 
coupling links 


@ NO PEENING—The Hom- 
merlok link is securely locked 
by the hardened stee! pin 
which bites deeply into the 
tubuler stud. The locking 
arrangement is hidden and 
ineccessible 


@ SIMPLE ASSEMBLY —Ex 
pert help is unnecessary. This 
link con be properly assem 
bled by anyone who can 
drive a nol 


NOW your customers can make up their own Herc-Alloy 
chain assemblies... quickly, simply, safely... with all 
components supplied by you. 


A WONDERFUL NEW SOURCE OF REVENUE FOR DISTRIBUTORS 


No longer do your customers have to wait for custom made (or re- 
paired) alloy chain assemblies to reach them direct from the factory 
Now they can make up their own assemblies with Herc-Alloy chain, 
Herc-Alloy attachments and Hammerlok coupling links furnished by 
you. Or, if your customers prefer, you can make up the assemblies 
repairs included) yourself in a jiffy. No special tools or skill ore re- 
quired. Hammerlok links save valuable time for your customers and 
open: up a new source of revenue for you 








Made by the makers of HERC-ALLOY the original alloy steel chain 


B77 COLUMBUS McKINNON 


i CHAIN CORPORATION 


" TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Conoda: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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1as issued a brochure illustrat 


g and describing its USS 
Gerrard” model O round steel] strap 
ping machine. The brochure shows 

uses of the machine rang 
m the strapping of corru 


to mewspapers ind 


HACK SAW-—Thor Power Tool 
( Aurora, IIl., has issued a catalog 
n its new SaberSaw, a 

iw attachment for air or ele 
Shown are spe ifications, 


tage ind suggested 


Porter-Cable Releases 
Electric Tool Catalog 
Porter-Cable Machine Co 
N. Y., has issued 5 
102 
irpenter p mber ind 
Some 400 accessomnes 
listed i he og con 
rices and specifications for 


"1 : 
saws, sanders, drills, planes 
shape _ combination tools. 


hedge shears, and grass 


Application > also 


DIAMIDE’ 
JF Carbide Tippe 
Core Drills 


MADE OF HIGHEST GRADE STEEL 
EXTRA RUGGED CARBIDE TIPS 
MAKES MASONRY DRILLING 

FASTER ... EASIER 


PUMPS—R 
( Be 


WRITE FOR INFORMATION FOLDER rAPE—Minnesot 


'elP- 411101) 12 me -@ 4-7-4, 6-110), Oe - 10) om Oe OF Om ' Co., St. Paul, Mint 
GARWOOD, NEW JERSEY page booklet illusts 
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Coffing adds 


to its broad line of portable hoists 


Now the Coffing Hoist Company, originator of the 
ratchet lever hoist and the first portable electric 
hoist, adds still further to its broad line with the 
new Cable Quik-Lift Electric Hoist 





Like the Coffing Coil Chain Quik-Lift this fast, 
flexible unit has all the rugged construction and 
operating features for tough production-line work 


Convenient to Use Requires little head room 
Hook block swivels to maneuver load without twisting 
cable. Handy push-button control for spotting 
loads quickly and accurately 





Dual Brakes Load Brake is Weston type with 
non-reversing clutch running in oil. Large area keeps 
heating within safe limits. Motor Brake is of shoe typ« 
with large surface area for instant stops without drift 


Built for Hard Service Gears are heat-treated to 
get the right combination of hard-wearing surface and 
shock-resistant cores. Entire gear train is sealed and 
running in oil. Motor is completely enclosed, all 
metal parts are treated to resist corrosion 


Right Model to Fit Your Needs Coffing Cablk 
Quik-Lift Electric Hoists are available in six model 
with capacities from 500 to 4,000 lb. Choice of lug 
hook, or trolley suspension. 

Ask your Cofling distributor to show you th 

new Cable Quik-Lift or write tor complete d 

tails. Just ask for Bulletin A-CO 


Coffing Hoist Division fiklsttt © [etct-tull abdhas lover tetas 


D uf i Mighty-Midget Pullers © Spur-Geor Hoists 
f N orton Cc om p an y Differential Chain Hoists * Lood Binders 


1-Beom Trolleys 


Danvilie, titinois 
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hefore your catalog goes to press 


see RANDOLPH 
EXTINGUISHERS 





* A COMPLETE LINE of Approved Fire Fighting Equipment 
* Over 300 Service Stations to Serve You 


Consider the RANDOLPH INDUSTRIAL DISTRIBUTOR’S Package 
Plan ...and how you can profit in the fast-growing fire extinguisher business 

Your RANDOLPH Line contains over forty portable extinguisher 
models. And over 300 Authorized Randolph Service Stations can handle 
your refills and replacements immediately 

With a complete line, substantial discounts, catalog 1ids, and national 
service stations the Randolph Package Plan makes it easier for you to 
sell mure Extinguishers. Write now for franchise details 


RANDOLPH LABORATORIES, INC. ~* 4fast Kinzie St., Chicago 11, I! 


NEVER BEFORE 
A LIGHT 
LIKE THIS! 


for Machine Tools, 
Assembly, Inspection 


MODEL 66-BP-701 
$963 


Each 


Std 


20th Anniversary 


LOCALITES 


—— st $10 


SENSATIONAL NEW FLEXIBILITY 


NEW Universal Arm Joints Bend 135 Large 
f onal trig lise bearing surface. Smooth, easy 
Instantly adjustable by hand co direct 

is needed 
NEW Collar Disc Joints Rotate 180°. Combina 
tion of bend joints and 18 rotating joints 
ovnle na = art son for positioning re 


NEW Reflector Parob lesign with 


tes watt A 


versa for horrzonta 
mountin tler box base 
NEW Wiring Heavy duty 
terror in gh impact plast« 
np seal. & fc. SPT.2 I auty plastic 
i with a led p 
NEW Finish = Sem: 1s Green bake« 
Reflector interior, high temperature White 


THE FOSTORIA PRESSED STEEL 
CORPORATION * Fostoria, Ohio 


Localites ave avaiable through 


i enan 


WRITE for Complete 
Catalog of Localite 
models for every 
industrial use 


u holeselers eceryu bere 
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Scotchtrap” all-weather pipe-wrap 
ping tapes no. 50 and 51, “Scotch 
fap pipe primer, and “Scotch” fila 
t no. 45. “Scotchfil” and 
Scotchkote” products 


} 
SsHOwTl 


mci 


are also 


VISES—Columbian Vise & Mfg 
Co., Cleveland, has issued a catalog 
page covering its “Homeshop’ 
models D334 and D634 


reatul 


Special 
and specifications are illus 
trated and listed 


VALVES—Lunkenheimer Co., Cin 
iati, has issued a circular desrib 
Causul” metal gate valves for 

€ service The publication 
descriptive data, dimension 


ipplication tables, and a list of 


pplications 


\ 


eter chemgentte <6 cerme tg Se me ot 6 mute meaty of mene 
ne eee eek ee ceree bet hem, ong Mighe ond dee emeieete 


Link-Belt Issues 
Folder on Takeup 
Link-Belt Co., 

ed a folder 
ribing its new takeup in the 
DS nm The folder contains 
descriptive data of the 


Chicago, has 
illustrating and 


irious features, dimen 
for babbited, ball, and 
together with pic 


other series 


American Chain & 
Bridgeport, Conn., has 


WIRE ROPE 
le Co., 

a 24page catalog (no. TI 
covering its line of “Tru-Loc 

gs and wire rope assemblies 


blication shows possible om 





Mr. Oistributor-thie new soot 


blower packing outlasts every 
type I've tried! 


lhats J-M CUMPAC 236- 
it's specially designed to withstand 


high temperatures and pressures 


Special service packing 
is opening new doors for 
distributor salesmen 


ITH THE HIGHER temperatures 

and pressures employed in 
boiler operation today, many plants 
have found that traditional soot 
blower packings do not perform satis- 
factorily. Now, with Johns-Manville’s 
new Cumpac 236, you can offer your 
customers a packing that won't harden 
or vulcanize . . . outlasts conventional 
type soot blower packings . . . and 
greatly reduces the need for frequent 
costly repacking. 


How it is constructed: Cumpac 246 
resists high temperatures and pres- 
sures because it is specially made of 
high purity asbestos yarn braided over 
a plastic core of special heat-resistant 
composition and then lubricated 
with mica. 

This specially developed material 
is formed into a combination of lip 
type and solid packing which provides 
low friction contact with the soot 
blower tube, plus effective sealing ac 


Johns-Manville 
Packing 
of the Month 
J-M CUMPAC 236 
Soot Blower Packing 


tion over the entire stufing box 
Where to sell it: Utilities and any other 
plants in your territory that generate 
their own heat or power are prospects 
for Cumpac soot blower packing 
Furnished in a full range of sizes to 
fit all standard soot blowers. For more 
information and samples sce your 
local J-M representative or write 
Johns-Manville, Box 60, New York 
16, N. Y. In Canada, Port Credit 
(Toronto), Ontario 


Johns-Manville PACKINGS & GASKETS 
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| binations of fittings and assemblies, 
and includes reference charts, tables, 
drawings, etc. One section is 
devoted to special assemblies 
which the firm states it is prepared 
to manufacture for exacting require 
ments or new applications. 


ALLOYS—Carboloy Department, 
General Electric Co., Detroit, has 
issued a technical bulletin (no 
| VM-101) on vacuum-melted metals 
and alloys, and covering benefits of 
the vacuum-melting process to users 
of such metals as well as fabricating 
and machining recommendations. 
Engineering data on two new 
vacuum-melted —_ high-temperature 
alloys, M-252 and J-1570, is included. 


CONVEYOR — Rapids-Standard 
Co., Grand Rapids, Mich., has 
| issued a one-page bulletin describ 
ing and illustrating its new “Flow 
Track,” a gravity wheel conveyor 
strip. Listing features of the unit, 
the bulletin contains a specifica- 
tion chart and illustrates applica- 


tions. 


O’Neil-Irwin Offers 
Manual on Rod-Parters 
O'Neil-Irwin Mfg. Co., Lake City, 
Minn., has issued a 14-page manual 
on its “Di-Acro” rod-parter for cut- 
ting round, square, rectangular, and 
| hexagonal bar stock. The manual 
presents specifications and capaci- 
ties of both hand- and power-oper 
ted parters, together with operating, 
lubricating, and maintenance in 
structions. A pictorial parts list is 


also included. 


Chicago-Latrobe’s vast plant is devoted exclusively uit " | LIGHTS Ww MoI e Ss 

. ’ . WN. How is AGHTS—W. M. Lee & Son, 
to the making of fine drills, reamers, and kindred Chicago-Latrobe service ? Chicago, has issued a one-page 
products. Chicago-Latrobe was one of the ircular on its propane-burning flood- 


pioneers in the manufacture of carbide drills MAWOL: Your | lights for industrial and contracting 


and reamers. This specialization results in the CHICAGO - LATROBE Dis- work. Hours of illumination, candle 
tributor gives you quickest 


ability to make and deliver better tools. Specify service at lowest cost. 


Chicago-Latrobe and you'll see. Through him you get 
technical assistance, too! 


Ask for Catalog No. 186 rAPE—Polyken Products, Chicago, 
has releas P > itle 
= o-[ 1 } i teenan. ha | + ised i oe slide film titled 
Aggressive ods Set = Sig its On Tape and 
ee ae this tell cur depicting through cartoons and 


* DRILLS © COUNTERSINKS + CaRBiDETooLs § ‘ry 'o foo! photographs various uses for the 
buyers everywhere! = ’ : . ' 
© REAMERS © COUNTERSORES © SPECIAL TOOLS siesta firm’s line of industrial tapes. The 


power, prices, etc., of various units 
are given. 
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POWELL VALVES ...THE COMPLETE QUALITY 


LINE 


COMPLETE QUALITY 


THE 


r) 
M 
> 
J 
q 
> 
4 
J 
w 
3 
fe) 
a 


LINE 


COMPLETE QUALITY 


THE 


PS. T 


FIG. 150-— Bronze “Unior 
amzed Composition Disc Globe 
Valve For 150 Pounds W.S.P 


y 


POWELL VALVES... THE COMPLETE 


Why Engineers 


Q 


INE - POWELL VALVES 


“*"SBAIVA 7W73MmMOag * 


ALINVNO B3LS3IG@WOD 3HL 


FIG. 560 —Bronze Regrindable 
Horizontal Swing Check Valve 
For 200 Pounds W.S.P 


INT 


UALITY LINE... POWELL VALVES _ 


Specify Powell Valves... 


. because they know Powell Valves are 


dependable and economical. Engineers also 
know that Powell has the COMPLETE 
quality line of valves 

Investigate the many outstanding fea- 
tures of the Powell Valves shown here 
the complete line of quality 


as well as 


valves that have a proven record of lo 
life and dependable service 

Consult your Powell Valve distributor 
If none is near you, we'll be pleased to 
tell you about our complete line, and 


‘ 


help solve any fiow control problem yo 


may have 


The Wm. Powell Company, Cincinnati 22, Ohio... . 109" year 


OWELL VALVES 


Bis io pasts ome of many add appearmg un fading magaynes that balp you sll POWELL VALVES! 
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in 


9 Popular Sizes 
Machine Pockaged and coun: 
ted in Crimped-End Tubes 


PLATED 
WASHERS 
in White 
Tubes 


PLAIN STEEL 
in Yellow 
Tubes 


Potent Pending 


—and 2-Label 
Telescope CARTONS 


for upside-down or right-side-up stack 
ing or telescoping open carton in 
cover—all with Readable Right-side- 
up End Label 


Use Them 
Like This 


Biack bottom up 
for ‘upside-down 
stacking 


— or This 


Yellow top up for 
conventional stock 
ing 


and This 


Open carton 
scoped inside cover 
with reodoble right- 
side-up End Lebel 


tele- 


Get Details of 
Distributors TRIAL ORDER 


M-C Lock Washers in Coin Pak 
are sold to industry only through 
recognized Industrial Suppliers. 
If you are not familiar with this 
Modern, Functional, Small Lot 
Packaging of Lock Washers, write 
today for Full Information on Coin 
Pak Trial Order for distributors 
only. Ask also about JOB-PAK, 
the new Bulk Package for volume 
users 


me AL2LIEZIZA co, 


129 F. Nosh St. © Same & >. 


4.8449.\\C 


192 


film emphasizes the best method 


for a salesman to put selling p 


across to purchasing gent 


plant men 


GAGES—Fielden Instrument 
Robertshaw-Fultor Control 
Philadelphia, has issued 

booklet describing _ its 
meter, an cle 


without tor 


tronic mstrt 
measurc¢ 
pecimen According t 
pan the booklet will hel 
ind research organizat 
olutions to various prol 


precision measurement 


HEAT-TREATING 
tries, Rockford, IIl., has is 
page circular on its 


\tmosphere” heat-treati 


' 


laboratory use The circul 


feature gives specif t 


PRANSMISION 
Worm & Gear Co., ¢ 
ri¢ | 1 brochure ( veril 


Dp ed red ers. Var 


PAPE 


ha 


Lape cat 


D joints, hitting 


Included in the 
| 
owing coverag 


IT pipe 


PUBING 
Norriste 


memorandum 


Superior 
has iss 
No. 17 


hnical 


wn, Pa 
various tex isp 


shaped tubing Mant 


methods, ippli it 


included 


PUNCH PRESSES—k 
Co., Los Angeles, has iss 
on its line of punch pre 
from 14 to 


The folder details 


ing 15-tons 
onst 


tures 


RIVETER 
Co., Plymouth 
bulletin S6P 


Impact 


no on its 


} 


spinner riveter har 


ind other models in its “Ai 
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Lock Washers 


BULK PACKAGING 
. +. at No Extra Cost! 


*The contents of a Keg in 
ONE Shipping Container — 
divided into 6 equal cartons 
— Labeled and Counted 


FOR VOLUME USERS 
JOB-PAK has 6 inner cartons, 


each containing 1/6th of the con- 
tents of the “keg size” outer con- 
tainer. 


JOB-PAK individual inner car- 
tons of lock washers are the same 
as a distributor package. 
JOB-PAK reduces handling ex- 
pense — each inner carton of lock 
washers weighs approximately 33 
Ibs easy to place on stock 
shelves with other packaged items. 
JOB-PAK assures maximum use 
of stock room floor area—no open 
kegs, boxes or cartons on floor or 
in aisles 

JOB-PAK eliminates counting 
and weighing, manual effort and 
error — prevents spilling and mix- 
ing of sizes. 

JOB-PAK speeds up physical in- 
ventory, simplifies multi-stock dis- 
tribution 


Write for Prices, and a Home Assortment of 
Plated Lock Washers in Miniature JOB-PAK 


AB476 1/3 


129 E. Nash St. © Milwovkee 12, Wis. 


Soa Ree 





bulletin descnbes the powe! 


, Standard 
ti 


mod nit, operators control station, and 


teatures drive motor omponents of the 


the bul 1 ( ted 1¢ rive Ihe other bulletin mcludes 


ng fo iodels of the riveters llustrations and dimension tables 


for pump n both close-coupled 


PUMPS—Lavne & Bowle and frame-type onstruction 
Ange les 


100) describing its ve 


Pump 
has issued a bul 
rt 


ror strial 


( sh \ R S 
Detr 


broch ] 


ind des ribing 
shaft 


the products 


ind axle 


Stendord , 
ciametct 


Pocko 


r( 


HUMIDIFIERS 
h 1 \W 


ids 


Owatonna Announces 
Rotating Tool Display 


turmg d Oma l (wat : | ( ( wat: 


1, 


humid 


If you prefer M-C Lock Washers 
in Standard Package Quantities, 
they are available in 2-label car 
tons having the same smart yel- 
low, black and white design as 


the well known Coin Pak Car- 
tons. 

M-C Lock Washers in standard 
package quantities are packaged 
as follows: 4%” and smaller — 
1,000 per box; larger than 14” 
to 1” 500 per box; 1” and 
larger 100 per box. A.S.A. 
Light, Mediumor Heavy Section. 


Write for Prices and Distributor Discounts. 


Century Electric Announces 
Price Changes on Motors 
o., St. I 


PUMPS and DRIVES—Allis-Cha 
mers Mfg. Co., Milwaukee, ha 
issued two bulletins, one covering 
its new package drives for speed 
mitro f machme tool unc the 
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WASH-AND-WEAR TREND 


Cutting down on housewives’ work 
has long been one of the biggest 
sources of profit for American business 
and with the growing use of automotic 
home laundries, about the only wash 
day work thot is never done with just 
the setting of o dial is the ironing of 
clothes, Chemicol Week, McGraw-Hill 
publication, points out. Now wosh-and 
weor popularity of synthetic fabrics is 
sending cotton cloth mokers on oa 
search for better finishing resins; ol 
ready there ore nearly 50 brands of 
cottons having voriations of the “need 
little-or-no-ironing” theme competing 
with synthetics on store rocks and 
counters, according to the magazine 

















new — Do You Remember? 


Answers are on page 1H 





the one and only HANDBOOK for 


REAMER SELECTION 


Why this well known sales execu- 
tive was glad to be back at his old 
job some years ago? 


When a turtle was the center of 
attention for these distributors 


- and their guests? 
'y | net price | 


Here's the L&I 36 page 
Complete Reamer Selector 
guaranteed to be the hottest 
sales aid you ever handed 
your reamer customers. 
Complete quick data and net 
price on every L&I high quality 
reamer .. . and remember, 
L&I makes the widest range of 
standard reamers available. 


Write for your copy and ask for 
. A\ L 
the L&I Sales Policy, too. LAVALLEE & 10S 
CHICOPEE, MASS Where and when this trio took 
the center of the stage? 
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“ 
a 


For decades, cs” has, with conspicuous success, sought 

original equipment sales from all industries. As a result, 

=0sf” Bearings and Pillow Blocks are today found in more 

different types of machinery and equipment than bearings 

of any other make. 

Thus, wherever the Authorized =cs” Distributor is located, he 

has many customers. In supplying e@cs@ Bearing replacements 

for so many different kinds of machinery, the distributor's salesmen 

“get in” to many different departments of many different plants and 
thereby find many more opportunities to serve and sell. 

This is but one of many reasons why the 2@cs franchise is the most 
valuable bearing franchise. GKREF INDUSTRIES, INC., PHILADELPHIA 32, 
PA., manufacturers of SKF and HESS-BRIGHT® bearings. 7620 











BEARINGS AND 
PILLOW BLOCKS 
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Master Answers STOCK 'EM... 


DISPLAY ’EM... 
PADLOCKS AND YOU'LL SELL ’EM! 


“ 


lo Quiz on page 194 





wae 5 4. F. Matheis returned to Ther- 
-_ moid Co. as assistant sales man- 
FOR EVERY ager for industrial rubber prod- 


ucts in 1945 after wartime service 


INDUSTRIAL in Washington, D. C. 
USE! 


A zoo was only one of the attrac- 
tions in Bermuda when the 1939 
convention ship docked there. 


FAMOUS MASTER Sam Clark, Samuel Harris & Co., 
LAMINATED Chicago, Tony Clark, of Norton 
PADLOCKS Co., and Oscar Iber, of O. Iber 
oe Co., Chieago, were the principals 

in this “Gay Nineties” skit at the 
1941 convention in the Windy 
City. 





PLIERS 


an NEW LINES 


STEEL JACKETED 


COMBINATION . ta i en on b y 


PADLOCKS 


ase DISTRIBUTORS 








Whatever the security job... 
there's a Master padlock to fit! 3 


There's a steady, year ‘round need for eS ae : No. 201 NE. eli asihccenentant ot 
padlock protection in every plant. And ; % ; , : 
nt Rubber Supply (¢ comparison by which 
Grand Rapids, Mi h other pliers are judged. 


padlock selection with which to serve ( ram I 


Master gives you the widest possible 


your customers: Special long or short é \lanufacturer Supplv Co Made of finest tool 


shackle styles; steel or brass cases; Chicago steel, precision fitted— 
individually tested. 


© William J]. Laise Co 
Louisville, Ky 


keyed alike or Master keyed sets; 
chain fittings for all styles. Biggest selection of 


Typical industrial uses for pesssens for snadard 


Master Padlocks: eldon Machine Co 


or specialized service. 
Keep a representa- 
| the following firm tive stock on hand for 
ts line your customers who 
lool & Si ( want the best. 
rd, Il 
® Colcord-Wrght Mach \ Write for your 
free copy of the 
Ne. 203 Klein Pocket 
St. Louis Tool Guide 
, 
© A. N. Nelson, In satay 
Brooklyn, N. ¥ DISTRIBUTED 
THROUGH JOBBERS 
fest with F . Distributor: 
Master Padlocks wracuse Supply Co.'s Schenectady) Internationa! Stenderd 
. Electric Corp., Mew York 
N. Y., branch has been appointed 


: distributor for Carbolov Depart Mathias KLEIN & Sons 
=r =r 


World s Largest Padlock Manufacturers ment of General Electric Co 





Suppiv Co 


Meke * 2) 
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Sell them quality — Ferry Cap—and 


you'll bring ‘em back a’‘buying SQUARE 
HEAD 


With clean, smooth threads these set 
screws always fit perfectly and re- 
spond readily to adjustment need 

They are case hardened—the hard 
machined point bites in and holds. For 
all general purposes they continually 


meet all engineering requirement 


For Ferry Cap Set Screws are expertly 
made by the first company to produce 
Cup Point Set Screws by the cold upset 
process of manufacture. They embody 
the skill and experience gained in over 


45 years of precision manufacturing 
How’s Your Stock? We can take care 
of your needs immediately. A com- 


plete range of sizes 


& SET SCREW CO. 


cold upset screw predects since 1907 


te 


Also cap screws, fillister cap screws, 7153 SCRANTON ROAD - CLEVELAND 13, OHIO 


studs and other cold upset products. 
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for complete © 


gverage ot rhe socket screw 


market . - - choose - - - 


You know the importance of a complete line of standard stock items for 
fast service to customers. Mac-it’s line offers you all socket cap screws and 
set screws plus additional advantages that give Mac-it distributors a real 
edge over competition—and mean better service at !ower cost to customers 


Mac-it “‘Extras’’: Mac-it produces several select items as a part of its 
standard line. Among these are tool post screws, square head collar cap 
screws and hollow lock screws. Supplying them from stock will permit 
faster delivery. 


Mac-it ‘‘Specials”: Mac-it is always ready to provide speedy service on 
special fasteners, accurately produced to your customers’ specifications 
Mac-it’s experienced fastener engineers will help you solve your customers’ 
toughest problems. 


Find out how these advantages can increase your profit from socket 
screws—then handle Mac-it—“the most complete line of alloy steel screws”. 


oe Oe eee eee weer eoeoeooonone 
Mac-it distributorships are available in 
several marketing areas. You are invited = 
to write for complete information. Also, 
send for new Mac-it catalog 
See eee eee ee we owe eee we oo www 
ane AMERICA’S FIRST 
AND FINEST ALLOY STEEL SCREWS 


= ans 


mac-it screw department 


STRONG, CARLISLE & HAMMOND COMPANY 


1392 WEST 3RD STREET . CLEVELAND 3, OHIO 
Manufactured by Mac-it Parts Co., Lencaster, Penna. 
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D-A-T-E-§ 
TO REMEMBER 





Oct 17-21—National Hardware 
Show, Navy Pier, Chicago 

Oct. 17-21—National Metal Expos: 
tion and Congress, Convention 
Hall, Philadelphia 

Oct. 23-26—American 
Manufacturers Association Joint 
Convention with National 
Wholesale Hardware Association, 
Atlantic City 

Nov. 14-18—Exposition of Power 
& Mechanical Engineering, Ameri 
can Society of Mechanical Engi 
neers, Coliseum, Chicago 

Nov. 20-21—Annual Convention, 
Central States Industrial Distribu 
tors Association, Edgewater Beach 
Hotel, Chicago 


Hardware 


1956 


Jan. 18-20—Annual Mid-Year Meet 
ing ot the Southern Industrial 
Distributors Association, Palm 
Beach Biltmore Hotel, Palm 
Beach, Fla. (by invitation 

Feb. 68—Marketing 
American Management Associa 
tion, Hotel Statler, New York. 

May 20-23—Annual Triple Indus 
trial Supply Convention, Atlantic 
City 


Conference, 





UNITED COMMUNITY CAMPAIGNS 





A TUANEES CW STEEL PIPE GIVES 


TOP-QUALITY SERVICE ATMERRY ACRES MOTEL 


Merry Acres Motel, situated on ten 
acres of beautiful ground in a quiet 
suburban section of Albany, Georgia, 
is typi al of the many new motels that 
line our highways, offering top-quality 
service to motorists. Each of the 33 
rooms at Merry Acres was planned to 
give overnight guests maximum com 
fort and convenience 

To assure a top-quality 
installation in each room, 2,165 feet of 
Spanc CW Steel Pipe were installed 
The specs called for Spanc CW, not 
only because it is easy to work with, 
but also because it has a top-quality 
reputation for giving years of depend 


plumbing 


ible service 
factors are the result of Spanc’s careful 


These two important 


quality control 
This quality-control begins with the 





’ 


array ' 
a6 
} 


ntinues 


selection of top-grade skelp, 
through the close control of the manu 
facturing process, an 1 includes the 
final inspection and testing of the 
finished pipe 

Quality controlled Spanc CW is easy 
It has 


smooth, clean 


to bend, cut, thread and weld 

strong, uniform welds 

inside finish; uniform diameter 

all important features in lowering in 

stallation time and costs 
Why don’t you take 


SPANG § quality control? Whatever yout 


advantage of 


piping needs may be—radiant heating, 
snow-melting, plumbing, air condition 
ing or water lines—-Spanc CW Steel 
Pipe will give you top-quality service 
See your local Spanc Distribut 


He Will 


ou top quality service, tor 


your next order of pipe 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Soles Office: Two Gotewoy Center, Pittsburgh 
Pa. District Soles Offices: Ationta, Boston, Detro#, Houstor 
Los Angeles, New York, Phicdeiphic, Pittsburgh, W. Love 


SPANG 


Owner ond Builder: G. G. Dozier, Albany, Georgia 


a 3 a 
a 
lt a 
Architect: Rayburn Webb, Albany, Georgia 


Plumbing Contractor: Lipsey Heating and Plumbing Company, Albany, Georgia 
Spong Distributor: Engineering and Equipment Company, Albany, Georgia 
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mm TONSA. Ra The Buyer Looks 
ae N DEMAND and = = at Business 


EASILY SOLD wherever 
Small Work” Grinding and Sg «A pir pare 
Finishing jobs are performed sents who commeke the NAPA. 








Meny of YOUR customers con 
! » ° ° ° 
ond their aves ADUMRNOMNS te = General Optimism Continues 
" m teeding 
olled hond industria! publicetions BUILDS 
ond ACCEPTANCE for ovr product now , timuisin characterize 
teatherwe'd ’ in its 34th Yeor. For o surprisingly , ane : ' ’ . 
veces (pencil #70 db LOW INVESTMENT (less than $100) \ugus eport. The busines 
” v you con give effective represente- picture 1s one of great strength and 
tron to this fast-paced line Foredom . be 
N ‘e Of prices are scaled for competition . : 
epom. Thets right ond YOUR PROFIT nd 85°, of the reporting purchas 
own 
uti stat that production 
sell . f ate | 
butors '0 
igh or higher than the pre 
th. Adding to the bright 
future | Tul > o Sal 


better 


Production continues high 


M line is 8° é 


\3 
oble tor distr! 


REPEAT BUSINESS ON ACCESSORIES! 
For details of ovr outstanding Here ore just a few of the many accessories listed 
distributor set-up write for in ovr cotalog to make your sales of Foredoms 
Canaan He. spss BUILD PROFITS. is of their last report. Not 


Qnadsowm ELECTRIC COMPANY st, 1950, have so. mam 


27 PARK PLACE, Dept. MEET = NEW YORK 7, N.Y Siete on the heri 
be the upward price 

ntinues, in the face 

ompetition and 


tant ymmodities 


SALES TIPS 7 te oper ad ali 
pt LEAD-MATIC TAPPER | * 


PROFITABLE SELLING : — = ae ee 
The Sales Leader Because It's the Most ipalh ittributed “ oo 

Versatile Precision Tapping Attachment t get some items due t 

! t of basi mare! ] km 


1] lai 


The Commander Léad-Matic Tapper is ar s high and stead) here 


automatic electrically controlled lead screw ye tendency to lengthen 
tapping attachment that makes any drill press ¢ policv in order to cover in 
a precision tapping unit. A touch on the cor f price increases ot shost 
trol button, foot or fixture switch selects cycle 
or jog tapping action fast tapping cycle 
makes it equally effective for general purpose 


or precision tapping 


hasing executives point 
t has been necessary closely 


] 
une lead times, so as not to 
1}. 


hanging 


ght short by rapi 


Features that help you sell ee ee 


On equally 


BB Hondies widest range of taps—#0 to %-16 l led Col 7 the relative 
BB Aviomoric top reversal no reversing switches ! n of negotiated pac kage 
_— no reversal of drill press motor. FASTER eals. as compared to a ompetitive 
TAPPING 2 ' . : 
broadcast of purchase requirements 
Fits any drill press ; 
& y ” Purchasing executives seemed to 


feel that the method used was not 
iS important as the ability to 


MFG. CO. nalyze the results in terms of “best 


HICAGO buvs’ for their companies 
| 
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WHY RUBBER-CUSHIONED 
RIGHTBOY BUILDS NEW SALES 


which do not conflict with your 
present abrasive business 


Brightboy has created and pioneered an 
entirely new, wider concept of finishing 


Brightboy has substontially increased the 
abrasives market 


Brightboy offers refreshing, inviting oppor- 
tunities for customer service 


Bightboy offers STOCK ABRASIVES in 
grains ond textures “matched” to par- 
ticular job requirements. It largely elimi- 
notes the annoyance, delivery delay and 
expense of made-to-order ‘specials’ 


Brightboy offers excellent, easy repeat 
business in increasing volume from ap- 
preciative users 


BRIGHTBOY |S AVAILABLE IN BOTH 
ALUMINUM OXIDE and SILICON CARBIDE GRAINS 
EACH IN COMBINATIONS OF 
DEPENDABLY UNIFORM TEXTURES AND GRAIN SIZES 
RANGING FROM EXTRA FINE TO EXTRA COARSE 
IN SOFT, FIRM AND TOUGH RUBBER BINDERS 


Give your customers 


these 


New Angles 


on 


Abrasive 
Finishing! 


Profit from these unbelievably-wider, 
time-saving applications 
pioneered by Brightboy. 


VOWS the time for distributors and their salesmen to broad- 
en abrasive sales. Now's the time to take full advantage of 
the new, time-saving abrasive applications and finishing 
hints in Brightboy’s new catalog—a powerful sales-maker 
Now's the time to cash in on consistent, profitable Brightboy 
repeat business. 

Nationally advertised Brightboy is widely demanded and 
used because it offers creative-finishing opportunities which 
cannot be obtained by other methods. It is compounded with 
a range of abrasive grains and rubber binders which work 
together to create a unique abrasive action. It can burr, 
clean, finish and polish in one operation. Time savings 
achieved frequently amount to 50 It can be supplied for 


QUICK DELIVERY! 


You benefit now because years of 
proved performance on the tough 
est kind of jobs have sold industry 
on Brighthoy’s wider concept of 
finishing When your customers 
want finishing and polishing ad 
vice write us the work 
specifications and we'll pro 

vide the Brightboy to do the 

job 


Benefit Now from the big, mushrooming 
Brightboy demand. Write for full particulars and 
this NEW CATALOG to convince yourself of how 
Brightboy saves time for your customers and builds 
business for you! 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street Nework 7, N. J 
America’s Pioneer Menutacturers of Rubber-Bended Abrasives 
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Competition Keen 

Following the recent labor con 
tract settlements, commodity prices 
have risen; so say 85% of the 
reporting purchasing executives 
This is the largest percentage 
indicating price increases since 
January, 1951. 

Led by copper, which reached 
an all-time, 20th Century high pricc 
of 40¢ per pound, basic materials 
were especially strong. Paradoxically 
competition was reported to be 
razor-keen at the industrial level 
on most manufactured items. Af 
retail level, discount selling con 
tinues to be the rule on most 
onsumer capital goods 


Inventories Lower 

Che trend of gradually adding to 
inventories, that started in mid 
1954, shows a minor reversal in 


—— 


KESTER 


Fiux . 7 P) core 


August. Almost three times as many 
. / members report lower inventories 
than in June. This, however, seems 
to be explained by the following 


’ E NI SS two factors: 
~S 1) It is most difficult to build 


inventory when so many basics 


Fe Oo i t | Ni G i S 5 such as steel, aluminum, and copper 


have a greater demand than supply 
2) An unusual product demand 
resulting from high consumer 
spending has upset normal seasonal 


It's good to know you can habit, insisting on constant procurement estimates 


always depend upon Kester __ solder alloy control and con- 

Flux-Core Solder to keep pro- _ sistent flux formulae. When ; . 
as ‘ mployment is high and holding 
duction rolling. That's be- | you want dependable solder steady. Purchasing executives report 
cause Kester makes solder _and soldering, Kester Solder is little change since June. The general 
quality a never-swerving — the right name to remember! consensus is that present high 
employment will continue for th« 
balance of the year. There are still 
scattered reports of shortages of 
SELL YOUR CUSTOMERS ON KESTER skilled tradesmen and competent 
.. . 8 fluxes in cored solder, all available in clerical help. Also, some members 
5 core sizes. report a desire to pay overtime to 
meet increased production sched 
ules, rather than adding extra peopl 

to their pay rolls. 


Buying “Close to the Vest” 
Purchasing executives report that 

they have made minor modifica 

tions in their buying policies to take 


idvantage of coverage prior to price 


COMPANY 6502 wrightwood Avenve, Chicoge 39, Illinois | increases and to protect agains! 
Newark 5, New Jersey » Brantford, Canada lengthening deliveries. In som 


Employment Steady 
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YOUR 
: Cudstomers 
CAN DEPEND ON YOU 
FOR SERVICE AND TOP 
PRODUCT PERFORMANCE 


... WHEN YOU SELL 


MILWAUKEE 


INDUSTRIAL 


BRUSHES 


Excellence of product quality and consistently good 
service on the part of the manufacturer — that’s the 
combination that means sales for the distributor 
together with profit that counts over the years. 


Milwaukee service has kept pace with in- 
dustry’s growth. This organization has been 
identified thru the years for its top quality 
products and their uniformity. Our distrib- 
utors can depend on Milwaukee at all times 
both for the supply and for the perform- 
ance of the Milwaukee Industrial Brushes 


they sell. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 
SEND FOR 
CATALOG NO. 36-87 
IT FEATURES 
THE COMPLETE LINE 
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CAA NE ST PAT 


INDUSTRIAL 


You Sell Complete 
Satisfaction with 
this Equipment ..... 


No one has ever been dissatisfied with the pur 
chase nor the performance of CAPITAL mainte 
nance equipment because it is honestly built to 
give the utmost in service. Management wants 
this knd of merchandise for the money spent and 
that’s why CAPITAL enjoys such a fine reputo 
tion throughout industry. This is the line for sub 
stontial returns 


© We suggest to users thet they buy 
thru their local distributor 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH ond BROOM STS. = Est. 1890 INDIANAPOLIS, 7, IND. 





THIS NEW 


“99 
JUNIOR” 


HAS IT! 


* Has 7 nut drivers 
(3/16" “2 2 
We had an idea you and your customers would like Phillips and 2 slot 
this pocket-size edition of the XCELITE “99” kit — WR, ~~ 
we introduced this May. Since then—well, we've EXCELITE han 
had to make a lot of “99 Juniors” to fill your orders, Ge! 
and expect to make a lot more in our big, brand-new Has extra pocket 
plant here. Do you have all the facts? If not, write fer the sew Sup- 
for latest literature and cash in on this tool pop- 


ularity! 





XCELITE, INCORPORATED 
Dept. 00, Orchard Park, N. Y. 
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ases, “lead times” have substan 
tially lengthened with little warning 

On production materials, 43% 
state that they are buying 90 days 
3 more into the future and, on 
apital goods, 72% are in this range 
As has been the case for many 
months, when buying MRO sup 
plies, the prevalent policy 1s one of 


plaving it “close to the vest 


Specific Commodity Changes 

\s an indication of the general 

e strength, only three items are 

wn this month 

On the up side were: Rubber 
teel opper, paper, aluminum, 
rass, fuel oil (No. 6 grade), steel 
and copper scrap 

Many reported prices “up 
itegorically on such things as 
hemicals, steel products, paper 
products, copper products, metals, 
rubber products, electrical equip 
ment, and wood products 

On the down side: Beef, mercury 
iutomobiles 

In short supply: Steel, special 
steel alloys, copper, aluminum, 
nickel, cement, brass, selenium, 
many steel and copper products 





Book Reviews 





THE NEW AMERICAN MA 
CHINIST’S HANDBOOK, edited 
by Rupert Le Grand, McGraw-Hill 
Book Co., 330 W. 42 St.. New 
York 36, N. Y., $11.00—More than 
1 new edition, this 45-section hand 
book is based on Colvin & Stanley's 
American Machinist's Handbook, 
but the onginal has been 80% 
rewritten and completely reorgan 
zed to bring it up to date. Mr. Le 
Grand, who is senior associate editor 
»— American Machinist, McGraw 
Hill publication, points out that 
advances in metalworking since 
World War II have made a com 
plete revision necessary 

Each of the 45 sections has been 
organized as a complete unit, con 
taining all data on a single sub 
ject. For instance, Section 2, Drills 
ind Drilling, covers the nomencla 





HHI) WRIGHT Safeway Hand Hoists 


meen Complete Line of 11 Sizes and Capacities to 25 Tons 


SPECIFICATIONS 


SPECIFICATIONS LA Ton Capacity 20 4 25 


- 





Minimum Oistence 


Ton Capacity 1” 
between hooks 





Minimum Distance 


between hooks Stenderd Litt 





e Net Werght Lbs 





77 




















Sate” iy” ay! 
— ~? 


SAFEWAY HOIST 
Ye TO 4 TONS 


. _* 
1 


SAFEWAY HOIST 
12 TO 16 TONS 


ae 


y SAFEWAY HOIST 
¥ 35 TO 10 TONS 





Po 








SAFEWAY HOIST 
20 TO 25 TONS 





SPECIFICATIONS 





SPECIFICATIONS Ton Capecity 2; & 


- — t . 


: Minimum Distance 
T 54 
on Capacity 6 between hooks | a 








Minimum Distonce * T 
metuseen 6 " } Stenderd Lift | 








Ste 4 uh Net Weight Lbs 





Ne! Weight Lbs 








e@ When you stock wricnut All the vulnerable parts of wRIGHT use in dusty atmospheres, as in 
Safeway Hand Hoists you areready Safeway Hoists are enclosed in high cement mills and foundries; cold or 
to meet every customer require- grade steel housings. This sealed wet exposures, or high temperatures 
ment. These sturdy, easy-running construction makes them ideal for in heat treating rooms. 
hoists come in eleven sizes and ca- 
pacities to cover the widest possible No expense has been spared to make the 
range of lifting applications. WRIGHT Safeway Line the best hand hoists you can sell. 

Let us send you Catalog DH-164B. Write our York, Pa., 


WRIGHT Safeway Hoists, now 
office today 


completely redesigned, retain their 
simplicity of construction but the 


use of improved materials assures co Wright Hoist Division f 
or 


the user a hoist with a much longer, 


trouble-free life. | Ae AMERICAN CHAIN & CABLE Better 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, Value 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 








For further information 
write 160 Canal Street 


CLarx Bros Rout @ 


ture and types of drills, drills for 
various purposes, data on speeds and 
feeds, information on how to grind 
drills, and notes on the grinding of 
various metals from aluminum to 
titanium. ‘The user does not have 
to turn to other sections of steels 
and nonferrous metals to learn how 
to drill a specific material 

The 45 sections are grouped into 
1] parts—machining 
metal-forming methods, assembly 
methods, materials, finishing of 
metals, inspection, fastening devices, 
tool engineering and drafting prac 
tice, machine-tool standards, power 
transmission equipment and mathe 
matics and tables. 

Significant advances since World 
War II which are treated at length 
include new methods of machin 
ing, forming and joining metals, 
improvement in cutting materials, 
new constructional and tool steels, 
and refinements in heat-treating 
ind finishing. 

Important features 
extensive treatment of gearing, notes 
on how to machine given materials 
in each section of the book deai 
ng with machining, new informa 
tion on cold working of metals and 
a directory of tool and die steels, 
showing trade name, composition, 
typical properties, applications and 
heat-treat data 


methods, 


include an 


VIAKING YOUR SALES MEF] 

INGS SELL, by Edward ]. Hegarty, 
McGraw-Hill Book Co., 330 W. 42 
St., New York 36, N. Y., $4.00—Mr 

Hegarty is director of sales train 

ing of the Electrical Appliance 
Division, Westinghouse Electric 
Corp. Ten years ago he wrote a 
book, How to Run a Sales Meeting 
and the present book, he says, is an 
ttempt to improve on the first in 
three ways: to bring it up to date 
since there have been many changes 
ind improvements in sales mectings 
practice in recent years; to slant it 
more toward the smaller company, 
where sales meetings are held for six 
to ten salesmen on a limited budget; 
and to insert more new ideas on the 
‘chowmanship” of sales meetings 


There are 29 sections, covering 
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everything from Organizing Your 
Presentation to The Fine Art of 
Fumbling, each section heavy with 
specific instructions on what to do 
to meet vanous contin 
gencies. At the back is a “Sales 
Meeting Idea Book” containing The 
Nine Meeting Forms and Over Two 
Hundred Ideas for Stunts and Gags 
his last takes the full leap into the 
cornpatch for those who are in 
terested. ‘The rest of the book has 
valuable tips both for sales man 
gers who run meetings and for 
salesmen handling demonstrations 
not to mention its usefulness as 
a check list on the attributes of 
salesmen who ad 
VNP 


ind how 


manufacturers’ 
dress distributor groups. 


BRAND OF THE TARTAN, THI 
3M STORY, by Virginia Huck 
Appleton-Century-Crofts, Inc., New 
York City, $3.50—Minnesota Min 
ing & Mfg. Co. was founded 53 
years ago and grew up im the era 
when the old frontiers of exploita 
tion of natural resources were being 
replaced by the new frontiers 
of manufacturing. This readable 
company’s 
begin 


history traces the 


progress from its early 


nings, when it was founded as 
an ambitious, but apparently mis 
taken mining venture, and saved 
itself from extinction by discover 

g instead a manufacturing process 
and a vast new market. Its earl 
alliances with imdustrial distributors 

lr. B. Rayl in Detroit and E. A 
Kinsey in Cincinnati—are described, 
and the author credits the manage 
ment of 3M with being among the 
first to pioneer the device of having 
factory representatives call with dis 


ing 


tributor salesmen 


CREDITS AND COLLECTIONS 
IN THEORY AND PRACTICE 
by Theodore N. Beckman and 
Robert Bartels, McGraw-Hill Book 
Co., 330 W. 42 St.. New York 36, 
N. Y., $6.50—Written as a basic 
college text, this 
work has been through five revisions, 
the latest containing some 17 new 
topics necessitated by recent changes 


comprehensive 














HOW TO BUY RUBBER TRANSMISSION BELT 


For MORE POWER 
AND 
LONGER BELT LIFE 


“More Use per Dollar” 


Look for a belt engineered to give 
uniform ply tension and eliminate 
major causes of premature belt 
failure 


Unequal distribution of tension 
among the plies of a rubber trans- 
mission belt is the cause of most 
belt weaknesses and eventual fail- 
ure. With ordinary belts, the inner 
plies “‘loaf’’, become loosely crum- 
pled when rounding a pulley. 
Outer plies become overworked 
. . » pull more than their share 
of the load. The thicker the belt 
the greater the tension of these 
outer plies. It is here where belt 
failures begin . . . plies separate, 
outside plies rupture—especially 
at the fasteners. Where ply 
stresses are equalized during 
manufacture, every ply pulls its 
share of the rated horse-power of 
the belt . . . you get more power, 
more belt life, longer trouble-free 


service. 


Specify by name the only trans- 
mission belt with exclusive equal- 
ized ply stresses . . . specify R/M’s 
Condor Compensated Belt. 


MANHATTAN 


CONDOR COMPENSATED BELT 


availak'« 4 various machine 
nents... from 
required ce gree 


An exclus ‘ive 


aiid 
ply se; 
tener 
Compe 
pulley, ¢ 
tension 
full shar 
drives, C 
holds fa: 
longer tl 
selection 


Manhattan ms thod 


RUBBER 


sentative show 
ages of Condor 
‘an mean more 
uuble-free belt 
er Dollar” on 
ssion drives. 
ask about 
Belts with 


ascinve;rs. 


DIVISION —PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Zh PS ore SZ 


Roll Covering Tonk Lining Abrorive Wheels. 


Be eR nnn 2 ce * Brake Linings « Brake Blocks * Clutch Focings 
Asbestos Textiles + Packing: + Balls 


Rs el Se 
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Sell these 3 Great Names 
in Belt Fastening 
and Repairing 


- « « THEY MEAN MORE 
PROFITS TO YOU! 


FLEXCO FASTENERS 


the quality fastener that does an out- 
standing job in ip retene and repairing 
conveyor and elevator belts. 


FLEXCO HINGED FASTENERS 


areused for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Belts made up 
in any length tw ft any drive, the fast 
economical way. 


ALLIGATOR CONVEYOR BELT LACING 


is universally used to join flat conveyor belts 
of any width. Only a hammer required 


REMA, the new 
and amazing self-vul- 
canizing rubber re- 
pair material that 

adds years of life 

to conveyor 


belts. 

The FLEXCO-ALLIGATOR Prestige Line 

—sold by key distributors everywhere 
FLEXIBLE STEEL LACING co. 
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in credit practices and business 
methods. The book contains five 
parts: Part 1, on the general aspects 
of credit and its economic role; 
Part 2, the risk elements, 
agerial qualifications and broad man 
agement practices and problems 
related to credit; Part 3, 
of risk in different types of credit 
the use of credit information 
sources; Part 4, the entire function 
of collections, including both busi- 
ness practices and the legal framc 
work; and Part 5, over-all controls 
such as credit limits, 
ance and measurement of credit and 
collection efficiency. A good refer 
ence for the management that wants 
to instill a professional attitude 
toward the all-important credit fun« 
tion 


man 


analysis 


credit insur 


MODERN MANAGEMENT Ol! 
CAPITAL EXPENDITURES, Fi 
nancial Management Series No. 105, 
American Management Association 
330 W. 42 St., New York City, $1.25 
—This 36-page booklet has its uses 
for the thoughtful distributor plan 
ning a new branch, a major renova 
tion or other capital outlay. Though 
slanted toward managements of 
much larger firms, the precepts out 
lined will have meaning for any 
manager who 
accounting of the possible returns 
on an investment before he spends 
his money. There are four sections 
Controls for Capital Expenditures 
Measuring the Investment Worth of 
Capital Proposals; Pro 
posed Capital Expenditures; 
Projecting Future Effects of Capital 
Expenditures. 


wants a meticulous 


Screening 
and 


HOW TO MAKE SALES 
APPOINTMENTS BY _ TELE 
PHONE, Boyce Morgan Associates 
1800 H. St. N.W., Washington, 
D.C.—Common-sense tips on an 
old problem are succinctly put in 
this unpretentious but practical 
pocket booklet. It belittles the high 
pressure telephone technique too 
often espoused by authors of so 
called inspirational books, suggests 
workable methods of using the 
phone with courtesy as well as force 
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SPECIFY... 


Sold thru Distributors Send for catalog 


L. B. ALLEN CO., Inc. 


6703 BRYN MAWR AVE., Chicago 31, Ml. 





The Best Known Brand of 
Belting Throughout the World. 

Serving Industry Since 1868. 
Sold Through Stocking and 


Non-Stocking Dealers. 





particularly in the matter of treat 
ing secretaries as humans 


BUYING AT UNITED STATES 
STE EL. Purchasing Magazine, May 
1955, 205 E. 42 St.. New York 17, 


N. Y _This reprint of a case his 
tory is a comprehensive review of 


U.S. Steel's policies and procedures A Hose Clamp So Easy 


It includes a description of how 

+),000 commodities are bought from t Att h d D t h 
90,000 = suppliers, departmental oO ac an e ac 
organization, purchasing research, 

buying at general operating divisions 

and associated subsidiaries and train 

ing and development of personnel 

Should be valuable to all salesmen 

who do business with the giants and 

the near-giants 


THE SHIPPERS GUIDE, The 
Shippers Guide Co., 27 Park Place, 
New York 7, N. Y., $15.00 or $17.50 
per year—In three editions—New 
York, Chicago and St. Louis—the 
three-volume looseleaf guide in 
cludes the following: !. Shippers 
Guide—Mail, Express, Freight— 
rules and regulations including rail 
rates, parcel post zones and express 
rates, listing approximately 130,000 
places in the U.S. and Canada, with 
population, county, location and 


shipping directions; 2. Motor 


Freight Directory giving names and 
addresses of motor freight com 
panies, alphabetically, by state and e Now AERO-SEAL, the finest hose clamps, have been 
city or town, with truck line service improved with a new exclusive patented feature that 
and code of type of service rendered: permits faster installation and removal. ; 7 
Motor Carrier Rates—treck clon To attach, just _ the housing to desired position 

; on the band, snugly around hose, and threads of the 
rates from New York or other point worm screw will drop in the slots. Now tighten the 
of orgin, showing base rate num worm screw to fasten securely. To remove, loosen the 
bers for each five sections of the worm screw; at the same time lift screwdriver head and 
countn clamp will open. 

But like all AERO-SEALS, it won't budge till you 

want it to. Never snaps open! 

Stick with the finest — at no extra cost! Copy-cats 
can’t be leaders. It's TURNOVER, not discount, that 
makes profits. Ask your jobber about the new AERO- 

, SEAL JET! 





LONG-DISTANCE COMMUTERS 


Studies have shown thot industriol 
employees are living farther and 
farther from the place where they 
work, Factory Monogement and Main 


tenonce, McGraw-Hill publication, 
notes. Therefore, it is suggested, / 
plants should extend their recruiting ELE 


efforts to a 20- to 40-mile radius, par- : HOS, 

ticularly if the plant locotion is easy to ' f CLAMP 
get to by auto, and parking space is 
adequate 
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Easier Pulling Means More Operations — 
SIMPLEX JACK SALES 7" """™ 





SIMPLEX HYDRAULIC JENNY gives straight- 
line pull through center of jack — requires 
75% less effort in pulling a gib key from a 
large fly wheel, for example. 


AN EXCLUSIVE SELLING FEATURE 
-— the Simplex “Center-Hole” — helps 
you sell a Simplex Hydraulic Puller to 
any prospect with a pulling problem. 
For only the Simplex “Center-Hole” 
Jenny and Re-Mo-Trol completely 
eliminate torque in removing wheels, 
pins, shafts, clinder liners, keys, bush- 
ing and valve seats. The pull rod is 
drawn through the center of the puller 
for direct, straight-line pulling. Ac- 
tually pulls 75% easier, reduces set-up 


VERSATILE SIMPLEX HYDRAULIC RE-MO-TROL 
has remote controlled “center-hole"’ ram and 
puller. Torque-free pull quickly removes shaft 
on printing press (above). 


time, and prevents damage to parts 
and honed surfaces caused by off-cen- 
ter pulling. The Jenny Puller is a self- 
contained hydraulic unit, easily por- 
table and compact. The Re-Mo-Trol 
has a ram separated from hydraulic 
pump by flexible hose, permitting 
greater safety and ease of use on some 
jobs. Re-Mo-Trol models in capaci - 
ties 10-100 tons; Jenny models from 
30-100 tons. Both pullers described in 
Bulletin Hydraulic 53. Write for copy. 


No. 310A 
RATCHET LEVER JACK 


Lifts. guehes of pulls at 


Hydraulic pullers are only part of 
the complete Simplex line of lever, 
screw and hydraulic jacks. There 
are more than 125 different 
Simplex models. No other line 
offers your customers such a wide 
selection—no other line enables 
you to fill all jack needs from one 
source. You profit, too, in lower 
inventory costs, less ordering de 
tail, easier reference and selling— 
plus customer preference. 


SCREW JACK 


WORLD'S LARGEST 
MECHANICAL AND 


RE-mMO.TROL AC K & s0nNNY 
uTH-a-TOOL 5 ROL-TOE 


MEGES. OF INDUSTRIAL 


HYDRAULIC JACKS 


TEMPLETON, 
KENLY & CO. 
2523 Gardner Road 
Broadview, Illinois 
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Hand Lift Truck 
Acetate Holders 
Hydraulic Lift 
Mobile Order Desk 
Phone Rest 
Photo-Copying Booth 
Walking Lift Truck 
Conduit Racks 
Desk Stabilizer 
Crate & Carton Clamp 
Carton Sealer 
Industrial Cars 
Battery Service 
Storage Racks, Bins 
Black Light 
Collators 
Punched Card Procedures 
Fluorescent Tube Racks 


Hand Lift Truck 


\ manufacturer has made an ium 
portant change in his line of single 
stroke, hand lift trucks in increasing 
capacity from 3500 to 4000 Ibs. A 
bulletin describing these trucks 1s 
ivailable, giving complete specifica 
tions with line drawings showing 
features such as easy operation, long 
life, safety and low maintenance 
\ number of operating views are 
shown as also are special models 
f single stroke lift trucks for spe 
ific applications, such as handling 
ible reels, tote pans and fragile 


le ads 


Acetate Holders 


Important data that requires rout 
ng, multiple-handling and quick 
reference filing can now be protected 
from grease, dirt, water and smudg\ 
fingers and yet remain completely 
visible, quickly identified and easily 
handled when enclosed in a color 
coded, transparent acetate Route 





oe 


Cate ae 


me Be 
OC ht bobetes 4 


habe bhh bbe 


The Right Light Screw by 
SOUTHERN 


Southern Aluminum Scréws give fime and weather 
resistance to praducts sand econamy to production 


WOOD SCREWS MACHINE SCREWS TAPPING SCREWS 


Also from Southern—all standard size wood screws in Steel, 
Brass, Silicon Bronze and popular plated finishes, flat, round, 
and ova! with,Phillips or slotted heads 
Flat or round head, slotted steelustove bolts 


WOOD SCREWS + WOOD DRIVE SCREWS + STOVE BOLTS 
MACHINE SCREWS + A & 8 TAPPING SCREWS 
ROLL THREAD CARRIAGE BOLTS 
in Gulk Only Dowel Screws * Henger Bolt 


SCREW COMPANY 


STATESVILLE HORTH CAROLINA Write for free sameles and stock list. Box 1366-02 


WAREHOUSES: New York ° Chicago ° Los Angeles 


SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 
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WR , 

HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 


under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES! 
FOR ALL TEMPERATURES |! 


Standard & Double 


Extra Heavy 
UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes ! ” to 4”; 
6000-lb. sizes Y” 


to 2”. 








‘ai 








ORIFICE ifs 
UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 6000- 


Ib. service. j 














* 
C 


ALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


Nope ice only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
soc ket weld ends. 
3000-Ib. and 8000-Ib. 


service. ¥, 


WRITE FOR CATALOG I! 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 


FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 








~ 
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and-File holder. It is a new ite 
in the manufacturer's standard and 
custom-tabricated line of transparent 
acetate covers, holders and card 
cases. It is offered im standard 84 
by 11 in. size, .005 acetate thickness 
with taped edges of blue, red, green, 
or black. Also available in 


any practical size and acetate thick 


vellow 


ness to meet individual require 


ments 


Hydraulic Liit 


his is a battery-operated hydrau 
lic lift designed for all businesses, 
large or small. It is manually pro 
pelled and has a maximum lifting 
speed of 40 rpm and a load capacity 
of 1000 Ibs. It raises loads up to 
56 in. Additional models will in 
crease lifting height up to 86 in 
It is suited for such operations as 
transferring dies from shelf to press 
and return, tailgate loading and un 
loading, stocking drums, crates, 
skids, pallets, etc., 
materials through 
loading and anloading freight cars 
and generally serving as a handy 
almost any lifting opera 


movement of 


narrow aisles, 


man for 


tion 


Mobile Order Desk 


An aluminum order desk provides 
new convenience for all paper work 
that 
office, warehouse or shipping and 


requires moving throughout 


receiving. It weighs only 29 Ibs., is 
sturdy, rolls easily on rubber tired 
double ball bearing swivel casters 
Measures approximately 42 in. high 
25 in. wide, and 20 in. deep. ‘There 
is a Spacious storage compartment 
for supplies. A tray-type compart 
ment cover serves as writing surfac« 
shelf 


storage space 


Lower provides additional 


Phone Rest 


Vhis handy new device holds the 
phone receiver and mouthpiece at 
head level in any desired position to 
leave the user's hands free for typ 
ing, dictation, writing orders or for 
It fits 
any modern phone base and 1s 
quickly and easily attached. Con 
trol is regulated by patented con 
Flexible goose neck 


just effortless conversation 


versation kev 
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and ball point permit easy adjust 
ment to individual requirements 
Photo-Copying Booth 


4 movable booth for 
making 


controlling 
photo-copy 

Parts for 
the booth come in package form, 


light while 


prints is now available 


ipable of being set up in five to 
seven min. on any desk or table 
Frame is of light, sturdy tubular 
teel over which a specially-shaped 
loth is drawn to shield the machine 


ind process from the light 


Walking Lift Truck 


he manufacturer of a walking 
type telescopic tilting fork truck is 
offering a bulletin containing com 
plete specifications. Basie charac 
teristics of the truck are walking 
operator, electric lift and travel and 
convenient finger-tip control of all 
movements. Compactness and 
short turning radius give easy maneu 
verability in close quarters. !t is 
battery powered and has a free lift 
of 614 in. and a total lift of 1214 in 
for ceiling high storage 


Conduit Racks 


New 
being offered by a manufacturer for 


vertical conduit racks are 
storage of large quantities of con 
duit piping material 


Lengths up to 10 ft. can be stored 


and other 


upright in the racks which eliminate 
Racks 


ire individual units, require no fas 


need for extra wide aisles 
the floor nor bracing to 


Anchored by their 


tening to 
walls or ceilings 


become more 


Each 


usable 


own weight, they 


stable as the load is increased 
rack provides 9 sq. ft. of 
lhe racks may be placed 


back-to-back 


Descriptive information is available 


pact 


singly or m rows or 


Desk Stabilizer 


his a foolproof 
locking device holds the 
typewriter platform firm and gives 


stabilizer has 
which 


rigid support to the typewriter. It 
1S ollapsible to 17 im. to fit into a 
desk drawer for storage. It is adjust 
ible to a fraction of an in 
31 in. and has an instant fingertip 
It has all steel construction 
with rubber tips at both ends to 


up to 


releasc 





as strong as they look 


When you use headed-and-threaded 
items made by Bethlehem, you can 
be sure they'll be plenty strong for 
the job. Bethlehem fasteners have 
great strength, and are top quality 
all the way, for they are made from 
sound steel by men who are special- 
ists in fastener-manufacture. What's 
more, Bethlehem fasteners come in 
hundreds of individual types and 
sizes, making it easy for your jobber 
to meet your requirements. Give 


him a call today! 


— 
——— 
—. 
_ 
— 
— 
—_- 


\h 


; 
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Bethlehem Bolts Are Good Bolts 








+ 
PEERLESS PACKET HOIST IN HEAT TREAT DEPARTMENT. Many plants find these 
easy-pull hoists (42 Ib. for \¢ ton; 56 Ib. for 1 ton; 60 Ib. for 2 ton) ideal for 
servicing soaking pits and other heat treating equipment. Sturdy enclosed housing 
withstands rough handling, and keeps out dirt—thus reducing maintenance. 


4 


ay, . © bear 


Where there’s lifting to be done, 
there’s a Harrington Hoist to do it 


PEERLESS MODEL C ‘ BEARCAT ELECTRIC HOISTS 
HOISTS for intermittent for fast lifting of light to me- 
lifting of loads from 4 dium loads— 170 to 4000 Ib. 
to 60 tons. 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting 
and conveying \% to 2 
ton loads on I-beams. 
Low headroom units ad- 
justable to a wide range 
of I-beam sizes. 


PEERLESS PACKET ALL- 
STEEL HOISTS for lifting 4 
to 2 tons. Special construc- 
tion makes these hoists eco- 
nomical to maintain, easy 


to operate. 


PEERLESS PACKET ALU- HARRINGTON |-BEAM 
MINUM HOISTS for use TROUEYS for rapid and 
where hoists must be easy movement of materials 
moved frequently. Much over I-beams. Regularly 
lighter than all-steel supplied in geared and plain 
model, with no sacrifice models in capacities from 
of any other quality 4 to 20 tons. 


Markets for these cost-cutting products are unlimited, and profits are good. 
Write for complete information about our full line of hoist products. 


THE HARRINGTON company 


Makers of Hoists Since 1876 
Gravers Roap at tae Turnpike, Piymours Meetine 11, Pa. 
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prevent any give or slide or scalTing 
of fioor or desk 


Crate & Carton Clamp 


\ wide variety of carton and 
crate handling jobs can now be 
accomplished with a versatile, new 
hydraulic clamp with rotator and 
side shifter developed by a lift 
truck manufacturer. The device 
eliminates need for several attach 
ments where different box handling 
assignments pose a problem as in ; 
supply warehouse. The clamp 
handles crates, capped cartons and 
regular cartons in a wide range of 
sizes. Basically a vertical clamp, the 
distance between the bottom fork 
and top plate can be hydraulicall 
adjusted from 26 in. to 76 in. This 
allows for handling of crates and 
regular cartons in a height range of 
from 28 to 74 in 


Carton Sealer 


his gluer is designed to seal cat 
tons more securely than gummed 
tape or staples and the cartons are 
neater in appearance and safer in 
transit. Using low-cost liquid glue. 
the sealer can dispense the adhesive 
in an even coat to any size area 
with great flexibility. Additional 
economies claimed are speed and 
ability to use ungummed labels 
Lightweight, portable unit weighs 
about 5 Ibs. when filled with one 
quart of adhesive 


Industrial Cars ? 


\ West Coast manufacturer has 
started production of five new elec 
tric industrial cars designed for use 
not only by manufacturing plants 
of all kinds but by warehouses, 
supply depots, hospitals, motels 
post offices, etc. The line includes 
a 4 ton capacity pickup; 4 ton 
capacity service car for motels, 
shopping centers, etc; a 4 ton 
capacity job for messenger service: 
a personnel transport, and a 
4 ton model for low cost han 
dling of many different hauling jobs 
All models use an electric batter 
power plant combined with an 
automotive differential drive 


Battery Service 


4 new plant for enabling indus 





trial users to take advantage of the 
efficiency and savings of electric 
fork and lift trucks with relatively 
low initial cash outlays was revealed 
by a battery manufacturer. The 
firm now leases batteries and charg 
ers for periods up to five years 
through any of several leasing and 
purchasing option agreements. The 
effect is to bring average initial out 
lav for electric trucks within range 
of the original cost of trucks 
powered by other means. Annual 
savings of from $313 (one truck 
in one-shift operation) to $14,860 
10 trucks in three-shift operation ) 
the manufacturer says are possible 
because maintenance, repairs and 
depreciation of electric trucks are 
less than that of others 


Storage Racks, Bins 


Comprehensive illustrated _in- 
formation, complete architectural 
specification data, with full techni 
cal details for heavy duty indus 
tria] storage requirements, is obtain- 
able from a manufacturer of stor- 
age racks and bins, who specializes 
in custom orders 


Black Light 


New wrinkle in advertising dis 
play signs is black light device just 
put on the market. These fixtures 
bring out fiery colors possible only 
with fluorescent paints to create 
point-of-purchase or other displays 
Fixture weighs little more than a 
pound and has spring-tension clips 
on back into which fiuorescent 
placards or shadow box displays can 
be slipped into place. Quick 
change feature makes it possible for 
distributor to tell his message again 
ind again 


Collators 


A new line of mechanical and 
clectric-powered collators was an 
iounced by a manufacturer. Fea 
tures of the new line permit faster, 
easier loading; redesigned bim 
ssembly to permit 70%, greater 
apacity per bin; feed-fingers for 
more positive operation and to 
provide for extra paper capacity 
yer bin; new appearance. The units 
ire used to assemble duplicated 


B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


always measure up! 


Product, Promotion, Policy on 
these crucial distribution factors, 
B-RIGHT-ON always measures up 
It is the result of Brighton's fair 
play policy . . . and your assurance 
of extra profit and extra customer 
good will. 


From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 
measure up on: 


PRODUCT Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality. 


PROMOTION— Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT 
ON distributor for what they need, 
when they need it 


POLUCcY—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


THE BRIGHTON SCREW & MANUFACTURING CO. 


1827 Reading Road 
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Cincinnati 7, Obie 











sheets into sets such as reports, 
directives, lists, sales reports, cata 
logs and similar data. 


Punched Card Procedures AUTOMATIC EMERGENCY LIGHT 


A wil ate x- » foider 
ne lustrated six-page foide ee 
tells how companies can set up oaTw 


PORTABLE ELECTRIC punched-cards methods for han 

LE dling either normal or specialized 

REVERSIB accounts receivable in addition to 

DRIVER providing accounting information 
SCREW which will improve customer rela- it’s the most COMPLETELY DEPENDABLE emer- 


MODEL 143SR tions, lessen clerical work, eliminate gency light ever built! When regular lights 
fail this new Big Beam turns on instantly 


errors, reduce correspondence, speed provides hours of illumination. The bottery 


collections and tighten credit con is charged to capacity of all times by an en- 
closed trickle charger. Your customers deserve 


trol Big Beam quality and dependability 








2 Ly 2? at 
Fluorescent Tube Racks /2 G4 ey7s 2 
New steel racks designed for safe PORTABLE ELECTRIC HAND LAMPS 


and convenient storage of fluores Model 166 


cent tubes, fixtures and similar ‘hissecledbeom model is one 

of many types of Big Beam 

materials have been announced. portable electric hand lamps 

used in thousands of plants 

and warehouses throughout the 

height to make better use of space country:<AeGrw more about the 
complete Big Beam line 


For information on where to => Write for Literature Today 
obtain these items, write “Oper U-C LITE MANUFACTURING CO. 
ation Ideas”, INpusrriat Dis ee. > eee ss ae 
rripuTion, 330 W. 42 St.. New 

York 36, N. Y 


Cartons may be stacked to ceiling 


Throws it in 


REVERSE 
nary apni elailn teen ean W. A. WHITNEY 


. 
will fiad a big demand. It drives all standard 4 y - rd Th 9 
pa eal and just a flick of the switch throws it ave ou ea is . 
in reverse. Every metal or woodworking shop is LEVER PUN We 











1 prospective buyer of the Mall Model 14385K 

it's built to handle heavy production work and it's 
moderately priced. The Mall Reversible Screw , » 
iriver is the newest tool in the complete Mall line AW arning 


that's designed to outperform and outsell any 

other tools built “The experts tell us that debt 

© Mall is the factory-to-dealer power too! 
line ...the full profit line. 

© Mall is the quality tool line...and quality expanding the economy. Nuts. The 
performance means repeat business. 

© Sati dahtinn wenhemnl - cost of carrying debt is deductible 
houses from coast to coast. from taxes and the income secured 


© Mal DORM peEty esveqnEaem. from prudent savings is taxed. The 
public is smarter than the politicians 
think, for much of the borrowing is 
for tax purposes and flight from the 
vanishing value of the dollar in 


has become a dynamic force for 


FRADE MARK 








recent years All the highfalutin Lune ae 
arguments can't make assets out of 
debts I think we will have to 


slow down the boom a little so that 


The Punches with a Reputation 


@ Known and used throughout industry 
: | d—expertly d 
people can pay their debts ee “eer ane 
. _ . signec— 
MALL TOOL CO. George A. Renard, The Chicago cuusiten tee ton te cian Sen ol 
PORTABLE POWER TOOLS + Gasoline ~ Electric » Air Purchaser, August 1955 needs of your customers. Repair parts 


7802 $. Chicage Ave., Chicege 19, Hlincis an 
Send me more details about MALL . available for immediote delivery ese 
Dealership opportunities Knowledge Comes First are a good source of income—stock them 


Send for our complete catalog 


Name 


“The salesman who fails gives a 
prospect only half or two thirds of 


the information he needs. The | W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, [LL 


Firm 
Address 








salesman who makes the sale gives . 
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100%; the prospect can rely on him; 
his information is accurate, sound. 






He instills a feeling of confidence 
if for no other reason than that he 







is getting complete information, 
that if more is needed, it will be 
supplied” —Ralph C. Moffitt, direc 
tor of purchases, U.S. Steel Corp 












Sales Management, June 1, 1955 









Blame the Women 


Don't the 
for the five-day, fortv-hour week. It 








blame labor unions 
























was the women. Women wanted 
Saturday off to go to beauty parlors, 
to shop, to fix up the little place 







for a pleasant weekend They 






brought the five-day, forty-hour 






week. ‘There isn’t a company here 







that hasn’t got grandmothers on 
the assembly line’’—Will A. Foster, 
- vice president, Borden Cheese Co., 






addressing National Industrial 






Advertisers Association annual con 






rerence 





No Change in Humans 


CRANES | 


} ] 
lhe emphasis we place now on 









| + y . 
ien ind technology sometimes h . 
pF S ave served indu 
ead 1 to werlook the fact that : ory 
the personal qualities necessary to 
succe n life are no different today ; nationwide, 






than they were 50 or 100 vears ago 










he old-fasmoned virtues of 
persistence, determination and ini for over 
tiative have not yet been displaced 
by a portable Univac or made avail thirty-seven years. 
ible in synthetic form through the 
vonders of chemistrvy’—Henry B. 
du Pent, vice president, E. I. du 

















Pont de Nemours & Co... in an 
address speech at La Salle College 





NOW, AN EXPANDED 
MATERIALS HANDLING LINE 


° 
In addition to engineered cranes, the 





















Free Lunches, Please 


Most 


irds of progressive purchasing man 


o- 


No 





























; Conco line now includes I-Beam trolleys 
ilesmen know that stand 
hand chain hoists. electric hoists. jib 


cranes, hand operated cranes, electric 








wement are far above free lunches, cranes, and packaged crane assemblies! 

Distributorships are still open in certain 

entertainment or gifts as a means : : 
high-potential areas. If you are interested 


write us for full details. 





of obtaining business. I recommend 








that salesmen keep contacts on a 








CONCO ENGINEERING WORKS 
Division of H. D. Conkey & Company 
Division Street, Mendota, iilinois 


friendly yet strictly business basis” 
Ralph C. Moffitt, director of pur- 
hases, United States Steel Corp.. 

Sales Management, June 1, 1955 











AFFILIATES 
Coneo Engineering Works—Domestic Heatin Equipment 
Conce Building Products, inc.—Grick te, Stone 






Messenger or Salesman? 






Many salesmen remain nothing 





more than (messengers The 








wry routine messages to their cus 


WANT MORE 


SAFETY APPAREL SALES? 
Then sell Quality and Real Economy 


FINGER GUARDS 
Made in open and closed end 
styles, ir ao choice of mate- 
rials. Ask for literature describ- 
ing the various types. SIZES 
FOR MEN AND WOMEN. 
U.S. Patents No. 2,351,906, 
No. 2,461,872.) 


NO. 40 HAND PAD 
Tough chrome leather. Open 
bock for coolness. Also avail- 
able steel reinforced. One of 
many styles of pads. 


NO. 660-4 
GENERAL PURPOSE 
WORK GLOVES 
Chrome-tanned side-split 
leather. Stee! sewn through- 
out. Practically rip proof. 
Thumb patched and strapped 
for longer wear and greater 

protection. Any length cuff. 


NO. 13475 NATION'S 
NO. 1 WELDER’S GLOVE 
Finest grade. Chrome split 
leather. One piece back, no 
seams to burn through cnd rip. 
Wool heat breaker inside back 
insulates against heat during 
entire life of glove. Seams 
welted for extra strength at 
oll points of greatest wear 
Thumb seam full-welted. 
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We know what it is to sell. We know what it 
takes to sell. When the chips are down, the 
winning hand is the one with the best cards 
... better quality ... real economy. 

That's Steel-Grip. Why? Because we've been 
in the business longer. We've sold more cus- 
tomers. We know their safety needs. We know 
what qualities in materials last longer. We 
know what designs protect better. We know 
how to avoid the mistakes that cause dissatis- 
faction and lose customers. This isn’t just talk. 
These are words spoken out of 45 years of 
making and selling the Steel-Grip line, and 
hanging on to a reputation for square dealing 
and leadership that has never been equaled. 


The hand protection shown on this page is 
just typical of what the Steel-Grip line offers. 
Proved items that build business for you and 
keep your customers coming back. This is the 
line that will keep you in the lead. This is the 
line for you to feature-—in preference to any 
others. 


CERTIFIED ASBESTOS 

SAFEGUARDS 
A Steel-Grip first. We main- 
tain laboratory, test raw ma- 
terials, must contain min. 83% 
asbestos, max. 17% cotton, 
test to min. worp tensile 
strength of 145 Ibs., woof ten- 
sile strength of 65 Ibs., min. wt. 
2.47 Ibs. sq. yard. We so cer- 
tify all Steel-Grip Asbestos 
coats, pants, gloves, mitts, 
sleeves, etc. Demand Certified 
Label. 


OGun anor ue le 
@ 10 warp ones per inch 


Steel-Gr p 


INDUSTRIAL 


tiua’ \pparel 


TO BE SURE OF THE GENUINE 
DEMAND THIS TRADE-MARK 


INDUSTRIAL GLOVES COMPANY 
A Corporation 
1646 Garfield Street, Danville, Illinois 
(In Canada: Safety Supply Co., Toronto) 
All types steel sewed and steel reinforced gloves, 
mutts, hand pods, etc. 
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tomers and fulfill their customers’ 
requests tor routine material and/or 
convey complaints of their custom- 
ers back to their boss. This in fact, 
does produce business. You've 
got to make calls to get results. It 
may even produce enough busi 
ness to justify the existence of a 
salesman. But a ‘messenger’ is not 
a salesman.”—Robert L. Cornish, 
Sales Management, June 1, 1955 





FROM THE 


ove FILES 


25 Years Ago 

F. C. Morton, general manager of 
Bickford & Francis Belting Co., 
Buffalo, N. Y., described how his 
firm was replacing mule power 
with monorail systems in brick 





plants 


Depression was rapidly forcing in 
dustry to revert to hand-to-mouth 
buying practices and distributors 
noted that direct selling was on 
the wane—one consolation, any 
way, to the slump in sales and 
prices 


Charles P. Rogers, president of 
Beals, McCarthy & Rogers, Buf 
falo, celebrated his 50th anniver 
sary with the firm 


Ihe Charles Bond Co., Phila 
delphia, completed renovations on 
two adjoining buildings it had 
purchased. 


Che management of J. E. Dilworth 
Co., Memphis, Tenn., reported 
it had bucked the national trend 
by turning up better volume so far 
in 1930 than the same period of 


1929 


Noland Co., Newport News, Va 
bought out Standard Supply Co 
n the same city 





25 Years Ago (Cont'd) 





\ nationwide survey of sales of 26 


J. 


lines should decrease in all but 
two in every section of the coun 
try, compared with the same 
period of 1929 


H. Williams & Co. moved its 
general offices to New York City 


Pratt & Whitney Co. marked its 


70th anniversary 


Some $18,000 a year had been sub 


\ 


scribed to the Joint Merchandis 
ing Committee by 156 distribu 
tors and manufacturers. MILL 
SUPPLIES in an_ editorial 
pointed out that this was a 
beginning, but not nearly enough 
to carry out the committee's 
ambitious promotion plans. It 
urged the industry to get on the 
bandwagon. 


‘an Denberg Supply Co., Rockford, 


Il, added an industrial supplies 
department to its organization. 


10 Years Ago 


(he end of controls was in sight. 


From a peak wartime total of 650 
basic orders, the War Production 
Board had set termination dates 
on all but 30. Its Washington 
staff had shrunk from 23,000 to 
12,000 and would shortly be 
reduced to 4,000. 


MILL SUPPLIES printed on its 


cover the “Instrument of Sur 
render” whereby the Emperor and 
Imperial General Headquarters 
of Japan signed over the defeated 
nation to the Allied Supreme 
Commander, General McArthur 


Major General Leslie Groves, direc 


tor of the atomic bomb project, 
warned that there was “no con 
ceivable defense” against the new 
weapon. Representative Clare 
Booth Luce urged that the nation 
prepare to live underground as 
protection from surprise atomic 
attacks 
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KENNED 


gives you the answers 
to your Valve questions... 


with the 
New 


KENNEDY Y= 


VALVE Check Charts... 
show you at a glance Hou, When, Where 


to use the correct valve to fit the job! 


Designed for fast, easy reference, con- 
tains the answers to most of your valve 


Now you can tell at a glance the cor- 
rect KENNEDY Valve to use on a speci- 
fic job . . . and why! These new valve 
Check-Charts show you the important 
features of the various types of KEN- 
NEDY Valves and explain their proper 
installation and use. Show you which 
valves go where . . . list specific Figure 
Numbers for accurate selection . . . 
describe why thet valve should be used 

. and even suggest additional uses 
for Kennedy Valves. 


One chart describes Kennedy Bronze 
Valves and its companicn chart lists 
uses and conditions for lron-Body Valves. 


1021 E. WATER ST. 


questions. Large enough (16%" wide « 
25” deep) for easy reading and hangs 
right on your wail in your office or shop. 


Here are long-needed valve Check- 
Charts that give you quick, correct in- 
formation and show you how and why 
certain valves are built for specific jobs. 
Get your Kennedy Valve Check-Charts 


* VALVES + PIPE FITTINGS + FIRE HYDRANTS 
OFFICE-WAREMOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO - SALES REPRESENTATIVES OM PRINCIPAL CITHES 
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YOUR SALESMAN WILL 
LOVE US FOR THIS/ 


wew Palmulto. 


“INTERWOVEN’’ 
SELF-LUBRICATING PACKINGS! 


Your salesman knows, Mr. Dis- 
tributor, that a new addition to a 
product line offers him a fresh ap- 
proach to create interest among pros- 
pects and customers. It allows him 
to talk in terms his customers want 
to hear better performance . 
lower operating costs. Palmetto In- 
terwoven, the most advanced ver- 
sion of a Self-Lubricating packing, 
gives your salesman the selling points 
he needs to convince his technically 
trained customer 


QF they're Lubricant Impreg- 


nated — Before braiding every 
strand is separately impregnated 
with a special lubricant designed 
to the particular service require- 
ments 


AD they're Internally as well as 


Externally braided Every 
strand passes diagonally through 
the entire cross section of the 
packing, internally locking each 
strand é 


No other packing offers this combina- 
tion of advantages. That's why Palmetto 
Interwoven is everybody's sweetheart 
It gives your salesman the talking 
points he needs Your engineer- 


customer, the quality 


he demands you, 
the new profitable 
business you're look- 

4 Write for details today! 
packing mou perpormancs ine ser application 
GREENE, TWEED & CO. 


ing for! 


10 Years Ago (Cont'd) 





lhe management of Delaware Hard 
ware Co., Wilmington, learned 
belatedly that they had made a 
direct contribution to manufac 
ture of the first atomic bomb. In 
1943, the firm had supplied large 
orders of hand drills to Hanford 
Engineering Works, through the 
du Pont Co., on a Triple-A rat 
ing. No one had a hint of what 
was going on there until the bomb 
was dropped two years later 


Informed opinion in Washington 
was that unemployment might 
reach 8,000,000 by the summer of 
1946. Industry was expected to 
be well on its way to reconversion 


by the following January 


The Henry Walker Co., Norfolk 
Va., completed preparations for a 
new branch in Charlotte, \.¢ 


Chere was talk in Washington of a 
changed German policy to revive 
some segments of German indus 
tri The British im particular 
were pressing for a re-appraisal 


The Harris Pump & Supply ¢ 
Pittsburgh, marked its Sth an 


versar\ 





Obituaries 





Ralph Allen, 
Diamond Expansion 

Ralph Allen, for 30 years a sales 
man for Diamond Expansion Bolt 
Co., died July 27 after a short 
illness 

Mr. Allen started with the com 
pany in 1925 in metropolitan New 
York and had covered that territory 
and the northern part of New York 
State ever since 

He was active in the Hardware 
Trade Association of New York, the 
Hardware Square Club, the Hard 
ware Boosters and the New York 
State Retail Trade Association 


Easy to sell because 
it's the soldering flux 
that's easy to use. 


Fast selling as well as 
fast acting to properly 
condition metal for a 
strong union. 


Cosi less 
in the 
long run. 


Available in liquid 
and paste. Cus 
tomers like its ad 
an'ages come 
back for more 
Rubyfluid will 
ake friends and 
mulld business fo 
u, too 
For satiniess ste 
sell Ruby's Stair 
s Steel Flux 
verfected for th: 


netal 


RUBY 


CHEMICAL CO. 
76 S$. MeDowell St 
Columbia 8, Ohio 


Westcott Chucks are a good buy 
for you, because 
@ HIGH PRECISION, RUGGED 
CONSTRUCTION, FINE FINISH. 
® OUR ONLY BUSINESS FOR 80 
YEARS HAS BEEN GOOD CHUCKS 
COMPETITIVELY PRICED FOR 
SUPERIOR QUALITY 
FULLY GUARANTEED AND FAC- 
TORY BACKED 
Your customers know 
the Westcott name for 
reliability—for stand- 
ord chucks thet cover 
@ wide range of ap- 
plications. Write for 
Cetalog, to 


WESTCOTT CHUCK CO. 
600 £. WALNUT STREET 
ONEIDA, NEW YORK 
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Leslie E. Vaughan, 


Chapin & Bangs Plan Your Next Catalog 


Leslie E. Vaughan, 42, vice presi 
dent of Lindquist Steels, Inc., and y f Selli 
a director of Chapin & Bangs Co., for ears 0 ing eee 
Bridgeport, Conn., died August | 
in Philadelphia hospital 

Active in civic aftairs near Bndge 
port, Mr. Vaughan had belonged to 
the Monroe, Conn., town govern 
ment and the Monroe Zoning Board 
and had been president of the 
I'rumbull Roads Association. He 
was past president of the Bridgeport 
Tool Engineers Association and 
past master of the Washington 
Lodge 19, AF and AM, of Monore 

He is survived by his wife, 
NMirs. Marion Elizabeth Burroughs 
Vaughan; a son James Vaughan; a 
daughter, Elizabeth Vaughan; his 
parents, Mr. and Mrs. Leslie F 
Vaughan, Sr., and a brother, Fred 
Vaughan 


Wendell P. Norton. 
Gear Invent . 
pening’ bse-Leaf Binders 


Wendell Phillips Norton, 94, Unless all your lines change every year, why 
inventor and designer of the me reprint your entire catalog? Low-cost, easily 
inserted sheets or sections keep it up to date 
: and in sequence... when you enjoy the sales 
Hendy-Norton lathe, died August sensi Heinn Loose-Leaf Binders bring. 
8 at his home in Torrington, Conn You measure your gains in at least six 
important ways 


chanical gear shift first used on the 


aftez a long illness 
Mr. Norton started work as a > More efficient catalog distribu- >» No more staggering bills for tight- 

bov with the Seth Thomas Clock tion, with sections going to some bound catalogs that may be obso- 

“ customers,complete presentations lete before they're in the field. 

Co. In 1882 he perfected his gear o> ethare 

> Greater customer interest because 
of logically presented catalog 
information 


shift, which was first incorporated » Easier selling, with no need for 


in a lathe made by Hendy Mfg supplementary catalog bulletins 
Co. He contimued to design ma that often cause confusion. 
chinerv all his life and obtained > Less sales correspondence about > Custom styling that fits your 
catalog errors “business personality.” 


Hundreds of manufacturers and wholesalers place repeat orders with 
birthday Heinn. They would advise you to mail the coupon for the whole story. 


patents as recently as his 87th 


Originators of the Leose-Leaf System of Cataloging 


Representatives 
Leaders in 1896 ... and Still Leaders 


in Principal Cities 
EE ee ee ee 


Herbert J French Information, please Pte od fretente 
. _ [) CATALOG BINDERS INDEXES 
International Nickel LA att eee ECE BOCES 


rh 6? Si : -< CATALOG BINDER COUNTER CATALOG 
Herbert J. French, 62, vice pre A (WITH HANDLES) PLATFORMS 
dent of The International Nickel 


Co died August 17 after an 
extended illness 
4 metallurgical engineer, he 


Have your representative call 


joined the company in 1929 and 


had been active in both research FIRM 


} 


and admunistration during his 


career. He was past president of the ADDRESS 


American Society for Metals CITY, STATE 
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NEWS 


COLLET Starts on page 124) 
EQUIPMENT 


nag Type Drill Sleeves 
Use-Em-U p Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & S. Sleeves 
B. & S. Taper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushings 
Blank End Arbors 
Chuck Arbors 
Drill Drifts 
Magic Type Chucks and Collets 





Standard tools for all drilling, reaming, and tapping needs and special John T. Leonard 


tools to order. Immediate attention to regular or special requirements. 


W. M. Pattison 


THE COLL ¥ 8 COMPANY Names Division Head 


CLINTON IOWA The W. M. Pattison Supply Co., 
Cleveland, has appointed John T. 
Leonard manager of its Marine 
Division. 

He succeeds ‘IT. L. Ramsay who 


LIKE MONEY has been advanced to assistant 


general sales manager 


thy THE BAP — Mr. Leonard had been with th« 


company eight years. He attended 











John Carroll University and served 
in the Army Signal Corps during 
World War Il 


Olin Mathieson 
Names Executive 


Olin Mathieson Chemical Corp 
has appointed David T. Marvel vic« 
president in charge of sales of its 
Metals Divisien 


Alexander distributors have found this famous cooperation and fair-dealing that make the Mr. Marvel had been a vice 


trade-mark means “money in the bank" for Alexander franchise highly profitable to the president of the corporation. H« 
them. The Alexander trade-mark corries with distributor. If you are not satisfied with your Said that operations on the Metal 
it @ long established reputation for quality present line, we suggest that you write tous. Division will be expanded with the 
and service that makes Alexander Leather There may be an opening in your territory establishment of separate sales 
Beltings, Packings and related products easiest that will put more “money in the bank" for you. organizations for brass and alum: 
to sell. It also stands for complete factory Send for litercture. num roll bond 
W. E. Sherman, formerly sale 

manager of the Metals Division, has 


ALEXANDER BROTHERS BELTING COMPANY 


Er 


been named sales manager for roll 
} 


‘ NEW ERSE 


ond products. 
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Vinson Supply 
Elects President 

Vinson Supply Co., Tulsa, Okla., 
has elected J. M. McReynolds 
president and general managing 
officer suceeding Bailie W. Vinson, 
who has assumed the newly created 
post of chairman of the board. 

Mr. McReynolds has been with 
the company 18 years. 

L. O. Barnett, who has been 
with the firm 16 years, was named 
vice president in charge of Tulsa 
operations and secretary. 

Other members of the Vinson 
board are B. E. Keeling, vice presi 
dent in charge at Odessa and Farm 
ington; Charles B. Grant, vice 
president; and W. O. Jones, vice 
president in charge at Dallas 


W. E. Julian Joins 
Globe, Cedar Rapids 


Wayne E. Julian has joined Globe 
Machinery & Supply Co., Cedar 
Rapids, Iowa, as an outside salesman 

Mr. Julian, a former member of 
the industrial sales department of 
Rockford Tool & Transmission Co., 
Rockford, Ill., spent six years in the 
ordnance division of the Geo. D 
Roper Corp. Mr. Julian was also a 
member of the U. S. Air Corp 
during World War I! 





KNOW-HOW sells tools, Sales Man 
ager T. C. Jones tells his crew at T. S 
McShane Co., Omaha 


-—---—--------- 


the right dresser for 


EVERY WHEEL 


Ji 


Only Desmond can furnish you with the correct dresser for each 
type grinding wheel. Some are shown above, left to right 
For large coarse wheels—the Desmond Heavy Duty, in two sizes 
For abrasive belts and drums—the Desmond Beltbrasive, in three 
sizes. 


For general utility—the Desmond Huntington, in three sizes 


| For precision work—Desmond diamond hand tools 


For fine work—Desmond Ball Bearing Precision, which does the 
work of diamonds in many applications 

Also—Desmond Hex, Desmond Rearwin, Desmond Sherman, 
Desmond Diamo-Carbo, Desmond diamond nibs for all makes 
of grinders, Desmond Crackerjack—and special dressers and 
cutters for unusual applications 

Write for new Desmond Dresser Catalog, and name of your 


nearest Industrial Distributor 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


THE DESMOND-STEPHAN MFG. 


| 

| Another sales-building advertisement from | 

| Desmond, addressed to your prospects | 
through Mill & Factory, American Machinist, 

| Modern Machine Shop, Foundry, and other | 
publications. Total circulation more than 

| 135,000. For steady repeat business— | 


promote Desmond 


ee ee ed 
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igs 
Says 
Maintenance Foreman, 


HERB. BRUNETTE 
y 
9 + 


5 ae 


The trend toward large, sprawling, one- 
level industrial plants creates the need 
for more specialized equipment to move 
material farther. This specialized mate- 
rials handling equipment, usually built 
right in the plant, moves on wheels 
You'll find more of your customers spe 
cifying quality, low-cost GLEASON 
WHEELS — and you'll find Gleason a 
profitable, fast-moving line to sell! 


COMPRESSORS 


Air compressors for 
paint spreying and 
similer jobs mounted 
on Gleason Wheels for 
easy portability. 


PORTABLE RACKS 
Portable racks, built 
on Gleeson Wheels, 
provide temporary stor 
ege spoce ond easy 
portability of semi-fin- 
ished ports. 

















SCOOP TRUCKS 


Scoop trucks like this 
speed the handling and 
transfer of bulk ports 
from one operation to 
another. Gleason Wheels 
moke them roll 


TOTE TRUCKS 
2-Wheel trucks used 
to transport tote boxes 
from mochine te mo 
chine or from one de 
portment to onother 
Easy to bwild and 
maintoin, they roll eas 
ity on GLEASON 
WHEELS 


PORTABLE 

TESTING UNITS 
In mony plants, lebor 
atoryand testing equip 
ment must be moved 
between labora'ory and 
test floor or between 
departments. Gleason 
Wheels moke it port 
able 


Gleason Wheels for Industrial Use are 
of welded or bolted steel-disc construction 
with oilleas, ball or roller bearings and 
semi-pneumatic tires. Write for literature 
and prices. 


GLEASON® CORP. 


256 N. 12th St. © Milwaukee 3, Wis. 


A 8480-5 


McKay Co. Receives Ad Award for Catalog 


First award in the 1955 First Advertising Agency Group competition was won by The 


\icKavy Co. in catalog categorv. RM 
the award to F. A. Kaufman, VicKa 


pany'’s chain sales manager 


Jenkins 
president 


of Smith, Taylor & Jenkins, presents 
ind Rowland Erving, the com 





All-State Welding 
Names Regional Head 


John H 
pointed regional manager for All 
State W elding Alloys Co. to cover 
the New England states and eastern 
New York except for the metropoli 
tan area 

\ Brown University graduate an 


Poulson has been ap 


Navy veteran, he instructed on weld 
ing when in Naval service and for 
the past ten years has held super 
visory, management and promotior 
positions in the field. 


John H. Poulson 
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Transmission Council 
Holds First Meeting 


RK. R. Dirksen, application engi 
neer for the Dynamic Division of 
Eaton Mfg. Co., was the speaker at 
the first fall meeting of the New 
York Chapter, Power Transmission 
Council, in the Roger Smith Hotel 
in Manhattan 

The group meets monthly for 
linner and a talk on an engineer 
ing or sales topic. Mr. Dirksen 
spoke on “Application of Eddy Cur 
rent Drives to Industry.” 

Constantin Lazuta, of L. C. Big 
low Co., New York City, is presi 
dent of the New York Chapter for 


Wins Cost-Saving Prize 


Joe Nicotra, a grinder at Porter 
Cable Machine Co., was presented 
recently with $1,014 in extra pay for 
four suggestions on cost-saving 
methods in the production of the 
company’s portable electric tools 
The company pays 50% of the year’s 
total savings for each employee sug 
gestion that has a practical applica 


tion 





* This is the 
shortest distance 
between YOU 


and YOUR PROSPECT 


The Osborn Line leads STRAIGHT to sales suc- 
cess. Can't miss! 

It's as simple, and profitable, as this: YOU have 
a selective Osborn franchise YOUR PROS 
PECTS need those brushes and have confidence in 
the Osborn Line of maintenance, paint and power 
brushes. Sales! And repeat sales, at that! 

The wide demand for Osborn Brushes is the 
result of 62 years of producing the finest indus- 
trial brushes plus a million acceptance-build- 
ing advertising ‘calls’ a month. So, the sales 
are there . . waiting! Are you getting them? 
The Osborn Manufacturing Company, 5401 Hamilton 
Avenue, Cleveland 14, Obto. 


| PE tp) Osbou Brushes 
Co EE a 
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FENWAY PORTABLE NIBBLER—14 Gauge 


arouses interest 


wherever metal is cut 


Rugged, Versatile: Here's a 10", 8 Ib 
portable Nibbler with guts enough to chew 
through 14 gouge stainiess—without dis- 
torting either side. Perfect for irregular 
shopes, templates; cuts corrugated sheet, 
openings in pipe, without damaging con- 
tour. Will cut o %” rodivs. Handy in tight 
ploces 


S) 


fas 4 nano 1004 | s => 


Sells Everywhere: The Fenway Portable 
Nibbler gets you o hearing almost ony- 
where sheet metal or pipe is cul. . . dem- 


: Pr Lf A f \\ 


onstrates impressively. in both production 
ond maintenance work, Fenway Nibbiers 
have solved problems, soved money for 
hundreds of users including Otis, Corrier, 
Esso, RCA, GM, DuPont, GE, North American 
Aviation, Kirk and Blum. 


Complete Line: Right now, Fenway offers 
the 14 govge Nibbler, o light-duty 18 
gouge Nibbier, and ao special 90° head for 
either. Coming soon—on 8 gouge shear, 
@ powerful 8 gouge Nibbler, and oa portable 
jig sow ond file. Send now for literature 
on the profitable, nationolly advertised 
Fenway Nibbiler line ond for information 
on distribvtorships. Fenwoy sells only 
through distributors. 


Please send more information on 
[] Fenway Nibblers [} Distributorships 


Nome 
Compony 


Address 


Wells Mfg. Names Sales Head 


y 5 id 


Floyd B. Hagenbuch 


Wells Mfg. Corp. has appointed 
Floyd B. Hagenbuch sales manager 
and E. H. VanLoo service manager 

With the company 14 years, M: 
Hagenbuch has managed the service 
department since 1945 and before 
that was factory representative. Mr 
VanLoo, factory service engineer for 
13 years, joined the company in 
1937. 


Central Manager 
Named by Carey 


The Philip Carey Mfg. Co. has 
appointed J. W. Bartlett central 
regional manager with supervision 
over the Atlanta, Cincinnati, Cleve 
land, Detroit and Pittsburgh dis 
tricts. 

\ graduate of Ohio University, 
Mr. Bartlett has been with the com 
pany since 1940. He lives in Wyo 
ming, Ohio. 


J. W. Bartlett 
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E. H. VanLoo 





New Sales Service 
Organized at Armco 


Armco Steel Corp. has established 
1 new Sales Service Department 
designed to integrate the service 
functions of its sales division 

The department will combine 
the functions of the order entry, 
order schedule, order service, sales 
record, stock and sections. 
W. B. Quail, sales division man 
igel He said the 
reorganization expected to 


claims 


announced 
was 
expedite service to customers. 

Manager of the new department 
is James G. Wikoff, former order 
department manager who has been 
with the company in its sales divi 
1927. James E. Lyons, 
with the company since 1933, is 
general supervisor of the 
schedule and stock sections of the 
department, and Robert E. Hagen 
succeeds Mr. Lyons as supervisor 
of the schedule section. Luther 
M. Morrison becomes supervisor of 
the order service section 


sion since 


entry, 


To Expand Plant 


New York Air Brake Co. is break 
ing ground in Mich.., 
plant to supplement 


Kalamazoo, 
for a 
present facilities 


new 


The plant will comprise some 
145,000 sq. ft. of manufacturing 
ind office space and will be known as 
the Kalamazoo Division. The com 
pany has five other operating di 


visions 





If your customer buys vises by the pound... . 


WILTON’S his best buy! 


. . » WILTON gives you 
68% more strength 
at the same weight! 
(and at the same price) 


Hh In vise construction, weight alone doesn't deter- 
Yy mine strength. Wilton Vises, made of malleable 
castings, weigh about the same as vises made of 
grey iron; but pound for pound, Wilton Vises 
are 68% STRONGER! Whether you're equip- 
ping for bench or machine applications, manual 
or completely automatic operation, you can 
depend on Wilton Vises for greater strength, 
long range economy, and guaranteed better per- 


























formance. 


WILTON PROGRESS BRINGS YOU INCREASED 
A 
LL PRODUCTS SHOWN ARE UNCONDITIONALLY GUARANTEED BY WILTON. STRENGTH WITH NO INCREASE IN PRICE! 


6” MILOMATIC 
- 2: “MM” 
. t 
6” WILTON ,  uaeene 
MACHINISTS’ ViSes— 
VISES— 186 LBS. 
127 LBS 
10” WILTON 
6” WILTON RAPID TITAN 
RX-60 WOODWORKERS’ 
MILLING VISES— 
MACHINE 36 LBS 
ViSEs— 
133 LBS. Oren 


Wilton Tool Mfg. Co., Inc 
Schiller Pork, Illinois 








WILTON .. . Americas finest (and most complete) line of manual and automatic 

clamping tools. 

Mail the coupon now for FREE catalog of Wilton’s Complete line of Clamping 
' 


' WILTON 


TOOL MFG. CO., INC. a 
SCHILLER PARK, ILL. seseveceecsecsessocsesssosssosesssssosocsoocsosnees 


Gentlemen: Please send me your cotelog showing the com 
plete line of Wilton Tools 


Nome 


City lore State 
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BIGGER SALES 
BETTER PROFITS 


with 
“WERNER. 
ALUMILADDERS 


Aluminum ladders give industry real sav- 
ings in labor and wear. Werner, the largest 
producer of aluminum ladders, makes 
them extra rugged and reliable to more 
than meet industry's requirements. 


No. 1400 Series Stepladders, 
4 ft. to 14 ft. 


Holds twelve men yet light enough for one 
man to handle with ease. Wide steps on 
both sides for double convenience . . . each 
braced for sure safety. Heavy rubber feet 
prevent slipping. Substantially constructed 
throughout. 


No. 600 Series 


Platform ladders 
6 ft. to 14 ft. 


Big 14” x 18” slip-proof 
platform provides lots of 
room for comfortable 
working. Side rails add 
to worker's safety. 
Strong braces support 
every step, add to ri- 
gidity. Holds up to 800 
- Rubber skid-proof 
ect. 


Also .. . for better sales . 
Werner Industrial 


Extension Ladders 20 ft. to 60 ft. 
Single Ladders 6 ft. to 20 ft. 
Step Ladders 3 ft. to 14 ft. 
Swing Stages 8 ft. to 30 ft. 


Write for complete catalog information on 
sales-making, profit-making Alumiladders. 
Mig. representative wanted to 
sell Industrial Distributors 


R. DO. WERNER CO., INC., Dept. L-40 
Seles Office: 295 Fifth Ave., New York 16, N.Y 


“SEU E RIE Resccs 


& 47 77a 1 re as re 


’ 
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Salesmen, Buyers 
Show Less Smugness 


Continued from page 125 
camps apparently did not appre 


the difficulties faced by the 
Many salesmen com 


ciate 
opposite side. 
plained that buyers were increas 
ingly restrictive of time 
for interviews, even when salesmen 
had come long distances. Many 
buvers were critical of the tendency 
of some their 
time because of lack of preparation 
Ihe survevors felt that some of the 
purchasing agents were not awaré 


available 


salesmen to waste 


of the seriousness of restrictive 


terviewing as a bar to good rela 


tions, and that 
seemed oblivious of the degree to 


some salesmen 


buvers 
both 


they could waste 


the 


which 
time to detriment of 


parties 


The Back-Door Problem 


By-passing .of purchasing 
the 
that often goes deeper than the 
relationship \ 


agent 
surveyors found, is a problem 
sales-purchasing 
company’s requisitioning policy, a 
may de 


bac k door 


top-management concern, 
termine the 
selling, it was found 

For example, 44° of the 
chasing agents reported that man 


amount of 
pul 


agement in their companies permit 
salesmen to by-pass purchasing at 
Some 40°, 


used the 


least “sometimes.” 


said their requisitic mers 


back door “once in a while,” and 
52% of the sales executives reported 
having received requisitions from 
customers which “deliberately by 
pass the purchasing agent.” 

More than 70°. of the 
executives that deliberate 


by-passing of purchasing 


sales 
claimed 
agents 
the 


rule 


done, or is 
than the 
appeared to 


never is 
rather 


either 
exception 

Purchasing 
agree with this, 
them felt the supplier was more at 
fault for back-door 
their own requisitioners sent orders 
clear 


agents 
since only 10°, of 
selling where 
directly to suppliers without 
ing through purchasing 

isked what 


However, when 


Safety Car 
Mover 


More push 
per stroke 


Only 16 Ibs. light, including rugged 
531%" hickory handle. Its special 
heat-treated steel spurs grip securely 
on the edges of the rail to prevent 
dangerous slipping. Ask us more 
about this top performing Swaco 
Car Mover. 


Lowell Wrench Co. 


WORCESTER, MASS. 














50 TONS OF POWER 
POSITIONED IN SECONDS! 
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It's a cinch with a 
HEIN: WERNER Hydraulic Jack! 


Sturd) po 
secure gr per 


art aagery here 
ford fir 
sverability 


r dl es a 
Handk s fal flusi 
ack en not in use This 
IN w E RNE R model s idea! for 
eavy machinery, bending pipe, pull 
nd pinions. and similar heavy; 
mowerful safe 
| eds jacking 


Write ua for details 


HEIN-WERNER 
CORPORATION 


. 
WAUKESHA 
WISCONSIN 





should be done about back-dooi 
selling. 48°, of the sales execu 
tives gave such answers as “noth 


ing,” “enjoy it,” etc. Some 32% 
reported initiating some sort of 
conciliatory action with the purchas 
ing department 

Only 27° of the sales executives 
reported being aware of clear-cut 
regulations in writing with regard 
to back-door selling in any large 
percentage of plants called on. 

Less than 3°, of the purchasing 
agents said specific punitive action 
was taken against salesmen who by 
passed purchasing, 30°, said noth 
ing was done, and 58% said only 
explanation and warning were given 


How Prompt Are Interviews? 

Disagreement existed as to in 
terviewing practice. Fully 99% of 
the purchasing agents claimed they 
always granted a salesman a 
“prompt” interview, or an honest 
explanation of the delay, or told 
him at once that he could not be 
interviewed 

But close to 50% of the sales 
executives felt that in at least one 
out of every four calls they en 
countered difficulties due to wait 
ing for interviews, broken appoint 
ments, confusion as to who buvs 


what and similar causes 


Job Understanding Needed 

Both sides revealed that im 
proved efforts are needed to under 
stand each other's jobs. Some 66% 
of the purchasing agents felt that 
more than half the salesmen calling 
on them do not adequately under 
stand the problems of their pros 
pects; 46% listed “waste too much 
time” and “nothing constructive 
to offer” as their biggest problems 
in dealing with salesmen. 

About 40% of the sales executives 
felt that at least half the pur 
chasing agents do not understand 
the salesmen’s jobs 


Gifts Seen Differently 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop . . . and because 
they’re basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades .. . slitting saws . . . cutoff blades . . . key- 
seat cutters . . . and the famous “M-40-U" Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 





Of the purchasing agents, 83% 
felt that gifts and entertainment 
were only a minor problem, at 
least not a serious one. More than 


“EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 
-_, Spat. 


4400 WOODROW WILSON . DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 


Gorkane TOOL COMPANY 
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Safety Sells 
For You 


STEADY DEMAND for safety by industrial users across the 
nation has made Load-Rated Crosby Blocks a top seller. 
Adding action to this steady demand is the hardest-hitting 
merchandising program in the industry. Crosby Blocks come 
in all popular sizes, and they are attractively packaged in 
sealed cartons. It’s a profit-making fact — you can’t go 
wrong when you ask for your Crosby Block order on every 


8° Wrong with 

Load. 
d-Rated Crosby Blocks. 
The working Capacity of 


each block is em bossed 


On the side Plates, 


CROSBY 
AMERICAN 


230 INDUSTRIAL DISTRIBUTION * OCTOBER, 1955 


30%, of the sales executives thought 
this a serious problem and 38% 
more felt that it was at least a 
minor problem. 


Few Written Policies 


Only 22% of the purchasing 


agents reported the formal estab 
lishing of written policies and 
procedures but 80% said that such 
attempts at fostering better rela 
tions had proved helpful. Some 
84% of the sales executives said 
they recognized the need for better 
buyer-seller understanding, but 
only 20% had made any formal 
studies of the matter. Some 40% 
said they had made honest efforts 
to understand buyers’ problems and 
48% claimed their training program 
for salesmen emphasized buyers’ 
problems 


R. G. LeTourneau 
Adds to Staff 


John E. McCausland has been 
named to the sales nanagement staff 
of R. G. LeTourneau, Inc. 

He was formerly with the Adams 
Division of LeTourneau-Westing 
house Co. as district sales manager 
for New York and New England 
Before that he was with J. D. Adams 
Mfg. Co. and with Frantz Tractor 
Co. He is a Washington and Lec 
University graduate 


Representatives Named 


LeTourneau has appointed W. E 
Richardson Machine Co., Birming 
ham, Ala., and Vetcoa Supply Corp.. 
Phoenix, Ariz., to handle its electric 
hoists and jib cranes. 








A. W. Hooper, executive director for 
the Electrical Distributors, presents 
award to L. E. Barrett, re-elected presi 
dent of N.A.E.D., for leadership. 


Electrical Distributors 
Elect President 


Lester E.. Barrett, of Barrett Elec ieee TS mt nt va 
trical Supply Co., St. Louis, has P ph ee eo oe “ie be: 
been re-elected president of the oS eg Mmmm" ) ee = 
National Association of Electrical ; . epee. Ge 


Distributors. 


Some 2,000 association members 


and industry representatives at 
tended the group’s annual conven Ccoonnlized 


tion in Chicago, where election of 
officers took place. 
Distributor’s sales climb under the RED-E policy—because RED-E power 
pocked soles program of personalized aids . . . sells RED-E for you! 
Sager-Spuck 
Makes Promotions 
Sager-Spuck Supply Co., Albany, 
N. Y., has promoted Louis W. 
Witt, Sr., from assistant treasuret 
to assistant to the executive vice 
president. 
Medart A. Breault, field re 
presentative, succeeds him as 
assistant treasurer. 
Mr. Witt has been with the 
company 30 years. 
Toper, Center hole ond other engi- 


neering charts and dota establishes 
RED-E as on authority 


SIGNIFICANT MILESTONE ee 


“ 
here cow & @ aactie Ge & When your RED-E representative calls . . . osk him te show you the complete pockoge. You'll be glod you did! 

claimed to be unbeotable at the game 
R. W. King B.S. Meade Co. E. 5. Weldle &. © Dalton F. L. Bishop 


of tic tec tee, Americen Machinist, 191 Swain Ave. 623 Morris Ave 71S Empire Bidg 167 Fleming Rood 933 Candler Bivd 
McGraw-Hill publication, notes. This Meriden, Conn. Springfield, W. J. Pittsburgh, Pe Gacinnati 15, Ohie Atlente, Ge 
machine, the magazine points out, con Fred G. Littlejohn Co. Dependable Engineering Service, tac Edger J. tess, Je 

save endless time for school children 4511 Melrose Ave. ?.0. Bex 637 

who now play thet gome but to save New Orleans 7, to 
manhours, the machine will hove to 
learn poker 





ttt ifrtitttift 


> 
« 
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3 Good Reasons Why You Should Make 
DAVIS YOUR REGULATOR HEADQUARTERS 





H 1. PROVEN QUALITY 
ERE is the complete line of 
precision regulating equipment. 2. COMPLETE LINE 


Give your customers the benefit of 
better control and longer service 

life by furnishing them Davis 3. PROMPT DELIVERY 
equipment. No matter what you 
require in sizes, types or metal 


specifications, Davis can furnish it 
and on good delivery schedule. 
Make Davis your headquarters for STRAINERS 
precision regulators and allied 
equipment. 








© SOLENOID VALVES © RELIEF VALVES 

© NON-RETURN VALVES © FLOAT BOXES 

© DIAPHRAGM VALVES @ SACK PRESSURE VALVES PRESSURE 
© STOP & CHECK VALVES © motor oreraten waives “SOULATORS 


FLOAT 


Send for complete catalogs VALVES 


and information on Davis’ 
complete line 


2244 S. WASHTENAW AVENUE * CHICAGO, ILLINOIS 


CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT- RIGHT Best materials throughout tool 
steel cutters Right and Left hand Threaded Bushings 


for Automatic Tightening 


EASY TO HOLD— Extra 
Weiaht well distributed 


for MALL RAAM AL laleiiiale 


SOLD ONLY THROU( 


CALDER MANUFACTURING CO. 


yivanio 


49 N th P noe Street ° 
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. . selling is my business 


CHET BROYHILL: 


Product Knowledge 
Is Sales Insurance 


It's as simple as this,” says 
Chet Broyhill, Couch & Heyle, Inc., 
Peoria, Ill., “if you know more than 
vour competitor does, you'll sell 
more than he does. I believe a 
lot of industrial sales have been 
lost because the salesman’s know 
how wasn’t complete.” 

Mr. Broyhill, who has been sell- 
ng for 30 years, lists three methods 
by which he acquires the complete 
tory on his products: self-instruc 
tion, working with his _firm’s 
specialty men, and experience 

\ sale was cinched for me a 
little while ago,” says Mr. Broyhi'l, 
in a way that brought this ‘com 
plete’ product knowledge home to 
me. I was trving to sell one of my 
ustomers a large electric impact 
wrench. My competitor was push 
ing an air wrench. We both worked 
hard on that deal, and the other 
man thought he had made the sale 
But he provided the customer with 
in air hose that was too small for 
the tool—as a result, it wouldn't 
work. So my rival lost the sale he 
thought he had made, and he lost 
the customer's confidence too—the 
sale was mine and so was the oppor 
tunity for follow ups.” 

Mr. Broyhill pointed out that the 
salesman who bones up on one line, 
until he knows it inside and out, 
soon finds he likes to sell that item 

Continued on page 232B) 














CLEYFORGE Yh [oe DRILLS 


Qive Move Biles Bev CGrend 


On every job — no matter how difficult it may be — you'll appre- 


ciate the extra quality in these famous drills. They produce 
better work faster, at lower cost. No other drill gives you 
such outstanding performance and economy. 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Govereas 14, Ohio 
Stockrooms. New York 7 + Detroit 2 + Chicege 6 + Dollies 2+ Sen Frencisce 5+ les Angeles 58 
£.?. Serres, itd. Lender W 1. Exgiend 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 








BRAND NEW 


Saw- jorater- Sander 


, ComBemnatos 


Prospects for 
Yates-American 
J-Line 
Woodworking Machines 


are all around you 


They're in all these places: 

Schools Sign and Display Shops 
Cabinet Shops Pattern Shops 

Lumber Yards Planing Mills 

Toy Manufacturers Boat Builders 

Sash and Door Plants Building Contractors 
Furniture Manufacturers General Woodworking Shops 


They're in all these departments of large plants: 
Parts Production Assembly 
Shipping Pattern Shop 
Maintenance Research or Experimental 
Wherever wood is fabricated (or even plastics and 
light metals), wherever there's a job of maintenance, 
there’s a spot for Yates-American J-line machines. 

And whenever you sell a Yates-American, you auto- 
matically boost your day-to-day volume on accessories, 
industrial supplies, etc 

Are your men calling on all these prospects? Or are 
they passing some by? For the sake of your sales and 
profits, check and see 

If you're not a Yates-American dealer now, tear out 
and mail the coupon below for complete information 
on a franchise in your area. 


Yatlea- limerttcan 


BELOIT, WISCONSIN 


Branch Offices: CHICAGO, ILL., HIGH POINT, N.C., MEMPHIS 
TENN PORTLAND, ORE 


Tear out coupon and mail today! 


VATES-AMERICAN, Dept. J-725, N. Fourth St., Beloit, Wis 


C) I am imcerested in a J-lime franchise. Is my territory open? 
[) Send me bulletin on new Saw-Jointer-Sander Combination 


Name 
Company Name 
Address 


City 
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and sales are contagious when 
they're attacked with enthusiasm. 

“In my case it’s small tools— 
they're profitable and they're in- 
teresting. | make it a point to keep 
myself briefed on the latest develop 
ments in the field—and to arm my 
self with complete tool knowledge, 
before I try to make the sale.” 





John M. McCarthy 


Chicago District Head 
Named by Armour 


\rmour & Co. has appointed John 
M. McCarthy district sales supervi- 
sor of its Coated Abrasive Division 
for the central Chicago metropoli 
tan area. 

With the company since 1945, he 
started at the Chicago plant and 
later transferred to the industrial 
relations department 


Handle K-G Lines 


The K-G Equipment Co. has 
appointed the folowing firms to 
handle its industrial lines: Air Prod 
ucts of Texas, Houston; Billen 
Supply Co, Meriden, Conn.; 
Alabama Oxygen Co., Birmingham; 
Clements Welding & Machine Co., 
St. Louis; and D & R Welding 
Supply, Decatur, Il 


Named to Staff 


lube Turns has appointed Frank 
Briggs to the staff of its sales devel 


opment department. With the com 
pany since 1942, he joined the sales 
department in 1947 





Gains Acceptance... 
Where it counts— 


IN YOUR PROFIT COLUMN 


Like many of our dealers across the land, 
you too can add to your profit column by 
investigating the possibilities of the “‘steel- 
pride”’ line of Steel Shop Equipment. Items 
like cabinet tables, desks for supervisors and 
foremen, drawer cases of every possible 
needed size, stacking boxes, tool stands and 
many other profitable items used every day 
in the Shop, Schools, Warehouses, the Fac- 
tory and yes, even on the farm, offer endless 
opportunity for you as a dealer of the finest 
line of Steel Equipment available. 


ets 
pee> LOCKERS TOO 


All “‘steel-pride’’ Lockers employ the unique 
JET-LOK principle of construction. With 
JET-LOK construction, all major parts slide 
together in minutes — save costly man hours, 
increase strength and rigidity, prevent twist- 
ing, warping and bellying no matter how 

We are equipped also to many lockers are joined in series or tiers. 

manufacture special items Available in Forest Green or Pearl Gray. 

to meet your exact 

specifications. 


STEEL SERVICE PAANUFACTURING CO. 10-1055 
STEUBENVILLE, OHIO 


Please send me the following cotalogs 


STEEL SERVICE MFG. co. PS Oe ne 


Nome 
: Firm. 
Address 


City. 
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SKINNER 


“JUNIOR” 


POWER CHUCKING 


Maximum production speed 
for your small lathes 


T00! 


This Skinner “Junior'’’ unit can be 
adapted to almost any small lathe with 
1” to 1%” hole through the spindle. 
It is light in weight, precisely balanced 
to minimize spindle bearing and brak- 
ing loads, and provides extreme repe- 
titive accuracy on internal and external 
work 

The Skinner 8” self-centering power 
chuck has gripping capacity from 4” 
to 6”. Its %” jaw travel exceeds the 
capacity of any collet, and is partic- 
viarly valuable on production work 
where rough or finished holding diam- 
eters may vary beyond a single collet's 
ability to grip. 

The Skinner “Junior 
lt contains chuck, 6° 
cylinder, adapters, draw bar, etc. 


unit is complete. 
aluminum air 


Write Skinner or your nearest 
Skinner distributor for illustrated folder 


\NW 
+ SS 


THE CREST OF QUALITY 


ae SKINNER 


CHUCK COMPANY 


205 Edgewood Avenve, New Britain, Conn. 
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Cc. O. Burwell 


Vascoloy-Ramet 
Names District Head 


Vascoloy-Ramet Corp. has ap 
pointed C. O. Burwell to the new 
post of Eastern district sales manage! 
with headquarters in Clifton, N. J 

His territory Maine 
Vermont, New Hampshire, Rhodc 
Island, Massachusetts, Connecticut, 


includes 


New Jersey, Maryland, eastern Penn 
svivania and the New York City 
industrial area. 

For the past three vears represent 
ative for the company in northern 
New Jersev, Mr. Burwell has also 
been with Thomas Electronics as 
plant manager. He will direct field 
men, supervisors and service engi 
neers with emphasis on sales through 
distributors, jobbers and sales agents 


the management announced 


Firms Appointed 


Vascoloy-Ramet has appointed 
the following firms to handle its 
products in three areas: Empire 
lool Engineering Co, ‘Tuscon, Ariz., 
Cameron Tool & Supply Co., Cam 
cron, W. Va., and Precision ‘Tool & 


Engineering Corp., Philadelphia 








ORANGEVILLE. 
TRUCKS 


‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 

Designed for high quality and long serv 
ice, Orangeville offers all types for factory 
and warehouse service and special trucks 
built to order. The trucks illustrated for 
ali-cround industrial and store use are 
typical of the many available from Or 
angeville. 





Distributors 


Your inquiries and orders will receive 
prompt attention. Be sure you have our 
complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 








Lo 


pwr Berd if 








DUST ON DEMAND 


A recent inquiry directed to the 
Weather Bureau requested information 
on a location in the United States thot 
is assured of having dust storm this 
Summer, Chemical Week, McGrow-Hil! 
publication, reports. The company de 
siring the information is studying an 
antisoiling compound for rugs, ond 
wants to test its new product under the 
worst possible conditions. 
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MACHINED PARI5 
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Allis-Chalmers 
Re-Aligns Divisions 


A\llis-Chaimers Mfg. Co. ha 
established six major operating 
divisions, each headed by a generat 
manager. 

Three divisions, power equip 
ment, industrial equipment, and 
general products, will comprise the 
industries group, formerly known as 
the company’s General Machinery 
Division. The three others, farm 
equipment, construction machinery 
and Buda Division, comprise the 
tractor group, formerly the ‘Tractor 
Division. 

J. L. Singleton, vice president and 
director, heads the industries group, 
and W. G. Scholl, vice president 
and director, the tractor group 

Division heads are: J. W. Me 
Mullen 
Bauer, industrial equipment; Wil 
liam M. Wallace, general products; 
L. W. Davis, farm equipment; Boyd 
S. Oberlink, construction machinery; 


and R. K. Mangan, Buda Division 


power equipment; P. | 





vat 


0. K. Wright 


Associated Bearings 
Names Representative 

QO. K. Wright has joined Associ 
ated Bearings Co. after 34 vears with 
Ahlberg Bearing Co 

Mr. Wright started with Ahlberg 
as a salesman in Chicago, later 
became branch manager at Kansas 
City and in 1950 was named district 
sales manager for western lowa, 
Missouri, Kansas, Oklahoma and 
Colorado 


With the Mulconroy Hose Coupling System, you can meet 
customers’ requirements for coupled hose of any type . . 
promptly, and with complete assurance that you are furnish- 
ing the strongest, safest couplings for any service. 


111110 7 aa 
iL —— 
mi ll “a 


THE ; : mt 


Attached quickly and easily by the 
hydraulically-operated ‘“Mulcoram’, 
this unique coupling is there to stay 
virtually molded to the hose by a 
multiple gripping arrangement. This 
super-strong application of hose to 
coupling precludes the possibility of the 
coupling pulling or blowing out of the 
hose, even under highest pressures. 
Furthermore, it is not necessary to alter 
the hose in any way before making the 
attachment . . . no buffing or cutting of 
the cover. 

The two illustrations, above, show 
exterior appeorance and internal con- 
struction of the super-strong “Holedall’’ 
coupling. 


"MULCONROY Sicru,... 
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THE MULCORAM 
This is the small but powerful 
hydraulic press used for mak 
ing the coupling cattochment 
It is of plain, compact design, 
and inexpensive. It is easy to 
operote, either manually or 
by power. No mechanicol skill 
is required for quick, effi- 
cient operation. 

With the “Mulcoram’ ond 
“Holedall” couplings, you con 
quickly supply complete hy- 
draulic hose assemblies, using 
wire, rayon or cotton-braid 
hose; or you con furnish any 
wrapped-ply, or rubber- or 
cotton-covered hose with 
couplings attached. 


A I y 7 
Completely illustrated, it describes the 
revolutionery MULCONROY HOSE 
COUPLING SYSTEM ond how quickly, 
easily ond economicolly i con be 
operated in your own shop, with 
out skilled tobor to provide 
coupled hose of ony description, with 
the strongest and most efficient cov- 
plings ovoilable 


WHERE OTHERS 








should never 
have happened! 


A pile of oily waste, rags or other 
flammable refuse is just a fire look 
ing for a chance to happen...unless 
it's enclosed in a WITT Oily-Waste 
Can. 

These Factory Mutual and Under 
writers Laboratories approved Cans 
have all the strength, durability and 
economy of the famous WITT CANS 
plus tripod feet and hinged lid 
(hand or foot operated). Under 
normal useage WITT Oily-Waste 
Cans will last for years and years. 

Make WITT Oily-Waste Cans 

standard” in your line as they are 
in thousands of leading plants na- 
tion wide. Write today for Cata- 


log in complete detail 


WITT CANS 
hdve the 
Right 
Angle 


the C Gan” 


2111 Winchell Ave., Cincinnati 14, Ohie 
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Binks Enlarges Franklin Park Plant 


President Burke Roche of Binks Mfg. ¢ 
Parks, Ill., plant expansion. | xt 
add 15,552 feet 


ompleted in December 1955, will 


left) watches ground breaking for Franklin 





Wayne Mfg. Co. 
Names Executive 

William W. Kingman has be« 
appointed to an executive post at 
Wayne Mfg. Co. to administer the 
company’s industrial sweepe! 
program. 

Mr. Kingman has been distri 
sales representative for Wayne 
the Midwest for the past several 
months. He was formerly 
sales manager for Highway Equip 
ment Co. of Cedar Rapids, lowa, 
und Chicago branch manager for 
Contractors’ Machinery, 


genera 


Illinois 
Inc. 
Mr. Kingman has been assigned 
to broaden the company’s distribu 
industrial 
sweepers which were a recent add 


tion to the Wayne line. 


tor representation on 


William W. Kingman 
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Electro Dynamic 

Names General Manager 
Electro 

General Dynamics Corp. has ap 


Dynamic Division of 


pointed John F. Thurston general 

manager. 
Milton | 

manager, will become works man 


Dean W. Paul 


continues as sales manager 


Hall, former general 


ger at Bayonne. 


Mr. Thurston has been merchan 
dising manager of the Replacement 
Thompson Products, 
mem 


Division of 
Inc., since 1953 and a 
ber of that division’s management 
committee. From 1936 to 1953 
he was with the McQuay-Norris 
Co. im various management posi 
tions, including Eastern sales man 
ager and assistant to the executive 
In 1952 and 1953 


he served the Department of Dc 


ice president. 


| 
fense as civilian industry consi 


tant while on leave of absence 


Plumbers Supply Corp. 
Joins Central States 


Plumbers Supply Corp., Indian 
apolis, was recently accepted as a 
member by the Central States 
Industrial Distributors’ Association, 
and by the Indiana Industrial 
Distributors’ Club. 
D. S. Woods is 
Plumbers, which also has a branch 


in Evansville, Ind 


manager of 





_«: i 


Thermoid Conveyor Belting 
cuts your handling costs 


There’s a Thermoid Conveyor Belt designed to lower your costs on 
every type of materials handling job. Each is best suited for the 
particular type of service recommended. Here are 3 selected from 
the complete Thermoid line: NEOpRENE— built especially for condi 
tions where heat and oil are encountered; THERMOGLAS— designed 
for use where belt is exposed to temperatures of 275° to 350° F 

RUFFTOP— Thousands of irregular gripper points guide smooth 
surfaced articles up inclines to 35°. 


NEOPRENE 





Thermoid’s exclusive impregnation process welds carcass and cover 
into an exceptionally strong, durable belt. Finest quality reinforce 
ment and specially compounded rubber stocks assure long life, less 
down time, lower handling costs. Your Thermoid Distributor carries 
a full line of Thermoid Conveyor Belting, Hose and Multi-V Belts to 
meet your most exacting requirements. He maintains complete stocks 
and can give you fast service. If you prefer, write direct 


THERMOGLAS 


Mr. Distributor: Thermoid “built-for-the-job’’ mechanical rubber products can 
help you increase your sales to all industries. You can always rely on Thermcid 
service and the complete cooperation of experienced Thermoid Sales Engineers 
with their intimate knowledge of industria] rubber problems 


» her 
ppd & Molded Howe | 


RUFFTOP 


- ‘4 Q 
c ~ 











Here's 
One For 


Tis that Lead to 
Sales! 


STEEL JAW CONSTRUCTION 
Renewable steel jaws—pinned on. 


Cannot work loose, but can be 
replaced when worn. They cover 
the entire top of the vise and are 
interchangeable. 


Use It 
Today 


Sold 100% through distributors 


THE CHARLES PARKER CO. 
Established 1832 


PARKER VISES ©) 


America’s First Vise Maker 


MERIDEN, CONN 


PLATEGRI 


PLATE FASTENERS FOR CONVEYOR BELTS "ee 





Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across belt, allow natural 
assures smooth 


(. 2 bee ok eee 8 2 eee oe 
Northwe Highe Le os | 
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NEW WAREHOUSE at River and 
Merriam Streets, Bridgeport, Conn 

w houses iron and steel products and 
fasteners handled by The Chapin & 
Bangs ¢ formerh Water Street 





Pioneer Rubber 
Names Representative 


] racy has been named 
Mountain representative for 
Industrial Products Division of 
meer Rubber ¢ 
tive in marketing and advertis 
the area for 35 vears, Mr 
peen idvertising manager 
mtier Refining Co., and before 
with McCann-Erickson 


ntinental Oil Cr 





SALESMAN Larry Delahanty 
\lachinist Supply Rockford 
' pe Be 


neTs 





New Express Service 
Started in East 


Railway Express Agency has in 
augurated a new “courier-type” 
express service between New York, 
Philadelphia, Baltimore and Wash 
ington which enables receivers to 
pick up merchandise at depots a 
few hours after dispatch 

Called “Sped,” the service em 
ploys some 24 regularly scheduled Tech. dicestencenietiin’ 
trains. Shipments are for specific cover inseparably bonded to a specially com- 
trains, and can be received at the pounded, oil-resistant tube, rein- 
forced with highest quality ’ 

CORDURA rayon 

yarn. 


outgoing depot some 30 minutes 
before train departure. ‘The express 
company officials said the service is 
designed to meet mush shipment 
needs and is being conducted on A single hose to handle 
the Washington-New York route to almost any maintenance 
job. Tough. resilient, 
durable; will carry a 
wide range of materials. 
A general purpose hose 
of long life and low net 
cost. 


determine if it is practicable for the 


est of the country 


Harron, Rickard 


¥ age » » ; >» * . 
Elects President Available in standard 
Harron, Rickard & McCone Co lengths. Red or black 


a, eg Ty ur 
covers. Sizes to 1% 
of Southen California, Los LD . 


with working 

Angel has elected Charles | pressures 125-300 

Haynes president pounds. See your local 
Previously vice president and distributor. 


sales manager of the company's 


Since 1870, our engineering, production and sales 
machine tool division, he has been 
with the firm since 1952. He departments have worked in close cooperation to 
. 9 ] . y . 
worked for C. F. Braun Co. for solve our customers’ hose problems. 
26 vears, most recently as superin 
tendent of field construction With 85 years’ experience, 
Mir. Havne ucceeds Alex B , : 

< sapeeaimeane aes . Hamilton manufactures a wide 
lodd, }1 vho will serve as chair 
= © hnesl variety of hose and other indus- 


trial rubber products to meet 


specific requirements. 








WRITE US TODAY FOR 
KEEPING OFF THE GRASS 
‘ FURTHER INFORMATION, LITERATURE AND 
Animal husbandry is the lotest “in 
dustrial innovation” ot a New Jersey PRICES — NO OBLIGATION, OF COURSE 


oil plant, Chemical Week, McGraw 
Hill publication, says. The animals, 
belonging to a night watchmon at o Be sure...use Hamilton... Always dependable! 


nearby factory, include 40 goats, two ‘ 
cows, a buli, an aging horse, 300 \] + y 
chickens and a dozen dogs, and they 
do a superb job of keeping gross {7 

‘ MANUFACTURING CORPCRATION 


around the storage tanks nibbled 


short, thereby eliminating a fire haz t ive Office end Facteri 101 Meede St.. Trent uJ 
rd. ’ 7 “ee 
’ Branches in 


CHICAGO * CLEVELAND * HOUSTON * PITTSBURGH 
INDIANAPOLIS * LOS ANGELES NEW YORK © SAN FRANCISCO 
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“NATIONAL” 





ugged: Dependable 
Block Sanders 


R. S. Reynolds, Jr. 


Robertshaw-Fulton 
Names Chairman 


R. S. Reynolds, Jr., has been 
ted chairman of the board of 
bertshaw-Fulton Controls Co 
ceding his father, R. S. Rey 
olds, Sr., who died in July 
Mr. Reynolds has been with the 
company since its formation, serv 
ing as director and financial vice 
National makes a complete ha : president 
. tab ders... Be a 
line of pocwmte areal __ “Smn J]. Louis Reynolds, a vice presi 
air or electric driven with Y , R lds M kC : 
either straight-line or orbital f a>: e dent of eynolds etals 0., and 
action. Their simple and ' New Soe John A. Robertshaw, Jr., assistant 
rugged construction, illus- - ~~ ABs vice president of Robertshaw-Ful 
trated by the cut-away draw- : ton, were elected directors 
ing of the Model 400, means 
long years of dependable oper- 
ation to the user . . . and j 
satished customers to the dis- Canadian Firm 
tributor. Thousands of these | Organized by Clarke 
machines are now being used F 
in manufacturing and mainte- eee Clarke Sanding Machine Co. has 


aance week. Sas how you can ciher potate of tietien — | organized a subsidiary, Clarke Sand 


fit into National's distribution 2] 4) tae Machine Co Lid in Tosont 
. : : » > Cronkshoft assembly Completely secled ~ ‘ a OTONTO, 
system in a profitable manner. caaeine. 


ebeikadien. only moving port. Canada The firm will handle 
Clarke’s line of rental and con 


SELL NATIONAL’S COMPLETE LINE... tractor floor sanders,  edgers 


polishers and portable hand 


sanders and the former Porter 
— Cable line of floor sanders and 
edgers now built bv Clarke 
| Clarke’s floor-polishing machine 
ind cleaners will be sold by G. H 
2 Wood & Co. of Toronto 
MODEL 500 


MODEL 600 
To Sell for Freeland 


R. L. Guimont Co. of Indiana 

NATIONAL AIR SANDER, INC. polis will represent Freeland Gauge 
Co. in Indiana (except for Lake 

2620 AUBURN STREET, ROCKFORD, ILLINOIS. County,), southwest Ohio, and the 
north and west sections of Kentuck: 
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Thomas Truck & Caster 
Names Representatives 


‘Thomas ‘Truck & Caster Co. has 
appointed the following exclusive 
representatives 

John R. Davis, to cover the 
Detroit metropolitan area: J. L. 
Neale Co., Scranton, Pa., industrial 
area, with headquarters in Kingston, 
Pa.; The J. J. McArdle Co., Madi- 
son, Conn., for the State of Con- 
necticut; Pacific Northwest Agents, 
Inc., of Portland, Ore., and Seattle, 
to cover the Seattle-Portland trad 
ing area; Warehouse Equipment & 
Supply Co., San Francisco, for the 
San Francisco area, and The Colson 
Merriam Co., Washington, D. C., 
for Government transactions. 





William Moreland 


F. E. Myers Fills 
Vice President Post 

William Moreland has been 
elected vice president in charge of 
manufacturing for The F. E. Myers 
& Bro. Co. 

Chis position has been empty 
since the death of Walter F. Kne 
busch in November 1953. Presi 
dent Curtiss Ginn, Jr., has been 
handling these duties. 

For the past eight years Mr. 
Moreland has been production man 
ager and assistant works manager 
for Greenlee Bros. & Co. in Rock 
ford. He is a senior member of the 
American Society of Tool Engi 
neers and is a director of the society 
ind chairman of its national 
standards committee. 





sockets. | 


= 














pst ak your 


Fle Dail 


SOCKET SCREW 
DISTRIBUTOR 


COMPLETE IN SERVICE... Your Blue Devil 

Distributor can take care of your socket screw 

requirements faster because he’s got every- 

thing you need right at hand... in stock ready 

for immediate delivery. 

COMPLETE IN SELECTION ... The Blue Devil seedia” dedi 
line is a large one . . . sockets in all sizes and Cop Scrows 
styles to give you exactly what you want. And 

if you don’t know just what you want, your 

Blue Devil Distributor has plenty of socket 


screw experience to help you out! 


Socket Stripper Bolts 


Socket Set Screws 
Fiot Heod Cop Screws 


ACTUAL CROSS-SECTION DIAGRAM 
shows how cold forming of Blue Devil Socket head 


insures unimpaired fiber continuity 


Socket Screws Exclusively / : 


Socket Screw Keys 


Carety Cocker Senew Company 


6500 Avondale Avenue - Chicago 31, Illinois 
SOLD ONLY THROUGH . 
AUTHORIZED INDUSTRIAL DISTRIBUTORS 


Call your Bive Devil Distributor . . . now 
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GOOD ADVICE 


(from a guy who counts) 


“I’m Andrew Pawlak . . . I’ve been with the same plumbing 
outfit for 18 years. Nobody ever asked me for a testimonial 
before—aithough I smoke the cigarettes that taste best to me, 
and I’m a man of distinction in my own family. But, now that 
you ask me about pipe vises, let me tell you something. I don’t 
give a darn how a vise looks in the advertisements—all I want 
to know is will it do its job fast . . . and will it hold up? Well, 
I've tried ’em all, and since no others have the “automatic- 
adjust”’ feature except Erie Pipemaster—there’s no use thinking 
of any other vise. With Pipemaster, I can adjust from %”’ to 
2%" pipe automatically—and it lets me clamp with less than 


one turn of the screw. Well, this one’s for me! 


‘This ad is part of an intensive campaign 
in national trade magazines aimed at 
persuading your customers to use PIPE- 
MASTER Hand Pipe Tools—wrenches, 
cutters, vises, stand. Send in your order 
for Erie factory job tested, uncondition- 
ally guaranteed PIPEMASTER Tools. 








ERIE ERIE TOOL WORKS 


' se => Sonata ERIE, PA., u. s. A. —-) 
IPEMASTER IN CANADA—ETF TOOLS Ltd. St. Catharines, Ont. 
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Joseph H. Barry 


Sales Representative 
Named by Bristol 


Ihe Bristol Co. h po 

Joseph H. Barry sales representative 
the Pittsburgh-Buffalo area for 

its Socket Screw Division 
Mr. Barrv has been with the com 
pany 15 years, working with both 
the Aircraft and Industrial Instr 

Divisions 

will call on distributors hand 
the complete line of socket 
rews and dowel pins, with head 


iarters at Buffalo. N. ¥ 


American Hoist 
To Buy Subsidiary 


Managements of American Hoist 
re’ Derr k Co and Ameri in Steel 
Dredge Co. have agreed to a merger 
pending i favorable tax Tt ng ind 
stockholders’ approval 

I he plan « ills for Ameri in Hoist 

» t er ownership and oper 
f American Steel Dredge 
will become a division. It 


it Fort Wayne, Ind 


iK¢ 


Leighton Supply 
Incorporates 


\ new corporation in lowa 1s 
Leighton Supply, Inc., Fort Dodge 
The firm, which was founded in 
1900, is headed by President R. ! 
Leaf. Vice president is A. D 
Schnurr; secretary and treasurer 


C. A. Putnam 





on why i's os 
il “giving YOU the edge sales-wise, 
with you- e - eae 


Be 
sells in competition 


DISSTON 


DISTRIBUTOR 


lends you a hand 








He offers you- 
@ SOUND ADVICE He stocks quality tools — 


He is a well-informed specialist, DISSTON FILES 
having wide experience in solving ; 
metal-cutting problems. As a center of Rugged, long-lasting files 
information, he can keep you informed for every purpose. 

of the latest developments in your field. 


® QUICK SERVICE 
From a nearby, well-stocked warehouse, 
your distributor can give you prompt, 


personal service. Just make a local DISSTON METAL CUTTING 


phone call—and he is ready to help 


you avoid production slowdowns. BAND SAWS 


@ LARGE ECONOMIES Uniform hardness 
y and temper, 

By carrying a wide inventory of ; durable edges 

Disston tools that you use regularly, 

your purchasing, receiving and 

bookkeeping procedures are simplified 

—thus reducing your cost. 


= 


To learn more about the Disston 
line of fine tools—and how you can 
profit by using them in your plant 
—call your local 

Disston distributor. 


DISSTON 
Henry Disston & Sons, inc HACK SAW BLADES > 


1023 Tocony, Philadeiphia 35, Pa., U.S.A 
Sharp, clean-cutting blades for 
Other factories and branches hand and machine use 


Terente, Ont.. Seattle, Warh., Chicage, til. 
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T COMPLETE LITERATURE PROGRAM. Over forty individ- 
® val pieces of literature are available to the distributor 


as selling tools for specific applications. 





distributo rs 


SELL 4 POWERFUL ADVERTISING SUPPORT in over 60 publi- 
2 


cations pre-sells Rust-Oleum to all important buying 
influences in the distributor market. 


@FACTORY 


MANAGEMENT AND MAINTENANCE 











2? DIRECT MAIL SALES CAMPAIGNS featuring the dis- 
® tributor's name and address are mailed to his custom- 
ers and prospects. 


3 DEMONSTRATION KITS are furnished Rust-Oleum 
® distributor salesmen. Compact and easy-to-carry, 
these kits play an important part in selling. 


5 RUST-OLEUM CORPORATION 

® PRESIDENT ROBERT A. FERGUS- 

SON SAYS: “The bigger the story, the 

more reason to put it in FACTORY. We 

have been using FACTORY for over fif- 

teen years. Right now we're utilizing four- 

page inserts to tell industry about Rust- 

Oleum's 3-year research project on a rm ae, 
radioactive tracing of rust penetration." 


6 FACTORY IS READ BY MORE PLANT OPERATING MEN 
® jin the manufacturing industries than is any other busi 
ness paper. .. by a wide margin. Why? Because it helps 
these men do their job better. When the products you sell ore 
advertisd in FACTORY, your sales job with these men .. . your 
best prospects . . . is made easier. 











A McGRAW-HILL PUBLICATION, 330 WEST 42ND STREET, NEW YORK 36, NEW YORK 





BUILD 
VOLUME 


SALES 


Want Lightweight 
LUE: ALL 
WINCH HOISTS 


LARGER DISCOUNTS 


Toke advantage of new larger discounts 


and sell LUG-ALL, the leading portable 
winch hoist. LUG-ALL soles now mean 
greater profits for you. All LUG-ALL 
models are huskier thon ever and are a 
natural seller to maintenance departments, 
mining operations, railroads, utilities, con- 
tractors, quarries, municipalities, machine 
shops and refineries. Every model weighs 
9 Ibs. or less and features galvonized or 
stainless steel preformed aircraft cable, 
safety type handles that bend when hoist 
is seversly overloaded, and can be worked 
to 10” of headroom. LUG-ALL distributors 
everywhere soy LUG-ALL sales are helping 
to keep the profit picture brighter 
WRITE TODAY FOR MORE INFORMATION 
WHEN YOU ORDER LUG-ALL’S 
YOU ORDER THE BEST 


Lue. ALL 18 THE MOST eirtarae 
WINCH HOIST ON THE MAR 


THE LUG-ALL COMPANY 


HAVERFORD 11 PENNA. 
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Bay State Abrasive Names Area Manager 


C. A. Ahlstrom 

c \ Ahlstrom has been 
appointed Philadelphia manager for 
Bay State Products Co 
with supervision over castern Penn 
southern New Jerse: 
Delaware, Marvland, Virginia a1 
Washington, D. C 

In abrasive sales 20 years, he joined 
Bay State 
Philadelphia 
worked for Norton Co., 
Maxwell & Moore's 
dustrial supply division, and ‘The 
C. Ulmer Co. of Philadelphia. H« 
is a graduate of the University of 
Michigan 


Abrasive 


svlvania, 


seven vears ago in ti 


territory He ha 


Manning 


former 


Representative Appointed 


Bay State Abrasive 
Allen B 
enginecr covering eastern 
Maryland 
D. ¢ 
Mr. Hughes has been with Bay 


Products ha 


named Hughes abrasive 
Pennsy] 
vania, Virginia and 


Washington, 


State the past two and a half years 
He is a graduate of Hobart College 
and Babson Institute of Business 


Administration 


Sales Engineer Named 


Ben Guy 
engineering duties in Bay 
\brasive’s West Coast district 

He will complete a 
both here 
the Chicago and Cleveland districts 
before being assigned regular sales 
activities under Fred C. Stockinger, 
West Coast district tanager 

Before joining the company M: 
Guy represented Rust-O'leum Corp 


has been assigned sales 


State 


penod of 


indoctrination and in 
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Allen B. Hughes 








Ben Guy 


\ World War Il 


he has had diversi 


nl | ranicisco 
ne veteran, 
business experience including 
the U.S. Treasury Depart 


ment the 


VOTK Tor 
Bureau of Customs and 


public utilities 





TWO NOISES MAKE 
ONE SILENCE 


Fighting sound with sound is the 
newest concept in the war against 
noise, Chemical Engineering, McGraw 
Hill publication, says. A new machine 
has been developed that determines 
the frequency ond choracter of an ex 
isting sound wave, then sends out its 
own sound of the same frequency but 
of opposite phase. Interference results 
ond the woves cancel each other, giv 
ng a localized cone of silence 











True Temper announces a 


NEW KIND OF BALL PEIN 


Indestructible ... shock absorbing 


Here’s the king of ball pein hammers—the new True Temper Rocket 
model. It’s the latest addition to the famous True Temper line of 
quality tools for industry. 

The shaft is a chrome-plated tube of boron alloy steel. It won't 
bend or break. The mirror-polished head is locked to the shaft; it 
can’t loosen, can’t fly off. The Rocker ball pein is guaranteed in 
destructible in all normal use. 

The cushion grip soaks up the impact of hammering. Grip is a 
tough neoprene-fiber composition, resistant to grease or oil. Grip is 
nonslip, wet or dry. This is the safest ball pein ever made and the 
easiest to use. Note absence of big hump on head, necessary on 


conventional ball peins to hold the handle 


FIBA INGA SION 


Newest of fast-selling ROCKET tools 


In 18 months, the Rocket tool family has created a sensation in the 
hardware industry. With perfect feel and beautiful appearance they 
practically sell themselves. We're promoting Rocket tools heavily, 
with eight 1955 ads in The Saturday Evening Post (ball pein featured 
in November 12 issue) plus many ads in Popular Science, Popular 
Mechanics, Better Homes & Gardens, American Home, Sunset. The 








Carpenter magazine 
Salesman’s sample kit and catalog page available. True Temper 
Corporation, 1623 Euclid Avenue, Cleveland 15, Ohio 





TRUE TEMPER TOOLS FOR INDUSTRY 
Quality you can tell... and sell 


_ 
B ’ . 
' 
( 
SLEDGES, MAULS, ENGINEERS’ HAMMERS 


HAMMERS, HATCHETS 
ROCKET & wood-hondied, full line 


AXES 
all pottierns and weights 
= SS : 
- yer 
y, ~ ’ INDUSTRIAL FORKS 
“A RAKES, HOES 
SHOVELS 


ROCKET bol! pein hammer 
No. AOI6—1 Ib. No. A224—1% ib featuring Fea end Santen brands, 
strongest but Write for free catalogs, specify product line 


No. A432—2 bb. 
You Can Look to / / tor Leadership 


Packed 4 in a carton 




















Finest quality in Hammers, hatchets, axes - Garden, lawn and farm tools - Shovels « Shears + Fishing tackle « Golf-club shafts 
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SON-WALTON 


~ 
oy ga 





“| ANOTHER ADVERTISEMENT 


now appearing in trade magazines to 








eee aad 
SSS 


F 








engineered for safety 


PSON-WALTON'’S long experience in the 
manufacture of wire rope and rope fittings 
pays off when it comes to slings. Factory assembled 
by skilled craftsmen, Upson-Waiton slings are 
tops in strength and safety. 
ap Ape 082 slings are om ike ] 
through selected distributors PE 
everywhere to assure you of quick 
delivery and a wide choice of 
associated fittings. Catalog on 
request. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE « CLEVELAND 11, OHIO 
New Yerk * Chicege * Pittsburgh 


MANUFACTURERS OF WIRE ROPE, FITTINGS, TACKLE BLOCKS — ESTABLISHED 1871 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1955 


J. O. McFalls 
Philip Carey Assigns 
Cincinnati Posts 

J. O. McFalls has been named 
Cincinnati district manager for The 
Philip Carey Mfg. R. D. Williams 
has been appointed assistant dis 
trict manager. 

Mr. McFalls was formerly assist 
ant district manager in Cincinnati 
He joined Carey nine years ago as 
a salesman covering the Columbus 
territory. Mr. Williams has been 
with Carey the past 26 years. He 
began as a salesman in the Indiana 
polis area. 


District Sales Head 
Named by Ettco 


The Ettco Tool Co. has ap 
pointed Fred G. Littlejohn dis 
trict sales manager 

Mr. Littlejohn is located at 4507 
Melrose Ave., Los Angeles. He will 
cover the Southern California, 
Arizona and Southern Nevada 
territory, and will represent the 
company on its complete line 





TURBINES COMING SOON 


Accelerated efforts in gas turbine re 
search may bring automotive gos tur 
bines into production sooner than had 
been expected, according to National 
Petroleum News, McGraw-Hill publica- 
tion. Top management in one major 
outo firm predicts such engines will be 
on the highwoys within five yeors. 














Tool Engineers 
Spur Research 


The American Society of Tool 
Engineers has awarded a $30,000 
contract to the John Crerar Library 
of Chicago to compile a Metal Cut 
ting Bibliography with adequate 
abstracts of all available informa 
tion from 1943 to date. 

I'he work is expected to take 18 
months to complete. 

rhe Society has appointed a sub 
committee under its Metal Cutting 
Research Program to sponsor 
research in machinability test stand 


ards 





Robert D. White 


Hamilton Rubber 
Names Branch Head 


Hamilton Rubber Mfg. Corp. 
has ippointed Robert D. White 
branch manager for Greater New 

rk City. 

Formerly sales manager of Arm 
strong-Bray & Co., Mr. White at 
tended Columbia University. He 
was an Army captain during World 


War Il 


Brooks Equipment 
Names Representative 
Brooks Equipment Mfg. Co has 
appointed Alton M. Klinger factory 
sales representative for Michigan, 
Indiana, Ohio and the Pittsburgh, 
Pa., area 
He was previously sales represent 
ative for Delco Appliance Division 
of General Motors Corp 


HOW TO MAKE A PROFIT 
ON SERVICE CALLS! 


You can assure customers 
Easy, Permanent 
thread repairs... 


BIG PROFITS 
FOR YOU 


Stock and sell new, 





It's sure to be your best 
“door-opener’ to bigger profits if you sel! it when making service calls! 


Shop-packs are the profitable, proved way your customers can repair 
rusted, busted, worn out, torn out threads due to broken bolts, frozen studs, 
excessive wear, etc., on the spot and drastically cut downtime, mechanics’ 
time, eliminate welding and plugging. With Shop-packs, permanent back- 
to-original size repairs can be made of any thread size from 6-32 to 14-6 
in N. F. and N. C. series (also available in pipe thread sizes)...in any 
machine tool, engine, appliance, building or furnishing. These are the same 
Heli-Coil Inserts specified by designers throughout industry to improve 
threads. 

It’s easy as: A. drill out the hole; B. tap new threads with the Heli-Coil 
tap; and C. wind in a Heli-Coil Insert, using the inserting tool provided! 

Shop-packs, which contain a tap, inserting tool and generous supply of 
Heli-Coil Inserts, retail for as low as $18.50 for each thread size, and allow 


you a full distributor discount. 
*Reg. U.S. Pat. Of 


For customers whose needs run to smaller thread-repair sizes, Heli-Coil Ezy-Kits are the 
answer. They retail for as little as $7.50 per thread size and contain al! the necessary 
tools and inserts for easy, permanent thread repairs 


HELI-COIL CORPORATION 
730 Shelter Rock Lane, Danbury, Conn. 
Please send me catalog sheets ond price lists on NEW Shop-pocks and Ezy-Kits 


Nome 





Address 


City — - 5 ee ae Qi» 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1955 249 





<f> Carbide Druitt and Feeamen... 


Fy 
4 


7 


see eee eee aad 


Top Penfounens '™ ——— 


FOR TRACTOR MANUFACTURER 


Whitman and Barnes drills and reamers cre used on many tough production oper- 
ations by a well known tractor manufacturer to secure more pieces per hour, 
more holes per grind and longer tool life. Illustrated above is an operation uti- 
lizing carbide drills on cast iron crankshaft bearing caps. These standard 13/16” 
diameter W & B carbide drills are run at 290 R.P.M. and a feed of 2-1/8” per 
minute. It was found that high speed steel drills burned badly on this job with 
resulting short life. Comparatively, W & B carbide drills not only provided more 
holes per grind, thereby reducing down time, but increased tool life to over 
10,000 holes, 2-1/2” deep. For top performance and rock bottom costs in drilling 


and reaming you can’t beat W & B. ae 


Call your Wa&B distributor 
7" for best service and highest quality 
He can save you money by supplying from 
his stock . . . what you need when you need it! 


“Makers of Gine Tools Since 1848" 


Please send me additional information 
NAME 
COMPANY 


ADDRESS — 


TTT La 
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FATHER AND SON, J]. ¢ l'ripp 
president and Harold J. Tripy 
dent, Industrial Supply Service 

Bridgeport 
raman in new | 


varel 





U. S. Rubber 
Names Branch Heads 


United States Rubber Co. has 
umed Charles E. Wolfe operating 
manager of its Memphis, Tenn 
branch and John J. Kelley operating 
nanager at Omaha 

Peter N. Procopio, former operat 
ng manager at Memphis, has been 
transferred to the New York general 
ffi and will work on special 


gniments 


Maewhyte Branch Moved 


The Pacific Coast ofhce and 

warehouse of Macwhvte Co. is now 

new quarters at 18S King Street, 

Francisco. Other West Coast 

rchous¢ ind ompany offices 

e located in Los Angeles, Portland 
nd Seattle 





LARGEST BUS CARGO 


The largest corgo of buses ever cor 
ried in one ship anywhere in the 
world is the single shiploo¢d of 250 
specially built American buses and 20 
extra stripped chassis which were sent 
to the Red Sea port of Jedda, Bus 
Transportation, McGraw-Hill publica 
tion, reports. They were used to trons 
port Moslem pilgrims to the annual 
Mohammedon religious festival at the 
holy city of Mecca in July and August 














TOOL POST GRINDER sales 
have you passed up? 


More than just a lathe grinder, this 


VERTICALLY MOUNTED ON BRIDGEPORT MILLING 
VERTICALLY MOUNTED OW GRIDOUPORT MnAmNe versatile tool mounts on any basic machine 


provides an ideal high speed precision grinding 

head for use with small mounted wheel and points for a wide range of production jobs 

or carbide cutters. 
Don't limit the Dumore Tool Post Grinder 
to lathe grinding. You're passing up some 
handsome profits if you do. The flexibility of 
this portable tool enables it to be used on 
practically any basic machine tool — 
milling machines, planers, shapers, boring 
mills, universal grinders, as well as rebuilt 
and special bases for a large variety 
of grinding jobs 


In the large shop, the versatile Dumore adapts itself quickly and 
easily to existing equipment turns idle, expensive machinery into 
more useful, highly productive grinding equipment. And there's 
amazing potential in the small operation, too, for low-cost 

MOUNTED ON RAM OF A PLANER, this Dumore Dumores put extensive grinding facilities well within reach of the 

grinds a long interna! groove on a die part 
most modest budget 


The next time you call on your grinding prospects, capitalize on the 
almost unlimited possibilities of the Dumore Tool Post Grinder 
Perhaps the applications pictured here will recall some prospects 
you've passed up 


—_ 
‘ 


HUavite, 

yy, Automatic 

A Drill Units 
™ 


Tool Post 
and Hand 
Grinders 


MOUNTED ON USED MILLER BASES, Series 5 Grind- 
ers provide « Chicago manufacturer with pend- 
able, high production precision grinding equipment 
at an amazingly low cost 


1322 Seventeenth & 


Recine, Wisconsin 


MOUNTED ON RAM OF A BORING 
MILL, « Series 12 Grinder solves 
the tricky problem of grinding « 
high finish on perforeted, tepered, 
cast won streiner cores 


BENCH MOUNTED Series 12 Grinders are used to 
grind drill clearences and polish flutes for « tool 
company 
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THE TRADE CALLS 


OL 


DYKEM 
STEEL BLUE 


So 


aun 
Dies and 
Templates 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying — at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Esteblished 1920 
2305A Necth 11th St. + St. Lewis 6, Me. 


THE MOST COMPLETE SOURCE 


STAINLESS STEEL 
SCREWS 


BOLTS NUTS 
WASHERS 


RIVETS FASTENING DEVICES 


y AY 
a 


SPECIALS 
Bevis estan 
| TO BLUEPRINT 


Van | SPECIFICATIONS 


Stainless 


SCREW & BOLT CORP. 





Morse Twist Drill Makes Appointments 


Cc. Fred Duff 


Morse Twist Drill & Machine Ci 
has named C. Fred Duff asssitant 
sales manager with headquarters in 
Chicago. 

Mr. Duff was district manage 
Chicago and before that in New 
York City. 

Morse Twist Drill has appointed 
two sales representatives, Rus 
Easton in the Los Angeles area and 
Richard Doherty as Southern rey 
sentative 

Mr. Doherty will 


Maxwell Tavlor, district manager 


} nder 
WOTK LUTNCICI 


Cambridge Wire Cloth 
Names Representative 

Thomas M 
named sales engineer for Cambridg 
Wire Cloth Co. covering the 
seven-state Southeastern territory 

He will represent the company 
on its full line from headquart 
in Atlanta, Ga 


Creel ha bec 





BUTTERFLY BUSINESS 


Leucopterin — the white pigment 
found on the wings of white butter 
flies—hes been synthesized by a Mi! 
waukee laboratory, Chemical Week 
McGrow-Hill publication, reports. Po 
tential markets for leucopterin ore as 
@ non-settling white pigment for noi! 
locquer and in internal medicine X-ray 
work 
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Russ Easton 


Richard Doherty 


Vascoloy-Ramet 
Moves Branch Office 


V ascoloy-Ramet Corp. has moved 
Philadelphia branch to new, 
larger quarters at 4346 Germantown 
\ve. 
Edward J. Wunderlich, 


will be in charge 


super 


Representatives Named 


Sarco Co. has appointed J. B 
Lammons Co.. Memphis, Tenn., 
Robert Porter, Jackson, Miss., C. H 
McGuiness Co., Des Moines, Iowa, 
and Steam Engineering Service Co 
Denver, as new sales representatives 


















Teadt mace 


SIMONDS 


ABRASIVE CO, 





from 
orinding 

Wheels 

to Srain : 


SIMONDS means 
Steady sales 


Fast, low cost grinding production. Micro-inch precision! Smooth 
polishing or cool, safe sharpening! Whatever your customers 
need, there's a Simonds product to fill the bill. Complete line is 
backed by regular advertising consistently urging industrial users 
to buy from their Simonds distributors. Make their needs your 
business, with Simonds grinding wheels and abrasive products. 


SIMONDS 


ABRASIVE CO. 


a — 


PHILADELPHIA 37, PA. 


BRANCH WAREHOUSES: BOSTON, DETROIT, CHICAGO, PORTLAND, SAN FRANCISCO + DISTRIBUTORS IN PRINCIPAL CITIES 
DIVISION OF SIMONDS SAW AND STEEL CO. FITCHBURG, MASS. + OTHER SIMONDS COMPANIES: SIMONDS STEEL MILLS, LOCKPORT, WLY., 


SIMONDS CANADA SAW CO. LTD. MONTREAL, QUEBEC AND SIMONDS CANADA ABRASIVE CO., LTD. ARVIDA, QUEBEC 








Bond Universo! Lift 
Jack and Platform 


SVK VIMMAWIwVys 


Best for 


a 


your customers’ 


Materials Handling 


1-A Series 
Stationary Caster 


Industrial distributors know . . 


Bond Self Load- 
Unload Drum Truck 


ee 7 
b- ~~ 


PEED your customers’ ma 
S terials handling by pro 
viding them with the right 
Bond equipment for their 
jobs. Bond casters, lift jacks 
and hand trucks build more 
efficient production . . 
it faster, easier, more profit 


. make 


able. And these sales-points 
help you sell! 


36-A Series— Double 


Ball Race Swivel Caster 


that when customers use their 
qualified services in selecting and 
maintaining the right Bond equip- 
ment for the jobs they'll be satis- 
fied ard profitable customers for 
years to come! 


BOND FOUNDRY & MACHINE CO. 
Manheim, Penna. 


41-A Series — Structural 
Stee! Stationary Caster 


40-A Series 

Boll 

Stee! 
PERSE SRR 


Roce 
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Swivel 


3-A Series— Single 
Ball Race Swivel Caster 


Double 


Structurol 


Coster 
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. selling is my business 


ROBERT BROWN: 


The Guy Who Won't Talk 
Needs Lots Of Selling 
| have 
rown of 
| wmsnil 
lenn.. 
hand at the game can tell me how 
does it As 
prospective buyer who just sits 
vith a buttoned lip, is the 


thest proposition a beginner has 


n't been selling long, only 
Robert 

Bearing & 
Chattanooga, 


months,” savs 
Volunteer 
Co 


may be 


Son 


and some older 


far as I’m concerned, 


ICK 
race 
Ni 
pecialized selling, was educated 
the 
and 


Brown, already an advocate 


ombustion engineering at 
ot I ‘ennessee 
He likes industrial 


work because of the 


of experience encountered 
he job. The emphasis on prod 
feels, makes it 


the 


knowledge, he 
od field for technical 
duatc 

Speaking of the 
spect, Mr 


tomer who 


sphinx-like 
Brown described one 
buys a few things 
The customer is cordial 
back and the 
the talking. From 
the nature of the customer's opera 
tions, Mr 
good prospect for electrical controls 
He 
the 


voc ally . 


n him 


lets 


iif nist 


sifs 
er do all 


Brown knows he is a 


ind is determined to sell him 
that, 


respond 


has figured out since 


tomer wont 





he’s bound to look Demonstration 


is what Mr. Brown believes will You can sell Peat) @ = tools 


convince the buver. ‘Fake the prod 


uct to the customer and show him on every call ie when 
e * ¥ 
you sell Williams 


why he should be using it. 


Sales Manager 
Named by Zurn 


J. A. Zurn Mfg. Co has appointed 
John Patrick ‘Tansey manager of 
engineering sales for its Industrial 
ind Marine Divisions 

With the company since 1938, he 
recently supervised marketing activi 
ties in the Pittsburgh area 


Representatives Named 


Richard J. Benson and Richard 
QO. Netschke, operating as Process 
Valve & Equipment Co., Cleveland, 
have been appointed sales engineers 
in the Cleveland area for the Indus 
trial and Marine Divisions of Zurn 

Mr. Benson, who studied at Lewis 
Institute of Technology, has been 
active in engineering sales in north 
eastern Ohio since 1945. Mr. Nets 
chke h»s worked as a development “SUPERSOCKETS”, for Every Nut Turning Problem 


engineer since graduating from Ohio 1/4, 3/8, 1/2, 3/4, 1” square drives. Openings from 


University 3/16” to 3-1/8". Engineered flexibility permits 
hundreds of combinations of sockets, handles and 


L/ hy, 


accessories 


Branch Expanded INDUSTRIAL SOCKETS for all types of power and 


Svracuse Supply Co., Syracuse Impact Wrenches. 1/4, 8, 1/2, 5/8, 3/4, 1 and 
N. Y., will purchase additional land 1-1/2” square drives. Single and double hexagon and 
y Cik ‘ I < ‘ . ‘ ee oO ss0 

d ver 


Square openings from 3/10 [0 3-1 


it its Massena location and con ; 
SE xckets ana accessories 


“SUPERRECTOR” Reversible Ratchet Handles and 
Sockets. 24, 36 and 48” length handles. Square sockets 
recently from 1 to 4-5/8”. Hexagon sockets from 1-1/16 to 
{-5/8”. Sockets with thru-hole turn nuts on bolts of 
any length 


struct a 4,000 sq. ft. warehouse 


addition, the directors announced 





J. H. WILLIAMS & CO. © 401 Vulcan Street * Buffale 7, N.Y. 


Cash in 

on 

Williams 

Advertising Support. 
; Talk Willioms 


"The Broadest Line of ts Kind" op 


CARBON AND ALLOY STEEL WRENCHES * DETACHAGLE SOCKETS AND WRITE FOR 
DRIVERS * INDUSTRIAL IMPACT SOCKETS * TOOL HOLDERS + CUTTER CATALOG 302 
TWENTY-EIGHT vears with Fllfeldt BITS * LATHE DOGS * SET-UP TOOLS + “C” CLAMPS + THUMB NUTS tt includes the letest 


Machinery & Sanniy Kaness City AND SCREWS * HOIST HOOKS + EYE BOLTS * MACHINE HANDLES * ROD patterns end clase from 
- AY mes ‘ ENDS * CHAIN PIPE TONGS AND VISES * FLANGE-JACKS © PLIERS which te choose 
t r Gd of irren Rickertson SCREW DRIVERS * HAMMERS * GEAR PULLERS + EXTRACTORS 
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WE SELL THE MEN 
WHO ASK THE P.A. 


10 BUY O7/ZA 
TOOLS” 


In three top-bracket consumer mag- 
azines, Utica’s big new ad campaign 
sells millions — yes, over 3 million 
men who work in industrial plants, in 
construction and in public utilities. 
When they call for Utica the P. A. 
listens...and you get an order! 
That’s why UTica is selling these men 
with the biggest, strongest ad cam- 
paign in all Utica history. 

This is one reason why Utica® 
Pliers and Adjustable Wrenches are 
easier and more profitable to sell. 
Utica reaches the user as well as the 
purchasing agent and the “brass.” 


THE HALLMARK OF QUALITY 


In Canada: Adiam Tool & Supply Co. Lid., Montreal 


256 





| 


UTICA DROP FORGE & TOOL CORP. . 
UTICA 4, 4. ¥. 


Cleveland Manager Named by Gocdyear 


a _ 
Loren E. Wing 


lhe Goodyear Tire & Rubber Co 

appointed Loren E. Wing 
resident manager of its new dis 
tribution Brook Park 
Village, near Cleveland 

Austin C. Kellett has been named 
resident manager of the Gadsden, 
Wing's 


has 


center in 


Ala., field warehouse, M: 
former post. 

The Brook Village distribution 
center will be finished in early 
1956 


16,000 sq. ft. of space to be added 


Plans call for an additional 


later on for Goodyear’s Cleveland 


district sales and operating pet 


sonnel Besides tires, industri 
products as well as other ling 
be handled at the center 

Mr. Wing has been with Good 
vear for 3] years. He began as a 
factory employee while an engineer 
Akron 


under the cooperative work-study 
For the past five years he has 


ing student at University 
plan 
been resident manager at Gadsden 
Mr. Kellett joined Goodyear 26 
years ago. He has been operating 
manager of the car and home divi 
sion of the company’s Gadsde1 
warchouse for the past six years 


Traffic Manager Appointed 


Harold D. Cunningham, divisio. 
superintendent of warehousi 
and shipping at The Goodyear Tir 
& Rubber Co., has been promoted 
to the rewly created post of general 


trafic manager. He will be respon 
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Austin C. Kellett 


Harold D. Cunningham 


H J ( irroll 


Lew ( 


nningham in his forn 


eeds Mh 


, 


Harless su 


Commerce Department 
Names Division Head 


The Department of Commerce 
has named William H. Thomas, of 
Air Products, Inc., as director of its 
General Industrial Equipment Divi 
sion, Business & Defense Services 
\dmunistration. 

Formerly manager of Government 
Air Products, Mr. Thomas 
Everett ©. Clark, of 
Mich. The 


six months on 


sales for 
succeeds 
Birmingham, tour of 
service is for loan 
from the company, without Gov 


emment compensati mn 





ALID WHOA MIN 


Everybody knows where Grant’s Tomb is... 4u¢ 


do Purchasing Agents and buyers of industrial equipment know 
how to find you quickly and easily? Do they know what lines and 
parts you stock? 

They will if you advertise in the ‘Yellow Pages’ of telephone 
directories. The ‘Yellow Pages’ go into every office and factory 
... are available twenty-four hours of every day. That's why they 
are so helpful to Purchasing Agents. 

More and more buyers use the “Yellow Pages’ to find sources of 
supply. They can help you reach new firms and remind old ones 
in your trading area. To learn how the ‘Yellow Pages’ are helping 
build business for other distributors of industrial products, call 
your local telephone business office —a trained Classified repre- 
sentative will be glad to show you. 

( Re — an Pe 
Find Your 


Nearest Distributor 
In The 


‘Yellow Pages’ 














Advertisers of branded industrial products ore using this embiem to tell buyers where to find their local distributors 
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SeeeeEeeet eens a. 


EVERY DETAIL IS Sod asa Kock 


The hardened alloy-steel jaw facings of the Reed vise make jaw 
replacement unnecessary. Because they are permanently welded into 
position, they avoid the nuisance of lost, loose or broken jaws so 
often encountered with ordinary vises. Together with other exclusive 
Reed features, they create a sturdy, solid-as-a-rock vise that will out- 
last and out-perform any other vise on the market. The alloy steel 
screw and vise nut are machined to close tolerance for maximum 
bearing, easy operation and perfect alignment. An adjustable front 
end bearing and a longitudinal take-up on the vise nut maintain align- 
ment and eliminate all lost motion permanently. Castings are of 
sound, semi-steel, contoured for heavy sections at all stress points 
while permitting maximum accessibility to the work. 


lt pays fo sell quality! Because they ‘‘carry the load'’ 
under the hardest conditions of usage, REED Vises make 
friends for the distributor who sells them. Take advantage 
of this profit and good-will power by maintaining an 
adequate stock at all times. 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA + U.S. A. 
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Vincent J. Powers 


Accurate Bushing 
Elects President 


Vincent | Powers has been 


ted president ind genera 
of Accurate Bushing Ce 


ldllag 


Recently with the sales staff of 
Ex-Cell-O Corp. in Detroit, he 1s 
eraduate of the University of 
Detroit and has had a number of 
years experience in both manufa 


turing ind sales 


Huck Mfg. 
Expands Operation 


Huck Mfg. Co. has expanded its 
West Coast facilities through its 
exclusive West Coast representative 
Milton A. Miner & Associates 

\ new building with 7,000 sq. ft 
or space has been opened necal th« 
Los Angeles International Airport 


Che new address is Inglewood, Calif 





+= 


Very pretty charts, Hanley, but would 
t be unethical to curve the sales up 
words a teensy bit more? 


1955 





United Chromium 
Moves Offices 


United Chromium Division of 
Metal & Thermit Corp. has estab S 2 
lished warehousing facilities at \y FON A LLOY 
415 East 151 St. in East Chicago, ANY 
Ind \\ 
\ . 


The division sales ofhice former] 
located on South LaSalle St. has 
been moved to East Chicago. Th 
warehouse and office will te in 
tegrated with Metal & Thermit’s Hi 
East Chicago facilities. Willard Handles! 
Carter, sales manager of th 
Chicago office, heads the operato 


Johnson-Mandeville 
Names Representative 


J. Douglas Mitchell has joimed 
Johnson-Mandeville Co., Newark 


] 


N . l d sal Ss romotiona! 
a a il les promot Eyes factory- 
apac fitted 

With Seither & Ellis, In tightness! ’ 


neat 
Newark, since 1953, he had treated! 
operated his own business, Pacifi 
& Western Industrial Supply Co \ | 
Faces XY , 


in Grand Junction, Colo., for fou 
contour- qround | 
vears previously - 


Mr. Mitchell had been with 
Scither & Ellis for 30 vears until 
1949. ‘That vear he sold his interest 
in the firm 
Inspected 
by Magnigiow 





Among the Veronalloy Tools that regularly ring the cash 
register for distributor salesmen, handled sledges and 
hammers ore always dependable producers. The constant 
demand for these items makes them well worth your 
attention. And the many high-quality features shown 
above give you plenty of sales points 
Woodings-Verona tools have been on the preferred 
lists of railroads and industrial companies since before 
the Civil War! Made of highest quality moterials by 
modern manufacturing methods, Woodings-Veronc tools 


meet every industrial requirement 


Made in all required sizes and weights 


WOODINGS-VERONA TOOL WORKS 


> 


HOLDING CUSTOMER on the lin ow: 
Ernest L. Shearin, vice president, Dil SK 


n Supp vy Co's R i Ni mint ~ { Shown obove cre some of the more widely used Woodings Verona Tools 


; 
i 
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rarer | WW. 0. Barnes Adds to Detroit Plant 


at” ee F or 
achat SPACERS : 
and SHIMS 





FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 

Arbor Spacers and Shims are used for New Detroit building of W 
accurate spacing of milling cutte-s, slit Manufacturing capacity ha 
ter knives, gang saws and many other ment that has been install 
uses. They come neatly pockaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter 





To Sell Cash Lines Alan Wood Steel 


WITH KEYWAY WITHOUT KEYWAY — 
=” Names Division Head 


= A. W. Cash Co. has appoin 
© the following new representat \lan Wood Steel Co. | 
x for its lines: The David J]. Rank ¢ ointed J. Bremner Proctor 
ordering Louisville, Ky.; Bert Gurney & r of its new ne 


Associates, Omaha; and ( 


dated Engineering Sak he division, the fon 
| Corp. of Penna 


PRECISION STEEL 

WAREHOUSE, INC 

ae Abeer Cincinnati 
oa lant making lockers cabinets 

helving under the “Penco” nam«¢ 


DIAMOND Mr. Proctor was formerly execu 


tive ice president of De Luxe 


med yperations at its Philad 


} 


Metal Furniture Co., a division of 
Roval Metal Mfg. Co 


For All 
INDUSTRIAL New Plant Engineer 

USES (; K McWane has _ joined 

Co 


American Crucible Products 


The New Diamond Double Clevis Links lie Siateiin e Die Sn 
. is Hook l ple g as 
and Diamond Clevis Hooks issociated with Sandusky Foundry 


Give Greatest Strength and Convenience . 
& Machine Co. in sales and engi 
Pins heat treated and easily removable with only pliers J rine for 20 vear 
CecrTing ) a 4 Cals 


DOUBLE CLEVIS LINKS AVAILABLE IN 4 SIZES 
1a" 5/16" 3/8" 1/2” 


CLEVIS HOOKS AVAILABLE IN ALL STANDARD CHAIN SIZES 
NO TRADE-IN 








DIAMOND COLD SHUTS DIAMOND ROUND AND GRAS Pvivate-cor owness in Caschesls 
HOOKS 
Diamond Cold Shuts vokia must now sell their cars to State 


are forged with ends Diamond quality drop purchasing agencies when they are too 


forged slip and grab old or damaged to be driven any more, 
hooks ore made in American Machinist, McGraw-Hill 
only with shoulders sizes from 4" to 1” publication, says. The purchasing 
and pinched ends. inclusive agent, a@ government junk combine, 
reclaims still usable parts and dis- 

tributes them to garages and auto- 
mobile agencies for further use 
DIAMOND CALK HORSESHOE co Usually, the car owner has to sell the 
complete vehicle to the State ot the 


current price for scrap iron 


perfectly round and 
squore cut Made 





DULUTH, MINN. Est. 1908 TORONTO, ONT. 
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What HARPER Offers Distributors in 
Corrosion-Resistant Fastenings 


There are many reasons why distributors should stock 4. Careful packaging to protect fastenings and assure 
Harper fastenings of nonferrous alloys and stainless clean, perfect stock. 
steels. Here are a few of them. 5. Long experience in selling through distributors 
which assures an understanding of distributors’ 
. Over 7,000 different items— your customers can find problems. 
just what they want in the complete Harper line. . Better profits because of higher selling price of non- 
. Complete stocks ready for prompt shipment from ferrous and stainless fastenings. 
Harper warehouses and branches in all market . Small stocking space. 
areas One source for all needs—one account to keep—one 


. Highest quality manufacture by the largest exclusive invoice to write—one bill to pay 


producer of fastenings from nonferrous and stain- THE H. M. HARPER COMPANY 
less 8219 Lehigh Avenue, Morton Grove, Illinois 


Specialists in all corrosion-resistant fastenings 
Bolts « Nuts ¢ Screws © Rivets * Washers 
of Brass « Bronze *« Monel « Aluminum « Stainless 


V"yyeots re) HARPER 


OVER 7000 ITEMS IN STOCK...HARPER DISTRIBUTORS EVERYWHERE EVERLASTING FASTEMINGS ‘i ( 


| = ae tena —' 
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FOR EVERY JOB 


rentiss | 


100% through Industrial Distributors Pittsburgh Branch Head 
Named by Thor 


ihor Power ‘Tool Co. has pro 


Backed by 86 years of time 


proven acceptance by industry. = ed Harry L. Artinger to man 


of its Pittsburgh branch 


" ” “u“ 
f Bull Dog : \s a company industrial service 
VISES engineer he has been covering the 
Buy PRENTISS Today. Pittsburgh area for the last ten 


vears. He will direct all Thor sales 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. ind service activities im the Pitts 


OF THE CHARLES PARKER CO. bu 





rgh branch territory, serving 





most of the western half of Penn 
svivania, southeastern Ohio and 
West Virginia 


Names Executive 


do you prepare ‘ nn ] Shreve. has been 


winted managing director in 

rge of Canadian Zurn Engi 
THEIR 

\TTAIN CUT 


ecrings expanded operations in 


HOW SLOSS & BR 


PRODUCTION costs..- 
s by 50% 


LEARN 
CATALOG 


_ reduced weight 


Canada. He will direct the sale 
ind distribution of Zurn equip 
ment from headquarters in 


of catalog 75%, thicknes m | 
ntreal 


slashed pope’ costs more than 50% 


yed $20 per poge oO" composition ¢ 
—sa 


D ADHESIVE-BACK P 


osts 


¢iid 





“4 


LASTIPLA 
ENGINE DIAGNOSIS 


An X-ray mochine has been de 
vised by the National Bureau of Stand 


NEW REMINGTON RAN 
TE: write today for 


PLASTIPLA 
ACK 78, 315 Fourth Ave., 


DHESIVE-B 
EE! NEW A Rand, Room 20 


emington 


FR 
free samples to: R 
New York 10, N.Y. 


ords thet con tronsfer onto a tele- 





vision screen the inner workings of an 
engine in motion, Product Engineering, 
McGraw-Hill publication, says. The 
machine points to the dey when any 
automobile or airplane engine can be 


X-rayed while in operction 


Gbiil 
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National Cylinder Gas 
Elects Officers 
National Cylinder Gas Co. has 


elected Walter H. Girdler a vice ° 
president and Harold W. Alenduff Steady profits eee selling 
treasurer of the company. 


Mr. Girdler, a director, was a these drop-head dies 


vice president of The Girdler Corp., 


a a division of National Cylinder for easy work, perfect; 
threads...and long ~ | 


Executive Changes Made 


Republic Rubber Division of Lec 
Rubber & ‘Tire Corp. has promoted 
J. P. Mathews to chief chemist with 
the development manager's duties 
formerly handled by A. K. Brill, who 
is retiring as development manager 
Mr. Brill had held the post since 


n irics iD 


Plant Manager Named 
Morse Chain Co. has named J Drop-Head Dies 
Nall Candler vice president and for “*" to 2” pipe 


plant manager of its Detroit plant , . 
succeeding M. V. Durkin, retired as Each size die head snaps 


Mr. Candler had been vice president ’ instantly into ratchet handle 
and assistant general manager since - Dies reverse quickly for 
1950 close-to-wall threads, easily 

removed for regrinding. Left 
To Expand Plant hand dies available 


Minnesota Mining & Mfg. Co Ken OOR, ‘te 1’ 
1 100.000 : TTR, ‘“" v0 1! Va” 
12R, “%"’ to 2” 


iS al unced plans for 
q. ft. addition to its ribbon plant 


in Fairmont, Mich . it pays yeu to 
‘ sell these 


popular threoders 


Every RIGID Pipe Tool 
individually TESTED 
before shipment. 


INSIDE SALESMAN John Cares 
rht ently jomed The Coe & 


onn. He gets 


manufacturers Carrier free with complete sets. 


Graham of 


The Ridge Teol Company « Elyria, Ohic + U.S.A. 
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CORRECT 
IDENTIFICATION 
OFTEN MEANS THE 
DIFFERENCE 
BETWEEN PROFIT 
AND LOSS! 





AN 


INSIST ON AMERICAN 
AND OLD FAITHFUL 
MARKERS. 
From raw material to fin- 
ished product . . . from 
factory to point of distri- 
bution . . . clear, legible 
oki 9 are i i rtant to 
profitable production. 
You're sure of top-quality 





“AMER I 

















Owens-Corning Names Executives 


William H, Wiseman 


Owens-Corning Fiberglas Corp 
has named William H. Wiseman 
manager of power and _ process 
industrial insulation sales. 

W. J. Lemasters, former admini 
strative assistant to Hugh 1 
Williams, sales manager, is now 
manager of commercial and light 
industrial insulation sales 

Earl W. Hymes, formerly of 
pricing, succeeds Mr. 
in his former post. 

Mr. Wiseman joined the com 


Lemasters 


pany in 1951 and was assigned to 
the Philadelphia sales staff in 1952 
Mr. Lemasters has been with th« 
company since 1946 and becam« 
administrative assistant in the 
Industrial Construction Materials 
1953. Mr. Hymes 
joined the company in 1951 and 
has been a price analyst in the 
General Products Division. 


Division in 








VITAMINS FOR EMPLOYEES 


A Florida electric company recently 
issued its 15 millionth vitamin tablet 
to an employee, Electrical World, Mc- 
Graw-Hill publication, reports. Started 
in 1946 as a part of the company’s 
health and safety program, the free 
distribution of vitamins and cold tab 
lets began after a marked vitamin B 
deficiency was noted in 85% of em- 
ployees tested by a Miami physician 
over a period of years. 
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W. J. Lemasters 


Earl W. Hymes 





Rockwell Executive 
Assigned to Venezuela 


George L. Geuss, assistant product 
manager of Rockwell Mfg. Co.'s 
Meter & Valve Division, has been 
named Rockwell resident manage 
in Venezuela 

With the company since 1940, he 
was service engineer in Buffalo 
N. Y., and New York City before 
becoming assistant manager for 
Nordstrom Products in Pittsburgh in 
1954 


Named by Timken 


lhe Timken Roller Bearing Co 
has made John Rundt chief engineer 
of its Research and Development 
Division. Alva Kopatz was named 
chief draftsman. 








JUST DIAL 
HIS NUMBER 


Your Bunting Distributor carries 
in stock for your money saving 
convenience completely ma- 
chined and finished Bunting 
Standard Stock Industrial Bear- 
ings, Electric Motor Bearings 
and Precision Bronze Bars in a 
complete range of sizes, meeting 
all your usual production and 
maintenance needs. You will find 
him listed in the classified section 
of your telephone book—most 
likely under the heading Bars, 
Bronze or Bearings, Bronze. 
Your Bunting Distributor is an 
industrial distributor or a special- 
ist in certain industrial items. He 
has been especially selected for 
his responsibility and his under- 
standing of bearing requirements. 
Ask him for the Bunting Catalog 
or write 


This odvertisement appears in 


tron Age @ Mill & Factory ¢ Modern Machine Shop 
Machinery @ Southern Power & Industry © Stee! 





ask your 


Bunting , 
§ 


distributor... 


..-» for this speedy 
cost-saving bearing service 


The local availability of Bunting completely 
machined and finished bronze bearings and bars is 
saving money, time and trouble in machinery 
maintenance everywhere in America. Stocks of 
Bunting Bronze Bearings and Bars constantly carried 
by Bunting Distributors are adequate to supply 

the needs of the whole nation for an indefinite time. 


=. “= 
FD Fats aCe 
Ss. 


BRONZE BEARINGS - BUSHINGS + PRECISION BRONZE BARS 


THE BUNTING BRASS AND BRONZE COMPANY 
TOLEDO 1, OHIO 
BRANCHES IN PRINCIPAL CITIES 
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BARNES 


SALES ENGINEERS 
INCREASE 


DISTRIBUTOR SALES 


Each BARNES SALES ENGINEER has one big objective —to increase 
your sales of Barnes hack and band saw blades. 


Besides being a metal sawing expert, thoroughly trained at the 
factory, the BARNES SALES ENGINEER also serves in the capacity 
of o salesman, an instructor and a “merchandise advisor.” 


As an expert, he offers reliable advice on your customers’ metal 
cutting problems. 


As a salesman, he sells your customer on the advantage of buying 
Barnes blades from you. 


As an instructor, he trains your salesman either by working with indi- 
vidual salesmen on-the-job or through group sales meetings. 


As an advisor, he works closely with you to maintain inventory at 
the proper level. He assists you with display material and other 
soles aids; and readily keeps you informed of new sales promotion 
material and techniques. 

Your BARNES SALES ENGINEER is a vital part of Barnes’ services, 
rendering a valuable service to you—AND to your customers. For 
every Barnes distributor, there is a BARNES SALES ENGINEER espe- 
cially designated to give him complete assistance. Like every 
Barnes hack and band saw blade, you can depend on a BARNES 
SALES ENGINEER. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 
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Republic Supply 
Gives Study Grants 


The first four of the yearly 
awards under the W. Dale Rus- 
sell Scholarships for college study 
established by The Republic Sup 
ply Co. of California, have been 
made to four children of em 
plovees of the Los Angeles firm 

Robert Guillory, William B 
Gragg, Jr.; Herbert E. Horstmann 
and Norma Lee Scholey were the 
award winners. ‘The grants will be 
made each year, one to a graduat 
ing high school] student and three 
others to students completing their 
first, second and third years of col 
lege. Winners are chosen on the 
basis of grades, personal ratings bi 
teachers, a personal interview and 
accomplishments in school activi 
ties and civic affairs 

The late W. Dale Russell, in 
whose memory the scholarships 
were established, was vice president 
und general sales manager of the 
firm and had been with it con 
tinuously since it was organized in 
1913 by P. M. Pike, present chair 


man of the board 


To Advise on Study 


Colonel Willard F. Rockwell, 
hairman of the board of Rockwell 
Mfg. Co., has been named to the 
national advisory board for prepara 
tion of a study, “Business Execu- 
tives in the Federal Government,’ 
1 project sponsored by the Harvard 
Business School Club of Washing 
ton, D. C 





RESISTANCE OVERCOME 


Although industry continues to be- 
come more receptive to electronic 
equipment, resistance to the novel and 
complicated-looking devices still is not 
quite dead, Electronics, McGraw-Hill 
publication, reports. Recently, an elec- 
tronics firm was obliged to redesign 
some equipment so thot it looked 
pneumatic, in order to sell it to a re- 
finery 

















For Top Quality 
you can't go wrong 
when you ask for 


“SULFLO” 


Sulflo’s unique 

formulation of 

special ingredi- 

ents assures TOP 

QUALITY and at the same time it's ECO- 
NOMICAL. It “Sticks on the job!" Saves 
Time and Tools. 


SULFLO No. 1 


For Hand Threading, | opp: 





THE mODGRN 

CUTTING On wn J 

HEINO STAFFEL, vice president and Fe SULFLO Ne. 2 
o. 


purchasing agent of San Antonio Ma THREADING ping 
hne & S PP Cx San Antonio ver Mascrine Wer ee ee 
Texas, has retired after 48 vears with 


DS 





N Has some properties as N 


the ompan th rst executive to re 
tire id r the firm's pension plan SULFLO MACHINE-KUT For Pipe Threading Machines and for the machining 
J. W. Biggs, Jr ds him as pur of high alloy steels. Machine-Kut is a sulphurized fluid type cutting oil, 


hasing agent transparent on work. 


SULFLO Products are sold by selective Distributors 
(If you don’t know who your local Sulflo Distributor is, write us—we'll be glad to send 


Tooling Management you literature and put you in touch with him 


Offered in Course 
\ new “Tooling Management” SULFLO, INC. ELIZABETH 4, N. J. 


course is now in progress at the 














Materials Management Center of 
Wayne University, Detroit, with 
the co-sponsorship of the American ANOTHER MEMBER OF THE FAMOUS JACKSON LINE... 
Society of ‘Tool Engineers 
Ihe sessions are designed for 
experienced personnel, already on 
the job, who desire additional train 
ing in solution of managerial, 





technical and scientific problems 
encountered in directing tooling 


yrograms. A second course will be 
prog 


offered in the spring semester JAC KSON . 
Arro Appoints Agent Mi LL <r mill 240 RE 
The Arro Expansion Bolt Co. has Long accepted as the quality stand 
appointed Hodges & Glomb, In BARR W ard for the industry, this sturd 
Jackson Mill Barrow has al! the 


is its San Francisco sales agent 
features that will increase sales for you 


The well-balanced, pneumatic-tired wheelbarrow tilts forward to 
dump heavy castings, forgings, etc. No strain to the operator. Koller 
bearings allow easy handling of up to 6 cubic feet capacity 

Your customers know Jackson quality. Show them the features o 


FOR REFINED TASTES this sturdy Mill Barrow and you have made sales! 





Buffalo pot roost, elk stew and See this JACKSON WHEELBARROW ot 
canned fried grasshoppers were just a leading industrial distributors—TODAY ! 
few of the delicacies offered at the 


recent International Food Show in ' 
New York, Food Engineering, McGrow- GACKSON J A Cc 34 Ss Oo | 


Hill publication, reports 
polka “ MANUFACTURING COMPANY, Harrisburg, Penne 
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One Million Salesmen Needed in Ten Years 


During the next ten years Ameri 
can industry must hire and train 
one million new salesmen 

That's the estimate of sales man 
power requirements by Robert 
Palmer Corp., California sales train 
ing specialists, in a recent report on 
the subject. 

“Salesmanship in this country is 
not keeping pace with our techno 
logical progress,” says the report. 
‘All of advances in science 
and research, in increased output 
through better production methods 
ind automation, and new product 
will be of little value to us 
unless the manpower 
trained and ready to get out and 
sell the goods and services which 
U.S capable of 


producing 


our 


design 


we have 


industry will be 


Million Estimate Low 


lhe figure of one million new 


salesmen is actually a low, barest 
estimate, the report 
claims. ‘The American sales force 
now numbers four half 
million, not including retail sales 
people, and normal attrition due 
to death, retirement and changeover 
to other forms of employment is 
expected to reduce the sales force 
by about 10%, or 450,000 persons, 
during the next ten years. “Merely 
replacing these people will not be 
enough,” the report says. “The fact 
is that we should have more than 
four and a half million salesmen 
right now. We are already under- 
staffed in the sales field, with the 
result that American industry 1s 
not tapping the full potential of its 
enormous market.” 


minimum 


and one 


National Product Will Be Up 


The widely marked goal for the 
gross nationa! product in the next 





— 


decade is $500 billion, and it is 
estimated that industry to achieve 
this goal will not only have to 
replace attrition losses in the sales 
force, but add a half million or more 
new salesmen. “Unless we build up 
a hard-hitting sales force of five and 
a half to six million salesmen, we'll 
never hit the GNP $500 billion 
mark,” the report concludes 


Modern Techniques Needed 


Ihe report charges that applica 
tion of modern sales techniques 
in many industries is far behind 
progress made in other fields such 
as engineering, research and produc 
“We have made goo 
progress in market analysis an 
consumer studies, but 
have fallen down is in the field of 
human relationships between man 
igement and its sales staffs. What 
has been frequently overlooked, or 
taken for granted, is the fact that a 
vital to a1 


tion 


where we 


salesman is as 
organization as a good techniciat 
Advertising 
expenditures are a waste of money 
advertiser has the staff 
of competent salesmen to nail 
the orders that advertising 
helps create. And a new product 
from a multi-million dollar researcl 


good 
or a production genius 
unless the 
lown 


is worthless unless met 
The old saw 


laboratory 
get out and sell it 
that people will beat a well-rutted 
path to the door of a company that 


makes a better mousetrap is a lot of 


vonsense. Thev won't. 

Waren your profits soer when you stock ond feature the 

complete Champion DeArment-Chenneliock line. Get your 

display beards ovt front where your customers can buy from the 

wide Channeliock selection. Millions of readers every month 

are being told about the Channeliock line! There are real profit possi 

bilities for you in the rph Ch Hock line of highest quality tools. 
Check your stock fodey .. . be sure it’s complete! 


Put Appeal in Selling 


\ million new salesmen will be 
difficult to recruit, says the report, 
unless many companies take steps 
to make selling more appealing as 
\ four-point program 1s 





Sn” 
=> ~ > 
a 


1 career 
urged 

1. Make 
1s a career to high school and col 


selling more attractive 


lege graduates by “glamorizing 
job openings and future opportuni 
ties, as other professions do. 

2. Make better selection of new 
sales applicants by using patterns to 


“The 


THE PLIER DESIGN THAT OBSTWLETES ALL OTHERS 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 





sales timber 





insure good 
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chronic shortage of salesmen has 
led to many firms hiring people who 
have no aptitude for selling, and 
otherwise are misfits in this highly 
specialized profession. Likewise 
unqualified people lacking 
sales instinct take sales jobs as a 
temporary expedient until they find 
some other opening in a type of 
work they prefer.” 

3. Install better training methods, 
based on thorough and scientific 


many 


programs 

“In 
salesmen are left 
\ few 
but 
for 


+. Provide more sales helps 


too many cases 
pretty much on their own 
this 


majority it 1s 


salesmen way, 
the 
morale 


else, need and want constant help 


prefer it 
tor bad 
Salesmen, like evervbod\ 


in solving their problems.” 


Tool Engineers 
Plan March Sessions 


The American Society of Tool En 
gineers has completed program plans 
for its 1956 annual meeting and ex 
position, to be held March 19-23 in 
Chicago. 

Co-sponsors of special joint ses 
sions are the Armour Research Foun 
dation of Illinois Institute of Tech 
nology, the National Fluid Power 
Association and the National Tool 
& Die Manufacturers Association. 

lhe program will comprise about 
60 papers in 30 will 
be held in conjunction the 
A.S.T.E. Industrial Exposition in 
Chicago’s International Amphithe 


sessions. It 
with 


atre 





NOTE ON AUTOMATION 


Automobile manufacturers most 
aggressive in adopting automation had 
the highest employment in history in 
the first quorter of 1955, says 
Americon Machinist, McGrow-Hill 
publication, which declores thot “it is 
becoming increasingly evident thot 
automation has received attention out 
of proportion to its significance in the 
advance of all technology on a broad 


CHICAGO 


ACE 


PADLOCKS 


fill that need 


Cut-away view of 
ACE Padlock show- 
ing double locking 
feature and 7-pin 
tumbler mechanism. 


air 








= 
4 f— 


IVE FEATURES 


« re chon 
tumbier loc na t 
ACE / pin U 


Hardened stee 
: " Circular *eY 
both > 


des ; 
insertion 


| shack! 


way pr 


‘ S| > 
of forcing too” 
1 ‘ “~ the 
' 
available 're 
' re on 
ke ys c ty c 
only for ' . ither ale 


So 


or bromzt 


shat locks 
ents 


. Dupiic 
factory 


cas 


sm 


at 


ste 


trol ° 


’ 


If you are interested in providing your customers with positive security 
where needed, write for Catalog MS-101. It explains all of the reasons why 
Chicago Locks are right for industrial security. Ask, too, for copies of our 


Folder P-104—suitable for mailing to your customers. 





CHICAGO LOCK CO. 
2030 WN. Racine Avenve « Chicago 14, IMlineis 


front.” 
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Nii 


retails for only $9 4’ 


(slightly higher in the East and For West) 
Lowest cost, full sized tool chest on the market 
today that's the Huot 4-drawer Economy Chest 
Model 107! It has 4 slide mounted drawers and 
rugged steel cabinet finished in blue-grey enamel 
Measures 26" x 1244" x 12'4" 

OTHER HOT ITEMS FROM HUOT: 
SUPER DUTY CHESTS: Bigger chests for bigger tools 

all drawers roll easily on compound slides and 
can be locked. Model 108—a big 6-drawer chest 
measuring 28°L x 15°D x 21°H; Model 109—4 
drawers, 28°L x 15°D x 15%°H 
SUPER DUTY CABINET—MODEL 275: Chests 108 or 
109 can be mounted on this easy rolling cabinet 
that has locking compartments 
MODEL 400 TULDEX: Tools hang on 6 roll-out peg- 
boards. Drawer holds bigger tools. Mounts on wall 
bench, or Huot Porta-Cab. 29° x 26" x 13%" 
DISTRIBUTORS: Huot makes a complete range of 
tool chests and cabinets for mechanics and ma 
chiniste—- you'll meet every demand in the tool 
chest field when you stock the Huot line! Order a 
supply of Huot literature—let your customers see 
the quality difference 


TITTOLAD HUOT MANUFACTURING co. 
READ 


INDUSTRIAL 
DISTRIBUTION 


Regularly for 


SALES FACTS 


on 


INDUSTRIAL SUPPLY 
PRODUCTS — CUR- 
RENT TRENDS in the 
INDUSTRY and NEWS 
of MEN and PROD- 
UCTS 


INDUSTRIAL DISTRIBUTION 


Russell, Burdsall & Ward 


Names Representative 
Alfred A. Binkerd has been ap 


pointed sales representative in the 
Metropolitan New York-northern 
New Jersey area for Russell, Burd 
sall & Ward Bolt & Nut Co 

He will make his headquarters 
concentrating 
in the area north of Trenton, N. J 
ind the Brooklyn and Long Island 


in Englewood, N. J., 


sections 
A Colgate University 
Mr. Binkerd joined the company 


assistant Eastern 


graduate 


after serving as 
sales manager of Buffalo Bolt Co 
md vice president of Buffalo In 
ternational Corp., both divisions of 
Buffalo Eclipse Corp. In 1952 he 
served as a section chief in the Gen 
eral Components Division of the 
National Production Authority 
Before that he had 
Armco International Corp. in Ven 


been with 
ezuela for three years and for five 
years in the Armed Forces and in 


military government 


Pheoll Mfg. Co. 


Forms New Division 


Pheoll Mfg. Co. has set up a 
Standard Division. As the first step 
in a Pheoll plan for three auton 
omous operating divisions 

The Standard Division will han 
dle the company’s line of standard 
stock products marketed in the com 
mercial fastening field 


General Manager Named 
William T. Ylvisaker has 
made general manager of the Stand 
ard Division. He has also been 
named chairman of the Merchan 
dising Committee, responsible for 
the overall sales policy of all Pheoll 


been 


divisions 

Other appointments in the Stand 
ard Division include Emil Labelle 
sales manager, and Stanley Adamek 
plant manager 


To Sell for Parker 


Parker Appliance Co. has ap 
pointed Williams & Co. to handle 
its lines with stocks at its Louisville, 
Ky., and Columbus, Ohio, ware 


houses. 
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Government Drops 
Tax Form Colors 


It won't be possible this year to 
tell the income range of a taxpaver 
by looking at the outside of the 
’ return envelope, 

collectors 


individuals tax 
Government tax have 
innounced. 

For last year’s returns, the Gov 
ernment used return forms with red 
The 
red stripes were for individuals filing 
1 joint return who had earned less 
than $10,000 the year before. The 
ellow stripes denoted earnings of 
more than $10,000. Blue stripes were 


yellow, blue and green stnpes 


for businessmen and green for 
farmers. 

I'he color scheme gave rise to con 
iderable controversy, with many tax 
payers objecting that privacy of their 
personal affairs was being violated 
by the tell-tale stripes on the tax 
rorms 


his 


Government spokesmen say that no 


vears forms are colorless 


me can tell the economic status of 
1 taxpayer by looking at his return 


n the outside. 


Tax Relief Asked 
For Fiooded Plants 


Northern _ textile 
have written the White House urg 


manufacturers 


ing special tax consideration for 
flood control expenses 

Che plan would allow the cost of 
onstruction designed to prevent fu 
ture flood damage as an 
business deduction for Federal in 


ordinary 


ome tax and would be 


ipplicable to all industries in New 


purposes 


England 
William | 
the Northern Textile 
said in the letter that the requested 
change in the tax rule would encour 
ige New Engand industry to prevent 
the occurrence of damage such as 
they suffered in this year’s recent 
floods. He stressed the plan’s appeal 
to those who favor “local and private 


Sullivan, president of 
Association, 


initiative in such matters.” 

Recurrent losses from hurricanes, 
as well as the cost of flood insurance, 
ire now deductable each vear from 
taxes 





F & D Machine 
Starts Expansion 

The F & D Machine & Tool 
Works of Three Rivers, Mass., has 
Started a reorganization of all de 
partments to enlarge and improve 
productive capacity, the manage 
ment announced. 

A new corporation has been estab 
lished and the name has _ been 
changed to “The F & D Tool Co., 
Inc 

Management remains the same 
and no change in operating pet 
sonnel is anticipated, it was an 
nounced. Officers are John Duda, 
Jr.. president; Laurence J. Kinder, 
vice president and Frank M. Falk, 
treasur©rer 

More than 5,000 sq ft. of oper 


iting space has been added as part 


Nutting Truck & Caster 
Makes Appointments 


lhe Nutting Truck and Caste 
Co. has promoted Clayton E. John 
son to manager of its new West 
Coast warehouse in Oakland, Calif 
Mr. Johnson has been assistant 
trafic manager He joined Nut 
ting eight vears ago 

The A. C. Andrews Co., 2109 
Main St., Dallas, has been ap 
pointed sales representative for the 
Dallas territory. This includes the 
northeast section of Texas 

The Andrews Co. will handle 
Nutting’s complete industrial and 
institutional line of floor trucks 
wheels and casters, besides its other 
lines of material handling equip 


TH 





ACID TIRE TEST 


A Tacoma, Wash., gas station owner 
has sold a sizable number of tubeless 
tires by using his own cor as o guineo- 
pig, Notional Petroleum News, Mc- 
Graw-Hill publication, reports. He in- 
vites customers to drive nails into a 
tubeless tire on his cor, then shows 
them how the holes can be repaired by 
plugging 











Practical Idea 


for the 
Production Man 


Efficient electric hoists...to 
move materials overhead 

and release floor space for 
more valuable operations. 


HOISTS 


CM LODESTAR «ectric cua Horst 


3§ to 1 ton capacites—First truly heavy duty version of 
smoll electric hoist. { ton model weighs only 51 Ibs 
Heavy duty self-adjusting brake. Upper-lower safety 
limit switches. CM-Alloy load chain. 


CM METEOR tiecreic wire rove Horst 


4s te S ton capacities —Compact, enclosed design. Low head 
room. Continuous duty motor with thermal overload protec 
tion for heavy duty service. Precision bearings and helical gears 
for long life. Only 110 volts at push button control 


r 








Rugged lightweight hand 

hoists and pullers...to make 

your job easier and safer 

CM CYCLONE HAND Holst 

i te 10 ton capacities — Easy to corry 
and lift. One ton model weighs only 36 
pounds. Made of tough aluminum alloy 
CM-Alley loed chain. High efficiency 
Lifetime lubrication 


CM PULLER THE“ONE MAN GANG” 
K to 6 ton capacities —Lifts 
or pulls ot ony angle. Lever 
handle operation Automatic lood 
brake holds at any point. % ton 
model weighs only 13 pounds. 


CM-Alloy flexible load chain 
ALSO ...CM Trolleys and Cranes 


4 Call the CM distributor for descriptive liter- 
ature, prices and fast delivery from stock. 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 
REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Conoda: McKINWON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


Suggestion 
for the 

Maintenance 
Man! 


= 


of . 


Cc te to wee eee 











, 
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“A BUDA JACK 
FOR EVERY NEED" 
means that you can seil more 


jacks when you carry the 
Buda line! 


2-Speed, Low-Lift 
Hydraulic Jacks 


These are the Buda Jacks that 
bring big lifting muscles into 
cramped quarters. They’re one- 
man operated, and the load can be 
held at any height, or lowered, 
with complete safety. One simple 
adjustment changes lifting speed 
—“Fast” for light or medium 
loads, “Standard” speed for ca- 
pacity loads. 


High-Lift, 2-Speed Hydraulic 
Jacks are also available for your 
customers who need extra lift 
without reblocking. 


Learn what a Buda Jack Distrib- 
utorship can mean to you. Write 
today for all the facts. 


BUDA DIVISION + HARVEY, ILLINOIS 


ALLIS-CHALMERS 


2-SPEED, LOW-LIFT 

HYDRAULIC JACKS 

25 & 50-ton capacities 
Clesed height: 8, 
16 or 12 inches 
4, 6 of 7 inches 
of tft 


Ratchet Trip 
Jocks— 
1S-ton Cap. 


5 


} 


Screw Standerd Speed 

Jocks— Boll Beoring 
16 te 24 tons Screw Jocks— 
15 te 75 tons 


Ary a 
nig 

“Twe Speed” 
Jecks— | 

25 te 50 tens 
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Minneapolis-Honeywell 


Awards Fellowships 

Nine post-graduate fellowships 
will be awarded by Minneapolis 
Honeywell Regulator Co. for the 
1955-56 school years, company 
fiicers have announced 

The awards include a new fel 
owship in engineering or physics 
it the University of Pennsylvania 
ind a second engineering or physics 
grant at lowa State College 

Now in its tenth year, the Honey 
vell fellowship program provides 
tuition and living allowance $1,200 
to $2,700 vearly awards to outstand 
g graduate students 

Other awards made by the com 
pany for the current year include 
two to the Institute of Technolog 
x the Department of Physics at 
the University of Minnesota, on 
n the electrical engineering serve 
mechanisms laboratory at Massa 
husetts Institute of Technology 
me in engineering or physics at 
Purdue University, one in plastics 
ind chemical technology at North 
Dakota State College, and one 
warded through Tau Beta P 


honorary engineering fraternity 


Worcester Company 
Shortens Name 

Worcester Forged Steel Valve 
Co. has shortened its name to Wor 
ester Valve Co., Inc 

Company officers said the new 
name does not reflect any person 
nel changes but is intended t 
ivoid customer confusion since the 
management plans to expand 
product lines to include other tha: 


forged steel valves 





COAL FOR THE 
COMMUNISTS 


The extent of of present Soviet coal 
shortages may be indicated by the rec- 
ord-breaking production goal set for 
this year, according to Coal Age, Mc 
Grow-Hill publication. Soviet coal pro 
ducers have been ordered to increase 
their output about 13 per cent to 430,- 
000,000 short tons. This 50,000,000- 
ton increase is over 50 per cent more 
than the average annual increase of 
recent yeors 














REDECORATING the offices of 
Factory Supplies, Inc., Rockford, Iil 
keeps B. O. Schmalling, president, busy 


McCulloch Motors 
Holds Sales Meeting 


McCulloch Motors Corp. recently 
held its annual sales meeting, with 
30 distributors from the United 
States and Canada attending. 

Plans for a “Saw Sellabration’ 
were discussed. Together with this 
sales and advertising drive, the com 
pany is featuring an appeal by all 
McCulloch dealers for a trade in of 
saws of all types for display purposes 
These saws could include buzz saws. 
bow saws, hack saws, coping saws 
ind saws of every description 

Speakers at the meeting included 
Charles Allis, general sales manager 
Will Rusch, manager of chain saw 
sales, and advertising executives 


Beaver Tool 
Names Executives 


Beaver ‘Tool & Engincermg Corp 
has named Delmar Landen vice 
president in charge of sales and 
Clement Ratke vice president in 
harge of engineering 


Wilbur Weise has been name 


issistant vice president, sales 


Chief Engineer Named 


The Wayne Pump Co. has 
named Dr. John C. Lee chief 
engineer of its Industrial Division 


Western Socket Screws 
Now “TRACTION KNURLED” 


This fine, 
burr-Sree 
herringbone 
hnurl provides 


@ sure, non 


shid grip for 
Jaster 
a ssembly . 


...to cut assembly time 


Today's competitive market demands maximum peneee 
tion efhciency. To help your customers meet this demand, 
Western has developed a Socket Screw with precision-cut, 
knurled head that provides a secure non-skid gripping 
surface for faster, safer assembly 


Western flush-to-surface Socket Screws add sales appeal 
and safety to every modern product — eliminating the 
danger of protruding bolt heads and giving a clean, stream- 
lined appearance. And Western saves your Customers 
money, too. Made of finest alloy steel and heat treated, 
they're so strong, less are needed on each job. Precision 
machined, they fit instantly, preventing time and money- 
wasting assembly delays. 


Write today for free catalog and prices 





Western Automatic 


Machine Screw Company an 


371 Woodland Ave., Elyria, Ohio 


Precision Screw Products, Parts and Assemblies Since 
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Small Business Shows Improvement 


Government officials say small 
business firms have shown a marked 
improvement in their business 
activity beginning with the final 
quarter of last year. 

The Small Business Administra- 
tion, in a recent report to the 
President and Congress, predicted 
“a sharp upturn in small business 
health is plainly indicated in the 
period ahead.” 

During the first quarer of 1955, 
corporations having total assets of 
under $1 million reported earnings 
This 
was a substantial increase over the 
$195 million they carned during 
the first quarter of 1954. Net sales 
of $8.3 billion in the first quarter 
of this year compares with sales of 
$7.8 billion for the first quarter of 
1954 

The report noted that the greatest 
increase in sales has occurred in 


before taxes of $298 million 


the durable goods industries, par- 
ticularly the transportation equip- 
ment industries. 


More New Businesses 


The report cites the rise in the 
number of new business incorpora- 
tions as a sign of improving health 
The tetal number of incorporations 
in the first half of 1955 was 74,357, 
an increase of 28.4% over the 
57,890 incorporations in the first 


half of 1954. 


Approvals Liberalized 


The Small Business Administra 
tion has authorized its regional 
directors to approve direct business 
loans up to $10,000 without prior 
approval of the Washington office, 
Wendell B. Barnes, administrator, 
announced recently. 

Mr. Barnes said that during the 
fiscal year ending June 20 the agency 








stockroom : 
for ‘ 


fastenings 


Write, wire, or phone for your 


a 


ix STAR STAINLESS SCREW CO. 


645 Union Bivd., Paterson 2, N. J. + ‘phone: Littic Falls 4-2300 
SUMED Direct New York Telephone Wisconsin 7-904) 
GABUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. tnqsiries javited. 





Hove your pick of 7,000—that’s 


om seven —sizes. 
RIGHT OFF THE SHELF! And 
thet’s not all 


STOCK OR SPECIAL LOOK 
TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU: 


STAINLESS STEEL 
Bolts and Cop Screws 
Socket, Set and Cop 
Nuts, Washers 
Sheet Metal Screws 
Wood Screws 
Pipe Fittings 
Machine wes 


“$Stoinless 


copy of the new STAR catalog. 


LEAN. 
BRIGHT.AND- 
SHINY HEADS 


| 
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had approved four times as many 
loans as it did during the previous 
fiscal year, a total of 2,252 loans 
amounting to $63,210,000 

When the agency first started, it 
took 45 to 60 days to complete 
action on loan applications. Mr 
Barnes savs that this can now be 
done in two to three weeks 


Communities Get Help 


The Small Business 
tion recently approved two 


Admunistra 
loans 
to assist small communities in in 
dustrial development. 

The agencys Atlanta 
office approved a bank-participation 
loan of $30,000 to Dadeville Indus 
tries, Dadeville, Ala., to aid the com- 
munity in constructing and leasing 
a building for a shirt manufacturing 
firm. ‘The development corpora 
tion was formed by local citizens 
in expectation of providing from 
100-300 jobs for the town. 

In New England, the S.B.A 
recently approved a $50,000 partici 
pation loan for the Maine mill town 
of Sanford. A new firm will estab 
lish a dress manufacturing plant 


regional 


Even Production Urged 


Small business owners have been 
urged to strive for an even spread 
of production throughout the year 
to assure more constant emplov- 
ment 

The Small Business Administra 
tion’s National Council cf Cersnl 
tants at a recent meeting said im 
proved marketing procedures and 
more ambitious new product 
research should help remove many 
of the peaks and vallevs in employ 
ment Industries with cyclical 
production, thev said, could even 
out production if they concentrated 
on finding new products to fill the 


gaps 


What Is Small Business? 


Government officials announced 
recently that they activelv 
seeking a new definition for “smal! 
now defined as “an 


were 


business,” 
concem, including affilates. employ 





ing fewer than 500 persons.” 

The present definition, S.B.A 
officials feel, is inadequate and in 
equitable: differences in industry 
characteristics require more flex: 
bility in defining what is small and 
what is large. The “small” firms are 
eligible for aid in the form of loans 
ind procurement assistance 


Marketing Council 
Names Weyand 


Five executives have been newly 
appointed to the Marketing Plan 
ning Council of the American Man 
agement Association They will 
serve along with 1I7 re-appointed 
members of the council on a volun 
tary basis in the planning of confer 
ences, seminars and other activities 
in the Marketing Division of the 
A.M.A 

New members are L. F. Weyand, 
executive vice president and direc 
tor of sales of Minnesota Mining & 
Mfg. Co.; Carl M. Beach, vice presi 
dent and domestic sales manager, 
Cincinnati Milling & Grinding Ma 
chines, Inc.; Judson S. Sayre, presi 
dent, Norge Sales Corp., Borg 
Warmer subsidiary; Ray M. Schmitz, 
vice president, General Foods Corp.. 
and R. Harvey Whidden, vice presi 
dent, W. A. Sheaffer Pen Co 

The A.M.A. Marketing Division 
is concerned with such areas as selec 
tion and training of salesmen, mar 
ket planning, pricing, distribution 
costs, and sales management 


Syntron Companies 
Name Representatives 


Svntron Reading Sales Co. has 
named William R. Robinson t 
its sales staff as district salesman 

KE. W. Rasmussen has joined 
Svntron San Francisco Sales Co 
as district salesman in the San 


Francisco Bay area 


Named to Crane Post 


Leo L. Daugherty, former regional 
officer manager for Crane Co. at 
Dallas, Texas, has been appointed 
an assistant treasurer of the com 
pany 


Standardize on Crounings 
ONE SIMPLIFIED 


BUSHING 
SYSTEM 


, . BROWNING 


“> \\ * 
¢ } PAPER PULLEYS 
am i 

; BROWNING 


BROWNING POLY-V SHEAVES 
COUPLINGS 


The Most Complete One-Bushing Line of 
Power Transmission Equipment 


The Browning line is a complete line, profitable to sell, 
easy to handle, economical to use. With the advantages of 
Browning's exclusive malleable split taper compression bushing, 
you can stock thousands of size and bore combinations, yet 
lower your inventories, save space and time, simplify orders and 
deliveries. And the Browning bushing is so designed that if 
cannot be assembled incorrectly! Locks tight with ordinary open 
end wrench; will not loosen even under extreme pressure, yet 
disassembles easily, swiftly. 

Learn why distributors and users everywhere are specifying 
Browning. Write for complete information and your copy of 
catalog GC1O01. 
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PEERLESS 


POWER METAL SAWING 
EQUIPMENT TO FIT EVERY 
PRODUCTION PROBLEM 


6” X 6” SPEEDY-CUT 
Described in Bulletin SC65A 


10” X 10” STANDARD 
Described in Bulletin SIOA 
Std. 6” x 6” & 13” x 16” in 52A 


MECHANI-CUT 
Described in Bulletin MC-51B 
7 «7%; 1" x 11%; 14% « 14" with and 
without Automatic Conveyor 


HYDRA-CUT 
Described in Bulletin HC5O 
7" 27"; 1" a 11"; 14" « 14" with and 
without Automatic Conveyor 


18” X 18° VERTICAL 
Described in Bulletin V-538 


PEERLESS MACHINE CO. 
1600 Junction Ave. 


Racine, Wis. 





Roland A. Gotsch 


Midwest Representative 


Named by Fairbanks 


‘The Fairbanks Co. has assigned 
Roland A. Gotsch to the lower 
Illinois, Kansas and Missouri sales 
territories with headquarters in St 
Louis. 

He was formerly with Vickers 
Electrical Co. 


Pricing A New Product 
Explained in Leaflet 


the Small Business Administra 
tion has published a new manage 
ment leaflet, “How To Price a New 
Product,” which explains some of 
the procedures producers and sellers 
must use to guard profits in the 
face of competition 

rhe leaflet points out that the 
uniqueness of new products is only 
temporary; competitors will soon 
imitate it, and pricing must be 
realistic. On the other hand, un 
justihably low prices will cause 
margins to evaporate even with 
large volume \ distinction is 
made between “skimming” pricing 

high prices coupled with big ini 
tial promotion, with lower prices 
following—and “penetration” pric 
ing—or the utilization of low prices 
at the start to open up the market 





TASTY LIVING 


Use of aromatic chemicals in flavors 
didn’t start until the end of the 19th 
century. Seems tasty living is a relo- 
tively recent development, Food Engi- 
neering, McGraw-Hill publication, 
comments. 
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No. 44 Forged Steel 


Users are amazed at the strength 
— capacities and features ... at a 
savings in cost. 
The No. 44 series is 
designed for production 
Sf application where speed, 
A 


La strength and economy 


are required 
w 7} 
. FORGED STEEL FRAME | 


HEAT TREATED | 
WIDE CHOICE OF sizes | 
EASILY ADJUSTED 
POSITIVE GRIP 


Your low-priced “Extra 
Hand” in production. 


Ask Your INDUSTRIAL DiIS- 

TRIBUTOR for a copy of the 
/ NEW Ne. 65  Selection- 

Application Catalog. 


THE CINCINNATI 
TOOL COMPANY 


4032 Montgomery Rd. 
Cincinnati 12, Ohio 





Allis-Chalmers 
Names Managers 


V. L. Spinney is the new central 
region manager for Allis-Chalmers 
Mfg. Co. He succeeds R. L. Hal- 
sted who has become manager of 
the company’s processing machin- 
ery department 

For the past six years Mr. Spin- 
ney has been New York district 
manager. This post has been as- 
signed to N. W. Landis, Detroit 
district manager since 1950. 

\. J. Mestier, Jr. has been 
named Detroit manager. For the 
last five years he has been mana 
ger of the Syracuse district 

Mr. Spinney has been with Al 
lis-Chalmers 25 vears. Mr. Landis 
joined the firm seven vears ago 
He was manager of the Svracuse 
office before his new appointment 
Mr. Mestier came to Allis-Chalmers 
in 1946 


Representatives Appointed 


Allis-Chalmers has appointed OPENS NEW MARKETS a 


Berks Engineering Co., Reading, 


as a certified .service shop for its NEW PROFIT POSSIBILITIES 


motors and controls serving eight 

This advertisement will appear It's here now — ready to serve your needs — 

: ] : in leading Power Publications Belmont Crisscross Braid — acclaimed by pack 
Stoddard I lec tric, Orofino, Id ; the greatest braided packing ad 

. The user benefits explained in ing users as the greates ai I in 

aho, will handle Allis-Chalmers the body copy will help every vance in history 

Belmont Distributer increase This packing is new in design and construction 

Packi Sal 1955 Each strand runs diagonally through the pack 
ay os ing body at a 45 degree angle, unifying all 

> . > strands into one complete packing structure 

Providence, R. I., has expanded Its which controls porosity while in service 

line of Allis-Chalmers produc ts to Belmont Crisscross Incorporates these 

Important Advantages 

@ will not Unravel, Slough Of! or Wear 

Through 


Joins Richmond Staff ' Stes gives you greater Flexibility with 
em tortion in forming rings 


Pennsylvania counties 


motors for five Idaho counties 
Empire State Equipment Co 


include motors and generators 


. he lub Locked.! 
Allis Chalmers Mfg Co has ap the lubrication is Locked.in 
its braided structure assures uniform Con 


pointed Bruce C Halsted sales ' , = trolled Porosity 
representative at its Richmond, Va., . ; you get longer service life because the 
. - ; solid integral braid results in a stronger 
office for the firm’s industries group - tinished packing 
An electrical manufacturer's repre When it SEALS right — stays TIGHT you 


sentative in Richmond for the past . know it's Belmont made 
- - 4R1 
few years, he had previously been _ CLIP and Send Coupon 


wih Anchines ove BELMONT PACKINGS 


sales representative in Milwaukee 
Washington, D. C., and Richmond Butler & Sepviva Streets Philadelphia 37, Pa. 
Ez Crisscross Without obligation — send us infor 
Braid Folder mation as checked: 


#54 Condensed Name 
Dayton Opens Office [] Cotaleg * 


Dayton Rubber Co. will establish #40 Catalog Address 
City ite 


sales promotion and advertising 


offices in Asheville. N. C.. to service [| SEND NAME and ADDRESS of NEAREST BELMONT DISTRIBUTOR 


its Koolfoam and textile divisions 
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ets 
race it 


HAVE YOU A DISASTER PLAN FOR YOUR PLANT? 


BOMBS...OR FIRE...OR FLOOD...OR TORNADO 
e+. you can handle them if you act now. 

Let’s face it ... the threat of war and the atomic bomb 
has become a real part of our life—and will be with us 
for years. Fires, tornadoes and other disasters, too, can 
strike without warning. 

Whatever the emergency is, everybody’s going to 
want help at the same time. It may be hours before out- 
side help reaches you. The best chance of survival for 
you and your workers—and the fastest way to get back 
into production—is to know what to do and be ready to 
do it. Disaster may happen TOMORROW. Take these 
simple precautions TODAY: 

[_] Call your local Civil Defense Director. He'll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with community 
Civil Defense action. 

[_] Check contents and locations of first-aid kits. Be 
sure they’re adequate and up to date. Here, again, your 


CD Director can help. He’ll advise you on supplies 
needed for injuries due to blast, radiation, etc. 

(_] Encourage personnel to attend Red Cross First-Aid 
Training Courses. They may save your life. 

[] Encourage your staff and your community to have 
their homes prepared. Run ads in your plant paper, in 
local newspapers, over T'V and radio, on bulletin boards. 
Your CD Director can show you ads and official CD 
films or literature that you can sponsor locally. Set the 
standard of preparedness in your plant city. There’s no 
better way of building prestige and good community 
relations—and no greater way of helping America. 


Act now .. . check off these four simple points ... 


before it’s too late. 
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Jones & Laughlin 
Names District Head 

David M. Griffith has been ap 
pointed manager of the Houston, 
Texas, sales district of Jones & 
Laughlin Steel Corp. 


With the company since 1927, he 


was outside salesman at Atlanta for 
12 years and has been resident 
manager of sales at the Dallas sub 
office since 1944. 

Howard L. Tomb, former Atlanta 
salesman, has been appointed Dallas 
resident manager succeeding Mr 
Griffith. He joined the company as 
1 salesman in Pittsburgh in 1944 
and was transferred to Atlanta in 
1951 

D. J. Ambrose, former 
sales manager at Houston, has been 
transferred to the St. Louis district 
office 


district 


Norton Co. 
Appoints Sales Engineer 


Ihe Norton Co. has named Bur 
ton G. Ebbeson sales engineer for its 
New England district. He will be 
responsible for the field engineers 
and grain engineers in that territory 

For the past two years Mr. Ebbe 
son has been a field engineer in New 
England. He joined Norton 19 years 
ago after graduation from Brown 
University 


R. D. Werner Names 
Sales Representative 


F. Gene Romano has been mad 
sales representative for the Industrial 
Division of R. D. Werner Co. 

From his headquarters at 417-418 
First National Bank Building, Utica, 
he will cover the central New York 
State He will handle the sale 
of aluminum and roll 


area 
extrusions 
formed sections in aluminum, stain 
less steel, mild steels and other basi 


metals 


Chief Engineer Named 

Howard C. Gebhart has 
named chief engineer of Rockwell 
Mfg. Co.’s Delta Tool Divi 
sion plant at Bellefontaine, Ohio, 


been 


Power 


succeeding John B. Unterweger 


MEMBER 


“e:2- 


Aids 


Pump sales sometimes bog down on 
questions that seem more technical 
than they actually are. 

The experience of several pump sales- 
men for Goulds distributors suggests a 
simple, three-step procedure that may 
improve your profit record on pump 
sales. 


Ist step—Find out all the details your 
prospect's pumping problem involves 
what he’s going to pump, how fast, 
from where to where, under what 
conditions, 

Asking questions shows an interest 
in his problem that no prospect will 
resent—and it answers the unknowns 
that make you shy away from pump 


problems. 


2nd step — Check the appropriate 
Goulds bulletins and manuals for what 
you need to know to help your customer 
select the pump that matches his need. 


Then, if you're still uncertain as to 
whether you've made the best selec- 
tion, write or phone your nearest 
Goulds branch office. They'll be glad 
to help you in any way they can... 
and 


bulletins — prices — deliveries 


any other pertinent information. 


ATLANTA + BOSTON « CHICAGO «+ HOUSTON « NEW YORK «+ PHILADELPHIA 


now tactory manager PITTSBURGH « TULSA 
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Automation Called Essential to Growth 


Automatic factories are not 
revolutionary concepts, but a logical 


Automa 


tep in slow evolution 


tion” is only a controversial sub 
ect today because industry's lead 
ers have failed to explain its mean 
ing and benefits to the American 
people 

I hat's says D. C 
Burnham, vice president of West 
Electric for the 


SOTHIC leaders in} 


the reason, 


inghouse Corp., 
success of labor 
branding automation as a monstet 
Afraid of borrowing trouble, in 
has been slow with its word 
Mr 
charged in an address 


Machine Tool 
“Now we 


lustry 
m automation, far too slow,” 
Burnham 
the 
Electrification 


beforé annual 
Forum 
find ourselves in the rather nidicu 
lous position of having to defend 
1 manufacturing technique that is 
not but 


essential to the growth 


only logical absolutels 


ind well 


being of our country.” 


Communications Failed 


Labor has argued, said Mr 
Burnham, that industry has shrug 
ged its responsibility by allowing 
grow The only 
responsibility that industry has 
shrugged is that of communicat 
ing to the people what automa 
tion is and what its effects will be 
the 
challenge of every segment of indus 
try that is at all with 
the growth of automation: to us¢ 


automation to 


This is your challenge, and 
connected 


at your disposal to 
the 
people what automation is, how it 
what it 


every mecans 


make evident to American 


has come about and will 


result in.” 


Logical Evolution 

Mr 
no more than “logical evolution 
Shops today, he 
examples of the various phases o1 


Burnham called automation 


said, contain 











FITLER 


PURE MANILA 


“W ATERPROOFED” 
“ROT-PROOFED” 


For your protection when buying rope look 
for the Blue and Yellow Registered Trade 


Mark 


A rope reflects the quality of the 
research which precedes its mak- 
ing. Filter research has developed 
an effective treatment for the con- 
trol of mildew, mold, fungi and 
bacteria. This oustanding achieve- 
ment means a great deal to your 
customers . . . it also means dol- 
lars in sales to you. 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


EST. 1804 


NEW ORLEANS 17, LA 


ROPE 


and 


{ 


FITLER | 


PHILADELPHIA 24, PA 
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steps through which imdustry has 
passed on its way to automation 
(hese include the job shop, “the 
iowest volume, highest cost method 
of production;” progressive line 
manufacturing, where machines are 
irranged according to the work that 
on the product; 
manufacturing. 


used to carry 


must be done 


onveyorized line 
where conveyors are 
parts from one machine to another 
ind finally automation, with its high 
degree of automatic handling and 
ontrol. ‘The 


he said an be 


roots of automation 


traced clearly 
through these four phases back t 
the beginnings of manufacturing 
He pointed out that at the tun 
#f the century the job shop was the 
manufacture u 
“Your automo 
$3.000 for 


would cost approximatel 


mly method of 


most industries 


bile, which you pay 
today, 
$100,000 if it were manufacturec 
by job shop methods at present 
labor rates.” 


Employment Increased 


Mir that 
iumber of people employed in the 


Burnham noted the 
industry has 


1946, dur 


ing the same period when the big 


automotive 


on 
39% 


modern 
increased by since 
gest advances were being made in 


the use of automatic machinery 
\utomation is not a social plague 
necessity,” he 


if i an economic 


pointed out, since industry must 


progress to stav alive against com 
petition 

He predicted that the advent of 
the completely automatic factor 
if it does come, will not upset the 
nation’s economic balance since the 
for it. “It 


come simply as another step 


ountry will be ready 
will 
in the 


long evolution, as an 


economic necessity. To fear such a 
step is to fear America itself.” 


He pointed out that many | 


iaTge 
ompanies today have examples of 
each of the four types of manufac 
turing, including the job shop. Du« 
to the specialized demands of certain 
products and processes, he said, it 





would be unrealistic to expect to 
automate the job shop everywhere. 
But the job shop method can be 
raised to the next higher level of 
manufacture, progressive line pro 
duction, with additional investment 
in machinery and floor area in most 
industries, he predicted. Also, any 
other manufacturing type can prob 
ibly be raised one notch to a more 
idvanced type 

While some workers will be dis 
placed by automation, he said, the 
displacement will be gradual, while 
the industry in which the changes 
ire taking place will continue its 
growth. He predicted that the elec 
trical industry would double itself 


in the next ten vears 


Needed-Obsolescence 


Mr. Burnham said machine tool 
builders have a responsibility “to 
manufacture obsolescence of other 
people’s machine tools.” Engineer 
ing talent should see to it that ma 
chines become obsolete before they 
wear out, since continual progress 
with constantly improved machines 
is essential 


And Productivity 

Antomation is also needed, h« 
said, to fill the widening gap be 
tween the production needs of the 
ountry and its available labor force 
Since the gross national product is 
increasing at the rate of 34% a vear 
ind the American working popula 
tion is increasing only at the rate 
of 1.8% per year, greater produ 
tivity per worker is essential, and 
1utomation can provide this 


Wide Benefits 


For the population as a whole, he 
predicted, automation will mean 
more time, more money and morc 
Jobs will be 
more demanding of talents than 
before, and the educational level of 
industrial workers will have to be 


need for education 


ised 
lhe problem that should be of 
greatest concern to the American 


is not how 


people today,” he said 
to stem the tide of automation but 
how to bring it about mor 


uickly.” 


Here is a “Check” 


that will open doors for you 


The Durabla Check Valve as part of your 
line will excite curiosity—open doors to new 
sales records. What's more, it's the perfect 
check valve, delivering unequalled customer 
benefits. Examples: lower cost; reduced in- 
ventory; highest quality (stainless steel con- 
struction ) ; operates in any position; handles 
any liquid, gas or air — at all temperatures. 

A Durabla Check Valve is formed by com- 
bining the basic check unit with any stand- 
ard pipe fitting (see right). To meet the 
check valve requirements of any customer... 
in any industry... you can supply exactly the 
valve needed when you handle Durabla — 
without carrying a large and varied line of 
check valves. You simply stock the basic 
unit in line sizes from 4” to 2”, boxed and 
clearly labeled for stocking and handling. 

Send for further details on this unique, 
sales-increasing check valve. Ask for a copy 
of bulletin ID105. 


DURABLA MANUFACTURING COMPANY 


114 Liberty Street . New York 6, New York 


DmM.18 
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Your 
Customers 
preter 


UNIONS 


because 
they are LEAKPROOF 


without JAMMING 


ts @ very simple motter to demonstrate the ex- 
lusive Recessed Brass Seat in Jefferson Unions 
to show how easy it con be mode up or broken 
yet when once set up, how it remains permanently 
tight. Then, too, you can show how the joint is so 
ocoted as to be free from contact with pipe ends 
ond why it offers free-flow through the fitting. 
All these odvontages reflect high quality. To these 
sales points, you can add a product of air-furnoce 
malleable iron, rigidly cir tested and corefully 
mspected before shipment and with a guaranteed 
working pressure of 3002 beck of a liberal factor 
of safety 
Jeflerson can be depended on as a source of 
supply for @ complete line of dependable unions 
that will provide the moximum of carefree per- 
formance for your customers at a minimum cost per 
yeer of service 


The JEFFERSON LINE includes: 


OWG 20002 up to 2” and 1000% up to 4”. 
Also AAR male and female unions, Enduro 
3002, Excel 2502 and Master 1502 unions 


fil-lren seats ore available for all tyoes 


Get all the facts about the Jefferson Line 
ond stock it for fast turnover 


JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 


They SELL 
because 
they SATISFY 


232 


Crso;n 


Yale & Towne 
Opens New Branch 


A new San Francisco sales and 
service branch has been opened by 
The Yale & Towne Mfg. Co. at 
563 Second St. 

H. M. Stiles is branch manager 
Yale hoist sales offices will be main 
tained in the building under Harry 
Rose, regional hoist sales manager 
The branch will the 
from the northern California state 
line to Monterey, San Benito 
Madera and Mono Counties 
the western third of Nevada 
West Coast 
headquarters will be 
tained et the branch 

It will stock the company’s com 
plete line of gas, electric, LPG and 
diesel industrial lift trucks, Ware 
housers, Worksavers and hand lift 
trucks 


serve areca 


and 
lhe 
company s SETVICE 


also main 


H. K. Porter, Inc. 
Changes Assignments 


H. K. Porter, Inc. of Somerville, 
Mass., has made several changes in 
sales coverage for its metal cutter, 
pruner and automotive lines. 

Representing the company for all 
three lines will be the following 
Ray Bomgardner, the three lines in 
southern Illinois, Indiana (except 
Lake and Porter Counties) 
southern Ohio, and the cutter and 
pruner lines in Missouri; Charles I 
Harkins, all three lines in Maine, 
eastern Massachusetts, New Hamp 
shire, Rhode Island Vermont, and 
the cutter and pruner lines 
Quebec; W. S. Bosworth, the three 
lines in Michigan, northern Ohio 
and western Pennsylvania: John R 
Lally, northern Illinois, Lake and 
Porter Counties of Indiana, Minne 
sota, North and South Dakota and 
Wisconsin; Donald I 
three lines in western Massachusetts 
and upper New York, including 
Sullivan, Ulster and Columbia 
Counties, and the pruner and cut 
ter lines only in Ontario. 
McKennev, former New 
England, upper New York and 
Eastern Canada sales representative 
advisory 


and 


In 


Phinney, all 


Harry 


will act in an capacity, 
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giG ORANGE 


BUY THE BEST! 
Shackle Chain 
HOOKS 


use on 
“HIGH TEST” 

Chain 
EXTRA STRONG 


Even the pin is mode 
of hi-s th steel and 
heot-treot Avoilable 
for chain sizes 4", 5/16", 
3". ve”, V2", Se". 

SAVES TIME—con be attoched anywhere on 
the job. Only o@ pair of pliers needed. 
ANCHOR and CHAIN 
Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 
Available in sizes %" to 2”. EXTRA STRONG 
—EXTRA TOUGH. if-colored or ized 
Order from your Distributor or Write 
MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 














INDUSTRIAL 
DISTRIBUTION 


MARKETING 
AND 
PRODUCTS 
NUMBER 


Tells who makes and where 
to buy each of the thou- 
sands of equipment, tool 
and supply items local in- 
dustry buys from you... 


Keep this reference 
handy all through 
1955 








making occasional calls on distri- 
butors. 

Lyle Wolf Co. will handle the 
three lines in Colorado, Montant, 
New Mexico, El Paso, Texas, and 
Wyoming and the automotive line 
in Utah and part of Idaho. James S. 
Young will sell the three lines in 
Connecticut, Delaware and eastern 
Pennsylvania and the automotive 
line in New Jersey, Metropolitan 
New York and adjacent territories. 

William Albert will sell the auto 
motive line in certain Eastern states 
and Dillon Stevens & Co., Los 
Angeles, in three Western states 

Joseph O. Holman will handle 
the automotive line in Arkansas, 
Louisiana and Texas (except El 
Paso), doing missionary work on 


cutters and pruners 


Simplex Vice President 
Elected Board Member 


George N. Proctor, vice president 
of Simplex Valve & Meter Co., has 
been elected a member of the board. 

In March 1950, Mr. Proctor was 
appointed vice president. He has 
been associated with Simplex and 
The Permutit Co. for the past nine 
vears. He is also a vice president 
of Permutit 


Freeland Gauge 
Names Representative 


Freeland Gauge Co. has ap 
pointed Precision Service Co., Skan 
eateles, N. Y., as representative for 
the company’s line 

lerritory covered will include 
northeast and central New York 
State 





MARGARINE CONSUMPTION 


Consumption of margarine totaled 
1,364 million pounds in 1954—eon in- 
crease of 46% in the five-year period 
period since repeal of the Federal oleo 
axes, according to Food Engineering, 
McGraw-Hill publication 


Seal 
a 


Stationary Base 
or 
Swivel Base 


COMPARE 
MATERIALS 
DESIGN 


CONSTRUCTION 





“7744 HEAVY MACHINIST Vises 7 





Red Seal Vises are built to stand up under the 
hardest use. Compare it feature for feature with 
You'll find that your customers 
will recognize and prefer Red Seal Vises, too. 
Their high quality makes them easier to sell! 


any other vise. 


Features: 


* Castings of semi- 
steel. 
Rear jaw broached 
to insure perfect fit 
with sliding bar. 
Sliding bar milled 
on all 4 sides. 


Screw of cold-rolled 
steel with deep cut 


Acme threads for 
quicker action and 
better holding 
power. 

* Jaws faced with 
high grade tool 
steel over entire 
face. Knurled, heat- 
treated, milled, 
tongued and 
grooved. Attached 
to jaw faces with 


screws for easy 


replacement. 


* Convertible! 


Standard stationary 
vise can be con- 
verted to swivel 
vise by addition of 
base. Swivel model 
Can be made sta- 
tionary by removing 
base. 


One of cur mony factory representatives is neor you to serve your needs 


Write for Complete Price and Discount Schedules on These Fast-Se'ling Vises 


SOLD ONLY THROUGH DISTRIBUTORS 


AMERICAN SCALE & VISE CO. 


2745 Southwest Bivd Kansas City. Mo 
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Field Engineers 
Named By Norton 


POWER-BELT Norton Co. has appointed seven 


members of its Sales Engineering 


AND GRAVITY Department as field engineers at 
CONVEYORS district offices throughout the 


country. 

Charles A. Bailey and Robert I 
Haigh have been assigned to Teter 
bore, N. J., covering territories in 
northern New Jersey and New York 
State. Joseph A. Kwasniewski will 
report to the Philadelphia office 
which includes the Eastern Sea 
board states and David L. Lloyd 
Rees will be assigned to the Pitts 
burgh district covering western 


When you handle Farquhar Conveyors, you have Pennsylvania and the Souther 
three distinct advantages. First, because Farquhar 4 states. Roland L. Jandron and 
is o fomous name in materials handing equir : pe = John D. Seguin are assigned to 
ment. Second, you are backed by effective trade 

paper advertising and attractive sales aids. Third, 2 

application engineering aid is available from A COMPLETE 


Chicago, including the northern 
Mid-Western states, and William 


both our territory managers and our main office i, DETAILS FE. Oliver is reporting to St. Louis 
Get the facts now! : . % t ve ] Mid-Weste 
' ’ o cover the 1¢ estern states 


a Mr. Bailey, Mr. Haigh, M 
t ailey r aigh, Mr: 
A. B. FARQUHAR DIVISION Lloyd-Rees, Mr. Jandron and Mr 


THE OLIVER CORPORATION Seguin came to Norton as members 


Conveyor Dept £-46 ancien - of the Sales Training Department 
ork, Fa ‘ 





n 1954. Mr. Kwasniewski joined 
= the company’s Planning Depart 
PRECISION ment in 1946 and later transferred 


ENTRA PROFITE BALANCING WAYS to the sales Engineering Depart 
4 ment as a grinding engineer after 

es 1 training program. Mr. Oliver was 

FOR you » 1 member of the company’s Ma 

Rare ae ) hine Division Planning Depart 

ment for two vears before entering 

selling low cost the Army Air Force. He rejoined 


“ > the company in its Sales Depart 
high production ment in 1952 and finished hi 


ANDERSON tools! ou training program this spring 


Anderson Balancing Ways 
save time, reduce vibrations, 


IMPROVED HAND SCRAPER increase motor bearing life, 


improve motor perform- 
ance. They are priced to sell, 


d will f h lv 
ao WATER PISTOL FOR PLANT 
WORKERS 





Both high-speed steel and carbide-tipped blades in 
18”, 20”, or 22” lengths. They are light in weight, 
easy to use, reduce need for costly regrinding. Once equipment at a Montana oil refinery, 
they are introduced into a —y the mepouses will according to Power, McGraw-Hill pub 
come back for more. You will find these scrapers ' w . 

real profit makers. Also, Anderson offers power ication. Workers squirt them at pipes 
scrapers, and various types of straightening presses. to be handled, thereby finding out if 
Sell the complete Anderson line. the pipe is sizzling hot without burning 
their fingers. The pistols also are a 


Toy water pistols are standard 


sanitary alternative to spitting on the 


ANDERSON BROS. MFG Write today .. . See pipes, the magazine notes 





0) Ree: Gee celal @2e) ae Lt C how you can profit - 
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DD arrod arrose 


FOR SOLVING YOUR DRILLING 
& ANCHORING PROBLEMS 
NOW AND FOR THE FUTURE 


BUSINESS PAGE of newspaper pro 
vides tips for future sales for James 
Hascup, vice president, H. W. Mills 
& Co., Passaic, N. J 





Edward Valves 
Names Sales Engineer 


inns 


Edward Valves, Inc., subsidiary 
of Rockwell Mfg. Co. has ap 
pointed Earl N. Stone sales engi 
neer for Colorado, Utah, western 
Kansas, Montana, Wyoming and ARROFIUTE CARBIDE MASONRY DRILL 
the Farmington, New Mexico, area 

Mr. Stone will work out of Den 
ver, where he lives. Besides han LAG SCREW EXPANSION SHIELD TWO WING 
dling Kdward’s complete line of a 


" TOGGLE BOLT 
cast and forged steel valves, he will 


Drarroe 


introduce the Rockwell-built Ed 

ward Mudwonder valve for oil A-C-E EXPANSION SHIELD 
drilling mudlines to -the Rocky 
Mountain area. 

A graduate of the University of 
Oklahoma, Mr. Stone was formerly 
associated with the Orbit Valve 
Co. of Tulsa as a sales engineer in 


SPRING HEAD 


Gets) fn + ee 
DOUBLE EXPANSION SHIELD Fiat 
RIVETED HEAD 


TOGGLE BOLT 


LITTLE MAJOR TURNBUCKLE 


Research Center Planned — a= 


FOUR-POINT HAND STAR DRILL 


the Denver area 


h 
© 
a 
i 
e) 
A 
Oo 
5 
fe 


~_— 


Borg-Warner Corp. has started MACHINE SCREW ANCHOR 


construction on a new research aa ——— 
> > oO ‘ 364 Te Ss Ye . 

center on a 64 acre site in Des < THRES-POINT DRL PONS 
Plaines, Il. Company officials said 


scientific and engineering opera = FOUR-POINT DRILL POINT 


tion, with the staff concentrating 


LoD ew ANNE TWIST DRILL POINT 


—quvea <Olye <Chiiver <icnyvae 


foe A PR 


it is designed as a multi-purpose 


on long range research in the many 
fields in which the company has an 


interest f 
q 
Mill Depot Moved ; 
. RUBBERGRIP 


Wolverine Tube Division of Cal DRILL POINT HOLDER 
umet & Hecla, Inc., has moved its 
Long Island mill depot to new and 
larger quarters at 42-02 I|th St., 
Long Island City, N. Y 


a NT Tol 


MAL-LEAD BOLT ANCHOR 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion. Ohio 


WrdArrore 
<cuvei <loura 


¥ 
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WHEN YOU SELL 


Pa-Y-) 14:0 Nae) 4 


Cy 
































YOU'RE SELLING 


Technical Cowice 


INO other manufacturer of stainless steel valves, 
fittings and accessories offers so much in the way 
of technical service. Here's a partial list of the 
plus factors which are yours when you sell the 
Cooper Alloy Line. 

|. P. C. Shaffer, Chief Engineer. This acknowl- 
edged leader in the field of stainless steel 
valve design is constantly “in the field"—lec- 
turing, trouble shooting, helping you and your 
customer. 

N. S$. Mott, Chief Chemist & Metallurgist. 
Undoubtedly the most quoted and published 
author in the field of corrosion resistant alloys, 
Mr. Mott is at your service when advice on 
tough corrosion problems is needed. 

Sales Engineers, technically trained, are lo- 
cated in key cities and are available to assist 
in any way, from presenting the product to 
closing the sale. 

. The Professor—founder and keeper of the 
most extensive library on technical data on 
stainless steel valves and fittings. An average 
of 1000 requests for literature is handled every 
month. 


Research—o division of our compony which 
has pioneered in the development of new ma- 
terials such as V2B, and new methods, such as 
shell molding. By feeding advance data to 
you they help your customers stay ahead of 
competition. 

If you haven't seen our booklet “Thirty Years of 

Progress," write for your copy today. It will help 

you know more about our company. 


COOPER ALLOY 


CORPORATION eHILLSIDE, N.u. 
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Lubrication Aid 


Published by S.B.A. 


4 new S.B.A. Technical Aid (N 
32) describes selection of prope! 
lubricants, application of the proper 
lubricant to the individual parts of 
each machine and responsibilities of 
lubrication personnel Under th« 
heading, “Sources of Help in Lubri 
ition Problems,” users are advised 
to seek out representatives of both 
machine tool builders and oil and 
grease suppliers for technical advice 
Oil and grease suppliers, the leaf 
et says, will usually have a trained 
lubrication engineer available who 
an chart out recommendations and 
products for each machine. Says the 
leaflet “Lubricants are as much a 
part of machines as are bearings and 
gears They must fit design and 
operating requirements. They must 
be protected in storage, for if for 
eign material gets into the lubri 
cant, it can have as disastrous a 
result as a monkey wrench in the 
gears 

The leaflet, “Essentials of Good 
Plant Lubrication,” is available 
from the Small Business Adminis 
tration in Washington 


Beardslee Named to Committee 


Kenneth R. Beardslee, general 
manager of Carboloy Department 
of General Electric Co., has been 
elected a member of the AS.T.I 
Research Fund Committee 

















_ 
een ten 


It's rejuvenating to know | have oa 
solesmon with the courage to stand up 
to me ond tell me I'm wrong 
goodbye ond good luck, Higgens 





Small Business Loans 
Aid 42 Firms 
The Small Administra 


tion has approved loans totaling 
‘ee - Pag 
>2,259,950 for 42 firms, according to 


Business 


the agency's most recent two-week 
report 

"he loans were approved during 
the period August 16-31 under the 
S.B.A. program to assist small firms 
obtain adequate financ ing on reason 
able terms. The largest was a loan 
of $150,000 to the Winona Knitting 
Mills, Inc., Winona, Minn.. a firm 
employing 151 persons. A local bank 
is taking 20% participation. Other 
companies benefitting include a 
manufacturer of pickles and relishes, 
a funeral home, a motel, a metal 
stamping plant, a grain storage ele 
vator, a laundry, an automobile 
an aircraft parts manufac 
turer a retail bakerv chain, a steel 
forgings plant, a general contractor, 
a gas distrbutor, a machine shop and 
a trailer park 


dealer, 


Since the beginning of its pro 
gram, the agency has approved 1,815 
loans totalling $91,372,905. Of these, 
1,209 included bank participation, 
and 606 were made direct from the 
Treasury. Some 1,319 disaster loans 
totaling $9,140,977 have also been 
approved 


Buffalo Firm 
Expands Branch 


Empire Industrial Supply Corp., 
Buffalo, N. Y., has moved its James 
town, N. Y., branch to new, larger 
quarters, Howard A. Neubecker, 
president, announced 

An open house in the new office 
and warehouse is planned for Oc 
tober 22. Many of the firm’s sup 
pliers are cooperating with product 
displays and their representatives 
will be on hand to welcome visitors 


Named Bank Trustee 

C. Taylor Wettlaufer, president 
of H. D. Taylor Co., Buffalo, N. Y.. 
has been elected a trustee of the 
Western Savings Bank. 














STANDARD 
and SPECIAL 
CARBIDE 
TIPPED TOOLS 


é 


— 


Se” 


Now, Besly Distributors Can Increase Sales 


by Selling from the 


Now, more than ever, you can be- 
come the one source for all of your 
customer’s basic cutting tool needs — 
and make more sales, simplify paper 
work and make your salesmen’s calls 
more effective. Besly has purchased 
the assets of the Metro Tool and 
Gage Company, Chicago, for 15 years 
a manufacturer and supplier of pre- 
cision gages and carbide tipped tools. 
The company will operate as a di- 
vision of Besly and add its prod- 
ucts to the Besly Cutting Tool Line. 
A complete selection of cutting tools 
is just one of the ways Besly is help- 
ing distributors to boost sales. New 
developments, such as the Besly Seub 
Tap for Screw Machines and new 
plastic packaging for taps from 0-80 
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Broader Besly Line 


through 5/16” are extra features in 
the Besly line that mean more sales 
If you are not handling the Besly 
line, you are missing sales you could 
be getting. Make those extra sales 
by handling Besly Cutting Tools— 
write or phone Besly for details of 
the Besly Distributor Plan 


BESLY-WELLES 
CORPORATION 


Extoblished in 1875 os Ches. H. Besly & Co 
106 Deerbern Avenve 
Belo, Wisconsin 








IT’S HARD TO 
SELL, IF YOU 
DON'T STOCK! 


(440d id mmeecomm glint 


YOU OWE IT TO YOUR 
CUSTOMERS TO AT 
LEAST CARRY A 
SMALL STOCK OF 


ZIP ACCESSORIES 


ESSENTIAL PRODUCTS 
ALWAYS IN DEMAND 


“Immediate delivery from stock, any quantities” 


GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 


SALES POINTS 


that help you SELL 


GRINDERS 


BALDOR Grinders have totally enciosed, 
preet motors protected against dust, yi “ore 
and metal particles. (less servicing) 


2. Meters are dynamically balanced for smooth op- 
eration, (wide clearance between wheels and mo- 
tor frame for fast. precision grinding) 


Large ball-bearings, lubricated for life 


Wide range: ‘4 to 3 he.. & te 12” individually 
balanced wheels. Bench & Pedestal types for 
sheps and industry 


Sturdy-built for heavy-duty and fully guaran- 
teed by Baldor—a manutacturer of grinders 
for mare than 30 years 


Competitivety priced—a better value considering 
initial cost and years of service 


BALDOR ELECTRIC CO. 
4364 Duncan Ave. ST. LOUIS 10, MO. 


ASK 

FOR 
BULLETIN 
321-3 


ABOVE: Baldor Bench Grinder, No. 8200 series 
Ve hp. motor, 8° wheels, List 00 


Buffalo Ad Manager Urges Joint Planning 


R. C. Sanderson, advertising and 
sales promotion manager of R. ( 
Neal Co., Buffalo, N. Y., 
author of a recent article in Sales 
Management magazine in which 
he urged manufacturers to work 
with 


was the 


closels distributors in 


ad campaigns 


mor;e 


Writing in the magazine's “Prob 
lems in Industrial Marketing” se 
tion, Mr. 


question, 


Sanderson answered the 
“What Can Manufactur 
ers Do to Sharpen Their Industrial 
Distributor Force?’ 

He urged suppliers to drop “the 
rather precarious 
industrial distributors are the manu 
facturers’ rather than 
their decentralized force.’ 
Many manufacturers, 
mote “at us” instead of 

Explaining the case for mutual 
help in advertising and promotion, 
he cited distributor problems in 
dealing with suppliers and stressed 
the drop in distributors’ net profits 

His recommendations to sup 


viewpoint that 


customers, 
sales 
he said, pro 
“with us.’ 


pliers were 


|. Send trained 
to work with distributor sales 


representatives 


men at least once a month 


Conduct implant training 


schools or distributor clinics 
Prepare literature and cata 
logs in adequate quantities 


Keep literature informative 


Give advance notice of new 


catalogs 





SKINDIVERS IN SEWAGE 
CONSTRUCTION 


“Skindiving” normally 
used by swimming sportsmen, has 
taken its place in the building con 
tractor’s utility kit, Engineering News 
Record, McGraw-Hill publication, re 
ports. The equipment recently was 
used with outstanding success to com 
plete an apporently hopeless sewer 
installation. The workers wore under 
water breathing apporatus, face masks 
and fins to install sewer pipe in a 
trench flooded with six-to-ten feet of 
woter. 


equipment, 
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6. Give advance notice of mail 


, 
ings 


Play up product applications 
in advertising 
Distributors’ margms, said Mi 
are so slim that manu 
them all the 
benefits 


Sanderson, 
facturers must give 
help possible to obtain 
from then advertising effort 


He urged a program under which 


joint 


each manufacturer would invite his 
five “best” distributors to a confer 
ence on advertising and promotion 
it the end of each year 

Mr. Sanderson pointed out that 
i distributor with many lines would 
have difficulty making even trade 
mark headings and classified listing 
in the telephone books of many 
cities. He said the cost of this to 
would mean that it 
would have to sell a total of $1 
875,000 worth of products to pay 


his company 


for this one medium of advertising 


for one vear 


Twist DRILLS ~ REAMERS 


eered 


seed d 


CELFOR TOOL COMPANY 
DIVISION OF -AVILODSEN 
\cele) a ae Mee £8 .8n, ee INC 


MAKERS F REPUB 
Ce(For ND S$. EA 


NEW YORK FPLANT 


100 LAFAYETTE ST.. NEW YORK 13 





Management Conference 
Planned for New York 


The Society for the Advance 
ment of Management will hold a 
Measurement of Management 
Conference” November 3-4 in the 
Hotel Statler, New York City 
Contributors at the sessions will 
include Benjamin Harrison, vice 
president of Sylvania Electric 
Products, Inc; Harold F. Smiddy, 
vice president, and Mark de Fer 
ranti, senior consultant, General 
Electric Co., and Allen N. Seares, 
vice president, Remington Rand 
Division of Sperry Rand, Inc 

\mong topics to be covered are 
Vhe Distribution Function, The 
Production Function, The Rela 
tions Function, The Finance and 
Control Function, and The Top 
Management Function 

The conference committee in 
ludes Theodore Booth, Carbo 
rundum Co.; John Gorsuch, United 
States Steel Co., and Paul Mills 


General Electric Co 


Union Twist Drill 


Names President 


Stanley Holland has been elected 
president of Union Twist Drill Co., 
succeeding George F. Holland, 
named chairman of the board. 

Simon MacKay was re-elected 
vice president and John C. Molinar 
was named vice president in charge 
of sales 

Also elected were: Rossiter Holt, 
vice president and general manager 
of the S. W. Card plant; John 
Engelsted, vice president in charge 
of production at the Union Twist 
Drill plant and William E. Loy, 
treasurer. 

The new president has been gen 
eral manager of the company’s 
Butterfield Division 





MORE AUTOMATION 


A new job for automation is auto 
matic inspection, American Machinist, 
McGrow-Hill publication, reports. De- 
troit industrialists anticipate automatic 
gear inspection, and automatic herd- 
ness, surface finish or roughness test- 
ing will be developed to a fine point 
this yeor 











INATING! puncH-LoKwose ciames 
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selling 


stocking and 


they look to you to supply 


your customers that Extra valu 
by 


Doc Punch and Mr 
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Dept. U, 321 North Justine Street, Chicago 7, Ilinois 





Ask For Distributorship Plan 











How to Get Tax Refunds 


THE COMPLETE LINE Explained in Leaflet 
Small business owners who think 
the Government owes them a tax re 
OF QUALITY CHUCKS fund, even though the Internal Rev 
ue Service has ruled against it 
find useful tips in a new leaflet 
ublished by the Small Business A 





inistration 
Entitled “Appeal Proced 

l'ax Cases,” the leaflet tell: 
» do if the company owne! 


erees with his federal tax audi 


ITN 


aisa 
tor. His tax liability, it is explaine 
is not officially determined until his 
return has been examined by the In 
Revenue Service. After th 
he can stll appeal both 


Revenue and in | 


ternal 
? 
te 


; 


Subjects covered include prelir 
findings by the Internal Reve 
Service; the formal protest, ap 


ourt 


ellate procedure and the tax 


pro edure to follow after the 90-da 
) riod, and the U.S. Court sys 
\n accompanying chart outline 
ypeal procedure. The leaflet is N 
64 in the S.B.A.’s series of Manag 
nt Aids and can be obtained from 


| the agencv’s field office 


Cash-Standard 
Names Agents 
4. W. Cash Co. has appointed 


ree new agents to handle its lines 
n areas in the Midwest, West and 
South 
P . b hev are 1. W Cotton Co., 
Horton's complete line gives you a constant oppor- Indianapolis, covering the central 


tunity for new business. There’s a Horton chuck for ind southern Indiana territory; Fuel 
Economy Engineering Co., St. Paul, 


every customer's application. 
overing Minnesota, North Dakota, 
And Horton quality assures repeat sales. Not only south serg a oo > 3 
does Horton provide the right chuck for every job, eet = ae 6a 
‘ * I Lii€ Cnn... Covering caster 
but Horton's extra built-in features guarantee Pica cates 
longer lasting accuracy and satisfied users. 
Firm Names Changed 
'wo of Cash-Standard’s repre 
See us at the Production Engi thew 836 , entatives have changed their firm 
names 
lhe former McKerall Engineering 
Co., Birmingham, Ala. is now 


Ask your Horton representative about , ae 
the plete Horton story, or write direct Ouinn, McKerall & Quinn Co 
é, Whitlock Mfg. Co., Chicago, is the 


for your copy of “Our Sal licy’’. 
, ewe WINDSOR LOCKS, CONN. new name for the former Reitz & 
W eeks Co 
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Sales Engineer = : 
Promoted by SKF 40 a COLLECTING 
‘ % ” 4 jf 


F. H. Williams, sales engineer for ; 


SKF Industries, Inc.. has been 2 eyo gv oe 


named manager of the firm’s rail- 4 

way department. a 
Mr. Williams started his sales en- 

gineering activities with the Chicago 

office of SKF in 1949. He was trans 

ferred to the Philadelphia office in 

1951. He is a graduate of the U. S. 

Naval Academy and served during 

World War IT on a destroyer 


Wins Idea Prize 

SKF Industries has awarded $500 An Extra Sale... 
to an employee of its automatic Additional 
screw machine department for an Profit for You 
idea for a machine improvement. at the Same 
Kenneth Siegel, who started with Time You Sell Those 
the company in 1940, won the prize Grinding, Buffing 
for suggesting the purchase of a port or Polishing Wheels! 
able boring mill for boring the cylin 
ders on automatic screw machines 


Plant Operators 
Welcome the 


in outside vendor 
lite 


instead of farming out the work to 


Annual Meeting Planned as a Protection 
to Workers’ Health 
tors, national trade association of and Expensive Equipment 


the construction machine ry in Se you sold the man some Grinding, 
will hold its 37th Annual Buffing or Polishing Wheels! Why let 
dust settle on a good sale? It's a more 
a, , rofitable sale for both you and your 
ruary 2 it the ¢ oune Hilton Hotel, soe rome when 960 eclt him The Ci 
Chicago. W. A. Patterson, Rich cinnati AIR MASTER, too. This efficient, 
irds | guipment Co., Waco, Texas. self-contained dust collector unit is 
urgently needed in every plant where 
grinding, buffing or polishing of any 
kind is done. 


Designed to thoroughly filter dust and 
grit laden air from all makes of Grinders 
and Buffers regardless of whether new 
equipment or equipment already in- 
STRONGER COTTON stalled and in operation. 

Chemical modification of cotton Get the facts—get more mileage and 
fiber—by either actual production profit per sale with the AIR MASTER 
processes or by surface treatments—is and other The Cincinnati products— 

QUALITY equipment since 1902. 
resulting in a stronger, more useful 
fiber which still retains the original 
en, ‘sammieraenmiies For detailed information and specifications write for Cotolor 550E 
Numerous processes now are being ap- 
plied that moke the cotton fiber flame 
resistant, more receptive to dye and 


ai THE CINCINNATI ELECTRICAL TOOL CO. 


2686 MADISON ROAD CINCINNATI 8, OHIO 


\ssociated Equipment Distribu 


dustry 
Meeting January 29 through Feb 


heads the convention committee 
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Value, Not Price Called Buying Goal 


Value—“far beyond the question 
of price” —is what the modern pur 
chasing agent should be looking for. 
the National Association of Purchas 
ing Agents was told at its conven 
ion. 

Purchasing is a management func 
tion and the old price 
chiseler is or should be on his way 
out, said Hobart C. Ramsev, chair 
man of the board 
Corp. of Harrison, N. J., im an 
N.A.P.A. 
termed “value analysis’ 
of a purchasing agent 

ilue analysis must take account of 


fashioned 


4 Worthington 


address. He 
the first duty 
‘Clearly. 


convention 


more than price Frequently it de 


mands, for example, the most care 
technical 


ful scrutiny of specifica 


tions received from engineering or 


production departments—and if 


sometimes means over-riding 
whims or prejudices of technical 
men, to come up with the nght pur 


chase. This requires a strong man.’ 


the 


Can’t Measure Money Saving 
“Even your classic function—to 
save money—is no longer any real 
measure of what you do,” Mr. Ram 
sey told the purchasing agents. “Say 
ing a company’s money is obviously 
important, but if that were the sole 
criterion of a purchasing man, I’m 
afraid he wouldn't last long. The old 
concept of the hard-boiled purchas 
who chiseled on 


last war 


ing agent 
finally died with th 


prices 

The 
var proved that this steely-eved char 
icter, for all his claims to efficiency 
eficient after all. He 
couldn't get the goods— no salesman 


wasnt so 


wanted to oblige him.’ 
Vir. Ramsey added: “No 
wants to buy below a supplier's cost 


ompally 


He'd be out of business when we 


need him.” 
Salesmen Are “Partners” 


Mr. Ramsey termed purchasing a 
‘double-swinging door’, not only for 


...when your customers want 
Tool & Cutter Grinding 
Capacity... 


The NEW 


STERLING 


Model “RK-2” 
is the answer! 


It provides More Capacity 
for grinding tools and cutters 
at about 1 the cost of a Uni- 
versal Grinder because it is 
designed—for Tool and Cut- 
ter Grinding ONLY. 

New principle eliminates 
heavy, expensive tables re- 
quired for ““Universal”’ grind- 
ers; makes possible a compact, 


easy-to-operate, tool and cutter grinder that is ideal 
for shops needing tool and cutter grinding capacity. 


Protected Dealer Franchise. Write TODAY 
for complete information and literature. 


1510 GALLOWAY 


McDONOUGH MFG. CO. EAU CLAIRE, WIS. 
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salesmen to enter, but also for the 
udmittance of creative ideas. The 
reative function of purchasing, he 
said, is of utmost importance. “As 
manufacturers, we are aware that we 
have available to us, within the hun 
lreds of organizations which supply 
1s, a very large staff of experts. If we 
an enlist their active assistance, we 
may be able to find many significant 
improvements in our products which 
might have 
Che modern purchasing of 


itherwise been over 
looked.” 
ficer, he said, recognizes his suppli 

is “partners” and does all he can 
interest and co 


timulate thei 


yperation 


Knowledge Needed 


lhe good purchasing agent, said 
Vir. Ramsey, is a “knowledgeabk 


nan,’ familar with both his ow 
ympany's production methods and 
the policy and procedures of the sup 
otter 
that 
vhen you buy paper, you've got to 
the paper mill 


salesman from the mill 


pliers he buvs from. “I've 


heard it said,” he pointed out, 
know more about 
than the 
He told how a large chemieal com 
pany trains its sales force by pitting 
the salesmen against its own pur 
hasing team, on the theory that if 
: salesman can’t convince the buyer: 
of his own firm. he could never sell a 
ustomer 
Management, he said, must be 
well advised by purchasing on inven 
torv levels, which he called one of 
the most ticklish problems of evalu 
ition. “Materials and supplies must 


be available when needed and a 
reasonable margin of safety provided 
Yet it is no good part of buying to 
hoard material or even to overstock 

you tie up money and risk loss in 


value 


Executive Training 


rhe 
said Mr 


informed 


purchasing executive's jol 
Ramsey, calls for a broadly 
“After all, the sta 
ind recognition a purchasing 


man 
ture 
manager attains in his company de 
pends not on organization charts 
executive directives or mere defini 
ion of 
whether he contributes something of 
significance to the ‘judgment pool 
Purchasing, he said. must lead man 


responsibilities, but on 





agement im new and improved ways 
of doing business. “A purchasing 
man may tell us that if we vary one 
specification for a product just a 
little, he can get us a standardized 
item at a much lower price. Some 
times a change in quantity ordered 
can result in a big advantage. At my 
company we found, for example. 
that by buying cylinder liners for 
pumps ten at a time, instead of three 
at a time, we saved nearly $20 on 
each. ‘This is one small example of 
savings which, multiplied mam 
times, can amount to thousands or 
even millions of dollars.” 

He said engineers and manufac 
turing men are often perfectionists 
who insist on nothing but the high 
est quality. “Purchasing’s job is to 
relate quality with other factors such 
as performance required, cost and 
availability.’ 


Public Relations Important 


Purchasing agents, said Mr. Ram 
sey, have an important public rela 
tons function since they represent 
a company’s management before an 
important segment of the public, its 
suppliers and their salesmen. “A 
purchasing department can directly 
affect a company’s goodwill and rep 
utation for fair dealing. The actions 
and attitudes of purchasing can help 
determine whether a company is re 
garded as modern and progressive.” 


“Purchasemanship™ 


Mr. Ramsey called for a more pro 
fessienal attitude toward the pur 
chasing function. “It has been said 
that two things made America what 
it is today—mass production and 
American salesmanship l'rue 
enough, but what about American 
‘purchasemanship’? Selling and pur 
chasing are two sides of the same 
coin. Together they create the com 
petitive market that is the essential 
keystone of free enterprise. If a 
company’s purchasing department 
does not compete as effectively as its 
sales department, profits will be lost 
In its constant search for new and 
better products, new sources of sup 
ply and greater value for the dollar, 
the purchasing department stimu 
lates competition, both among buy 
ers and among sellers.” 


Tele isi-s-{- mele) 


Every sales and profit making factor is working for you when 
you sell Atlantic flexible meta] hose. You lower your break-even 
point by one-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested 
And over 40 years of product advertising have made Atlantic 
flexible hose a buy-word in industry. 

There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 


your flexible metal hose problems. Write for Catalog 500. 


Flexible metal hose in all workable metals 
= 36° I.D. with standard or special! couplings 


ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN &T., NEW YORK 34 
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Mebraw-HHill Mailing Lint Well Holy You 


Merchandise your advertising 

Conduct Surveys 

Get leads for your salesmen 

Get inquiries about your product or service 
Pin-point geographical or functional groups 
Sell Direct 

Build up weak territories 

Aid Dealer Relations 


Direct Mail is a necessary supplement to a well More and more, progressive companies are using 
rounded Business Paper advertising program. Industrial Direct Mail regularly as an advertising 
medium. They effectively allocate a portion of their 
600,000 actual names of the top buying influences ad budgets to this second medium at the same time 
in all the fields covered by the McGraw-Hill publi- as they concentrate on the best business publications. 
cations make up our 150 mailing lists. These lists 
are built and maintained primarily for our own use, For complete, detailed information about our serv- 
but they are available to you for Direct Mail pur- ice, fill in the coupon or write for your copy of our 
poses. Pick out a list of YOUR prospects from our free Business and Industrial Direct Mail catalogue. 


Industrial Direct Mail Catalogue. 


Direct Mail Division 
McGraw-Hill Publishing Co., Inc. 
330 West 42nd St., N. Y. 36, N. Y. 


Please forward my free copy of the 
McGraw-Hill “Industrial Direct Mail Catalogue."’ 


NAME 


COMPANY 


Mc GRAW-HILL 


DIRECT MAIL LIST SERVICE 


ADDRESS 
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NO.36 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 





sew. 


farrett 


O 


SALES LEADS 


THE L. S. STARRETT COMPANY «© SINCE 1880 WORLD'S GREATEST TOOLMAKERS + ATHOL, MASS., U.S.A 


= 


OOLS 


WITH EXCITING NEW SALES POSSIBILITIES 


These new Starrett Tools upen up a whole new field of sales oppor- 


tunities for you. They made a big hit at the Production Engineering 


Show where thousands of tool buyers saw them and wanted them. All 


you need to do is stock them, display them and feature them in your 


selling to cash in on a ready demand. For complete details, see your 


new Starrett 75th Anniversary Catalog. 


NEW MAGNETIC BASE 
INDICATOR HOLDER 
No. 657 holds firmly to any iron or 
steel surface. Use with any Starrett 
“Last Word", No. 196 or No. 25 
Series dial indicator. Universally ad- 
justable with on-off push button. 


NEW HACKSAWS, BAND SAWS, 
HOLE SAWS and BAND KNIVES 
are Production-Proved for better cut- 
ting, longer life. Starrett hacksows 
are now color-identified to help select 
the right blade for any job. 


NEW STAINLESS STEEL 
RADIUS GAGES 
No. 167. Sets of individual gages, 
each with five gaging surfaces for 
convex or concave radii. Made of 
rustproof stainless steel with Sotin 
Finish. Six convenient sets. 


PRECISION GROUND 
FLAT STOCK 
and Die Stock saves valuable machine 
and man hours. More and more shops 
know it pays to “just lay it out... and 
sow it out”. And it’s o natural repeot 
sale item. 


VISIT THE STARRETT EXHIBIT — SPACE 1720 — 





oOOsSB 


MECHANICS HAND MEASUEING TOOLS AnD 
PRECISION INSTRUMENTS § - OLAL INDICATORS 
STEEL TAPES - PRECISION GROUND MAT STOCK 
MACKSAWS, SAND SAWS end SAND KNIVES 


NEW ODD FLUTE MICROMETERS 
No. 483 and No. 485 measure 3 or 5- 
fluted cutting tools. Read direct in 
thousondths, eliminate special fix- 
tures. Satin Chrome Finish with carbide 
facings on anvil and spindle. 


NEW DIAL TEST 'NDICATORS 
like this No. 675 simplify layout, pro- 
duction and inspection. And don't for- 
get the complete new line of Starrett 
high precision-low friction dial indi- 
cators. 


NEW “KLEENSCRIBE” 
LAYOUT DIE 
Your customers asked for this. Special 
formula dries instantly to an opaque, 
no-glore finish. Makes scribed lines 
stand ovt shorp and cleor. 4 fluid 
ounce can with brush in cap. 


NATIONAL METAL SHOW 











ACCO 


products 


How to Sell 10% More 
to Your Present Customers 


e Most of your customers own at 
least one crane or hoist. And each of 
these customers needs wire rope slings 
to complete his lifting equipment. 
But many of them are probably now 
using old-fashioned hand-assembled 

r ‘““‘home-made”’ slings of question- 
able safety. 

So, very probably you are not 
getting this wire rope sling business 
now. But it’s good business, it’s re- 
peat business—and it’s easy busi- 
ness to get when you know how. 

Your acco Wire Rope Sling repre- 
sentative has the answers. He can 
tell you about the acco Registered 
program which enables you to sell 
the safest slings available— gives you 
powerful selling arguments that im- 
mediately appeal to every safety 


and cost-conscious plant operating 
official. 

For acco Registered Wire Rope 
Slings are precision equipment man- 
ufactured under close quality con- 
trols and individually proof-tested. 
Each bears a registration certificate 
and tag. They are furnished in all 
standard wire rope sling construc- 
tions—including ACCO’s amazing 
cable-laid construction which pro- 
vides slings with the flexibility of 


eo 


Wilkes-Barre. Pa. Atlanta 


Chic cago 
New York, Odessa, Tex. Philadelphia, Pitt 
Bridgeport, Cons. © In Canada Dominion Chain 


ACCO Resistered” Wire Rope Slings 


THE STANDARD OF EFFICIENCY AND SAFETY 


manila rope and the strength of steel. 

Complete, easy to understand 
literature enables you to select the 
right slings for your customers— 
eliminates any need for technical 
training. 

Call your acco representative to- 
day and ask him how you can in- 
crease sales to your present cus- 
tomers by 10%. If you don’t already 
know him, simply get in touch with 
any of the branches listed below. 


Wire Rope Sling Department 
AMERICAN CHAIN & CABLE 


Better 


Denver Houston. Los Angeles, 
gh, Portland, Ore., San Francisca, 
Co., Lid., Niagara Falls, Ont. 





